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Your oper Is Not Eaten 


Up With Service Calls When 
You Sell A BEAVER... 


i 


® For over 50 years, Beaver has been manufacturing 
dependable pipe and bolt machines for many and CHECK THESE AMAZING BEAVER FEATURES! 


varied industries. These machines are made with The BEAVER Model “A” Pipe and Bolt Machine. 
I 2 re Ss e S po 

lathe-like om ncaa a ik Pp “oe d as p os @ Right-handed operation ... like a lathe. ¢ All controls 

shovels. They can be depended upon to turn out wor in front . . . at finger tips. * Chuck to the left, tool 


day after day, month after month, year after year... mounting to the right. © All gears run in oil. © Inverted 
and, with no worrisome layoffs for repairs or adjust- chip-free rack-and-pinion feed. * Full 12-inch open working 


ments. When your customers buy Beaver, they are space. * Heavy-duty 1/8 to 2-inch chuck. * Swinging 
* arm 1/8 to 2-inch reamer. * Oil pump accessible for easy 
* Ring-type adjustable quick-opening die heads 


assured of a quality product, manufactured by a 
dependable, experienced company. That's why we cleaning 


say... “Sell a Beaver and forget about it!’ no hinge to get fouled with chips. * Choice of ball-bearing 
wheel-and-roller cutoff or automatic cutoff. * Units are 


interchangeable. * Motors available in all types and 
voltages. * Ample power to cut and thread up to 12-inch 
pipe. * Patented outboard pipe rest and safety switch lock 
i * Net weight about 370 pounds. * More than 200 different 
WRITE FOR YOUR BEAVER | : 
kinds and sizes of dies available! 
QUICK-REFERENCE CATALOG NOW! 


A quick-reference cata- 
log giving complete infor- 
mation, sizes and prices on = 


each Beaver unit. Write for 


yours today! P I P EWTOOLs 


216-300 Dana Ave. * Warren, Ohio, U. S. A. 
53 Years of Highest Quality 
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BUYERS’ GUIDE 


\ two-page memo, issued 
by a Perth Amboy supply 
firm, has proved invalu 
able to its purchasing staff 
82 will give you the 

why’s and where 


) 

Page 
how S, 
fore’s 


—p> 


10-YEAR PLAN _ 


for training salesmen has 
proved successful for an 
Indianapolis firm. For a 
year-by-year report on 
their method, turn to 


page 56 


MULTIPLE CHOICE 


\ New Jersey 
house has devised a call 
rt form that demands 
still pro 
vides important data. On 
page 9 vou ll se ind 


ead about it 


supply 


repe 
little writing but 


YOUR NEW 
PRESIDENTS 


Richard H. Barr 


NIDA 


Print Order 


C. 


This Issue 


I 4,2 50 


THE UNSALESMAN 


He’s only one of 23 types 
of salesmen described by a 
New York sales manager 
You'll chuckle, perhaps a 
bit wryly, at this cartoon 
illustrated on page 


84 


article 


COMPETITION 


This factor is well recog 
nized by both 
ment and salesmen 
how a Dallas 
ager meets competitive 
conditions and what a 
salesman thinks of them 
are described on page 92 


manage 
Just 


sales man 


FREE PARKING 


Industrial Distribution @ 


Member of Associated Business 
and Audit Bureau of Cire 





These magic words have 
eased the problem of cus 
tomer will call operations 
which used to harass a 
Minneapolis distributor 


Page 89. 


v 


f 


McD. England T. D. 
SIDA 


ASMMA 


Vander Voort 





You Said It 
Talk of the 


Trade 


Editorial 


REGULAR 


$1 


Supply 
Price 


Outlook for Business....... 


Index 


Sales ° 


FEATURES 


News 


How You Can... 


120 


On the Market Today... . 





Jo our Distributors: Put us to the test—again and again! We'll deliver! 
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Mounting of taper lock sprock 
ets is fast and sure. Taper action 
1 


provides a firm fit for its full 
length, assures positive grip 


Here’s Industry’s Most Complete Line 
of Mounted Ball and Roller Bearings 


Give Data Book 2550 to all 


good bearing prospects. 











Taper Lock Sprockets Allow Fast 
Delivery of Roller Chain Drives 


Eliminating the cost and delay 
of reboring, Link-Belt’s line of 
roller chain sprockets with taper 
lock bushings is fast gaining 
popularity. The customer in a 
hurry gets off-the-shelf service 
because this bushing fits the full 
range of normal shafting toler 
ances 

In addition, installation and 
removal can be rapidly accomp- 

and the compact, flush 

ign eliminates operating haz 

is. The stock program includes 
prockets for all single widths 
of chain from RC-40 through 
RC-160, as well as sprockets for 
three multiple-width chains 
RC-40-2, RC-50-2 and RC-60-2 

Book 2449 gives all specifica 
tions of these bushings. Many 
of them are similar to and inter- 
changeable with those now used 
on silent chain sprockets 

The usual numbered identifi- 
cation is used. Smaller sprockets 
are attractively boxed, and all 
bushings boxed and labeled 


“HS” Buckets Boost 
Elevator Capacity 


Link-Belt “HS” high-speed ele 
vator buckets are making records 
for increased handling capacity 
in replacement of 
buckets on centrifugal discharge 
bucket elevators. These buckets 
are especially designed for maxi- 
mum pickup and clean, quick 
discharge at high speeds. Mate- 
rials handled include grain, soft 
feeds and other lightweight, free- 
flowing substances. 


ol i-style 











Factory Assembly 
of Pulleys, Shafts 
Saves Field Time 


To insure keyseat alignment for 


your customers belt conveyor 
pulleys, Link-Belt mounts pul- 
leys on their shafts at the fac 
tory. This, of course, also takes 
the work out of field mounting 
In addition, the flush-hub de- 
sign of Link-Belt welded steel 
pulleys minimizes shaft deflec- 
tion, reducing hub bolt stress 
n lisc deflection 

Made with either crowned or 
straight face, they are available 
with vulcanized lagging, either 
plain or herringbone. Choice of 
bolted or taper lock hubs. Gray 
iron and welded steel slat pul 


j 
leys can also be stocked 


a 





LINK-BELT COMPANY 
Plants in: 

Indianapolis + Philadelphia 
Chicago « Atlanta « Colmar, 
Pa. « Houston + Minneapo- 
lis * San Francisco + Los 
Angeles « Seattle. 13,518 








Offices in Principal Cities 








% Sales Link-Belt builds an unmatched variety of types 

Meeting and sizes of mounted ball and roller bearings 

in Print But this is just one of your big sales advantages 

Shown below are some of the exclusive engi- 

neering features that add up to higher efficiency and longer 
life for these bearings, greater sales volume for you. 


Customers can choose from pillow blocks, flanged, flanged cartridge, 
cartridge, take-up and hanger blocks and unmounted bearings 


fr 


To clamp bearing firmly on shaft, | Unrestricted free-aligning action 
setscrews are tightened against at all times is assured because of 
collar. Screws are kept tight with- the free fit between the outer 
out distorting inner ring. ring and housing. 


a 
Inner seals have four small holes Note how base is cored to pro- 
through which excess grease vide uniform metal thickness, 
passes. Seal cannot be forced out insuring a sound casting, free 
to expose the bearing from distortion, with less bulk 





Ms 

Base is machined to provide two 
mounting pads that straddle 
mounting surface irregularities. 
This avoids distortion, binding 


Housing sealing completely en- 
closes all aligning surfaces. Only 
Link-Belt offers this on both bal] 
and roller bearings. 
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NOW Threadwell 
quality is protected 


in new plastic packages! 


Threadwell Distributors are now receiving Threadwell taps in 
striking new lifetime plastic packages. 

These packages will not only protect the fine quality of 
Threadwell taps but will also speed up delivery both to the 
Distributor and the user. 

Threadwell is justly proud of the high quality of its products 
and this new package is one more evidence of our policy to 
produce the best possible product at the lowest possible price. 
Our only business is the manufacture of fine cutting tools. We 
intend to stick to our last . . . first. 


specify 
in the first place 


THREADWELL TAP & DIE COMPANY «+ GREENFIELD, MASS. 
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The Cover 


“The men who ” Our cover spot- 
lights the three who will head your asso- 
ciations during the coming year. They are 
Richard H. Barr, National Industrial Dis- 
tributors’ Association; C. McD. England, 
Southern Industrial Distributors’ Associa- 
tion; and T. D. Vander Voort, American 
Supply & Machinery Manufacturers’ As- 
sociation. Just for fun, we’ve included a 
sample of each man’s “doodling”’—make 
of it what you will. In a more serious 
vein, a report on the Triple Industrial 


Supply Convention begins on page 94. 
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You can close | 
MORE SALES CLAUSING P| LINE! 
with the — 


The one sure way to step up your sales is to make sure that every prospect 
in your territory gets all the facts about the Great New CLAUSING PLUS VALUE 
Lathes, Drill Presses and Vertical Millers. Feature by feature . . . dollar for dollar 

. or by any other basis of comparison these new machine tools are the leaders 
in their fields for Accuracy . . . Capacity . . . Versatility . . . and Economy! 
There's a prospect wherever you turn! For heavy duty production, tool room, 
maintenance, experimental or research work you can get the lion's share of the 
market with the Great New CLAUSING PLUS VALUE Line! A few territories still 
open — write today. 


THE NEW CLAUSING 18” 


Wirt 


What a sales story you have with this 
BIG Tool and Job Capacity Drill Press! 
A heavy-duty GEAR DRIVEN power feed 
that's positive and sure — No belt slip- 
page to dissipate power. Instant feed 
selection — BY DIAL—No belts to posi- 
tion. New spindle bearing engineering, 
vernier depth stop, exclusive head and 
table positioning mechanism. Drills 1” 
cast iron, %” steel — No. 3 M.T. — 
6%” spindle travel. 


THE VERSATILE 
NEW CLAUSING 
VERTICAL MILLER 


Especially designed for tool room, pattern shop and general pur- 
pose use, the new CLAUSING Vertical Miller is many machines com- 
bined in one! It Mills, Drills, Bores, Reams and Shapes. . . at all angles 

. with one work setup! Rigid, high precision spindle: head with 7 
ball bearings, chrome nickel! steel spindle, chrome hardened, ground 
steel quill and honed bearing seats, micrometer depth control stop and 
two feeds. 6” x 24” table, 6 spindle speeds, 180 to 3250 R.P.M., No. 
7 B&S or No. 2 M.T. spindle optional. 


WRITE FOR ILLUSTRATED LITERATURE TODAY! 

CLAUSING DIVISION 2” PRECISION LATHE 

6-117 N. PITCHER ST. KALAMAZOO, MICHIGAN 5300 1: oO : 
Sell this massive new lathe for Bigger Capacity . . . 
(th ’ P. Greater Accuracy PLUS Economy! Featuring: ‘‘Zero- 
ts. Precision” Timken tapered roller bearings * exclusive 
Quality Machine Tools Since 1911 clutch and brake equipped countershaft * 1” collet 
capacity * 12” swing * 1%” hole through 16” long 
aengee- Pertwee nancy asm ie precision ground, forged steel spindle * No. 3 M.T. 
LAUSING HEAVY DUTY MACHINE ~ is tailstock with tang socket * double-walled automatic 
c ° apron * quick change mechanism * massive pre- 


cision ground bed. 
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DODGE TORQUE-ARM 
SPEED REDUCER 


less ~ Delivers more ! 


—in single reduction and double reduction 


Savings up to 33% efficiency up to 97%! 
A new and better kind of speed reducer 
proved in tens of thousands of installations, 
in all types of industry! 


This reducer is mounted directly on the driven 
shaft. No foundation, no flexible couplings, no 
sliding base required. No lining up difficulties. 
The torque-arm, fastened to any fixed object, 
anchors the reducer. Unit is driven through 
any V-belt drive. Stock Taper-Lock Sheaves 
prescribed for each job. Tri-Matic Overload 
Release and Backstop are available if desired 


Torque-Arm Speed Reducers are stock items 


series—with capacities from 1 to 43 hp and 
output speeds from 12 to 330 rpm. You'll profit 
by the many opportunities to sell the Dodge 
Torque-Arm Speed Reducer. 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Indiana 





CK SPR 
OGE ROLLER 


KE 
MAIN TAPER-LOCK SHEAVE 


DGE-TIMKEN 
PLLOW BLOCKS 


The Transmissioneer is featured in over 
7,000,000 Dodge ads in leading indus- 
trial publications this year. In each ad 
prospects are advised to ‘go to the 


I 
Vistributor 
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You Said It 


Tell The Story 


Horyoxe, Mass. 


In your April editorial you make one 
statement in the next-to-the-last para 
graph which reads, ““Tell the story of 


time you get a 


our industry every 
chance.” 

This is very well and good, but | 
wonder how many of us are qualified 
to tell the story. If faced with the 
task, would we pass or fail? 

The thought occurred to me that it 
might be well to write up a little arti 
cle on how to tell the story and later, 
it might be advantageous for the asso 
ciation, itself, to put out a little folder 
on the industry. 

If we don’t blow our own horn and 
provide the wind with which to blow 
it, no one else will. 

Stuart A 
President 


J. Russell & Company 


RUSSELI 


“Must” Reading 


ATHoL, Mass 


I'he article entitled “You and Your 
Selling Job” by Charles I 
Ph.D., in the April issue of InpusrrRiat 
DiIsTRIBUTION is something every sales 


| ipp, 


man should read, and if you have cop 
ies of this article available we would 
like to receive a quantity of fifty for 
distribution within our inside and 
organization. 

C. O. NewTon 

General Sales Manager 

The L. S. Starrett Company 


side sales 


e Dr. Lapp’s article was published 
in three parts. The concluding chap 
ter appears on page 93 of this issue. 


Industrial Distribution 


Reader ponders on ability of all to 


tell industry’s story; article on “‘your 


job” praised; ad manager discusses 


results of advertising 





ContTriIBUTIONS to your “Letters to 
the Editor’ department are wel 
come from all readers. Write on any 
topic you like; we'll publish it and, 
if you do not want to be identified, 
you can rest assured that we know 
how to keep a secret. 

Now’s the time to get that gripe 
off your chest—now’s also the time 
you should speak up with your ideas. 
Let’s have 

Just send your letter to the 
Editor, INpusrrtaAL DisTRIBUTION, 
330 West 42nd St., New York 36, 
N. ¥ 


‘em 


The Editors. 











Advertising Thoughts 


OrLANDO, FLA. 


offer some thoughts on 
. as a supple- 


Mav we 
newspaper advertising . . 
ment to your recent (Jan. p. 108-10) 

on Canton Supply Co.? 

Canton’s use of 50 inches a week 

1 question as to whether that 
includes a Sunday edition. We've 
regular newspaper space for about 
past eight years, but we run only 
Sunday (a few exceptions, of 
e). Sunday circulation figures are 
bove daily, and people have time 

read a Sunday paper more leisurely. 

If there’s only a corporal’s guard of 
listributors using newspaper advertis- 

with good results, it would seem 
thers must be overlooking some- 
someplace. We can’t see how 
ould help but reap profit from a 
paper program, if it’s done prop- 

We never claim to be 

but there’s a science to posi 

ling, to copy, to mechanics of lay- 
ut, that anyone can learn and put 
rofitable use for his company. Per 


would 


the other companies tried ads, 
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as some have tried radio and tried di 
rect mail, for a couple of weeks. Not 
getting the terrific results they hope 
fully expected, they immediately as 
sumed a thumbs-down attitude. That's 
no kind of a test. 

Ihe time is coming when distribu- 
tors will have to fight to maintain 
business. We try to coordinate our 
window displays, store displays, news 
paper and direct mail work, but for 
now we'd like to jot down some 
thoughts on this subject of using news 
paper space and making it pay. 

Newspaper promotion is as much a 
science as knowing when and where 
and how much to prune an apple or 
an orange tree. It’s as much a science 
as figuring how much horse power, 
how many rpm’s and what reduction 
ratios are needed in a belt drive. It 
merely calls for a little concentration. 
It should be ten times easier for a 
distributor to figure out a usable news 
ad than half a dozen other 
trades. He deals, day in and day out, 
with problems of ratio and balance. 
Good newspaper advertising is merely 
a matter of properly balancing mate- 
rial, and dividing copy and illustration 
to create readership results. 

As at Canton, we stress cost-saving, 
but also strongly emphasize “in stock” 
and the backbone of 750 nationally 
known manufacturers. We play up 
brand names, “The better bargain is 
always the best brand”, “double de 
pendability” (reliable manufacturer 
and reliable local supply source). Each 
Sunday, we use a two column by 8-in. 
space, covering general maintenance 


paper 


items, seasonal supplies, etc. Seldom 
do we run small hand tools as Can- 
ton’s ad showed. The mark-up is so 
small that it doesn’t seem logical to 
small 


spend money for 


profit lines, unless we use them in a 


new Spaper 


(Continued on page 10 

















Thermoid ) 
Inermoid | 

Multi-V Belts B asinugital 

cut operating costs 


There’s a Thermoid V-Belt for every plant application. 
Every belt is pre-stretched to provide longer service and 
maximum power transmission without slippage. 


Thermoid C, D and E sections are rayon-grommeted for 
brute strength and extra flexibility that withstands repeated 
shock loads. The entire belt is vulcanized into a solid unit 
that resists moisture, abrasion, internal friction and heat. 


Mr. Distributor: Thermoid “‘built-for-the-job’’ mechanical 
rubber products can help you increase your sales to all 
industries. You can always rely on Thermoid service and 
the complete cooperation of experienced Thermoid Sales 
Engineers with their intimate knowledge of industrial 
rubber problems. 









Fd 


| & Elevator Belting + Transmission 
~~ bens * : ( 


Thermoid Company « Off 







hermoi 


ces & Factories: Trenton, N. J.; Nephi, Utah 
































C, Dand E 
Section Belt 





-—~ 


Rubber Sheet Packings + Molded Products 
Linings and Friction Materials 





oor ‘stiles ont 
> 








S27 THE BENEFITS OF 


Faster. Easier tustallation 


Tt) 


LUNKENHEIMER 
Grooved End 
Valves 





Ne you can offer your customers famous Lunken- 
heimer Valve quality plus the speed and con- 
venience of grooved end couplings. 


You'll find a growing demand for grooved end valves 
in many fields, including Mining, Petroleum, Water- 
works, Sewage Disposal, Refineries, Industry, Con- 
struction, and Marine service. Grooved end pipelines 
can be laid over uneven ground, because their flexi- 
bility allows deflection of several degrees. Connections 


are made quickly and easily. 


These benefits, plus really outstanding valve perform- 
ance, give you a powerful story to tell when you sell 
Lunkenheimer Grooved End Valves. They are avail- 
able in 200 Ib. Iron Body Bronze Mounted patterns, 
with either rising or non-rising stems. They incor- 
porate the same world-famous features as regular 
Lunkenheimer I.B.B.M. Valves. Only the end flanges 
are changed to accommodate grooved end couplings. 
For more information on Iron Body Gate Valves, see 
pages 154-159 of your complete-line Lunkenheimer 


Catalog 53. 











Fig. 1431 


. Grooved End Gate Vaive 
The cost of a Lunkenheimer Valve Rising Stem 
gets smaller and smaller and smaller with tron Body Bronze Mounted 
2% to 8 inch sizes 


each passing year of dependable service. 200 Ib. W.0.6. 
Fig. 1686 
2 inch size 

225 Ib. W.0.G. 


IRON e STEEL « BRONZE 


0 NHEIMER 
THE ONE VCO NAME IN VALVES 


L-454-64 
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'Y id It 
a ou Sa 


(Starts on page 7) 





headquarters ad, showing the related 
lines carried in our stocks. 
As for positioning . . . the rules 
that bring the better results would be 
| high on a page . . . on the outside 
| margin (next to the fold buries the ad). 
| A reader's eye travels from the top 
on down the page. An eye will skip 
| through an ad . . . making about three 
stops. This means you need a good 
| strong headline, a subhead that begins 
to lead into the copy (the copy short 
| and to the point) and an illustration 
Illustrations need to be balanced in 
such a way to invite the reading eye 
on into the ad. There is no iron-clad 
rule that says you must do this 
these are merely some of the tested 
techniques that help make your ad 
digestible. 

A half-page ad placed across the 
bottom of a page is not as valuable 
as an equal amount of space that cov 
; ‘ ers from the top of the page down the 
of Supreme Brand Chucks has been sheet. An odd size also prohibits the 
placing of another large ad near yours 
that might fight yours for attention. 
They have found that with this fine tool, Good newspaper layout allows lots of 
white space. Allow a breather inside 


The engineering excellence 


proven by thousands of industrial users. 


they can keep their production up , 
your border rules (don’t start copy too 


while holding tool costs down. Profit close to the border) to help divide 
your copy from nearby ads. Your copy 


by selling Supreme... with : 
, & P may look OK on your original layout 


) proven quality. | sheet but, sandwiched alongside or in 
the chuch between other ads on the printed page, 


it can get lost easily. 


that Visor A good talk with your newspaper 


4 4 display man will bring out many help 
upto : | ful hints. The trade tricks mentioned 


in this letter are ones we learned from 





rams 
our newspaper friends, from advertis- 


ing meetings, and from books found 
| in any public library. 

Immediate identification is neces 
sary in industrial equipment ads. We 
try to bring up two things in an ad’s 
layout. The best-brand line . . . avail- 
able from Harry P. Leu, Inc. To 

| sharpen this identification idea, we 
took the advice of the newspaper en 
graver on using a reverse signature 
plate. Some papers won’t allow reverse 
plates (solid black background with 
white letters) because they claim too 
much attention Type-set signatures 
give no distinction to an ad. The 
engraver mentioned this, so we de 
signed a plate to carry our trade-mark 


SUPREME PRODUCTS, INC., 2222 So. Calumet Ave., Chicago 16, Ill. (Continued on page 14 
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EQUIPPED FOR SERVICE 


With the three No. 9A Marvel Heavy 
duty Production Saws shown above in their 
new warehouse, the Tube Distributors ( 
Inc. are equipped to give prompt service 
single lengths or any quantities of identi 


pieces for these are the world’s faste acct 


rate cutting-off machines 
Operating at higher speeds and 

feeds with blades tensioned tauter than 

nary saws, these saws will cut off accurate 

identical lengths from single or nested: tubes 

or bars automatically with no more operator 

attention than an automatic screw machine 

Still, at any point in a “production run’’, the 

automatic bar-push-up can be - disengaged 

with the throw of a lever, a miscellaneous cut 


made, and the “production run” resumed 


Write for Marvel Catalog 
9 types of metal-cutting saw 
capacities 4 x 4 to 24° x 24 


VELcaws. 


~ + ~ 


ARMSTRONG-BLUM MFG. CO. 5700 Bloomingdale Avenue + Chicago 39, Illinois 
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NOW. 


Dick ROPE 
QD SHEAVES in 


A “4 Ws 


Gives Your Customers Faster 
Deliveries...Greater Savings 


Dick now 802 stock heavy duty QD 
sheaves that will satisfy more than 00 different stock 
drive combinations in a power range from 1% to 600 horse- 
power. 

You 


Demountable”’ 


lists sizes of 


+ 
= 5 


recommend these new “Quick- 


can confidently 
customers as the ideal 


sheaves to your 


choice for new installations or to modernize old equip- 


ment. QD sheaves go on or off the shaft in a matter of 
minutes without driving or pulling... and stay tight over 
the entire length of the shaft without wobble, loss of con- 
centricity or balance. Because of these advantages, your 
customers can make positive savings in reduced mainte- 
nance and inventory And because Dick Rope QD 
sheaves are made in such a wide range of standardized 
stock sizes, your inventory problems become simpler 
and you can your customers of the promptest 
possib le service. 

For years, manufacturers who need dependable 
transmission equipment have relied on Dick products. 
QD sheaves are one more reason why you should carry the 
entire Dick line help your customers to help them- 
selves by handling the line that serves them and you best. 
DISTRIBUTORSHIP INFORMATION GLADLY 
SENT ON REQUEST. 
SPECIAL SHEAVES 
Dick also makes available a complete line of ‘‘special’’ sheaves for every 
application: A, B,C, Dand E section QD sheaves using stock OD hubs 
split sheaves . . . clamp or split hub sheaves . . . step sheaves. Normal 
rim speeds, 5000 feet per minute; sheaves also made for higher speeds. 


Special grooving, dynamic balance, taper bores and special painting 
are optional. 


costs. 


assure 


power 

















COMPANY, 


FRANCISCO, CALIF. « 
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HICAGO “SAN 


INC. 


LOS ANGELES, CALIF. « 
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FOR RUGGED, EFFICIENT POWER TRANSMISSION 
AND CONVEYING EQUIPMENT . . . GIVE YOUR 
CUSTOMERS DEPENDABLE DICK PRODUCTS. 


BARRY STEEL SPLIT PULLEYS 
Scientifically designed. Electrically welded. 
Light weight. Easily installed. Maintains 
exact shape under all loads. 


OME 


a ar BS uy 5 


DICK’S BALATA BELTING 

Hard surface, closely woven duck, thoroughly 
impregnated with Balata Gum. Free from 
stretch and shrinkage. Moisture resistant. High 
in power transmission efficiency. 


BARRY CONVEYOR PULLEYS 

Combines light weight with super strength. 
Welded steel construction. Easily installed. 
Wide range of sizes for all general conveyor 
Services. 

Every item carefully engineered to boost pro- 
duction through maximum strength and long-term 
durability 


PASSAIC, N. J. 


SEATTLE. WASH 
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Amazing PROTO Torquer Makes 
Possible $283.50 Savings per 
Day for International 


Harvester Co. 


\) Provo * ros 


PROTO mec: 








You Said It 


(Starts on page 





map which also shows on our catalog, 
shipping tape, calling cards, counte: 
bags, letterheads, mailing envelopes 
postage meter slug (etc. etc)! 

We ran 40-in. mixed brand power 
tool ads each Sunday from Thanksgiv 
ing to Christmas . . . carrying trade 
names and our black background sig 
nature bar. A man came in asking for 
the router we advertised at a special 
price. We had no such tool, but he 
insisted we'd run an ad on it. We 
assured him politely that he coulda’t 
have seen such an ad because we neve! 
mention prices. He finally realized 
that he’d seen a Stanley ad in a na 
tional magazine . . . and the next 
week a Leu ad showing Stanley 
so he said he knew then where to 
find the router when he was ready for 
it. It was the home shop type lighter 
model he’d seen in the magazine, but 
he ended by buying our indust 
price machine. The important thing 

7 ae was that our ad helped him associate 
Microloy, Capewell’s new non-deforming, oil-hard a local supply —_ with nationally 
F yxromoted lines. OW can one argue 

tool and die steel, combines a tough cutting edge with this advantage? 
Like Canton, we find that many 
suppliers are liberal with mats and cuts. 
Ve think, however, that some sup 


i 


with extremely close retention to size after hardening 


and tempering. Ideal for tools and dies where 
pliers could wake up to greater promo 


construction does not permit grinding to shape after tion possibilities if they'd train their 
: , road men to know the basic principles 
; ing, and , 
heat treatment. Use it for blanking, forming, ait of advertising promotion 
; A good supply salesman could in- 


trimming dies, gauges, drill jigs, templets, punc . | 
crease his company s business if he 


stamps, and special machine purts. ; were trained to know something about 
; ; promotion material. We, like Canton, 


use little of the prepared copy on mats 
or engravings. We make up our own 


: . Ka wording to suit these southern market 

Deep, uniform hardening. = conditions. 
4 The distributor who ignores the 
Precision ground to close t ‘ chance to cultivate his local newspaper 
is missing a gold-plated opportunity. 
Uniformly annealed for ied. iahins I'he paid space one uses in a paper is 
bee by no means the only space available 


Guaranteed free from. — to an advertiser. Many papers run a 
cS weekly business and industrial page 

Available in wide range zes. By buying a weekly one-inch ad, we 
have the chance to supplying copy ma 


Exceptionally smooth surface finish. terial or pictures on new lines, 


men, demonstrations, etc., several 


SOLD ONLY THROUGH DISTRIBUTORS times a vear. Get to know your 


ind its editors, find out what thei 


THE CAPEWELL MANUFACTURING co. policies are and what kind of mate 
62 Governor St., Hartford 2, Connecticut (Continued on page 15 


naper 
paper, 
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Ask Your 
LYON Dealer 


e Gambling on unknown, 
unproved steel equipment can be 
pretty frustrating and costly. And 
it isn’t at all necessary. 

Your Lyon Dealer offers the 
world’s most diversified line of 
quality steel equipment. (A few of 
Lyon’s 1500 standard items are 
shown below.) Equally important, 
he can show you how to get the 
most out of steel equipment in 
terms of saved time, space and 
money. Why not ask him to stop 
in? He’ll bring along a 76-page 
catalog full of Lyon equipment and 
a head full of practical ideas. 

LYON METAL PropbuwCcTs, INC. 
Gen. Offices: 653 Monroe Ave., Aurora, Ill. 
Factories in Aurora, I!l. and York, Pa. 











Ads like this appear in Business Week and 
leading trade publications every month 








Lyon also has complete facilities for manufacturing special items to your specifications 








STEEL EQUIPMENT 


_ for BUSINESS- INDUSTRY - INSTITUTIONS 
‘\ STEEL a for THE HOME 









































A PARTIAL LIST OF LYON STANDARD PRODUCTS 
ibinets ® Tool Toters ® Economy Locker Racks pment @ Ff et ° vice 
© Bor Rocks ® Ne ‘ 
ets © Tool Boxes ® Toolroc 
e Parts Cases © Wood W 
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Black & Decker’s Great New 


Drives sanding discs for 
fast material removal or 
smooth finishes on metal or 
wood surfaces! 














With saucer or cup grind- 
ing wheel, at left, B&D 
Sander - Grinder does 
smooth, fast job on welds! 











With wire-cup brush, ot 
right, B&D Sander-Grinder 
removes rust, scale, paint 
quickly and effectively! 
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610 Pennsylvania Ave., Towson 4, Md. 


Sander-Grinder has 90:M0REF 


to Sand, to Grind, to Cut, to Brush, to GEZZ/ 


The new Black & Decker 7-inch Heavy-Duty Sander- 
Grinder has almost twice the power of any previous 
model—and twice the selling power, too! It’s actually 
lighter, cuts down operator fatigue! Greater power 
and higher spindle speeds—choice of 5,200 or 6,000 
rpm—combine to make it a nearly universal tool for 
continuous, heavy-duty sanding, grinding, wire-cup 
brushing! B&D-built universal motor, specially de- 
signed just for this tool, guarantees ‘round-the-clock 
production operation! Motor housing is protected 
from even abnormal abuse, is contoured to direct 
exhaust air away from operator! Switch is guarded 


Look what else you have to help 
you sell the Black & Decker line 


POWERFUL aqvolity story. Every B&D 
Tool is the finest money can buy. Every tool 
is a product of engineering advance—a tool 
industry chooses and the expert uses! 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Black &: Decker 


PORTABLE 
ELECTRIC TOOLS 


THE BLACK & DECKER MFG. CO. 


against accidental operation, and all ball bearings 
are lubricant-sealed! 

What’s more... you and your customers will like 
the new Sander-Grinder’s set-to-sell price—$79.50; 
its versatility, its safety, comfort and stamina. And 
don’t forget: when it sells itself, the new Sander- 
Grinder sells accessories too: abrasive discs, wire 
brushes, saucer grinding wheels, planer heads. 

Typical of B&D’s advanced product engineering? 
You bet! And it’s just one more example of how 
Black & Decker gives you the last word in portable 
electric tools first! 


ry meng — 
: Pe . a" I G 


% Lm 


ZA 


¢ 
1) 


POWERFUL line. The world's most com- 
plete line of portable electric tools, with the 


right tools for every job—right in type, size, 
speed, power, price! 


POWERFUL advertising. Largest pro- 
gram ever. Over 5 million sales messages 
each month in Saturday Evening Post and 22 
other publications! “Tell” to help you sell! 


POWERFUL ‘elling assist- 
ance. A highly trained B&D 


soles staff is at your service, 
to help your salesmen... and 
is always available to help 
you with any problem! 


POWERFUL service story. 38 factory service 


branches! Your customer is never more than twenty- 


four hours away from Black & Decker factory- 
trained technicians! 
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| (Starts on page 


sat ANOTHER ADVERTISEMENT 

ions a in trade Magazines to 
Your customers on U-w 

quality, 





they'll take. Never go into a paper of- 
fice demanding anything. Be a friend 

. and you'll be amazed at what you'll 
find open to your company. 

We always remember our local news 
paper friends (in almost every depart 
ment of the paper) with Norton pocket 
stones, pocket memo pads, desk scratch 
pads, pencils, calendars, sample tubes 
of grease for tackle boxes, how-to 
books on files, saws, sanding, sharpen- 
ing, ete. and even emery boards for 
the gals and society editors. Now 
don’t laugh at that last one . . . you 
hight ask what connection does the 
society editor have with machinery .. . 
in this instance, the society editor was 
recently appointed editor of the new 
Sunday magazine section . . . so when 
the magazine editors need help in 
gathering data for a new man’s work- 


Weldless hex heads are drilled 
and tapped in perfect alignment 
so that end fittings pull evenly. 


Reins are designed substantially 
wider than end fittings to pro- 
tect threads. 


shop page, they know Harry P. Leu, 
Inc., has all the available data and is 
willing to provide impartial (no brands 


mentioned) general, how-to articles, 
copy properly double-spaced, etc. This 
is a time-saver, space filler that will 
delight any newspaper man. Articles 
on the joy of woodworking, outfitting 
1 beginner’s workshop, work project 
plans, etc., have been supplied by us 
for such special sections on do-it-your- 
self themes. Trade names, naturally, 
had been omitted, but the emphasis 
was given to buying best brand lines 
in any type of tool. 

One closing thought . . . we don’t 
agree that newspaper is the best type 
of advertising for a distributor. We'll 
always preach direct mail . . . because 
it’s so easy . . . SO inexpensive . . . and 
sO pin-pointing in its delivery. News- 
paper space serves as a supplement to 
@ Upson-Walton rope Geings are i mage mon — it 2 

Id through selected distribu- ee Sees Se a 
7 8g | we know that on the transmission 


: | tors everywhere to assure you: items and much of the heavy technical 
© . 1. quick delivery from stock. - : 
2. an opportunity to see Upson- - 
"4 Walton products before buying. 
3. 


End fittings are straightened be- 
fore threading for free turning 
with close tolerances. 


Drop-forged flattened steel hook 
has extra thickness at point of 
greatest stress. 


it through the ad. It’s a reminder that 
all the best lines are within the easy 
reach of the reader, because we’re his 
headquarters for 750 nationally-known 
companies and we stock over 30,000 
types of items for his convenient buy 


equipment, one doesn’t expect to sell 
other valuable distributor services. 


Write for free catalog. 


12500 ELMWOOD AVENUE - CLEVELAND Ill, OHIO 
——_— New York . Chicago . Pittsburgh 


Rutu GARDNER 
Advertising Manager, 
Harry P. Leu, Inc. 


| pn UPSON-WALTON COMPANY '" 


YOU CAN DEPEND ON UPSON-WALTON’'S LONG EXPERIENCE— ESTABLISHED 1871 
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THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE 


When you or your customer require drive parts immediately, 
Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 


horsepower, are ready for immediate delivery. 


for A, B, C, and D and E sections 


SALES HELP 
MOR-GRIP Multi-V Belts in all standard 
Maurey assists your selling effort in every way possible, lengths in A, B, C, D and E sections 


providing you with attractive, informative catalogs of proven MOR-GRIP V-Link Belting 
selling power . . . folders, booklets and blotters imprinted in A, B and C sections 


with your name on request . . . live leads produced by Maurey Complete Multiple V-Drive Accessories 


trade paper and direct mail advertising . . . and the 
personal assistance of Maurey field engineers. 


ENGINEERING HELP 


Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems. 


COOPERATIVE PROTECTION 


- anne elles tienen oe 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line. 


We shall be glad to give you all the details on the 
advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. 


maurey manufacturing 
corporation 
2915 South Wabash Avénue, Chicago 16, Illinois 


The Complete Multiple and Fractional Horsepower V-Drive Line 
Serving Industry Since 1917 
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Yes, a// the way from the Brooklyn Bridge to 
the Golden Gate, Morse-Franchised Distribu- 
tors have the advantage of this powerful 
sales-stimulator . . . the famed Electrolizing 
process which is exclusive in the cutting tool 
industry on Morse Drills, Taps, Reamers, 
Cutters and End Mills. 

Morse-Franchised Distributors, coast to 
coast, can sell the proven fact that Morse 
Electrolized Tools last 2 to 10 times longer 
than untreated tools. And a// Morse national 
trade advertising is telling a// industry that: 


at " 
biheeay « 


if 
, 
(ll 


- 


i 


ft 


“The only place to get Morse Electrolized 
Tools is from a Morse-Franchised Distribu- 
tor”’ 

Here’s another advantage which you enjoy 
as a Morse-Franchised Distributor . . . in ad- 
dition to the 100% Protection you get under 
the Morse Code, Morse Franchise and Morse 


Distributor’s Inventory Protection Policy. 
industry. 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 
(Division of VAN NORMAN CO.) 


Warehouses in New York, Chicago, Detroit, Houston, San Francisco 


MORSE 
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6000. 
PRODUCT 


a SERVICE 


Uniformly High Quality § 





A FILE FOR 
EVERY PURPOSE 


F 
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4. Nicholson gives the Industrial Distribu- 
tor the thing that counts first—and most 

with the vast majority of industrial file users: 
QUALITY quality that is attained 
through unsurpassed manufacturing stand- 
ards and attested by unsurpassed perform- 
ance throughout the industrial world. It 
logically follows that Nicholson and Black 


Diamond files must be unsurpassed in value. 


2. Nicholson gives the Industrial Distribu- 
tor an unexcelled standard of service. Our 
alert engineering department is constantly 
developing new designs for meeting the 
growing file requirements of modern pro- 
duction methods, shop practices and metals. 
Nicholson’s variety of file types, cuts and 


sizes—such as are shown and described in the 


NICHOLSON FILE 


catalogs and sales promotion literature — 
means that there is hardly a customer re- 
quest that you as an Industrial Distributor 
cannot promptly satisfy. This is a rich serv- 


ice and good-will building factor. 


3. Nicholson gives the Industrial Distribu- 
tor the support of the most outstanding and 
persistent advertising in the history of file 
manufacturing and distributing. Its informa- 
tiveness and varied techniques and appeals 
are attention-commanding and interest-sus- 
taining. It stimulates a public acceptance of 
Nicholson products that today is at an all- 
time high. 

There vou have a complete formula for a 
profitable and lasting business relationship 


with your customers! 


COMPANY, PROVIDENCE 1, R. I. 


In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario 
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ere S a line of products 


Almost every plant has an air compressor. Therefore BRECO-CCA equipment is a 
natural as a source of additional sales to present customers, and an effective 
wedge for opening new outlets for everything you sell. 


The BRECO-CCA line includes everything needed to regulate, filter, and dehumidify 
compressed air and to lubricate valves, cylinders, and air-operated tools. 
BRECO-CCA units are compact and easy to install. The BRECO staff will help you 
take care of the few applications that may need special attention. 


BRECO-CCA equipment has been proved by use for years in leading plants. 

And it meets the latest government specifications. A ready-made market, attractive 
discount policies, realistic OEM practices, and consistent advertising combine to make 
BRECO-CCA equipment a profitable key line for the progressive industrial distributor. 


HERE ARE TYPICAL FAST-MOVING BRECO-CCA UNITS. 


axcuusive J in ] DESIGN 
BRECO-CCA rvpe RFL 


Here combined in a single compact unit is a regulator- 
filter-lubricator that eliminates the cluttered assort- 
ment of equipment and fittings you see so often on 
air lines. The RFL requires onlv two connections for 
installation. It filters the air, regulates pressure, and 
supplies just the right quantity of lubricating oil for 
pea operating efficiency. This unit also indicates 
operating pressure and can be used as a shut-off valve. 


ADDITIONAL PRODUCTS MANUFACTURED BY BRECO 
Pushomatic® Quick-Connect Couplings, Pulomatic® Couplings, Brecoway® 
Couplings, Brecomatic® Oxygen Couplings, Water Hose Couplings and 
Relief Valves—for standard applications or manufactured to specification. 
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WATER IS DRAINED Automatically 


WITH BRECO-CCA COMBINATION ALUMINUM 
FILTER AND AUTOMATIC TRAP 


Any standard aluminum bowl filter from 34” to 3” 
can be set up in this combination. No guesswork on 
draining water. No flooding air line because of failure 
to drain filter. Assures correct drainage with- 
out attendance. 


WHERE CLEAN, DRY AIR IS AN ABSOLUTE = 
NECESSITY BRECO-CCA “Zattle-Tale 


PLASTIC BOWL DE-HUMIDIFIER 


This combination filter/de-humidifier is a plastic 
bowl unit that is used in combination with other 
BRECO equipment. It dehydrates the air as long as 
the color of the silica gel remains blue. The dehydrat- 
ing agent can be re-activated and used over and 


over again. 





BRECO-CCA equipment is unit packaged for easy handling and to 
eliminate the need for your re-boxing units for shipment. Write today for 
the latest BRECO-CCA catalog. 


BRECO MANUFACTURING COMPANY, INC. 
309 EAST SARATOGA ST., BALTIMORE 2, MARYLAND 
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LIME-O-POWER DRIVES 


Straight-line units have ratios up to 238 to 1, 
capacities to 178 h.p.; right-angle units, foot or 
flange mounted, have ratios up to 2726 to 1, 
capacities to 50 h.p. All feature the exclusive 
Duti-Rated Lifetime Gears that provide more 
capacity in less space with longer life! 


FQDTE BROS 


Duti-Raléd 
LIFETIME GEARING 


FOOTE BROS.—LOUIS ALLIS GEARMOTORS 


The perfect combination for power . . . high 
quality Foote Bros. Duti-Rated Lifetime Gears 
and Louis Allis motors! A full range of capacities 
up to 150 h.p. Horizontal foot-mounted units 
offer speeds from 780 to 7.5 r.p.m. Vertical 
flange-mounted units from 230 to 7.5 r.p.m. 


MAXI-POWER DRIVES 


Whatever the need, Foote Bros. has the drive! 
Ratios up to 360 to 1, capacities to 1550 h.p. 

. rugged helical geared units for the most 
severe service. Compact housings, specialized 
heat-treatment for gearing and improved 
accuracy of gears for long, trouble-free, 
dependable performance. 


HYGRADE DRIVES 


High efficiency and high load-carrying capacity 
... thanks to Foote Bros. precision-processed 
worm gearing! Horizontal and vertical types. 
Vertical available in Hytop design for long, 
unsupported output shaft extension. Single, 
helical-worm and double-worm reductions pro- 
vide ratios up to 4108 to 1, capacities to 260 h.p. 


ee er 


WORM-HELICAL DRIVES 


If heavy-duty drives are the answer—Foote 
Bros. has them! Available with horizontal input 
shafts and vertical output shafts—up, down or 
both. Ideal for tough stirring, —sg or agitating 
applications. Ratios from approx. 25 to 1 up to 
285 to 1. . . capacities to 128 h.p. Available 
with standard output shaft or in Hytop design. 


Foote Bros. offers you the most complete line 
for every drive need. Write for complete infor- 
mation on any or all of the drives shown here. 
Remember, if it's made by Foote Bros., it's 
known and respected for its quality every- 
where. .. and a great profit opportunity for you. 


FODTESBROS 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 S. Western Bivd., Dept. 1D, Chicago 9, Ill. 
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OPERATION 


ARE YOU SUFFERING 


from high operating costs and low profit margins ? 


You only have one basic thing to sell — 
SERVICE. And when you allow your inventory to 
fall below the point where you can give your cus- 
tomers the service they need and expect, it hurts 


them and it costs you both money and good will. 


If you have to wire or phone the factory for 
small orders and then pay high transportation costs 
on below minimum shipping weights, it’s bound to 
cut profits. And you can’t buy price lines to meet 
competition and still keep your overall margins up. 


You don’t really save money by splitting your 
purchases of a minor volume line among three or 
four sources just because of an extra § or 10% or 
a few cents freight. You do better with one line 
and a complete stock. Especially when that line is 
well known and heavily advertised. 


Sales may come harder, but to remain in business 
we must all continue to give service on quality 
products at a fair price — and make a profit while 
we do it. 


LAUGHLIN PROTECTS—AND HELPS—THE DISTRIBUTOR 


THE THOMAS LAUGHLIN COMPANY 
612 Fore Street, Portland, Maine 


THE MOST COMPLETE LINE OF WIRE ROPE & CHAIN FITTINGS 
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Another Reason Why... 


RUST-OLEUM 
means to you! 


There is only one RUST-OLEUM. It is as distinctive as your own fingerprint, 
incorporating a specially-processed fish oil vehicle that may be applied directly over 
sound rusted surfaces, dries right, is odor-free,.and penetrates rust to bare metal. 
What's more — RUST-OLEUM is available in many, many colors to 

beautify as‘ it protects. 

This distinction of product, alone, provides a tremendous “sales edge” and 
greater profit opportunities for you. Yes, the RUST-OLEUM product is a vital 
element in RUST-OLEUM 1954 Operation Teamwork with you. With 
RUST-OLEUM, you have all the exclusive features to sell — something the other 
fellow hasn't. You have the power to actually Stop Rust with RUST-OLEUM. 


RUST-OLEUM CORPORATION 
2413 Oakton St. + Evanston, Ill. 


RUST-OLEUM IS EXCLUSIVE 
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TO HELP YOU 
REDUCE 
SELLING COSTS 


Every pisrrisuroR who has compiled his own 
catalog in the old-fashioned, home-made way will 
recall the nightmare of toiling for months. The 
endless correspondence with manufacturers. The 
compiling and revising of copy. The collecting of 
pictures. The reading of proofs. The checking of 
lists. The making of indexes. 

This distributor may represent hundreds of 
manufacturers. And he always finds some who are 
about to change design or prices just as he is try- 
ing to close the catalog for the press. Or some new 
products are about to be offered that “surely 
should be included in the catalog.” He realizes he 
is not working with something set and fixed, but 
in an industry in a constant state of expansion 
and change. He has to catch things on the fly. 

To lift this load from the distributor’s shoulders 
the Donnelley Catalog Compiling Department 
came into being over fifty years ago. 

It has required the investment of hundreds of 
thousands of dollars and years of constant study 
to develop the intricate, smooth-running organiza- 
tion that 1s required to produce the Donnelley 


Quality catalogs of today. Such an organization 


could not be duplicated in a year or two—not 


THE LAKESIDE PRESS 


without a very considerable investment, not to 
mention the experience and know-how that cash 
alone cannot buy. 

It is possible for a distributor to outline his 
whole selection of goods in a few days under the 
Donnelley Unit Selection System. And thereafter the 
building of his catalog goes forward with so little 
demand on his own time that he can safely and 
comfortably forget the handling of endless details 
of catalog compiling. He is free to concentrate on 
his primary money-making function. 

The difference between the cheapest possible 
“makeshift”’ catalog, with the poorest service on 
one hand—and the very best to be had, on the 
other hand—represents but a small percent of the 
distributor’s cost of selling. Too much of his suc- 
cess is at stake to gamble on anything less than the 
most efficient “selling tool” he can buy. 

There are still further ways in which the uN- 
DIVIDED RESPONSIBILITY of Donnelley’s Catalog 
Compiling Service can bring you savings in your 
selling costs. We'll be glad to tell you about them 
at any time—without, of course, the slightest obli- 
gation on your part. Just drop us a line—or give 


uS a call. 


R.R. DONNELLEY e SONS COMPANY 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16. Phone, CAlumet 5-2121 


PRINTERS 


BINDERS 


ENGRAVERS LITHOGRAPHERS 
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TAPS 
CARD 


Whether its high precision on mass production or on 
special manufacturing lines, the extra value Card 


builds into its taps always pays off in performance. 


Completely stocked offices at 4tlanta, Chicago, Detroit, Fort 


See your local Card distributor for 
HW orth, Les 1 ngele s. 


Vew York, San Francisco and Seattle prompt deliveries and helpful service 


S$. W. CARD MANUFACTURING CO., MANSFIELD, MASS DR * TAPS + DIES + SCREW PLATES 
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IS CURRENTLY 


SELLING 


THE . 
ADVANTAGES OF 


“QD” SPROCKETS 


AND 


“QD” SHEAVES 


TO YOUR 
CUSTOMERS 


THE 
ADVANTAGES OF 


ONE HUB 


FOR BOTH 
SHEAVES AND 
SPROCKETS 
MEAN ONE HUB 
INVENTORY — 


MORE 
CONSISTENT 
SALES PROGRAM 
ON PLANT 
STANDARDIZATION, 
QUICKER CUSTOMER 
SERVICE — EXCELLENT 
WAREHOUSE 
STOCKS TO BACK UP 
YOUR INVENTORY 


. Investigate the 
FORT WORTH “QD” 
LINE Today! 


, 


AND USE 


ForT Worl 


“QD” HUB 


, FOR BOTH 


a 
© (SPROCKETS 


73 
K 





The Fort Worth 

“QD” HUB 
is easily and quickly installed or removed when used with Fort 
Worth V-Belt Sheaves or Sprockets. You get a positive press fit 
all the way around the shaft, eliminating wobble and eccen- 
tricity found in old style units. 

Plants standardizing on Fort Worth “QD” products report 
reduced “Down-time” and easier maintenance — at a savings. 

Adequate Distributor and factory warehouse stocks insure 
ready delivery. 


OTHER FORT WORTH PRODUCTS 


Apts ty 


HELICOID 
SCREW CONVEYOR 
& ACCESSORIES 
CATALOG 200 


INDUSTRIAL 
EXHAUST FANS 
CATALOG #500 


ELEVATOR 
BUCKETS 
CATALOG #416 


STEEL AND 
FORI WORTH ticuaceco 
DEPT. 16, 3600 McCART STREET, FORT WORTH, TEXAS 


FORT WORTH a+ CHICAGO + ST. LOUIS 


WAREHOUSES: T+ ATLANTA + JERSEY CITY + LOS ANGELES + SAN FRANCISCO 
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* KANSAS CITY + HOUSTON + MEMPHIS 











whatever the job... 


PeRMACceL TAres 








How to sell eleven gauge olasses instead of one 


CORNING INDUSTRIAL GLASSWARE FOR EVERY J08 


Application 


Recommended Product 





Norma! Conditions 
(Up to 100 psi 


Corning brand standard 
gauge glasses 





Higher temperatures 


Pracx brand high 
pressure gauge glasses 





Higher pressures 


Precx brand heavy-wall 
gauge giasses 





Extra visibility 


Pyreex brand red-line 
gauge glasses 





Viewing inside 
furnaces, reactors 
pressure vessels, etc 


Preex brand 
sight glasses 





Lubrication 
imspection 


Visible discharge 


—— 





devices 


Precx brand lubricator 
glasses 

Pyaex brand oi! cup 
glasses 


(4 3 tninaded | 


Your telephone rings. It’s an old customer, who wants a gauge glass 


Pyrex HEAvy WALL—for replacement on one of his five boilers 

You take his order, of course. The glass amounts to perhaps 
cents, but it’s good business to handle these service orders. 

Then you get an idea: You tell the customer he should buy three 
gauge glasses—“/ for the gauge, and 2 for the shelf.” 

He asks why he should keep two spares around, and you tell him 
You explain that boiler experts recommend changing the glass every 
time you dismantle a gauge. It eliminates the risk of hard-to-see chips 
and cracks. You explain that the second gauge gl iss Is needed for 
emergencies such as accidental breakage. What would happen if he 
suddenly needed a new glass in the middle of the night, or on a week 
end? With a second spare handy, he can always be sure of quick re 
pairs, without unnecessary shutdown 

It s all good 


ygic. And trom the one-glass order you began wit 
you find yourself taking his order for extra gauge glasses for all 
boilers in his piant You've sold eleven gl tead of one 
a few minutes! 

Build \ i gauge glass profits! Start NOW to work up a ste 
business in this easy-to handle repl icement item Remember to sug- 


gest for the gauge, and 2 for the shelf.” 


CORNING GLASS WORKS Corning, N.Y. wv 
Corning meadtd tdtiatch tt Gietd 
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Invisible coating 
helps new G-E 
Rapid Start Lamps 
light faster 


HE film of water that condenses on a fluorescent lamp 

in wet weather is so thin the lamp hardly feels damp. 
Still, it can connect the ends of the lamp and set up a mini- 
ature short circuit. It doesn’t injure the lamp. Just steals 
enough current so the lamp is slow in lighting. 

There’s one fluorescent lamp, though, that doesn’t get slug- 
gish in moist air: the General Electric Rapid Start Lamp. 

It has an invisible coating of General Electric silicone, 
called Dri-Film*. The photo shows what it does to water on 
the lamp. Makes it stand up in separate drops. In between 
are dry areas that break the electrical contact. The short 
circuit doesn’t get started. The lamp does. 

G-E Dri-Film* doesn’t rub off. It’s an example of why you 
expect the best value from G-E fluorescent lamps. For free 
booklet, “Facts About Rapid Start’, write to General Electric, 
Dept. 166-ID-6, Nela Park, Cleveland 12, Ohio. 


"nee. U.S. PAT. OFF 


You can put your confidence in— 


GENERAL @@) ELECTRIC 
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Here are 7 EASY WAYS 
to more income! 


Are you enjoying this volume and profit? 
Leading distributors make BLACKHAWK a KEY LINE 
for these opportunities . .. 








M4 PRODUCTION 


7 “PORTO-POWER" IS MORE THAN A “ONE DEPARTMENT” dollars. Alert distributors’ salesmen also get “Porto-Power” 

TOOL An order from the maintenance crew for this re- literature into the hands of methods men, safety engineers, 
motely controlled hydraulic jack equipment is only the begin- laboratory technicians, field service managers, contractors and 
ning! Tool Engineers demand “Porto-Power” for jig and fixture 


many other hot prospects. And — as you know only Blackhawk 
work . . . one such quantity order will total thousands of builds “Porto-Power.” 
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2 ADVANCED JACK DESIGN BRINGS ORDERS 


AND REPEAT ORDERS When industrial and 
construction men know about the refinements of this 
“world’s most complete line of hydraulic jacks”... 
recognize features such as “lightning lift’ (which 
gives them fast load contact) . . . they order and 


re-order — AUTOMATICALLY. 


he 
Annona in ” 
piack oe 


” { 
1 
< 


4 BLACKHAWK PROMOTIONS PRODUCE DIRECT CASH 

RESULTS — Blackhawk sales promotion brings auto- 
matic results. Unique direct mailings have brought 10% 
. have directly resulted in huge orders 
for distributors. Many well-established Blackhawk distri- 
butors boosted Blackhawk sales 35% to 60%. Newer out- 


to 50% returns. . 


lets report sales increased up to 200%! 





eater 


3 LIFE CAN BE EASIER FOR ELECTRICIANS — 
Here’s amazing volume! Plant electricians and 
electrical contractors discover Blackhawk Pipe and 
Conduit Benders (and hydraulic knock-out punches), 
are handier, faster, make crews mighty happy. 








ya 

uit 
(A 

ia d Is - ¥ 
a? 3 My 


Y, 
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4 HAND TOOLS — DESIGNED 
WITH INDUSTRY IN MIND — 
Industrial assembly lines find Black- 
hawk Hand Tools stand up best un- 
der frequently continuous use, 
yet have extra utility. Black- 
hawk is now the source for a 
COMPLETE hand tool line. 


HYDRAULIC JACKS 


A COMPLETE LINE OF HAND TOOLS 
7 BANK ON ONE SOURCE .. 





5 IDEAS SELL “IDEA MEN” — A 
personally delivered copy of the 
famous 64-page “Idea Book” shows 
how other companies make dramatic 
savings with Blackhawk Products. 
Over 150,000 already using this 
book . . . give you a tremendous pre- 
sold source for easy orders. 


HYDRAULIC 
PIPE BENDERS 


Tp 


. AND BANK BIGGER PROFITS — 


“PORTO- 
POWER" 


E —+F> 


Only Blackhawk is a single source for all lines represented here. 
Conserve sales effort, cut handling costs and build sales. Promote 
Blackhawk for all hydraulic equipment and hand tool needs. 


TAKE A TIP FROM OTHER “BLUE CHIPS". . . Volume and profits cause 
many of the country's largest and best known distributors to rate Black- 
hawk a Major Key Line. And — Blackhawk helps the earnings picture 
for thousands of salesmen, too. All of these sales opportunities are yours 
under a policy consistent with the highest ideals of the Industrial 


Supply fraternity. 
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BLACKHAWKE: 


HYDRAULIC EQUIPMENT ® HAND TOOLS 
Products of Blackhawk Mfg. Co., Dept. M-1764, Milwaukee 1, Wis. * 





Make more money selling 
JOHNSON bearings and bearing metals 


The market is large because Johnson Bronze produces 
so many items for industry. Remember the magic number...90¢+. Johnson 
Bearings will fill more than 90% of your customers’ sleeve bearing needs. 


GENERAL 
PURPOSE 
BEARINGS 


Over 920 sizes 


ELECTRIC 
MOTOR 
BEARINGS 


Over 350 items 


Over 350 different bearings made to fit 
all popular makes of electric motors. 


F 


GRAPHITED 
BEARINGS 


Over 200 sizes 


For applications difficult to lubricate. 


LEDALOYL 
BEARINGS 


Over 385 sizes 


Self-lubricating powder metallurgy bearings 
in straight, flanged and self-aligning styles. 


UNIVERSAL 
BRONZE BARS 


Over 400 sizes 


Solid and cored bars, each machined ID, 
OD and ends. Also hex bars, not machined. 


JOHNSON 
BABBITT 
Tin base and lead base babbitt metal. 


wv 


a JOHNSON BRONZE CO., 535 S. Mill St., New Castle, Pa. 


JOHNSON | BEARINGS 


we- 
/ 
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in Factory, Field and Distributor Stocks 







A STURDY, COMPACT 
SPEED-REDUCING UNIT 


24 ACRES 


.». With TOP QUALITY 


DROP FORGED STEEL 


VALVES, FITTINGS 
and FLANGES 


Air View of 
Henry Vogt Machine Co. 


This 24 acre Vogt plant supplies the 
most comprehensive line of top quality 
drop forged steel piping materials 
anywhere available to industry. That’s 
why they’re the choice of leading 
refineries, power plants, chemical 


plants, etc., the world around! 


OUR COMPLETE LINE INCLUDES 


Flanged, Screwed and Socket Weld End 
Globe, Gate and Check Valves ¢ Ells, Tees 
and Crosses * Couplings © Bushings @ 
Plugs * Unions © Flanges and Flange 
Unions * Welding Heads 


HENRY VOGT MACHINE CO. LOUISVILLE 10, KY. 


Branch Offices: New York, Philadelphia, Chicago, Cleveland, 
St. Louis, Dallas, Charleston, W. Va. 
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‘STANDARD for 
Cough jobs aimee (881° 


AEPAL a 
, 71 EG 


‘TR y 














- 
a, Red Shield says: 
. SSrelitelelge| Tada -ealelalccislile my ol-telel tii mele-Men7ell(els)(-Miclm Zelt] customers’ indi- 
“ vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pre- 
{ ferred and promoted. Standardize with Standard. It is a good line to represent. - 


STANDARD TOOL (“0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





FACTORY BRANCHES IN: NEW YORK. ¢ DETROIT © CHICAGO + DALLAS «© SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps ~ Dies . Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 
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MUSIC IN THE AIR 


Made for each other... electronic apparatus assemblies and P-K Fasteners. 


Made for those who sell the P-K line. ..a market with no limits yet in sight. 


Tune your selling to the volume... it’s $4,000,000,000 


New prospects are all around you... present users buying more. 


odd this year. 


Look to P-K for the pitch... big promotion...strong support, 
Swell the chorus (and your profit)... “If it’s P-K it’s O.K.” 
Certain territories are open for interested Distributors. 
Parker-Kalon Division, General American Transportation Corporation, 
200 Varick St., New York 14. 


%* 


Value of Factory Shipments—Radio and Television Equipment, 
Radar, related Detection Apparatus, Phonographs and Recorders, 


Ya ‘ 


PFO? COP RY ISSST 
Youre OK with P-K... all the way 


INDUSTRIAL DISTRIBUTION © JUNE, 1954 








Packing Types meet 95% of all packing needs 











—<— Z 


High speed rotary compressors like this one which supplies 
pneumatic tools with 230 cubic feet of actual free air per 
minute—compressing it from atmosphere to 100 lbs. gage 


iu y PE 3 give top performance with R/M Packing No. 920, a pack 
7 Packing Types 


ing included in I'ype 3 of R/M’s Big 











-R/M gives you better sales arguments 


Packing Types tive rather than costly corrective maintenance 

If you would like to increase your packing 
profits, plan to sell R/M’s Big 7 Packing Types 
Ravbestos-Manhattan will prov ide you with all 
the selling aids you need—including sales train 


\rm yourself with R/M’s Big 7 
and you'll find vou have the answer to almost 
any packing problem. With them you can show 
a plant how to reduce inventories, how to lower 
maintenance costs, how to cut downtime, how 
to facilitate ordering. R/M’s Big 7 Packing Types 


are engines red to give custom built px rformance 


for your salesmen—and support you month 
ifter month with hard-selling ads in the leading 
ill but the very rarest applications. By stand trade and business publications read by your 


in 
customers and prospects. 


irdizing on them, a plant can practice preven 


R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


RAYBESTOS-MANHATTAN, INC., PackiING DIVISION, MANHEIM, PA 
BR ? G ; FACTORIES: Bridgeport, Conn. ; Manheim 
Pa.; No. Charleston, S.C.; Passaic, NJ 
Neenah, Wis.; Crawfordsville, Ind.; Peter 
borough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Packings « Asbestos Textiles + Industrial Rubber, Engineered Plastic, and Sintered Metal Products + Abrasive and 
Diamond Wheels « Rubber Covered Equipment « Brake Linings « Brake Blocks « Clutch Facings « Fan Belts * Radiator Hose * Bowling Bails 
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NEWA 


P orformance-(ated 
INTEGRAL H.P. MOTORS 


Now available in 
1...1%...2 HP. sizes— 
NEMA frames 182 and 184. 


to match your needs 


SMALLER — LIGHTER 


More uniform silicon-laminated steel; thinner, tougher 
“Mylar” slot insulation — just two of the many technical 
developments that help make these new Century 


Performance Rated Motors so much smaller and lighter. 


BETTER PROTECTION 


New concepts of internal motor ventilation permit end 
bracket and frame design that gives far better protection 
from falling liquids and solids... still maintain 

40°C. temperature rise. 


MORE FLEXIBLE MOUNTING 


You can even have cushion mounting with these new 
Century Integral H.P. Motors — your choice of sleeve or 
ball bearings. Ball bearing motors mount vertically, 


upside down, in any position. End brackets can be rotated 
for top protection in any position. 


EVEN MORE DEPENDABILITY 


Improved plastic impregnating varnish and plastic insulated 
magnet wire provide unusual resistance to abrasion, moisture 
and heat. These new materials possess far better dielectric 
qualities. Die cast aluminum rotors are individually, 


dynamically balanced to assure freedom from vibration. 





Specify CENTURY Performance Rated motors for your 
equipment. Call a Century District Sales Office or your 

} es nearest Century Authorized Distributor. 
Offices and Stock Points L 


in Principal Cities 








CENTURY ELECTRIC COMPANY ~ 1806 Pine Street + St. Lovis 3, Missouri 
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FLEXIBLE 
SHAFT 
MACHINES 


---versatile 


finishing 
facilities— 
no costly fixed 


ee | 


equipment! ae Goemane 


No heavy, bulky motor to handle! You can guarantee your customers 
positive control of the operation because the machine operator holds only 
the handpiece, not the heavy, bulky motor. That means less operator 
fatigue, higher production, fewer rejects. 


Wide range of uses! You can sell a Strand Flexible Shaft Machine for 
grinding, rotary filing, wire brushing, buffing, polishing and many other 
preparation and finishing operations. And a strong selling point in your 
favor is the new Strand Quick Change Attachment that lets users change tools 
in seconds without using wrenches. Simple press-type locking button does 
the trick! 


Wide range of speeds! Best of all, you can offer a choice of two 4-speed 
ranges or two 5-speed ranges when you recommend a Strandflex machine 

. Speeds range from 850 to 12,000 RPM .. . motors up to 1 H.P. Change 
speeds without changing pulleys or drive belts by the patented Strand 
Gear Drive Unit standard on all Strandflex machines. And, for an even 
greater range of speeds you can offer the new High-Speed Gear Attachment 
that actually triples rated spindle speeds. Operates at up te 27,000 RPM 
for high speed steel or carbide cutters! 


~ 


Full Strand line also includes direct drive and counter- 
shaft machines with up to 3 H.P. Also all accessories 
and tools. If you're not already handling this famous 
line write now for open territory information. FREE 
CATALOG 131-A. 


=, 
™ 
~— 
oo 
™ 
= 
= 


/ 


STRAND DIVISION 
Marylanc 


Chicago 40, Il 
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Powell LUBRICATED PLUG Valves 


Now! A great new line of valves that maintain 
the Powell 


standards of 


precision! 


Investigate these outstanding new Lubri- 
cated Plug Valves that carry the Powell 
name and measure up to the Powell 
standards of precision. Features include 
quick and positive operation — just a 
quarter-turn to open or close. Lubricant 
grooves surrounding each port provide 
a positive seal when the valve is closed. 
In an open position, seating surfaces are 
not exposed. 

Available in Semi-Steel and Carbon 
Steel through distributors in principal 
cities. For descriptive literature—or help 
on valve problems—write direct to The 
Wm. Powell Company, Cincinnati 22, O. 


FIG. 1559 —150-POUND STEEL FLANGED END LUBRICATED PLUG VALVE. 
(300-pound Steel, Fig. 3059.) Available with Screwed or Bolted Glands. 
Semi-Steel valves available for 175 and 200 pounds W.O.G. Carbon 
Steel valves available for 150 and 300 pounds W.P. 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


084 
Powell Valves ‘.; 





PS. “This ia just one of many. ads appearing in. teading magasines that falp you sell POWELL VALVES! 
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HEN you sell MILWAUKEE Power Brush Tools you are 

giving your customers a means of time and cost savings. 
Our full cooperation helps distributor in their sales—the 
performance of MILWAUKEE Power Brush Tools keeps users 
sold and means better business for you. MILWAUKEE gives 
you a one supply source—your customers are assured of quality 
ind uniformity—you simplify your sales job when you sell 


MILWAUKEE Industrial Brushes 


MILWAUKEE production brushes for power use MILWAUKEE production brushes for hand use 
MILWAUKEE brushes for various maintenance needs 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-35 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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WANT A STEEL PIPE 
STOCKROOM... 











qa! CALL YOUR REPUBLIC PIPE DISTRIBUTOR 


It’s true... your nearby Republic Pipe Distrib- 
utor actually provides you with what amounts 
to a free steel pipe stockroom. You never have 
to worry about tying up capital or valuable 
warehouse storage space. There are no problems 
with handling costs or insurance. That’s be- 
cause his warehouse in effect becomes yours. 
And you'll find he maintains a full line of 
high-quality pipe in sizes you want—plus 
fittings, valves, plumbing fixtures, controls, 





To help tell the story of the 
pipe distributor and the service 
he renders, this and similar 
Republic Steel advertisements 
are appearing regularly in plumb- 
ing and heating publications. 





tools ... everything needed for complete 
plumbing, heating, refrigeration, air condi- 
tioning, process and industrial piping jobs. 
Furthermore, no matter how large or small 
the order—he delivers in a hurry. 


So, if you’re looking for ways to reduce over- 
head—and who isn’t?—you’ll find it profitable 
to do business with your Republic Pipe Dis- 
tributor. Get acquainted with him soon. He'll 
be delighted to serve you. 


REPUBLIC 
STEEL PIPE 
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THE ALLEN NEWSLETTER 


TO INDUSTRIAL DISTRIBUTORS 


FROM THE ALLEN MANUFACTURING CO. 


Gentlemen: 


HARTFORD 2, CONNECTICUT 


The Allen plant will be closed from July 17 to August 2 for our 


annual two-week vacation. 


We're preparing now to stock an ample 
supply of Allen products to carry through the vacation period. 


None 


of our distributors will be inconvenienced while we're taking it easy 
at the beach, because the packing and shipping departments will stay 
open to fill all your orders as promptly as ever. 





— 


WIN A MOSSBERG "SPORTER" 
MODEL 151K .22 RIFLE —— COMPLETE 
WITH 4x LYMAN SCOPE SIGHTS 
or 
MOSSBERG MODEL 195, 
12—GAUGE SHOTGUN WITH C-—LECT-—CHOKE 

Just send us a letter giving 
your opinions on these questions — 

"How valuable are inquiries 
referred to you from our plant?" 

"How can they be made more 
useful?" 

"How can the distributor make 
better use of them?" 

We'll award the gun and scope 
for the best answer received from 
a distributor. Letters must be 
postmarked before midnight, August 
1. No entries returned, judges' 
decision final. Winner will be 
announced in the October issue. 


Ms 








The revised Allen 
catalog that you've 
been waiting for is 
ready now. It con- 
tains the latest 
technical informa-— 

; tion on the full 
line of Allen pro- 
ducts. Order your 
copies now. Number 
is G-—54. 


* * . 


We're increasing the range of 
sizes for Allen socket head cap 
screws by adding two more 
diameters — 


1i" diameter in 14 lengths 
13" diameter in 13 lengths 


Send for price sheets that 
contain either distributor or 
consumer net prices. 








The Allen Leader 
Point —— an exclusive 
design by Allen that 
gives improved thread 
protection, easier 
starting, less chance 
of cross-threading — 
is now standard on 
all Grip Head, Flat 
Head and Button Head 
Cap Screws. Sizes 
from #8 to the new 
13" diameter. 
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INTRODUCING PAUL L. AMES — 
SALESMAN—OF-THE-—MONTH 


Order Manager Paul Ames is the man who 
processes your orders as they come into our 
plant. He has received, edited and acknowl- 
edged orders from customers for the past ten 
years. Before that, Paul, like so many 
Allen executives, worked in production to 
gain a wide background of practical experi- 
ence. The men who serve you at Allen not 
only know their products well, they're all 
familiar with the day-to-day problems that 
beset a distributor and manufacturer. 


* . . 


THE WINNER! For the outstanding letter we received on the Febru- 
ary contest question (How many basic lines should a distributor carry 
and why?) we are pleased to award the Bell & Howell movie camera to —— 


Joseph T. Blinn, Outside Sales 

The Hawley Hardware Company 

1120 Main St., and 109 Middle 

St., Bridgeport 1, Connecticut 

Mr. Blinn recommends five 

basic lines. 

1. Cutting tools, such as drills, 
taps, cutters, hack and band saws. 

2. Transmission equipment, gears, 
sprockets, V-belts, sheaves. 

5. Grinding wheels and abrasive 
belts. 

4. Fasteners, socket screws, hex 
screws, square heads, etc. 

5. Tungsten carbide products. 


Why these five? Here are excerpts from Mr. Blinn's letter. 

"They are related items...lead to sale of other lines. When I 
sell one, I have a chance to sell others. Helps Purchasing Agent 
too...by combining one or two basic lines, Purchasing Agent can 
combine requisitions...save time and money on purchasing, bookkeeping 
and accounting departments. Distributor can cover every type industry 


with these five lines." 





We particularly want to single out — 


FIRST HONORABLE MENTION SECOND HONORABLE MENTION 
E. W. Bouclin James F. Draper 
Durant Tool Supply Company Asst. General Purchasing Agent 
46 Arnold Avenue Noland Company 


Edgewood, Rhode Island 2700 Virginia Avenue 
Newport News, Virginia 





Selecting the winner from the Cordially yours, 


many fine letters we received was 
a tough job. To all our distrib- ALLEN MANUFACTURING COMPANY 


utor friends who entered the con— 
test, we say "Many Thanks." Be iho an 
sure to enter the new contest men— 
tioned above. You may have the W. D. Horner 


winning ideas next time. Sales Manager 
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“OUR SALESMEN PUSH 
WISS SNIPS BECAUSE THEY 
MAKE TOUGH JOBS EASY” 


E.. Leon Watkins, Executive Vice President of Watkins, Inc., 
Wichita, Kansas, gives one big reason why his firm likes to 
feature Wiss metal cutting snips. There are several reasons 
why they are the choice of professional workers everywhere — 
why they sell better, with fewer returns. Wiss snips are pro- 
duced largely by the handwork of skilled workers. Each pair is rigidly tested and guaranteed perfect. 


Bolts are set precisely to reduce wear and to increase cutting power with least effort. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing Wiss inlaid blades are made of high 
cutting power. These 10” snips cut with about one-half the effort required carbon crucible steel welded to a hot 
for standard 1244” snips. One edge serrated to prevent slipping. M-1 (cuts drop-forged frame to provide the ex- 
left) and M-2 (cuts right) are designed to cut the most intricate scrolls and bse service demanded by Saosianal 
circles. M-3 is for shallow arcs and straight cutting. M-5 Bulldog Heavy is oe ay yoereemee 
Duty snips are tops for notching, nibbling and cutting shallow arcs in 
sheet metal as heavy as 16 gauge. 


workers. 


WISS INLAID SNIPS 


High carbon crucible steel weld- 
ed to a hot drop-forged frame 
provides that extra service de- 
manded by professional users 
everywhere. Six Straight Cutting 
sizes from 114” to 17”, includ 
ing Bulldog Snips for notching 
Three Combination* Cutting 
sizes, 124%”, 134” and 144” 


WISS SOLID STEEL SNIPS Wiss snips are hot drop-forged of the 


finest steels available. 


For those whose requirements are 
less specialized than the profes- 
sional user Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications. 
Four straight cutting sizes, 8” to 
12%”. Four Combination* Cut 
ting sizes, 7”, 10”, 18” and 16” 
Bulldog Snips for notching 


i *Made with straight blades, but 
ground and shaped so they readily 
cut curves and irregular shapes as 
well as straight 


J. WISS & SONS co., y NEWARK 7, NEW JERSEY Highly skilled craftsmen make final 
ae adjustments to assure that Wiss snips 
Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears will cut perfectly fora long time. 
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Sarco steam specialties, 


. with Sarco you get the most complete line of steam Steam "stati oped 
traps available from one source—plus a compre- Steam Traps 
hensive line of related steam specialties. This one Float. 


° . Thermo: . 
line means lower handling costs, more profit for you. Steam oy 











.. throughout the country, in all types of industry, 
the biggest and most respected names specify Sarco 
steam specialties over and over again—proof of 
their quality and complete dependability. 


. month after month, over a million effective Sarco 
ads and direct mail pieces go calling on your 
customers. They arouse interest and create a pref- 
erence for Sarco—they make it easier for your 
salesmen to sell more in less time. 


T pays to handle Sarco. Let us tell you more about 

how profitable it can really be. Call your local Sarco 
representative, or write today to Sarco Company, Inc., 
Empire State Bldg., New York 1, N. Y. 


A Complete Line of Steam Traps ~ 
H f l] Heating Specialties ~ Strainers ~ 
Temperature Controllers 





‘é: 
S| &| Ale] 8 i 
— lo | = ’ a 


Air Thermostatic Dial Radiator Electric Valves Strainers 
Eliminators Air Vents Thermometers | Traps and Valves (solenoid) 


Water Bienders 























Temperature 
Controllers Controllers 
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Like today’s doctor. 


The Modern Industrial Distributor’s Salesman 


@ @ @ 1S A BETTER-TRAINED “DIAGNOSTICIAN”! 


By both education and experience he is more thoroughly equipped than 
ever before to spot and correct trouble sources for you. NYB&P carefully 
selects its authorized distributors with particular attention to the quality 
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NYB&P's sales policy is 100% Distributor-centered. 
This well-deserved tribute to the 

Industrial Distributor's Salesman appeared 

in the May issue of MILL & FACTORY. 


‘_  ee daa Min. - 





of their sales forces ... thoroughly trains them in the correct application 
of its broad line of industrial rubber products. 


@ @ @ HAS MORE “REMEDIES”... AND KNOWS HOW TO PRESCRIBE THEM! 


Not so many years ago, manufacturers of industrial rubber products were 
restricted to only three fundamental materials: cotton fabrics, natural 
rubber and reclaimed rubber. Today, the multitude of synthetic fibers and 
rubber compounds makes it possible to produce a belt, hose or packing 
exactly suited to practically any specific requirement. 

For example, it is possible to make up NYB&P Conveyor Belting in 
literally thousands of different combinations of covers, fabrics, grades, 
special features and standard widths! 

Like the doctor with his many new drugs, the modern distributor’s sales- 
man must learn how to apply these new tools of his trade. But, once having 
learned their uses, his prescriptions will be far more certain to result in 
permanent cures. To assist him, NYB&P provides both practical training 
and ingenious product selection aids. 


@ @e IS OFTEN A ‘SPECIALIST’ IN HIS FIELD! 


More and more industrial distributors are specializing in certain fields, 
such as power transmission, materials handling, etc. Others are depart- 
mentalizing for the same reason: to provide more expert service to industry. 
This is particularly true of NYB&P Distributors. 


@ © © PRACTICES PREVENTIVE “MEDICINE”, TOO! 


His help in selecting the correct product for your application in the first 
place, can prevent premature failure and greatly increase the service life 
of such products as belting, hose and packings, thereby reducing their 
long-term cost! The broad NYB&P line makes this easy. 


@ ee IS “ON CALL” IN EMERGENCIES! 


An emergency phone call will usually make available his services and access 
to his extensive stocks at any hour! NYB&P Distributors are famous 
for their service. 


@ @ @ Call your nearby NYB&P Distributor for America’s 
FIRST line of Industrial Rubber Products! 


f SNe 6 . 
io 
Y founded 
$¢ 4 


$@ 6 
Oo} 
ANY gp NEW YORK BELTING & PACKING CO. 1 narket st, Passic x 


) America’s Oldest Manufacturer of Industrial Rubber Products 
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It’s not the pipe that means business... it’s the tobacco it uses up... 


And it's FASTENERS that put real 
profit into your sale of hand tools 


¢ Makes sense, doesn’t it? A pipe may cost That’s why smart industrial distributors 
a pretty penny in the beginning, but over make sure of these steady sales by stocking 
the years the real business is in tobacco. a full selection of RB&W fasteners — the 
complete quality line made by one of the 
world’s largest fastener manufacturers. That 
way he’s always able to recommend — and 
supply — the right fastener for every job. 


It’s the same with fasteners, once you 
stop to think about it. A man buys a hand 
tool once in ten years or so. But he keeps 
coming back over that entire period for 
fasteners. Day in and day out, it’s fasteners The Russell, Burdsall & Ward Bolt and 
that mean continuing profits for you. Nut Company, Port Chester, New York. 

3.24 


2 8 a Ww The complete quality line 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants ot: PORT CHESTER, N.Y.; CORAOPOLIS, PA.; ROCK FALLS, ILL; LOS ANGELES, CALIF. Additional sales offices at: ARDMORE, PA.; PITTSBURGH; 
DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles agents at: PORTLAND, SEATTLE. Distributors from coast fo coast. 
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DRC Stock Roller Chain Coupling: Min. SA Coupling: Max. bore dia. with standard key- DSC Coupling Drive: Min. bore dia. %" 
bore dia. %" to 2%". Max. bore dia. ways 1%" to 6%". to 1". Max. bore dia. with standard kéy- 
with standard keyways 7%" to 4%". ways %" to 3%". 





>. 


Morse Morflex Coupling: Min. bore dia. Morflex Radial Coupling: Min. bore dia. %”" to Morflex Junior Coupling: Min. plain bore 
¥%”" to 1%". Max. bore dia. %" to 3”. 2%". Max. bore dia. 1%" to 8". dia. ¥4" to 2". Max. bore dia. %&" te 1”. 








Meet flexible coupling needs— 
torque ratings 3 ft.-lbs. to 


17,300 ft.-Ibs.—right from stock 


You are in a strong and profitable position when you which reach throughout the industry. Backed further by inform- 
handle the complete line of Morse stock Flexible Couplings as ative and detailed catalogs, your customers will soon discover 
a Morse distributor. why it pays to deal with Morse—the industry’s number-one 


seller of quality power transmission products. 
Morse Flexible Couplings, with their extensive range of from 


3 to 17,300 torque foot-pound ratings, and a horsepower range Join the successful distribu- 





of from .06 to 320 at 100 rpm, give you a much better oppor- tors who are working with 
tunity of filling your customers’ orders quickly and exactly. the Morse Chain Company. 


Write us today for complete 


Yet, as a Morse distributor, you offer more than this. You offer P ; 
information. 


a complete line of power transmission products (see below), 
including Roller Chain, Silent Chain. the « orresponding spro kets 
MORSE CHAIN COMPANY 

for both, Hy-Vo Drive, Friction Clutch, driveshafts and cable chain. uomeneniie 
ee FOR Conte Avenues POWER TRANSMISSION 
lhis line of Morse products is supported by advertising schedules DETROIT 10, MICHIGAN pRooucts 


FOR 24 REASONS, MASTERS OF MECHANICAL POWER TRANSMISSION SINCE 


AL i = +4 e «BY 


HIGH- f if , DOUBLE-PITCH | 
«ENDURANCE SPRING-LOCK ROLLER CHAIN TAPER-LOCK ROLLER CHAIN 


| ROLLER CHAINS ROLLER CHAINS SPROCKETS SPROCKETS DRIVES 


b - —_— 


k e 
i an Oey SY Y hal | 
ree |} recipe || oe MORFLEX MORFLEX & i ( 
ROLLER CHAIN) ' ' SILENT CHAIN} cunans RADIAL RADIAL | 
COUPLINGS | COUPLINGS | COUPLINGS | _DRIVESHAFTS 


CABLE { ATTACHMENT g SILENT 10 SILENT CHAIN ; 1 HY-vO ota 


| STANDARD 
Gant CHAINS CHAINS SPROCKETS | 


ROLLER CHAINS 








91 

MARINE ||.) OVER-RUNMING| CU OVER-CENTER |! —PULLMORE ln TORQUE 23 CENTRIFUGAL 24 —— 
COUPLINGS CLUTCHES CLUTCHES CLUTCHES LIMITER CLUTCHES CONTROLS 
5 
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HIGHEST QUALITY. It’s both easier and more 
profitable to sell the wire rope line that’s recog- 
nized as unsurpassed for service life and 
economy, 














ies = 
CONSTANT ADVERTISING builds demand. 
Full page advertisements, in color, reach all your 
prospects, every month. 





| 








Ly A 


SUPERIOR SERVICE. The Roebling Wire Rope 
line is complete ...meets every requirement. 
Strategically-located warehouses assure prompt 
deliveries. 





wy 


yy i til = 
( lj + Wi “ 


y 
1 
ROEBLING ENGINEERS AND REPRESEN- 
TATIVES WORK FOR YOU ... their technical 
assistance is available whenever needed to help 
your sales effort. 





Ask us about Roebling distribution in your territory 
JOHN A. ROEBLING’S SONS CORPORATION 


Trenton 2, New Jersey 


A subsidiary of The Colorado Fuel and Iron Corporation 
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This salesman is going out to make every call a sale! 


Give your salesmen Armour 
Coated Abrasives —they sell faster 


because they're precision-made |! 


Most of the plants your salesmen call on use 
coated abrasives—and every plant wants the sharp- 
est, longest-lasting abrasive it can buy. Many of 
them have used Armour'’s precision abrasives for 
over fifty years—all of them have heard about the 
high quality of Armour’s complete line. That ac- 
ceptance, that volume is what your salesmen need 
to make more dollars per call! 

Armour pre-sells your prospects and customers. 
Direct mail and advertising explain how scientific 
processes such as electrocoating and heat-treating 
give Armour abrasives longer life. Interesting 
booklets and pamphlets as well as “giveaways” 
help make the sale. From then on, your salesmen 
and a superior product take over for steady, con- 
tinuing sales. 

You will be interested in the new Armour 
Technical Application Laboratory, full of the latest 
equipment to help solve problems for distributors’ 
customers. With backing like this, your salesmen 
can't help but get more dollars per call. 


If you're interested in handling the Armour line 
of precision coated abrasives, write us today! 





OY acted Mrasivee 


Armour and Company + North Benton Road «+ Alliance, Ohio 
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Look, at the Zaft an. 


COFFING’S NEW 





You are invited to compare this new Coffing Safety 
Hook, and see for yourself its many advantages — 
in safety to men and equipment, in convenience 
and ease of use. 


POSITIVE LOCK under spring tension securely holds the 
latch in place. 


NO SIDEWAYS MOVEMENT POSSIBLE, because latch fits 
snugly over point of hook. 


HIGHER TENSILE STRENGTH than any other hook of its 
size. Has drop-forged, heat-treated alloy steel 
construction. 


NO RUSTING OR CORROSION to hinder use, because the 
hook is cadmium plated. 


EASILY RELEASED — HELD OPEN Slight pressure on the 
release unlocks the latch. Spring tension on the 
release also holds the latch open. 


LARGE THROAT OPENING allows full and unobstructed use 
of entire area inside the hook. 


Send todey for literature just 
published telling all about the 
outstanding new Coffing Safety 
Hook —— just ask for Bulletin 
A6SH 


SAFETY-PULL 
AVAILABLE FOR BOTH \ RATCHET LEVER 


NEW AND OLD 
COFFING HOISTS HOISTS 


The Safety Hook is ayail- 
able on new Coffing Models RG and RTG 
Hoists you order, and Coil Chain 

you can also place it on 
Coffing Hoists already Models AG and ATG 








in service . . . Roller Chain 


if 


COFFING HOIST COMPANY 1 tate enti + ea 


DANVILLE, ILLINOIS Differential Chain Hoists 
Load Binders * |-Beam Trolleys 











J 


= 
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EE AOPAG: POWER HACK SAW BLADES 


—_— are best by every test! 


QUALITY ... The very finest in both ee 


steels and workmanship 
SERVICE ... | Prompt Deliveries 
TECHNICAL ASSISTANCE... 


Whenever needed on unusual 
or difficult cutting problems 


These things we pledge to you. The final test is on 
your own machines. Try Lenox for yourself... on 
any job . . . against any other blade in the world. 


E 
Then you be the judge. L, FE \ 0 X . goog te 


Springfield Massachusetts 


HACK — ane ss A Se GROUND FLAT STOCK |}. 
PRAM 
SIS SSS Ses es 
Sere es ec eeceee eee eeeeesers - 


SS. Seen sdbehedhedbethe pedhedhadhedhadbedbeahe stiseres = SS 
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ADD ONE. Model 426, a mobile stand with 
a cabinet and two drawers mounted on 
2'»” swivel casters, is particularly useful for 
assembly, inspection and maintenance in 
industry, and work in garages and service 
stations. This latest addition to the line of 
HALLOWELL Carry-Tools has the same 
dimensions as Models 422 and 424—18" x 
24” x 3514" in height. Cabinet contents are 
protected by a locking handle on the door, 
Spacious drawers are equipped with rollers 


and individual padlock attachments 





MAN OF THE MONTH 


WHAT’S NEW WITH HALLOWELL 
News that helps you sell 


Harry L. Smith, manager of the Hallowell 
Sales Division, has been a shop equipment 
man since 1939. He started in the shop, 
switched over to time study, cost control 
and finally sales—all in the Hallowell divi- 
sion. Harry studied mechanical technology 
SALES BUILDER. Another of the many sales-building bulletins available from SPS (Penn State), marketing, sales and eco- 
is this one describing HALLOWELL Cabinet Benches. If you haven't a good supply nomics (Temple). In his spare time, he can 
on hand you'll want to order Form 702 now Be sure to give us imprint instruc- be found refinishing antiques or gardening. 
tions. The bulletins listed below give full information on other equipment in the 
complete HALLOWELL line. They, too, are yours for the asking. Just write Hallowell 
Shop Equipment Division, STANDARD Pressed Steet Co., Jenkintown 13, Pa. 
Form 701. ...Standard Work Benches 
Form 841. .. Unit Benches 
Form 703. Tool Stands and Cabinets 
Form 704. ... Stools and Chairs 
Form 797 Steel Carts 


Form 729. : .. Shop Desks JENKINTOWN EB PENNSYLVANIA 
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WHAT’S NEW WITH UNBRAKO 
News that helps you sell 


THE HOME OF ALL GOOD FASTENERS. Last month 
Unbrako sales moved into its new offices in the newly 
finished main wing of SPS (right foreground). This signi- 
fied the completion of a 10-year expansion program 

which had been telescoped into 4 years—and the expendi- 
ture of $10,000,000 to create a modern integrated plant 
The irregular rooftop pattern indicates how new and old 
structures were tied together to double plant area. SPS now 
has 650,000 square feet of floor space. Among other im- 


~~, 
provements, new parking lots were created, the street 
between the plant and parking lot widened and paved and 
9 acres (in the left foreground) landscaped for recreation 
and picnicking. What does this expansion mean to you? 
Better service, naturally. Greater capacity—to enable you 
to sell any account. Most important, proof that SPS is 
determined to remain tops in its field—and to give you 
products that will be tops in rheir field. This program marks 
only one phase of SPS’ plans for continuous expansion. 


INDUSTRIAL DISTRIBUTION © JUNE, 1954 





NICE WORDS. If you haven't seen it, you might want to look up the March issue 
of Industrial Marketing magazine. It contains an article on how SPS advertising 
takes advantage of distributor thinking, and it also contains these words by 
H. Thomas Hallowell, Jr., president of SPS: *‘Our distributors are as much a 
part of this company as the men who operate the machines, or the officers, or 
our own factory sales people ...if our distributors are not prosperous, then 
nobody else in the SPS organization can prosper. We mean to give them every- 
thing they need... everything that lies in our power to keep them ahead of 
the competition.” 


BUTTONING UP THE JOB PROPERLY. UNsRAKO Button Head Socket Screws are 
used exclusively to assemble this controlled volume piimp—designed to fill the 
growing need for pumping an allotted quantity of ,iquid at high pressures, 
higher capacities. Button heads, of course, provide a smooth, streamlined appear- 
ance. The hex socket not only makes the UNBRAKOo button head easy to drive o1 
remove, but also prevents marring the head or the work. That’s why you'll find 
UNBRAKO button heads used wherever things must be taken apart and put together 
egain. Don’t forget, there’s a good 4-page folder on UNBRAKO button heads. 
Write for Bulletin 856. Unbrako Socket Screw Division, STANDARD PRESSED 
STEEL Co., Jenkintown 13, Pa 


UNBRAKO SOCKET SCREW DIVISION JENKINTOWN, PENNSYLVANIA 


MEN-OF-THE-MONTH 


Frederick D. Fernsler, former manager of production 
control at SPS, has been named manager of the 
Unbrako and Flexloc Divisions, with responsibility 
for sales, sales service and shipping of FLExLoc lock- 
nuts as well as UNBRAKO socket screw products. Born 
in Pottsville, Pa., Fernsler studied at Drexel and 
Pennsylvania State. He had a wide and varied busi- 
ness career before joining SPS in 1942 as foreman in 
the finishing department. In 1943 he set up the Cus- 
tomer Service Department and became its supervisor 
and two years later became manager of produc- 
tion control. 


Charles A. Thomas, Jr., manager of industrial rela- 
tions, has been given company-wide charge of pro- 
duction control, quality control, estimating and cost 
analysis, in addition to his responsibility for industrial 
relations and time study. A native Philadelphian, 
Thomas studied at Duke University and served as a 
Navy supply officer during World War II. He was 
head of time study at SPS from 1946 to 1947, left to 
specialize in that field, then returned to SPS as 
manager of industrial relations in 1950. 


James L. MacDowell, manager of tooling and quality 
since 1953, has been made superintendent of manu- 
facturing, Fastener Division. UNBRAKO Socket 
Screw products are made in the Fastener Division. 
MacDowell is also a native Philadelphian who studied 
at Spring Garden Institute, Temple and Pennsylvania 
State. He joined SPS in 1933 as a machine operator, 
became assistant superintendent of the Automatics 
Department in 1940 and superintendent four years later. 
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Mr. Milton Kaufman, Pr 


He makes sales go 


Women, weather and fashion are fickle,” says Milton 
Kaufman. “Put ‘em together and you have our business—all 
weather garments 

When a town is hit by heavy rain especially without 
warning — the demand for Aquatogs shoots up 

We call on Air Express, ship and deliver in a matter of 
hours—and cash in on this peak demand. As you might guess, 


our customers are flattered by this service 


Air Express — 


up in a downpour 


We regularly send orders out Air Express every week in 
the year throughout the country 
We also depend on Air Express to move goods without a 
hitch from our door to the retail store receiving room 
Yet, practically all of our orders cost us less with Air 
Express than with other air services 
It pays to express yourself clearly. Say Air 


Division of Railv Agency 


GEeTs THERE FIRST via US. Scheduled Airlines 


CALL. AIR EXPRESS ... division of RAILWAY EXPRESS AGENCY 
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Our house? 
Built with wire rope? 


Supplying these “‘muscles of steel’’ to the giant that is 


Not only yours, Mr. Brown, but millions of others too. 

A miracle of the postwar years has been the construc- 
tion of more than 7-million new dwelling units. Accom- 
plishment of this tremendous task has called for “muscles 
of steel” —rugged wire rope that is a vital factor in mining 
the ore, quarrying the stone and bringing out the timber 
that comprise the basic components of every house and 


building —large or small. 


American industry is our big job here at Wickwire—a 
job we've been doing well for over half a century. 


In the mines. . . the quarries . . . the logging camps 


and wherever wire rope is used, they'll tell you that for 


utmost safety, longer life and most economical service 
you can always count on the quality and strength that is 


built into Wickwire Rope. 


A YELLOW TRIANGLE ON THE REEL IDENTIFIES WICKWIRE ROPE 


- 


THE COLORADO FUEL AND IRON CORPORATION—Abilene Tex. + Denver 
Houston * Odessa (Tex.) * Phoenix * Salt Lake City * Tulsa 

PACIFIC COAST DIVISION—Los Angeles * Oakland 

Portland © San Francisco * Seattle © ‘ 


Spokane 
WICKWIRE SPENCER STEEL DIVISION—Boston * Buffalo * Chatto 
Chicago ® Detroit * Emlenton Pa.) * New Orleans - New York © Philadelphia 


(FI PRODUCT OF WICKWIRE SPEWCER STEEL DiViSiOn 
THE COLORADO FUEL AND IRON CORPORATION 
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1 most diversified 


» stocked 


When buying gauges ask for USG ... where ; 
stock awaits your selection. USG Gauges are 
for your convenience. You can order any of a wide variety 
of instruments—233 types, dial sizes, and size ranges— 


Many of these gauges a 
local stock of distributors of USG Gauges 


without delay. re obtainable 


immediately from the 
in principal cities throughout the United States. Or they 
may be ordered through your USG distributor direct!y from Three of the many types and sizes cf 
, USG Quality Gauges now carried in stock 

idvantage of this fast 


stock at Sellersville, Pa. Take ¢ 


factory 
‘all the distributor of USG Gauges 


delivery service. ( 


in your locality today for information on gauges. 
United States Gauge, Division of American Machine _ | . ' 
, UN ep S S GE 
+ 


and Metals. Inc.. Sellersville, Pa. 


Lyuldy Suuges Cg WCU for C wating Suuity 


Absolute Pressure Gauges * Aircraft Instruments * Air Volume Controls + Altitude Gauges * Boiler Gouges 


PRODUCTS OF UNITED STATES GAUGE 
Mercury, Gas, and Vapor Dicl Thermometers * Glass Tube and Industrial Thermometers * Flow Meters * Inspectors’ Test Gauges 
Marine, Ship and Air-Brake Gouges * Voltmeters * Ammeters * Welding Gauges. 


Chemical Gauges * 
INC. AT SELLERSVILLE, PA: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 


Precision Laboratory Test Gauges ° 


OTHER DIVISIONS OF AMERICAN MACHINE AND METALS 
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Longer, Stronger Life for Columbian Manila Rope! 


Microphoto of treated 
Manila fibre after 2-week 
incubation with green 
mold spores. Only origi- 
nal spores applied for 
test are present. 


REVOLUTIONARY 
DISCOVERY 
STOPS ROPE-ROT COLD! 


Now all mildew, mold and rot 


bacteria are stopped in their tracks! 


A Microphoto of untreated Manila 
fibre after same 2-week test 
shows jungle of spores whose 
“roots” feed on fibre, leaving 
it rotted, useless. 

laboratory 

. controls, 
Production 


. sal 
sure effectiveness of Colu 


; Special lubricants have long been applied to reduce 
tests in 


bian treatment. internal friction in Columbian Manila Rope. To these 


we have added a laboratory-proved, field-tested 
enemy of decay called a, fungi-static. 


mill-run somples we.4 Years of exhaustive trials in Columbian laboratories 
ile ’ 
from oll Mani | 


— and in extreme exposures to all types of climate 
Rope production ; ; , 
nepangeen and usage — have established the lasting protective 
in 


by laboratory tech- potency of this treatment. 


nician. 


Every foot of Columbian Manila Rope is adequately 


protected against decay for YOUR climate, YOUR 
uses, YOUR methods of handling! 


Treated mill-run 
samples are placed 
in incubator alone y Ae oud A COLUMBIAN ROPE COMPANY 
with : pests c -@s Auburn “The Cordage City", N. Y. 
contro! $e a . ‘ 


4 ble THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
Result is dovb' 

: fung' * 
check: 0” 


d on potency of mold spores 


static potency, o” 
used for tests. 








"in the industrial South 


Dayton V-Belts 


That’s the opinion of Mr. Al (Capt.) Hattendorf 
Memphis Bearing & Supply Company, Memphis, Tennessee 


‘The industrial expansion in the South has increased the 
need for V-power drives over and over. By far, the prefer- 
ence for Dayton V-Belts and Dayton Cog-Belts* is ‘way 
out in front. 

“There are two reasons for this, I believe: The first is 
the excellent quality of the Dzyton line. The second 
reason our customers prefer Daytons is they know they 
can call on us and get advice on their V-Belt drive prob- 
lems. They know, too, we have technical assistance 
available right from the factory. This is important to 
new industrialists or older firms re-locating in the south. 








From this two-story structure on 
Front St. in Memphis, Tenn., near 
the banks of the Mississippi, the 
Memphis Bearing & Supply Co 
supplies the needs of an ever-grow- 
ing industria! south with Dayton 


V-Belts and Cog-Belts. 


‘We are enthusiastic about the Dayton line because we 
can depend on Dayton factory service to back us up on 
orders. Deliveries are accurate . . . no misbranded mer- 
chandise, no mismatched sets. And, in a rapidly growing 
industrial market it’s reassuring to have the protection 
of Dayton’s Selective Franchise. 

“No doubt about it, Dayton is the line to carry 
because it’s made right, priced right and promoted right. 
That's why, in the new industrial South, Dayton V-Belts 
are the big seller and there's every reason to believe their 
volume will continue to grow as time goes on.”’ 


Al (Capt.) Hattendorf directs industrial 
sales and service from company-owned 
headquarters. Mrs. Katherine Vick, secre- 
tary, assists in maintaining close contact 
with customers, suppliers and sales staff. 
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are the big seller!” 


Dayton’s Preventive Maintenance and Plant Survey Program. At 
Mem; Ci g & Supply Co. customer, 

| E. Pommer, Denie’s 

Bearing, check 23 


t Dayton PM program. 


Dayton Industrial Advertising. 
Mem, Bearing & Supply 


Hattendorf, Pres., 
Hubbard, Dayton 
Regional Manager, discu ayt trade advertisi as an integral part 
I ease jobber volume 
e easier for distributor 


Dayton Packaging. Charles Williams, Dayton, displays V-Belt pack- 
aging to, left to right, L. J. Eavenson, D. D, Bennett, Memphis Bearing 
salesmen, H. M. Rodgers, office manager for Memphis Bearing, and Felix 
Tanner, salesman, as part of Dayton's program to simplify distribution 
of Dayton V-Belts. 


Factory Service. Dayton factory service assures distributors and their 
fast, accurate service. Orders are filled completely and rapidly 
no misbranded merchandise, no mismatched. belt sets. 
Here, Melvin Bartee, receiving clerk, left, checks Dayton V-Belt 
catalog while Andy Fulilove and Boston Banks, warchousemen, back- 
ground, fill order. Seated is John Davidson, shipping clerk. 


customers 


For complete details on Dayton’s Selective Franchise, write direct to Industrial Division, Dept. 775. 


©) DR, 1954 


Daytom mhulabexr 


Since /905 
World’s Largest Manufacturers of V-Belts 
Dayton Rubber Co., Industrial Division, Dayton 1, Ohio 


INDUSTRIAL DISTRIBUTION © JUNE, 1954 





It takes your follow through 


‘ 19 get sales results! 


VERY MONTH Osborn advertising makes 

an average of more than a million calls on 

your customers ... to help you sell top-quality 

Osborn maintenance and paint and yarnish brushes. 

Are you following through to convert this 
acceptance-building campaign into brush sales? 


Only you can make it pay off for you! 


The Osborn Manufacturing Company, Dept. R-18, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 








A MILLION CALLS 
EVERY MONTH 


to help you sell 
OSBORN BRUSHES 








THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD °@ e CLEVELAND 13, OHIO 





“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 
Made of AISI C-1018 steel — bright 


finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise coated 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Biack Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin "4 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


a 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue ~- 4 
apetliastiene~aaueeen head 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head capes with oil holes and 
grooves o ilterent kinds, and flats 
accurately mill 


FERRY PATENTED ACORN NUTS 


For ornamenta! purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc ple d, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
Tr 
j 
f 
2 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 
LEADING 
ISTRIBUTORS 


SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





A MILESTONE 
FOR 
NORTON 


A BOON 
FOR 
NORTON 


DISTRIBUTORS 








NET PRICES 
for GRINDING WHEELS 


Net prices for Norton grinding wheels is the “hottest’’ news 
in the industrial supply field. Already, it is being proclaimed 


as a boon to distributors — and to grinding wheel users, too. 


This is not just a simplification of catalogs and pricing sheets. 
It’s real—it’s progressive —and greatly simplifies the pricing 
of grinding wheels. It makes a profitable line more profitable — 


a good seller a better seller! 


Norton’s net prices will increase profits for you . . . reduce 
paper work .. . save time of salesmen, telephone salesmen, 
countermen, pricing and billing clerks . . . minimize costly 


errors. 


At the same time, it will simplify selling... help your salesmen 
to quote prices quickly, accurately and confidently . . . make 


buying easier for your customers. 


This advancement is another forward step in Norton’s contin- 
uing program to make the Norton line more profitable . . . 


easier to sell. 


NORTON COMPANY, Worcester 6, Mass. ABRASIVES 


Making better products . .. to make other products better 


Export: Norton Behr-Manning Overseas Incorporated, Worcester 6, Mass. 
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We make just one call 
to get the bolts we need 


‘“‘We used to shop around for bolts. But no more. There’s too much lost time 


that way. Now we make one call, for Bethlehem bolts, and we get the types 


and sizes we need. There's no delay at all.”’ 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 


Export Distributor: Bethlehem Stee! Export Corporation 


72 INDUSTRIAL DISTRIBUTION * JUNE, 1954 

















a complete 


CW STEEL PIPE 
installation 


With 85 years’ experience in the brewing business, Ortlieb 
Brewing Company, Philadelphia, knows what it takes to 
turn out quality beer and ale. Ortlieb brewers know that 
in order to make top-quality beverages you need top- 
quality ingredients. 

The architects and contractors who constructed Ortlieb’s 
new bottling house know that a building, too, is only as 
good as the materials which go into it. That’s why they 
specified top-quality Spang CW Steel Pipe to handle the 
heating, plumbing and drainage for the new plant. 

Like the products it serves, Spang CW Steel Pipe is a 
quality product . . . made from the highest-grade skelp 
carefully controlled and inspected throughout pro- 
and thoroughly tested before shipment. This 


duction... 
care in manufacture assures you a product which is easy 
to cut, thread and bend . . . saving you valuable installa- 


tion time and money, 


Top-quality Spang CW Steel Pipe is available at no 
extra cost. Don’t just buy pipe... buy Spang CW Steel 
Pipe for your next installation. 

Write for complete information and for the name of 
your nearest Spang Distributor. 


Owner: Henry F. Ortlieb Brewing Co., Philadelphia, Pa. 

Architect, General Contractor and Piping Contractor: 
W. F. Koelle Co., Philadelphia, Pa. 

Spang Distributor: H. B. Pancoast Co., Philadelphia, Pa. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Two Gateway Center, 
Pittsburgh, Pennsylvania. District Sales Offices: 
Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphio, Pittsburgh, St. Louis. 
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Weatherhead Ermeto Connectors servel . 


Vi slalaehilelaMeelale, yectio ystems or this 


3440 h.p. Nordberg diese! engine gt 


working pressures up to 9000 ps 


ts 
-_- 
it 


Weatherhead hose ond coupling assem 


blies link this Van Norman grinder fo its 
Vickers power unit. Replacements are 
readily made from stocks of bulk hose and 


mate hing couplings 


Weatherhead Bross Fittings connect air 


lines in the Cleveland Electr rei iiare | 
Company's Lakeshore Steam Power Stoti 


Cleveland, Oh 
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Do You Get All This When You Buy Hydraulic Connectors: 


QUALITY MATERIALS AND 
MANUFACTURE? 


PROGRESSIVE PRODUCT 


|] SIMPLIFIED ORDERING AND 
INVENTORY ? 


|] FIELD ENGINEERING 
DESIGN? SERVICE? 


THOSE WHO BUY WEATHERHEAD DO! 


There’s proof of quality in the fact that Weatherhead serves 
the foremost names in American industry. To maintain these 
high standards, Weatherhead laboratories exercise rigid 
control over materials... Weatherhead production engineers 
stress painstaking care in manufacture . . . Weatherhead 
designers work constantly to improve our products. 
Because Weatherhead lines are complete, you can order 
from a single dependable source, simplifying both purchas- 
ing and inventory. What’s more, there’s an experienced 
Weatherhead field engineer ready whenever you need him to 
help you take advantage of all that Weatherhead offers. 
ERMETO?® is the original flareless fitting. Made for high and 
low pressures, Ermeto gives you leakproof connections in 
30 seconds. There’s no flaring, threading, welding or 
soldering . . . the only tool you need is a wrench. 
WEATHERHEAD HOSE AND REUSABLE COUPLINGS, 
carried in stock, let you make fast, easy, on-the-spot repairs 
to cut downtime. Common bench tools are all you need 
and couplings can be used over and over again. 
WEATHERHEAD BRASS FITTINGS are machined from 
extruded stock. That means they’re equal to forgings in 
strength. Large, flat wrench pads simplify installations. 


Have You Saved with HOSELINKS? 


If your products or processes call for 
standard hose assemblies in quantity, 
don’t overlook the opportunity to save 
with Weatherhead HOSELINKS. These 
factory-made assemblies with perma- 
nently-attatached couplings are available 
on order in any quantity. Pressure-tested 
for leakproof service. 


Want the Facts? 


Weatherhead catalogs offer complete data 
on sizes, types, and application tech- 
niques ... make valuable additions to 
engineering and purchasing files. Write 
today for Ermeto Catalog E-1457, 
Industrial Hose and Reusable Couplings 
Catalog H-1451, or Brass Fittings Catalog 
F-1456. The Weatherhead Company, 
Dept. 1,300 E. 13 1st St., Cleveland 8, O. 


WEATHERHEAD DISTRIBUTORS CARRY COMPLETE STOCKS FOR FAST DELIVERY 


WEE HER EDD, 


This trademark We) appears on every make of car, truck, bus, and tractor a) on equipment for machine 


- 


tools, diesel and hydraulic applications @) on equipment for instrumentation, oil drilling, mining, road 


building @) for aircraft, railway, and marine engines AW) for LP-Gas and anhydrous ammonia control 


equipment GW) this symbol represents more than 1500 products made by Weatherhead . . . 


YOU’RE AHEAD WHEN YOU SPECIFY WEATHERHEAD 
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Originators of the Kaufman 


...all of them 


—ready for fast delivery on time! 


If it’s a cap screw, CleCap makes it. What- 
ever head style or size you need for your 
trade, whether ferrous or non-ferrous. 
You can get CleCap top-quality fasteners, 
on time, one or a million! 


We're The cap screw specialists—that’s 
why thousands of our customers stick to 
CleCap year after year. They can’t beat 
the quality—and they know by happy 


experience that their friends at CleCap 
gladly knock themselves out to get them 
what they want when they want it. 

That can be pretty important to you. Who 
pays when late deliveries get you “in 
Dutch” with your customers? ... No fool- 
ing—it pays you to order your require- 
ments from CleCap. You'll like the serv- 
ice you get. 


The Cleveland Cap Screw Company 
2931 East 79th Street * Cleveland 4, Ohio * VUIcan 3-3700 TWX CV42 
Warehouses: Chicago * Philadelphia » New York + Providence * Los Angeles 


House . 
yu process 
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Talk of the Trade 


ze 


uy om 


YOU CAN’T WIN-Recently Emie Graham (Central 
Engineering & Supply, Passaic, N. J.) decided his firm 
would have to do something about the small-order prob 
lem . . . He had just worked out a careful set of rules 
on minimum charges and other points, and was on the 
verge of announcing the plan, when an order came in 
from one of his largest accounts, branch of a vast, nation- 
wide manufacturing company, for a total of eight cents 
worth of screws . . . He’s still looking for a solution to 
the problem, but all quick-and-easy formulas are ruled 


out, he says. 


THE CHALLENGE: “You'll never make a salesman, 
Charles H. Wilcox, then sales manager of the old Lud- 
low & Squier firm in Newark, N. J., told a young man 
named Ted Blumenfeld one day 38 years ago . . . Ted 
had joined the company with the idea of working up to 
outside sales—and pretty soon Disappointed, he tried 
his luck at Bannister & Pollard, where he eventually did 
get a sales post . . . One day recently Ted ran into 
his old mentor, Mr. Wilcox, now president of Wilcox- 
Slidders . . . With a twinkle in his eve Mr. W. re- 
minisced about old times, asked Ted if he believed he’d 
done right in telling him he’d never make a salesman 

. . “Yes,” said Ted, who’s now sales manager of 
Seither & Ellis, “You were right—but it took me 38 
vears to find out I'd end up sitting at a desk” . . . Ted 
adds that Mr. Wilcox’s blunt but friendly challenge 
back in 1915 was one of his main incentives to get 


where he is today. 


THOUGHTS FOR THE GLOOMY-—AI Platky (Plomb 
l'ool) says he’s tired of recession talk and to counteract 
it is putting out metal lapel pins with the simple print- 
ing: $19,300,000,000 . . . This happens to represent the 
amount in personal savings tucked away in banks as of 
January | . His explanation: “With the reserve that 
we possess, there should be no reason for us to die of 
economic thirst, and if we can make more people con 
scious of this ‘cushion’, I feel that it will do much to 
stimulate sales” . . . Bob Mills (H. W. Mills, Passaic) 
also does his part to bolster up the confidence of busi- 
ness acquaintances he meets . . . As director of a local 
bank, he gets a first-hand look at consumer loan figures 

These, he says, haven’t fluctuated a fraction of a 
percent since all the talk about recession started . . . And 
neither has the collection rate . . . Apparently, he tells 
doubting friends, the average American doesn’t agree that 
he’s as badly off as the pessimists say He just keeps 
on buying and paying up his loans as if nothing had 


happened. 


an 
ARH, 
a 


a 


SNOW STORY-—In the month of June, wintry weather 
seems a long time past but, according to Paul Evams 
(Beals, McCarthy & Rogers, Buffalo, N. Y.) they still 
talk about how March went out like a lion this year... 
An unexpected snowstorm—18 inches—tied up the entire 
town; trafic was completely snarled for homeward-bound 
workers . . . The prize story is about the man who got 
tired of waiting for his bus to move on Main St., so 
he got off, walked into a restaurant and had dinner... . 
When he’d finished, he came out, saw a bus half a 
block away, and boarded it—the same bus he'd started 


out on. 


V.N. P. 
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NOW OW Get into the Profitable 


—— MATERIALS HANDLING BUSINESS 
with MINIMUM INVESTMENT 


36” or 54” 
Lifts 


Model No. 4036 
(Pat. Ne. 2560131 and 
other patents pending) 


SELL IT FOR ALL THESE JOBS 
—AND DOZENS MORE! 


* Shelving Heavy Loads in Narrow Aisles 

* Lifting and moving heavy motors and 
equipment 

* Loading, unloading trucks 

* Moving easily damaged merchandise in 
stores, display rooms, warehouses 


* Moving and positioning tote boxes, etc. 
¢ Stacking and moving beverage cases 
* Stacking heavy dies, kegs, boxes 


USE IT YOURSELF in your tool crib or 
stock room to speed up handling and 
deliveries. 





A COMPLETE 
LINE OF 


"Packaged" 
MATERIAL 


HANDLING 
UNITS " 


Sell the Complete G°“"D Line 


Featuring the 


RAN 
SHOP 
CADDY 


with 4-Speed VariLift 
(500 Ibs. Capacity) 


Sn 5449S 
moma” meow DOA 


You know that “capital” equipment sales are hard to 
make these days, but you can make sales NOW with this 
low cost, Be Caddy.” It’s a hand truck with a 4-speed 
hydraulic lift that has scores of uses in almost every plant 
and shop you call on. It’s a “packaged” unit, complete and 
ready to go to work as you see it. No fancy custom prices, 
no fancy engineering and slow delivery. Buyers are quick 
to see its advantages. 


* Both Lifts and Moves Loads 

* Smooth Hydraulic Operation Reduces Damage to 
Merchandise 

* VariLift—4 lifting Speeds 

* Perfect Balance for Safe, Easy Handling 

* Saves Men—Reduces Accidents 

* Saves Space—Stacks Kegs, Boxes, Bags, Crates, 
Coils, Dies 








WIRE—PHONE—WRITE for details of our New Low-Invest- 
ment, Floor-Stock Rental Plan. It gives you a demonstrator 
for only a dollar a day! You purchase as you sell. 
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C-Clamps 


RAN D. 





There are no clamp sales you have to pass 
up when you handle the Grand Line. That's 
because it’s the most complete line of C- 
clamps ever offered. It’s yours to sell to 
almost every firm you call on—because every 
industrial shop is a prospect for one or more 


types of Grand Clamps. 


These Quality Features Help You Sell: 


MADE OF NACO NO. 6 STEEL—Al! proof-tested; 
80,000 Ib. tensile strength. STRONGER THAN 
FORGINGS! Meet all Govt. Spec. and appro- 
vals. Rugged enough to stand up when used 
in railroad coupling equipment, Naco Steel 
gives your customers the basic quality that 


means years of dependable clamp performance. 


QUICK SETTING—PATENTED TRIGGER RELEASE 
on many models. Saves time by permitting 
screw to be pushed closed. A quick final turn 
firmly sets clamp. Trigger allows instant release 


—no running up and down. 


WELDER’S ATTACHMENT AVAILABLE. Grounding 
wire can be attached to swivel cap on welding 


models for sure, low resistance connection. 


DUAL GRIP MODELS for tightening against bevels 


or in close quarters. 


AS Dual Grip 
Series 
QLW Series 
QL Series | | 


. ASM Series 
L Series 


102 QL 


(Patented and Patents Pending) 





TERRITORY FRANCHISE PROTECTION 


for recognized distributors 
Write for details 








ALLIED »*°.« SALES <o. 


(Materials Handling Division of Grand Specialties Co.) 
3103 W. Grand Ave. * Telephone: VAn Buren 6-1243 © Chicago 22, i. 


INDUSTRIAL DISTRIBUTION © JUNE, 1954 








ConpucHaLt . » » all-purpose hose by Republic 


From the rubber industry’s newest, most modern factory, you can now secure Republic 


ConducTall . . .an all-purpose hose as good as the name implies. 





a CONDUCTALL is designed to conduct air, oxy- 
ConoucTatt Specifications gen, acetylene, water, oil, grease, gasoline, kero- 


1.D. BRAID O.D. 9a rs sene, and many dilute chemical and acid solu- 








tions. It is recommended for use on air-operated 


3/16” 
/ tools in factories, foundries, the aircraft industry 


1/4” 
1/4" 
5/16” 
5/16” 
3/8” 
3/8” 
1/2" 
1/2 

5/8 

3/4 


7/16" - 


1/2” 10 
5/8” 16 and shipyards; for welding and cutting, agricul- 


5/8” 15 tural spraying, service stations, and for all types 
11/16” 18 of water service. It is not recommended for con- 


11/16” 16 : 
7 4” 00 ducting lacquer, lacquer solvents or steam. 
= ae An oil-resisting REPRENE compound is used for 
1. 1/32" 32 both the tube and cover of CONDUCTALL. The 
1/4” 46 carcass is reinforced with braided rayon cords 
i. 1/2 * 59 specially chosen for strength and long service 
1-25/32” 67 life. The lead-press cured black cover is molded 


2- 1/32” 77 smooth for easy handling and long wear. 








~wNwN RR = wD = PD @ ADD eo =o 





STANDARD PACKAGE 
over ¥%” and under 2” . . . 250 ft. of a size 
"Quality Hose Builders for Over 50 Years’’ %” and under 500 ft. of a size 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN I, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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M. 5. 0. 


EWSPAPERS, radio and TV are practically monopo the benefit of all. And the coup de grace could be deliv- 
ered without soiling the cufts 


lized these days with the charges and counter charges, 
» have some university offer a thor- 


accusations and denunciations of our private and public What we need is t 
ough-going graduate course to train the participants. 
into recitals of who said what to whom in one of the Perhaps scores of our schools should introduce such 
biggest headlines are courses. As a starter, I'd like to suggest the two-year 


officials. Even our private conversations have degenerated 


many, running word battles. The 
curriculum I’ve worked out below. 


In a more serious vein, such a course would be a big 
help to the public. As the methods of chicanery and the 
fight between contending precinct chairmen to the Army techniques of demagogery became more widely diffused, 
McCarthy squabble. In the private area, the conflict the public would learn the tricks of the trade and would 
between local be less likely to be taken in. It is certainly harder to be a 
successful stinker when your victims know and recognize 
your moves in advance. Perhaps this in itself would 


reserved for the news of how somebody slipped a verbal 
stiletto between somebody else’s ribs 
In the public area, the sound and fury rages from a 


runs the gamut from smear campaigns 
merchants to the main bout centering on who is to con 
tro] a major railroad. 


I'd like to submit that in a Jot of these “‘hassels,”’ the make a careet 
I'll let you make your own nominations to the faculty. 


as a stinker much less attractive 


participants conduct themselves like the rankest of ama 
teurs. Opportunities for delivering crushing blows are 


missed right and left. The show could be much im 
proved by the addition of a professional touch. These ehh: 
alin - 
substantially to 


contests of words could also be shortened 


Curriculum For 
THE GRADUATE SCHOOL OF DEMAGOGOLOGY 


Two-year Course Open To Graduates Of Recognized 
Colleges And Universities Leading To The Degree Of 


MASTER OF SCIENCE IN DEMAGOGOLOGY 


FIRST YEAR 


First Semester Credit Hours Second Semester Credit Hours 


Elementary Maligning .. . Advanced Maligning . “er 3 
Practical Blackmailing—of enemies Practical Blackmail—of friends... . 3 
Historical Distortion—From Ancient Times Historical Distortion—From the Renaissance 

to the Renaissance..... ey ee to Modern Times.......... ; 4 
Methods of Radio Presentation Thought Control—Radio .. Ftewih 3 
Seminar: Slander with Impunity Seminar: Libel with Impunity es 3 


Total Hours 16 Total Hours 16 


SECOND YEAR 


First Semester Credit Hours Second Semester Credit Hours 


Applied Invective 3 Elements of Character Defamation 
Oral Denunciation |..... 2 Oral Denunciation II 
Double Talk and Half-truths 2 Theory and Practice of the Great Lie. 
Stalking-Horse and Red Herring Techniques 2 Subverting Rules of Procedure 
The World’s Greatest Stinkers— The World’s Greatest Stinkers— 
Their methods and accomplishments: Their methods and accomplishments: 
From Creon to the Borgias............ 4 From the Borgias to 
Methods of T-V Presentation 3 Thought Control—T-V , 3 


Total Hours 16 Total Hours 16 
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\ distributor savs . 


Today's Buyer... 


must be a| reader of fine print 
Philadelphia lawyer 
accountant 
Houdini 


traffic manager 


Scrooge 





By J. E. MADSEN, Vice-President 


Madsen & Howell, Inc 
Perth Amboy, N. J 


HE Roman id, “Caveat Emptor” (Let the Buyer 
Be Walt 


Let those who have anything to do with purchasing 


ndustrial supplies beware also—not of the products they 
but of many other pitfalls. In this modern 
hinery and simplicity, it is incredible that 


upplic 1 ) ITk more Ih 


Needed—A Punch-Card Mind 


; 


Today t r Department 


pencil along with the usual equipment for bringing in 


the 7 ie company to survive and make 
sing Department must have a punch 
nty vears ago, the buyer merely wrot 


} 


up an order and sent it to the supplier whose line he 


arried or, if it was not a brand name product. to the 
upplier w iad the cheaper price 


A Good Checklist 
Not so today o be sure, if he carries ertain brand 


he must buy from the manufacturer ot the brand, but 
before he sends out the order, he must 


1. Check to see if he is buying in standard packages 
Check to see if he is buying in carton or case 

quantities. 

3. Check the supplier's freight terms. 

+. Check the weight to make sure the freight is allowed 

>. Check the dollar value to obtain the best discount. 

6. Check the manufacturer’s price sheet and read the 
fine print for any other gimmicks. 


If the buyer is purchasing an item for which there are 
several sources of supply, he must check all of the above, 
and then buy from the source that ultimately will give 
him the best price. Even all this would not be so bad, 
except for the fact that many industrial supply houses 
deal with more than 500 manufacturers, and almost every 
supplier has a different method for obtaining the best 


price, 
Or a Philadelphia Lawyer 


Every distributor is skating on the proverbial thin ice 
the difference between the cost of the material pilus 
the overhead, and the selling price. Competition is so 
keen that this thin ice melts away. It is impossible to 
raise the selling price in the face of competition so that 
overhead must be reduced by efficient methods and the 
buyer must take advantage of every possible way to buy 
it the best price. For a buyer to do this, he must be an 
accountant, a traffic manager, a Philadelphia lawver, a 
Scrooge and a Houdini all wrapped up in one 


Buying Takes Time 
Do vou think I am kidding? Well here are a few 


FODAY’S EXECUTIVE must be eagle-eved t 
f pur iS] pitfalls, savs Mr Madsen 
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concrete examples of what is helping to sell cardiograph 
machines. Let’s buy some bolts. We must first of all 
buy in full packages. Then we must check the case 
quantities to be sure we are buying in full cases There 
is a discount for less than full packages, less than full 
cases. Then we must check the weight because, if we 
buv a 20.000 or 40,000 pound lot, there is a difference 
in price. We are looking at a requisition received from 
the Stock Control Department, and it is a matter of a 
half-hour to get rid of this one requisition 

(hank goodness, the poor Sales Department must 
check the invoice and look up the freight bills, and figure 
out what the material costs on the shelf in order to 
know what it can be sold for 


Even with the Simplest Items 


Bolts are a very simple item. So are brooms and 
brushes because, again, we only have to check for stand 
ard packages and total weight to make sure we are buying 
freight allowed. Of course, if we neglect to take freight 
into consideration, it only adds between 5% and 10‘ 
to the cost of the product, and the Sales Department 
can easily make this up by charging more for the product 
(and now I am kidding 


With Others, It’s a Crossword Puzzle 


Che toughest job in handling abrasives is to try to 
buy them. Each abrasive wheel is a separate item. Therc 
are approximately 600 items alone for a 6-by-4-by-4 grind 
ing wheel according to grit, grade, structure and bond. 
The distributor's discount is based on his buving by 
the unit made up of so many items. There are five 
different unit combinations depending on the quantity 
The units vary according to the size of the wheel. To 
obtain a still better price, the distributor may combine 
units to get a certain number of units to get a still better 
discount. 

Ihe setup is somewhat similar for coated abrasives as 
there are s@ many pieces to a unit depending on the 
item, and a discount for five units, ten units, 25 units or 
35-unit orders 

Naturally, there is a separate discount if it is shipped 
direct to the customer, or if it comes in for your stock 

Before a buyer can get rid of a requisition on his desk, 
he must wear out a pair of bifocals checking numerous 


tables to find the correct answers. It is my personal 


opinion that some suppliers hired cross word puzzle 
\ fortune could 


experts to invent their pricing systems 
be made packing and selling them as a gam 


More Weight Means Lower Cost 


We have only scratched the surfac« \ gage manu 
facturer requires 100 pieces to get the best price; a valve 
manufacturer scales his discount according to the total 
weight of the order. The gasket manufacturer allows 
you to combine items to get the maximum quantity. 
[he tape manufacturer says you cannot. One wrench 
manufacturer gives you a better discount for a larger 
quantity; his competitor has one price for one and all 
On drills you pay the freight regardless of the quantity; 
however, you get the freight allowed if vou buy 100 
pounds of jacks, 300 pounds of fittings, 400 pounds of 
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TO HELP SOLVE some of the purchasing problems he 
describes, Mr. Madsen has prepared this “Buyer's Guide” 
for his staff, listing quantity discount minimums, freight 
allowances and other crucial points to watch when ordering 
in most major lines. The two-page memo, he hopes, will help 
buyers find the best price quicker and avoid purchasing 
rrors that can cat away profits 


fire extinguishers, or 500 pounds of greas¢ 

Of course, one manufacturer ships prepaid, but his 
neighbor ships collect, and you must deduct it from his 
invoice. 

By now we are down to the fine print on the price 
heet. The last item mentioned is terms. What'll you 
have?—Net 4%, 1%, 14%, 2%, 3%, 10 davs, 15 days, 
prox. 30 days? The buyer often gets off easy; the Account- 
ing Department has to keep this little item straight. It 
is not one of his worries unless, of course, it has a bearing 


on the price, which it frequently does. 


No Easy Way Out 


Once we thought of putting in a machine system to 
liminate the five-foot high and ten-foot long catalog 
file where we keep the manufacturers’ prices. Unfortu- 
nately, when the business machine salesman tried to 
work it out, the punch card was so full of holes that it 
looked like lace, and the machine could not digest it. 
However, he did promise to come back again when a 
more advanced type of mechanical brain was invented, 
We're still waiting for him. 
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Can you find yourself among Franklin C. Wertheim’s”. . . 


23 Salesmen Types 


1. The Sizzle Seller 
[his i book. His 


sparkle crackling adjectives 
But as the 
television says, “It’s the 
tacts.’ 


own a thesaurus and can add 


man read pitch 
with 
loaded with color detec 
tive on the 
facts man 


We also 


a tcw 


ill we want is the 


idiectives to the facts as needed 


2. The Brass Band 


If bull was music, this guy would be 


After 


ome 


a brass band 1 few minutes you 


wonder how If his product is 


as good as he says it is, how do his 


competitors manage to stav in_ busi 


mh 


3. The Milkman 
on the theory that, if he 


bound to 


He works 
makes enough calls, he is 
hit a certain percentage of orders 
Goes from place to place like a milk 
sticking his head 
ind hollering “Anybody 
wanna see me today?” Easiest thing 


to say No milk todav.’ 


driver on his route 


inl the door 


4. The Camper 


Ile never up. Let him sus 


gives 


pect that you are a prospect and he 


lives at your place. Tries to wear you 


down by calling again and again and 
iain. One day he is going to bring 


1 pup tent and primus stove 


5. Hail Fellow Ill Met 


trying to do 
Corners ou 


clubs. Is 


Persists in business 
of office hours 
company officials at their 
greeted cordially and told to see the 
P.A. down at the office in the A.M. 
And tell the P.A. I sent you.” This 
is the kiss of death. After this intro 
duction, our P.A. wouldn’t buy ten 
dollar bills from this night-shift artist 
f thev were a nickel each 


vutside 


6. The Unsalesman 


Starts his sales 
sales-promoting 


argument with that 
statement, 


want any 


powerful 
You people wouldn't 
today.” This bird can always figure 
on an ‘Yes, we 


affirmative answer 


don't want any 


7. The Homebody 
Makes 


Leans three 
the P.A.’s 
happen to be his brand when he just 
fresh out, which is 
ilwavs cigars too Picks 
up the nearest phone for a couple of 
callsk—long distance As a 
parting gesture ignores the common 
rest room and asks for the key to the 


home. 
desk. for 
always 


himself right to 
feet 


cigarettes 


across the 


(they 


happens to be 
~smokes 


outside 


executive lounge. He is as popular as 


1 visit from the Bureau of Internal 


Revenue 
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8. Case Jones, Railroad Man 


Has a one-track mind. Memorized 
his spiel. Is going to give you the 
whole thing, word for 


to the very last comma. Won't even 


word, down 


stop long enough to take an order 


9. Green Goods Boy 


First trip on the road and he still 
thinks P.A.’s bite. The funny thing 
is our P. A. does bite. He also buys 
a lot of stuff. That call 
him the Purchasing Agent 


is whv we 


10. Weary Willy 


I'he Green Lad 120 
long hard trips later. He is so glad 
that somebody invited him in to 
sit down that he just hates to get 
up and face the road again. So he sits 
and sits and talks and talks. Doesn’t 
really care if he gets an order or not 
Just wants to be in where it’s warm 
. . Unfortunately, 


30 vears and 


ind semi-friendly 
we do have a lot of work to do so, 
“It’s nice to see you again Bill. Stop 
in to see us again on your next trip.” 
And, under our breath— “When you 
don’t have so long to stay.” 


11. The Zealot 


Believes in his product with the 
fervor of a missionary. You just 
haven't the heart to tell him that you 
tried his stuff and it’s just plain “no 
good.” He would take this as a per- 
sonal insult. 





12. Joe Miller, Jr. 
Chis 


some of them clean. 


comic tells all the latest joke: 
He convuls« 
the girls.and shipping clerks, full of 
fun and gossip. He brightens up the 
what it 


day. Sometimes we wonder 


is that he sells 


13. The Soft Answer Man 


Yes, but- Has the polite 
perfect answer for every possible ob 
jection them right out 
of the manual. Still hasn’t come up 
with the 
use for it and, if we did have any us¢ 
for it, we couldn’t pay for it as we 


ind 
Memorized 


answer to We have no 


don’t have any monev.’ 


14. The Fire Salesman 


“Your last chance at these prices’ 
—‘‘Never again”—“We are going on 
Alwavs 
plenty of pressure in this lad’s 
but, despite the noise and smoke, he 


67-week delivery (manana 


h SE 


eventually runs out of steam 


15. The Rap-Scallion 


So busy telling you how lousy his 
competitors products are that he never 
gets around to telling vou if his are 
ny good. Never yet did we find a 
knocker who 
while product himself. 


was selling a worth 


16. Jolly Cholly 


Full of happy little tidbits—‘‘A is 
on the rocks,—B is bankrupt,—C 
failing —D is in the hands of the 
sheriff,—Did you hear what happened 
to E? And, oh yes, “How come you 
guvs are passing out such small hand- 


to-mouth orders?” 


17. Willie the Weeper 


l'raded in his sample case to be- 
come a charity case. With this guy 
t's always—‘‘No hay in the barn— 
below zero—and the cow is bawl- 
to be milked.” Real tough about 
his starving wife and kids if he loses 
this order and his job. We are hu- 
this miserable excuse for a 


Ing 


man, So 


salesman gets an order from us— 


TIC 


18. The Lover 


He always makes a pass at the re- 
She is has two 
kids and a nagging backache. Lover 
ind 


eptionist. married, 


three children 
vears arch-supports. Who is kidding 


vhom? 


married, has 


19. Last of the Mohicans 


I just got one left.”—One ware 


full, he means. Try offering 


order for 


hous¢ 
him an one-hundred-de 


livery from stock 


20. The Tank 


Always 
over a glass at the nearest oasis. Little 
does he know that our Senior Partner 
Senator on the Prohibition 
Doesn't matter what his real 

around our place his name 


wants to discuss the sale 


ran for 
| 1¢ ke t 


hame Is 


Nlud 


21. Cut Price Pete 


Sells strictly on a cut price from a 
phony list price basis. His product is 
always “the lowest in price,’”’ but most 
of his prospects use the word “cheap 


est.” 


22. One Hand Washer 


Looking for the other hand. “You 
buy my product and I'll see our P.A 
about buying yours.” We gave up 
playing Tit for Tat as children. Be- 
sides, to misquote old Omar, “We 
often wonder what this vintner buys 
one-half so overpriced as the stuff he 


sells.” 





23. The Successful Salesman 


one we buy from—He can be 
of the above types or even a 
mixture of After all, we do 


1 lot of supplies and merchandise 


Phe 
iny one 


several. 
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ind we gotta get them from some 
place, but at least we like the illusion 
ot thinking we have made up our own 
mind. 








by 


86 


TRAINING PROGRAM was devised by Sales Manager | Russon; 


ited four crack salesmen—with more on the way 


it has gradu 





MERIT RATING 


Bp loywe 





Job Classification 





Rated By 





DEPENDABILITY 


a | 


aldom campletes Needs consider- sually completes Highly dependable 

work satisfactorily able supervision work in a satis- and comletely re- 
and is sometimes factory Mamer liable and trust- 
unreliable worthy 








yu? Tr 


| QUALITY OF WORK 


| 





 Uften makes 
mistakes and 
quality of 


work is poor 


‘Seldom takes 
mistakes and 
work is usually 
neat 


high degree 
of accuracy 
and neatness 
Practically 
no errors 


lity is unsatis- 
factory 





| 





Uives limited 
cooperation 

is resentful of 
Suggestions 


Actively antago- 
nistic toward 
Supervisor and 
fellow workers 


Usually is co 
operative and 
helpful 


Actively co- 
omerative 

and heloful 
always plea- 
sant and 
agreeable 





| | 








Always alert 
Often sets & 
e wm letes 
additional 
tasks 


Seldom “Makes some sug- 
gestions. Often gestions. Seldom 
waits for instruc- waits for instruc- 
tions tion on regular 
work 


Routine worker 
Must be told 


wnat to do 


makes sug- 


[ments 1 


| 
| 





sur 


three if 
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Vonnegut Hardware Co., 
Indianapolis, follows 
salesman training program 


that takes time—almost 10 


years—but it... 


roduces 
alesmen 
ho Are 


alesmen! 


By Robert Slater 


Associate Editor, Chicage 


PRAINING »R RANI 


7 SALESMAN 
utilized by 


Co., Indianapolis, provides company 


Vonnegut-Hardware 


with topnotch personnel for its front 
line selling force. More than that, dur 
ing the several years the novice is in 
training, the company 1s spared the 
worry of filling intermediate positions 
clerks, countersalesmen, 

telephone men and quotation clerks 
Although it is common practice for 
throughout 


receiving 


industrial supply houses 
the country to bring their salesmen 
up from the ranks, it is not usual to 
find a program with as definite a sched 
ule and as clear cut a goal as that es 
tablished by L. P 
ager at Vonnegut. 


Mr. Russon has determined exactly 


Russon, sales man- 


what he wants his budding salesmen 
job they 
The 
watched closely and graded carefull; 
ind 


from every handle 


up 


to learn 


on their way trainees are 
at every stage of thei progress; 
student knows 
where he is going, and when he’ll get 


every with certainty 
there. 
“Men who begin at the receiving 
department level,” says Mr. Russon, 
lext continues on page 88 





FIRST YEAR briefs trainee on prod SECOND, THIRD, FOURTH AND FIFTH YEARS on sales counters includes 
ts al product movement til d rs scl 


itional trips to manufacturer hool 


Here’s How Vonnegut’s 10-Year Plan Works 


> 


SIXTH AND SEVENTH YEARS on phone desk is rugged niques. Men learn to work fast and accurately, and to 


i ground Dut pt l tol r relations tech exercise diplomacy with 


FIGHTH AND NINTH YEAR t m quotation desk rENTH YEAR the finished graduate is ready for a brief 
r hor ] letermiy: p 


stretch, d traine¢ ] ability 1S¢ r seml-executive post 
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... Produces Salesmen Who Are Salesmen (Cont’d). 


moderate salary. If we can 
1 young man that he should 
work as a part of his 
training—and show him that there is 
a good job waiting for him eventually 


we can fill those jobs with above- 


tart ata 
onvinece 


onsider the 


iverage material 

During the years, they see them- 
elves being moved up at a rate that 
vill find them still young when they 
hit the selling road.” 

The following stages have been set 
up by Mr. Russon as the backbone of 
his training program. He stresses two 
with them: 1) 
amount of edu- 


points in connection 
Due to various factors 
cation before joining Vonnegut; excep 
tional ability; or premature opening) 
time spent in ¢€ ich job is occasionally 
xljusted to suit individual cases, and 
2) these stages are not set up mainly 
for the convenience of Vonnegut, or 
to alleviate its employment problems, 
but for training’s sake 


Receiving 


assigned to the re- 
minimum 


Beginners ar¢ 
ceiving department for a 
period of six months, depending upon 
iptitude. Above the usual heavy work 
connected with the job, the trainee has 
the opportunity here to become fully 
acquainted with incoming stock; learn 
names of Vonnegut’s suppliers and 
their products; receive a general idea of 
where housed. He 
learns the routing of material, and in 
short, gets the basics for the succeed 


ing steps 


merchandise is 


Order Filling 


Next, the novice moves to the order 
filling department, where he is taken 
in hand by an older worker. During 
this period he is graded by his supe- 
riors, and is checked for those quali- 
ties most valued by the company: 
dependability, cooperation, and initia 
tive. This grading, performed on a 
special form prepared for the purpose, 
continues at stages throughout the rest 
of his training. Three superiors rate 
him, and the results are examined reg 
ularly by a merit committee 

It is here that the firm begins to 
suffer loss—one out of four dropping 
yuut. Mr. Russon watches them closely, 
interested in whether or not the man 
stick, and 


has the determination to 


88 


ilso checking for accuracy, an impor- 
tant quality on this job. 

During the six months’ minimum 
time he spends here, the man begins 
to learn the type of item various cus- 
tomers for example, a wood- 
working plant needs glue, fasteners, 


use 


coated abrasives, etc. 

He must fill all the items in an 
rder, a procedure made possible be- 
cause 80% of Vonnegut’s industrial 
stock is located on the basement floor. 


Counter Sales 


When the trainee is moved to coun- 
ter sales he meets customers face to 
face—runners, factory maintenance 
men, production men. 

Vonnegut has departmentalized its 
counters for two reasons: training and 
speed in handling customers. Thus, 
the trainee works for one year with cut- 
ting tools, one with threaded products, 
one with transmission, and one with 
abrasives. 

When the boy has worked on a 
counter for three months, the com- 
pany invests in him by sending him 
to manufacturers’ schools in the com- 
pany of another trainee. During the 
time the trainee works on the coun- 
ters he is rated about every three 
months by his department heads. 

As a rule, he spends a year to a year 
and a half on each counter where he 
gets specialized training in each of the 
four tvpes of items. 


Telephone Desk 


Mr. Russon feels that it is at the 
telephone desk that the trainee re- 
ceives a pretty good polish under pres 
sure, since only four men handle the 
14 outside lines. The boys are ex- 
pected to be fast but diplomatic, 
checking lists, items in stock, and 
prices, without bogging down. 

He stays at this job approximately 
two years, getting to know company 
names, individual customers, and, as 
Mr. Russon puts it, “some of the fail- 
ings and lovable features of buyers.” 

“Each man has to be a jack-in-the- 
box her savs Mr. Russon, “since 
four calls can clog the line—it’s hard 
work, but the end is in sight.” 


Mail Quotation Desk 


The last, and the most important 
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stop, is the mail quotation desk. It is 
at this point, according to Mr. Russon, 
where the trainee develops care, com- 
pleteness and accuracy in handling a 


customer's inquiry. 

By this time, he should be able to 
refer a customer to a correct source if 
Vonnegut does not handle the item 
required. Mr. Russon feels strongly 
about this point—he makes no bones 
about referring a customer to a com- 
petitor, believing that competitor rela- 
tions are as important to a successful 
business as customer relations. 


Letters 

Mr. Russon gages the trainee on his 
ability to write a good letter—his feel- 
ing being that if a man can’t write a 
good letter, he can’t hold a conversa- 
tion. The trainee in this spot usually 
holds it from six months to a year and 
a half, depending on a sales job open- 
ing up. 

When the coveted job does become 
available, the accounts are turned ove 
to the new salesman, with no reserva- 
tions. The territory is his. 

Ordinarily there would be a surfeit 
of graduates waiting for openings, 
since it’s inconceivable that there are 
always available sales jobs—even in as 
large a house at Vonnegut’s. This is 
avoided due to the fact that trainees 
are often siphoned off during the 
course of training, for good jobs in 
other parts of the large Vonnegut 
organization. 


Results 


Three graduates of Mr. Russon’s 
training plan are now in the field for 
Vonnegut and one more is awaiting 
an opening. “Not only does the sales 
volume of these men compare favor- 
that of our veteran sales 

Mr. Russon, “but they 
common one outstanding 


ably with 
men,” says 
have in 
quality. 

“Tt is evident that these three men 
who kave followed through on their 
training in the field aren’t afraid of any 
problem that might be thrown at them 
by a purchasing agent or a plant super- 
intendent. They have the answer to 
most questions—and they've learned 
where to find the answers to the others. 
I don’t believe that can be said for 
il] industrial salesmen.” 





Here’s a stab at solv- 
ing what is for many 
distributors an urgent 
question in public re- 


lations ... 


BUSINESS 


parking garage directly across the 


arrangemen with a 


A 


street to 
pick-up trucks is the method the W.S 


store customer's cars and 


Nott Co., Minneapolis, is using t 
lick its parking problem 

Situated on the corner of two one 
way streets, with a no parking zone in 
front of its building and a five-car 
15-minute limits on the 
the 
operations 


space with 


street, found its 


call 


side company 


will severely hand 
capped 

In an effort to relieve the problem 
the company tried at one time to ol 
tain the lease on a nearby filling sta 
tion but without success 

“Our city desk is a good source of 
said R. W. Morgan 


can’t blame 


business for us,” 
vice-president, “but we 
a pickup truck driver for avoiding us 
when he can’t get 
And the truck drivers 
important element than we 
think—they 
order on which source isn’t sp 
they'll present it at the most conven 
ent And I think, too, the 
drivers often get a change to recom 
the P.A.—sourc¢ 
where parking is available. 

We also have good custome: 


near Ou! LOO! 
iT¢ 1 Wor 
ometime 


often have a 


ified 


house 


mend sources to 


who 





SIGN TELLS PARKING STORY to 


gns are displayed outside door and on garage across street 


which 


j 


RECORD of customers using the ga- 
ige, tabulated by Assistant Sales Man 
iger Fred Reller, shows a gradual in- 
I ver three month period 


two or three hundred miles to 
see us—and they used to park their 
cars blocks away. When a big cus 
tomer ill the way from North 


buving, we 


comes 
Dakota to see he’s 
should be able 
ir where he knows it’s safe—and 

Mr. Morgan pointed out that im 
portant customers often visit the firm 
to consult the Nott engineering de- 


what 


think he to leave his 
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customers who enter city sales room 


Other 


Claim checks are stamped 


customers return to garage when departing 


Where Can My Customers Park? 


want to 
“so that our 
facilities 


partment. “We 
this practice,” 
customers can 
first hand.” 
rhe biggest problem, it was pointed 


encourage 
he said, 


examine our 


out, was to inform the customers of 
the new facilities. A form letter was 
sent out to the entire Nott mailing 
list, describing the service, and large 
signs both inside and out of the build 
ing call attention to it. According to 
Mr. Morgan, people often feel that 
they are imposing when they take ad 
of such a setup—this is the 
which the company is doing 
to overcome by repeated in 


vantage 
attitude 
its best 
vitations to use the facilities. 


Small Cost 


When the customer wishes to visit 
the Nott Company, he drives his car, 
pick-up or panel truck up the ramp 
of the garage which is located across 
the street. There he is given a claim 
check, which is stamped at the citv 
desk when he concludes his visit. 

According to Mr. Morgan, the cost 
to the company is nominal, and the 
project is worth more than its cost in 
increased counter sales, customer con- 
venience, and as a working demonstra 
tion of Nott service. 
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New Jersey firm’s salesmen check off data on form instead of using longhand. 


ultiple Choice Makes 


Call Reports Easier to Write 


By Van Ness Philip, Assistant Editor 
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€ This form does two 
things for salesmen: (1) 
saves writers’ cramps, (2) 
provides a check-list of im- 


portant data 


ALL reports are no burden on 
C salesmen at Slingman Industrial 
Supply Co., New Brunswick, N. J 
(hanks to a multiple-choice form 
they have no writing to do except for 
several names plus occasional “re 
marks.”” Check marks under six head 
ings supply most of the facts needed 

(he first three of these will record 
(1) purpose of the call, (2) results of 
the call, and (3) status of the order: 
or negotiation. 

The others provide information not 
always found in call reports. One col 
umn lists “Products Discussed,” so 
both salesman and management will 
know which of the firm’s 28 product 
lines received attention on the last 
call. The next gives some idea of 
potential: opposite each line the sales 
man checks the quantity purchased 
last year, large or small, if any. Be 
sides serving as a quick-reference rec 
ord for future calls, this is useful as a 
reminder to the salesman to question 
the prospect on his past purchases. 


Planning Calls Is Easier 


The same is true for the last head 
ing, “Products Purchased Monthly,” 
with minor headings for the twelv« 
months of the year. This guides both 
management and salesmen in planning 
purchases, timing calls, and projecting 
special sales efforts, especial when 
the customer is a large one and the 
buving habits are seasonal and regular 

Salesmen testify that they don’t al 
ways make use of the entire form, for 
obvious reasons. When information 
on potential and buying habits of 
customers are already known and re 
corded elsewhere, it’s unnecessary to 
fill out the last two headings on sub 
sequent call reports. But when situa 
tions change and new data is ac 
quired, the from provides a quick way 
to get it on record—without having to 
burn the oil over lengthy call reports 
in longhand. 





You and Your Selling Job 


By Charles L. Lapp Ph.D. 
Associate Professor of Marketing 
Washington University 


Part Ill: You and Your Selling Techniques (conclusion) 


ByJECTIONS should not b 
O ered roadblocks to a sale 
natural inclination of ever 
raise an objection. You 
different 


but you will probably tnd 


raise a hundred 


that 
INOTC 


of those raised will be no 


10 which occur over and over agai 


Meeting Objections 


There are a number of ways to meet 

objections : 

1. Let the prospect talk and he will 
often answer his own objection. 
Forestall his probable objec- 
tions by giving proof before 
some point becomes important 
to a buyer. 

Reduce the prospect’s reason for 
not buying to the one objection 
he has raised. 

Agree with the prospect in part, 
but indicate there are other con 
siderations 

Relate the experience olf ther 
buyers to avoid a personal con 
flict with the buver 

Recognize the objection as a stall 
ind keep selling 


Handling Competition 


Don’t be afraid to 
tion, but don’t bring competitive prod 


meet competi 
ucts into the sales interview by 
Unless vou 


you may bring 


nae 
unless the prospect does 
watch yourself, 
petitive products to the buyer’ 
that he 


thought of investigating 


tion has neve 


Closing the Sale 


All your selling effort is wast 
In fact 


considered nuisan 


less you get the order. 
salesmen are 
yuyers primarily because th 
time after time without aski1 
order. Learn to ask for th 
number of ways, such a 


1. Make a direct appe 


in some instances possibly even 
going so far as to say, “Do you 
want it or don’t you?”” One emi- 
nent sales trainer even suggests 
that a salesman be often 
very effective if, after asking for 
the order, he “Now, 
say yes!” As in any other such 


may 
will say, 
technique, you must practice it 
enough so that the words come 


out naturally, or vou will be 


dubbed a phony by 


buvers 

Reduce to a choice of something 
or something, not making it a 
choice of something or nothing. 
Assume the prospect is going to 
buy by asking agreement on 
detail 
quantity 
If true, 
proposition 
affair, 
left now, but cannot be obtained 


later 


som<¢ such as delivery o1 


that 
one-time 


emphasize your 
is only a 


which must be taken or 
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Summarize in a few lines those 
plus points which both you and 
the prospect have presented and 
agreed upon throughout the sales 


interviews. 


Probably the 
mistakes made in closing are that sales- 
men have cold feet and are afraid to 
isk for the order for fear the prospect 
ill say no, or the assumption of an 
overconfident attitude. 


two most common 


VW 


Followup 


After 
transpired with each specific customer, 
(1) How 


interview 


each sale, reconstruct what 
with two things in mind: 
I have handled the 
just completed more effectively?, and 
(2) What do I want to talk to the 
buyer about the next time I call on 
him? Selling techniques ar 
tant, and must be constanth 


and improved. 


could 


im por- 
reviewed 





Boudreau (left), Bay State Abrasive, and Salesmen Ray 
Alexander look on with interest 


CONTEST RESULTS are posted on the blackboard by 
Sales Manager William Cole (second from left) while John Gowdy and W. L 


Here's a firm that believes... 


Competitive Market “Good for Salesmen” 


Sales manager stimulates interest among 


salesmen with sales contests. cites ways 


to operate drives successfully;  sales- 


man also lists advantages of contests 


PLOTTING STRATEGY for a sales campaign on grinding 
wheels. Sales Manager Cole (right points up some features 


Salesman Gowd 
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HOLDUP!!! 





“ 
— 


A REMINDER that a Stanco sales 
man will be around on a specific date is 


sent out by Salesmen regularly and, a 





cording to Salesman Gowdy, the device 


is extremely effective 





I'll be there on Es 
Please hold up on those orders until I get there! 


<< 


ABRASIVES ELECTRIC TOOLS 
MACHINE TOOLS CUTTING TOOLS 
SAWS PRECISION TOOLS 


Thanks 


1914 CANTON PHONE RI-51386 
DALLAGB, TEXAS 








HE CHANGEOVER from a buvers- in-buy-everything 
tocar to a highly competitive market is “really 
tough on salesmen,” according to Ray Gowdy, salesman 
for The Stanco Company, Dallas. But, Mr. Gowdy 
quickly adds, it’s “good for you as a salesman.” 

lhe fact that operating in today’s market requires more 
and more creative selling 1 recognized by both Mr. 
Gowdy and by Sales Manager William Col 

Mr. Gowdy and his fellow salesmen and Mr. Cole 


} 


ind his fellow management n are receptive to new 


elling techniques or idea they are relying particu 
larly on meeting today mn ns with old techniques 
brought up to date 

Mr. Cole, for example, believes 


He insists, however, that the m 


g sales contests. 
of calculating 
vorthwhile 


} 


returns be kept simple and 
not necessarily enormou ( 

Mr. Cole’s idea of a g ( : me that accom 
plishes a specific pur] 


rpo 
the salesmen. His il mtest, for 


een :' 
example, was designed to stimulate creative selling. It was 


ime, iI 
to 
based on the sak grinding wheels and grit cloth 
Scoring was on a point system, with one point being 
warded for each $100 worth of sales: one point for each 
rial run arranged for by ilesman and one-half point 
for grit cloth sales 

One of the features Mr. Cole liked particularly about 
this contest was the fact that salesmen covering a territorn 
with a low potential for grinding wheel uld still rack 


up points by arranging for t 


Meeting Competition 


Mr. Gowdy supported M ’ hinking on con 
mtest the 
salesman is reminded to talk up specific products. As 
far as Mr. Gowdy is concerned believes creative 


' : 
selling is going to be required for some time. His first 


part Ipating il 1 


tests pointing out that by 


n meeting competitive conditions was to make sure 


he has catalogs or literature on products with him 


ill times 


Like many salesmen, M: in building 


friendships among customers, but he points out “just 
because vou know a buyer socially, don’t rely on that 
friendship to make sure you get his business. 

“You can be out to a ball game with a buver tonight 
nd tomorrow he can still be a cold-blooded buyer seated 
across the desk from vou.” 

Your personality is a big factor in selling according to 
\ir. Gowdv, who has years of experience in the industrial 
supply business, upon which are based his words of 
caution to other salesmen 

“Remember, whatever vou are selling, there are at least 
three other fellows selling the same thing in the same 
way.” 

Mr. Gowdvy liked the recentlv-conducted grinding whecl 
contest because it encouraged a technique he believes in 
implicitly—giving demonstrations To Mr. Gowdy, 
demonstrating his product is a solid, tried and proved 
method of selling. Demonstrations, Mr. Gowdy points 
out, are not to be taken lightly 

I do not think,” Mr. Gowdy says, 1 salesman can 


impose a greater handicap upon himself than that created 
by having a demonstration go wrong. Shopmen, particu 
larly, seem to get a big kick out of seeing a product fail 

they are really getting a kick out of seeing vou squirm 


because a product is not operating the way you said it 


would.” 
lo insure that demonstrations go off successfully, Mr 
Gowdy follows a five-point program 
1. Study the product, taking it apart and reassembling 
it if it is of that type. 


?. Talk with the manufacturer's man about the prod- 
uct, if he is available. 


Talk to the buver well in advance of the time you 
plan to give it. 


Get acquainted with shopmen before giving a 


demonstration 


Enlist the aid of shopmen in giving a demonstra 


tion. 


INDUSTRIAL DISTRIBUTION © JUNE, 1954 





It overflowed Waldorf-Astoria, 


‘= 
a 


Distributors and manufacturers—2,419 strong—attend and praise . 


onvention in New York 


talked business, 


elected officers, gave the ladies a colorful program 


that New 
too 


York City 


outside 


FRARS 
ofter 


LI 
\ 
ittractions to be the 


business 


uld many 
site of successful 
convention meetings were 
exploded into thin air last 
when 2,419 distributors and manufac 
turers the 
largest city for the 1954 Triple Indus- 


trial Supply Convention. 


month 


descended upon world’s 


It was the second largest conven 
tion, being exceeded only by the at 
tendance in Miami last year. 

An innovation 
was the holding of three officially 
receptions to which all 
conventioneers. were in 


a successful one 


sponsored 
registered 
vited 

New York’s 


fabulous Waldorf- 





Our Cover Stars 


We know you've guessed, by this 
time, that the three men pictured 
on our cover are the new presi- 
dents of the three associations that 
sponsored the Triple Industrial 
Supply Convention. The “doodles” 
accompanying the photos are those 
of the presidents, but your editors, 
after planning to have the doodles 
analyzed decided against this plan, 
prefering to let each reader make his 
own analysis.—The editors. 











Astoria Hotel was the site of all busi- 
ness meetings, while the convention 
booth program, held on Tuesday, May 
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second day of the conven 


18—the 
tion—was in Madison Square Garden 
It was attendance at the booths which 
proved to be a pleasant surprise for 
many manufacturers. Distributors 
roamed through two floors of booths 
from morning to night. 

Dr. Norman Vincent Peale, pastor, 
Marble Collegiate Church, and Gen 
eral Carlos P. Romulo were the prin 
cipal speakers at the two triple 
meetings. 

While the American Supply & Ma 
chinery Mfg. Association heki a 
lengthy individual meeting, the Na 
tional Industrial Distributors’ Asso 
ciation and the Southerr Industrial 
Distributors’ Association individual 








Editor’s Note 


Your report on the 1954 Triple In- 
dustrial Supply Convention will be 
published in two parts. The first 
part, which fills 26 pages of this 
issue, includes a report and pictures 
of officially sponsored activities only. 
The second part will be published 
in the July issue and will report 
on “private” activities of conven- 
toneers. 

Your editors will be glad to send 
you, without charge, prints of any 
of the pictures taken at the conven 
thon. 











meetings brief, In addition 


to the 


distributor 


were Very 


individual meetings, the two 


organizations held two 
At the 
manufacturers of office equipment and 
result of a stud) 


yf distributor operations, 


joint first one, three 


SCSSDONS 
forms described the 
ind, at the 
second joint session, three distributor 
gave illustrated talks on the 

from the time it 


ived until it is delivered 


h indling 


n order 


tivities 


} | 
Tr dae 


\ full program of women’s a 
ittractive to the 
first 
this 
report on these activities 


yroved WIVES 


gates. For the 
DiIstTRIBUTION 


tine INDUSTRIAI 
VCar 1S pI 

a separate 
lor the account of the women’s activi 
ties, as seen by a society editor, turn 
to page 102. 

As at the last three conventions 
the awarding of plaques to manufac 
turers for mentioning distributors in 
their ittra 
tion find a list of the 


1dvertising was a feature 
You will 


winners on page 97 


Southern Association officers for °54-'55—Paul J. Stine, Harry 
P. Leu, Inc., Orlando, Fla. (first vice-president); C. 
Donald England, Logan Hdwe. & Supply Co., Logan, 
W. Va. (president); Ashley DeWitt, Briggs- Weaver Mach’y 
Co., Dallas, Tex. Ted Pugh, association secretary-treasurer, 
is standing. Mr. England has been chairman of the Joint 
Advertising Awards Committee for three years. 
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New Officers of the American Association are 8. H. Cross, (Stanley Elec. Tools), 
secretary; Dan C. Swander, Jr. (The Columbian Vise & Mfg. Co.), treasurer; Charles 
I’. Jordan (The Charles Parker Co.), 2nd vice president; Clarence B. Noelting 
(Faultless Caster Corp.), lst vice president; and ‘T. DeWitt Vander Voort (Clemson 
Bros. Inc.), president. Not pictured are executive committee members: Paul A. 
Johnson, Jr. (Dake Engine Co.); R. D. Mount (The Bassick Co.); F. J. O’Laughlin 
(Commander Mfg.); James Scott (Morse Twist); Horace Armstrong (Armstrong 
Bros.); and George S. Case, Jr. (The Lamson & Sessions Co.). 


New officers of the National Association are: Board of Governors, Area 3, John N. 
Failing, Jr., The Chas. A. Strelinger Co., Detroit; Vice President Areas 3 and 4, 
Frank M. Cruger, Indiana Manufacturers Supply Co., Indianapolis; President, 
Richard H. Barr, Reilly Bros. & Raub, Lancaster, Pa.; Vice President Areas 1 and 2, 
Stuart A. Russell, J. Russell & Co., Inc., Holyoke, Mass.; Vice President Areas 5 
and 6, C. E. Gollwitzer, Pratt-Gilbert Hardware Co., Phoenix, Arizona; Board of 
Governors Area 2, Kenneth E. Yorke, Hansen & Yorke Co., Inc., N. Y. C.; Board of 
Governors Area 5 (not shown) Charles L. Wheeler, Salt Lake Hardware Co., Salt 
Lake City, Utah. 


SIDA executive committee includes: L. D. Montague, B. L. 
Montague Co., Sumter, S. C.; Henry B. Tonsmeire, Turner 
Supply Co., Mobile, Ala; W. P. Marshall, Jr., Marshall 
Supply & Equip’t Co., Tulsa; Alex V. Davies, Moore- 
Handley Hwde. Co., Birmingham, and L. F. Perkins, The 
Henry Walke Co., Norfolk, Va. Ben Barker, past president, 
is also a member of the committee but is not in the picture. 
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1954 CONVENTION 


Five of the first-place and honorable-mention winners of 
Advertising Awards pausing for a picture after the presen- 
Alex P. 


Waldorf-Astoria are: 


tation in the 


Associations Cite Suppliers for Advertising Support 


ourteen manufacturers were cited 

for boosting distributors in their 
idvertising at the Annual Advertising 
Awards presentation, one of the main 
Convention's 


features of the lripl 


closing session, the 
the Waldorf-Astoria 

This was the third vear the 
Southern 
ored suppliers whose 
states the benefits to users of buying 
Uhere 


joint luncheon in 


National 


and Associations have hon- 


idvertising best 


from industrial distributors 


were six first-place winners and cight 
iwards were 


honorable mentions 


made in all classes except Class F 
Manufacturer’s or 


house 


manufacturer’s 


issociation organ or annual 


financial report) 


Plaques Presented 
C. McDonald England, 
Supply Co., 


presented plaques to-repre 


Logan 
Hardware & Logan, 
W. Va. 
sentatives of the winning firms. M: 
the new president of the 
Association, has been chait 
Joint Advertising Com 
mittee of the two associations 
the awards were started. The 
were W. C. Sproull, president of the 
National Advertisers Asso 


ciation; Ahl, vice 


England, 
Southern 
man of the 
since 


judges 


Industrial 


G. W. Howard 


% 


Fox (Lincoln 


General Carlos B. Romulo addressed 
joint luncheon, closing event of the 
Convention. He called for idealistic 
leadership against Communism. 


president of the National As ition 
of Purchasing Agents; and Dr. Theo 
dore N. Beckman, Mar 
keting, Ohio State 


Professor of 
University 


Romulo Warns of Asian Danger 

leatured speaker before the 2.400 
manufacturers, distributors and their 
families at the joint luncheon in the 
Grand Ballroom of the Waldorf was 
Gen. Carlos P. Romulo, first Philip 
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Engineering), John J. Wallace (Victor Saw Works), W. FE. 
Fruhan (Republic Steel Corp.), Frank E. Tilley (New York 
Belting & Packing Co.), Ralph M. Johnson (Norton Co.). 


pine ambassador to the United States 
ind president of the Fourth General 
Assembly of the United Nations 
Speaking on “Today's World—| 
row’ s that only 
American leadership in the realm of 
Communist 


MINOT 
Goals,” he warned 


ideas can prevent the 
mquest of all Asia 
Gen. Romulo cited Lenin's predic 


on, road to London and Paris 


t ihe 
is through Peiping and Calcutta.” He 
said Russia is attempting to conquer 
\sia first 
there because only 119,000,000 people 
in the friendly Asian 
stand opposed to some 450,000,000 
Red Chinese. Yet nearly a half billion 
people are neutral, notably in India 


ind democracy is in danger 


democracies 


ind Indonesia. 


lo swing the neutrals away from 


Communism, he said, more 
than material wealth 
power. Since Asian countries are striv- 
ing for independence, the United 
States must aid them in the struggle 
furnish idealistic leadership to 
combat Red encroachment You 
have done it before, in the Philippines, 
and only the Philippines stood loyal in 
the war against Japan,” he pointed 
out. “Your power in Asia lies in those 
intangibles and imponderables of the 


requires 


ind military 


and 





Winning plaques and citations were also presented to C. G. Twist Drill & Machine Co.), Edward A. Fuller (Nicholson 
Nordmark (The L. S. Starrett Co.), G. G. Cartwright (The File Co.), Ivan Horton (Morse Chain Co.) and Clyde N, 
Goodvear Tire & Rubber Co.), Charles F. Myers (Morse Mansur (Simonds Saw & Steel Co.). 


spirit—as you proved when your word _ nationalism, because before that time against strength. Citing the example 
was your bond in granting Philippines the Western nations were considered of Greece he pointed out that Amer 
independence.” invincible. ican aid had saved this small country 

Gen. Romulo said the defeat of l'racing Russian policy since World in 1948 and had helped save other 
colonial powers in Asia by Japan War II, he predicted that the Soviets [European nations then. But Soviet 
early in World War II was partly will advance wherever there is weak designs today are on the Fast first, 


responsible for the upsurge of Asian ness ind recede where they come up he said 





Advertising Awards 


Class A—Single Direct Mail Piec« Class D—Series of ‘Iwo or More Advertisement 
Winner—New York Belting & Packing Co. \Winner—Morse Twist Drill & Machine Co. 
Accepted by—Frank E. Tilley Accepted by Charles I’. Myers 
Honorable Mention—Threadwell Tap & Die Co. Honorable Mention 
Accepted by Roy H. Heldenbrand The Goodyear Tire & Rubber Co. 
Accepted by—G. G. Cartwright 
Victor Saw Works, Inc. 
Accepted by—John J. Wallac« 


Class E—Manufacturers’ Catalog 
\Winner—Lincoln Engineering Co. 


Class B—Series of ‘Iwo or More Direct Mail Pieces 
Winner—The L. S. Starrett Co. 


Cleveland Quarries Co. 
Accepted by—Frank O. Klapp 


Class C-—Single Advertisement 
Winner—Norton Co. 
Accepted by—Ralph M Johnson 
Honorable Mention—Morse Chain Co. 
Accepted by— Ivan Horton 





Accepted by—C. G. Nordmark Accepted by—Alex P. Fox 
Honorable Mention—Sterling Abrasives Division, 


* Honorable Mention—Union Twist Dnill Co. 
Accepted by—Frank C. Austin 


Class G—Advertising entirely devoted to selling th 
distribution svstem 
Winner—Nicholson File Co. 
Accepted by—Fdward A. Fuller 
Honorable Mention 
Republic Steel Corp. 
Accented by—W. E. Fruhan 
Simonds Saw & Steel Co. 
Accepted by—Clyde N. Mansur 
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1954 CONVENTION 


Spotlight was thrown on 


catalog costs by J. H. Ruddell, 


chairman of associations’ joint catalog committee. 


Four-act drama portrayed “‘sales facts of life.” Receptionist 
“Annette” was unannounced member of large cast. 


First Joint Meeting Focuses on Costs 


pte oe catalog 
were high on thé 
hrst of two 


tribut 1S 


ind paperwork 
ienda of the 
joint meetings of the dis 
And 
tt the session wa tour-act play 
Sales Facts of Life.’ 

( hairmanned by ‘1 Gordon 
Vaughan, NIDA Ben 
S. Barker, SIDA president the dis 
nanufacturers invited 
first heard Howard B. Begg 
Schilling & Skiff, Newark, 
what, ind how of 
iles potential studies, De 


studies as 


sociation 


topping 
dramatizing the 


president, and 
tributor 

to sit in 
f Squict 


discuss the 


VCTC 


when 
conducting 

scribing such fundamental 
to all sak 


plained in aii 


planning, Mr. Begg ex 


+ 


detail how his firm’s 
resulted 


man employing hi 


more effectively 


in each sales 


time and 


ter hnique has 


CnecT?g! 


Potential Technique 


Nr. Begs 
for potential studies is 


] 
that al 


cata 


gathered by 


( mpha ized 


ilesmen, and is based on a sampling 
method which enables management to 
results for most customers 


With 


various forms 


project the 
on the 
films he 


books slide 


company 
illustrated the 
used for recapitulating potential data 

Che speaker pointed out that po 
tential studies (determining sales “pos 
sibilities” ) aren't necessarily restricted 
to firms with a small number of lines 
He stated that a general supply house 
could make a good start in the right 


98 


Sales potential technique for large or 
small distributor was outlined by 
Howard B. Begg, Newark. 


direction by selecting just a few 

lines on which to make studies 
Reporting on the work of the joint 

committee on catalogs, J. H. Ruddell 

Central Rubber & Supply, 


apolis, presented figures showing dis 


Indian 


tributors could realize an average 32 

cost saving if they joined in the associ 
ations’ photo-offset catalog project 
Already, he said, over 200 manufac 
turers had indicated they would co 
operate in providing distributors with 
basic “photographable” catalog mate- 
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rial. Mr. Ruddell 


f the project to manufacture: 


stressed the advan 
tages 


reducing electrotype costs, standardi 


zation, ct and described — the 
simplicity of compiling a photo-oftsct 
catalog 
flexibility”). 
appeal to distributors to work togethe1 


million 


(“a paste-and-scissors job with 


He concluded with an 


to “save three quarters of a 
dollars a year.” 


Paperwork Methods 


Paperwork’s importance to distribu 
tors was spotlighted by three speakers 
E. J. Autographic Busines 
l’orms), C. E, Okell (Charles Brun 
ind H. S. Irwin (Addres 
graph-Multigraph ). Each speaker tack 


led the problem from the viewpoint 


Gessne! 


ing ) 


of his own equipment, thus affording 
distributors a choice of possible meth 
xls of cutting paperwork costs. Each 
talk was based on a survey of 15 “typi 
cal” distributors in all parts of the 
country 

\ lively cast of characters portrayed 
the good and bad side of selling, the 
cast including Tom Humble, Weaks 
Supply Co., Monroe, La., I loyd Mize, 
Industrial Supply Corp., Richmond 
Va., Joe W. Pitts, J. H. McDonald, 
and Robert Belk, all of Brown-Roberts 
Hdwre. & Supply, Alexandria, La 
George Halpin (Minnesota Mining & 
Manufacturing Co.), Ralph Johnson 
Norton Co.) 





Order-writing methods in widely-separated parts of country 
were described by (from left) Eugene F. 
MecCarthy & Rogers, Buffalo; Wallace Campbell, Campbell 


Fair-trade as a help in competitive sell 
ing should be studied by distributors, 
said executive vice-president of Minne 
sota Mining & Mfg., George Halpin. 


A IHREE-PART PRESENTATION 
ing “what happens to an 
in a_ typical industrial 


show 


supply house, 
ind an address by George H. Halpin 
Minnesota Mining & Mfg. Co.) ex 
ploring several aspects of “‘fair trad 
legislation as it affects distributors 
features of the ncluding 


distributor 


¢ 


WeTCe 

session 
lhree distributors ft 

tered 


showing 


points gave 

how their respective firms 

an order from the time it is 
until the reach thei 


delivery platform ready for shipment 


handk 

received goods 
to the customer 

The order-handling methods 

vealed by Eugene F. McCarthy, Beals 
McCarthy & Rogers, Buffalo, Wallac« 
H. Campbell, Campbell Industrial 
Supply Co., Seattle, and Paul J. Stine, 
Harry P. Leu, Inc., Orlando, Fila., 
differed in minor details—the differ 


order” 


McCarthy, Beals, 


Industrial Supply, Seattle; and Paul Stine, Harry P. Leu, 
Orlando, Fla. Speakers revealed methods that made wide 
use of modern office and warehouse equipment. 


Order-Handling 
Systems Explored 


ences being in response to types of 
local 


equipment used 


conditions, 
Nevertheless, 
similar in 
distinct 


products handled, 


office 


the methods were one 


respec icy exnipitec ad 
pect: T1 hibited 


emphasis on achieve 


attempts to 


straight-line movement of paper and 
merchandise to head off costs. 


lhe 


distributor made the widest possible 


methods employed by each 
use, also, of modern office equipment 


bookkeeping 


electric g 


typewriters, 
machines, pneumatic tubes, etc. Sig 
nificantly, the streamlined methods 
employed in the office were comple 
mented by warehouse handling meth- 
ods which would accelerate the move- 
ment of goods to the customer. 

Each speaker prefaced his illustrated 
talk with a description of his building, 
its location, and the type of industrial 
supplies and equipment sold. 

“Those working under fair trade at 
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the present time are happier with it 
than they would be without it,”” Mi 
Halpin said. He added that he believes 
such contracts between manufacturer 
and distributor “materially assist” the 
distributor in preserving his margins. 

Preserving his margin (and thus 
his full profit differential) is of “vital 
importance” in these days. of competi 
tion, Mr. Halpin said. He stated the 
situation this way: If a competitor 
handling the same line as you suddenly 
begins taking substantial orders away 
from you, it’s evident everything is 
not on the up and up; chances «are 
strong price-cutting deprived you of 
the business. 

“Tf,” said Mr. Halpin, “you and 
your competitor were under a fair 
trade agreement with that manufac- 
turer, you at least would have reason- 
able assurance that the business was 
not lost because of price.” 





“Let's Hire George” 
I. Gordon Vaughn pointed out dis- 
tributors could “Let George do it” by 
using association. 


presented by 


Facilities in secretary's office for serving 
members were described in illustrated 
tour of Philadelphia headquarters by 
Robert Fernley. 


Newly elected president, Richard H. 
Barr, requested members think about, 
and mail in, suggestions and ideas for 
next convention. 


National Members Urged to Use Association 


Resolutions committec report was ren 
dered at 49th annual business mecting 
by F. Marsena Butts. 


Nominating committee chairman, J. H. 
Ruddell, announced result of election 
and iatroduced new officers. 


Mw" distributor's problems can be 
illeviated by taking full advan 
tage of the counsel and facilities avail 
in the National 


Gordon Vaughan, retiring president, 
49th 


able Association, ‘T. 


declared at the organization’s 
innual business meeting 

Mir. Vaughan, in his talk entitled 
Let's Hire 


during extensive 


George,” explained that 
travels as association 
sident he observed that many busi 
wrest 


that 


major 


SS owner! wcrc SO ibsorbed 


ling with 


the had 


operation problems 
little time left for 
executive responsibilitics. Confronted 
with “Why” Why are m\ 
osts so high?—and “How” 
better 


osts? 


questions 
opcrating 
questions—How can we do a 
service, cut 
business owners were on the verge of 
running an ad: WANTED: A Vic« 
President in Charge of Doing Nothing 

lhe temptation, Mr. Vaughan said 
was to “Let George Do It,” but 
find “George.” In Mr 


is avail 


job, give better 


‘ 


rcw ould 
“George”’ 

if they'd realize 
trade 


Vaughan’s opinion 
ble to distributors 
George” is their own issocia 
tion 

Pointing out that all inquires from 
members thor 


ough, and confidential attention, Mr 


were given prompt, 


Vaughan encouraged more members 


he id 


prob 


to consult with association 
quarters about their particular 
lems 

Mr. Vaughan summarized activities 
ind progress during his term of office; 
attention to the 


calling _ particular 
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Joint Committee's program to reduce 
distributor catalog costs; the progress 
made in encouraging manufacturet 
to prepay freight and show applicabk 


charges on the invoice; the continuing 


emphasis on net pricing, small ordet 


problems, and specials vs. standards 
the conclusion of arrangements with 
Clarkson College of 
offer a course leading to a 


of Science 


Technology to 
Bachelor 
Degree with a major in 
Industrial Distribution 

Secretary Robert 
llustrated talk on the 


the s« 


Fernley gay 
facilit 
retarv’s office for serving men 
Using slides, Mr 
ducted the 


bers Fernley con 
members on a tour 
issociation headquarters in Philad 
phia 

Lhe Resolutions Committee rep 
Marsena Butts, Butt 


Mass. 


was given by I 
& Ordwav, Cambridge, 
ficers were announced bv | 
Ruddell, Central Rubber & Su 
Co., Inc., Indianapolis 

ippre lat 

done was expressed bi 
Hesket H. Kuhn, The Hardware & 
Supply Co., Akron, Ohio, w! 
sented outgoing president rr. Ge 
ot golf 


: 
the real t was 


lhe association's 
1 iob well 
radon 
Vaughan, with a miniature set 
clubs, and assurance I 
waiting for Mr. Vaughan in Cleveland 

Newlv-elected president Richard H 
Barr, Reilly Bros. & Raub, Lan 
Pa., suggested that members, 


arrival home, 


ister, 
upon 
their should write him 
of their ideas for making the next con 


vention as helpful as possible to all 





Area meetings were recommended by 
Walker Wellford, Jr. to premote greater 
understanding among distributors. 


Announcing nominating committee’s 
slate of new officers was Howard M. 
Schramm, Turner Supply Co., Mobile. 


embers of the Southern Industrial 

Distributors’ 
out in full force for the annual meet 
ing held at the Waldorf-Astoria Hotel 
Annual report of the association’s 
ictivities as those of 
committees operating with the Na 


Association turned 


well as joint 


tional and American associations was 
delivered by Ben S. Barker of Pye 
Barker Supply Co., Atlanta, Ga., re 
tiring president. 
Mr. Barker 
margins and high operating costs as 
one of the biggest problems facing 
distributors today 
activity on the part of all members 
in association undertakings as a means 
of combatting dwindling profits. 
Walker L. Wellford, Jr., of the 
J. E. Dilworth Co., Memphis, former 
issociation president, talked on “How 
Are Your Profits?”” Mr. Wellford rec- 


a means 


shrinking gross 


cited 


and urged greater 


ommended area meetings as 


Spokesman L. F. Perkins, The Henry Walke Co., Norfolk, Va., expresses the asso- 
ciation’s appreciation of service to retiring association president, Ben Barker, as 
incoming president, C. McDonald England, looks on. 


Southern Association 
Warned of Profit Squeeze 


Speakers at annual meeting discuss dwindling margins 


and high operating costs before large turnout 


of exchanging ideas and operating 
experiences, thereby promoting efh- 
ciency. Mr. Wellford cited the associa- 
tion’s operating statement reports as 
indicating the profit squeeze trend. 

Sixteen new members were added 
during the year, including: Murray- 
Brooks, Inc., Lake Charles, La.; Nash- 
ville Machine & Supply Co., Nash- 
ville, Tenn.; General Mill Supplies, 
New Orleans; Carolina Rubber & 
Supply Co., New Bern, N. C.; Paxton 
Co., Norfolk, Va.: Ross-Wadick 
Supply Co., New Orleans; East Caro- 
lina Supply Co., Piymouth, N. C.; 
Owen-Richards Co., Birmingham, 
\la.; Barker-Jennings Corp., Lynch- 
burg, Va.: Cummins Machinery Co., 
\tlanta, Ga.; General Industrial Sup- 
ply Co., Fort Worth, Tex.; Dixie Mill 
Supply Co. of Shreveport, La.; Lufkin 
Foundry & Machine Co., Lufkin, 
lex.; Morgan’s Inc., Savannah, Ga.; 
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Holden-Duncan Co., Fort Lauderdale, 
Fla.; Beck & Gregg Hardware Co., 
Atlanta, Ga., was announced as having 
rejoined the association. 

Presentation of a silver tray 
made to Mr. Barker by Linwood | 
Perkins of The Henry Walke Co., 
Norfolk, on behalf of the members. 

C. McDonald England of Logan 
Hdwe. & Supply Co., Huntington, 
W. Va., was introduced by Howard 
Schramm of Turner Supply Co., 
Mobile, Ala., as the new president. 
Paul J. Stine of Harry P. Leu, Inc., 
Orlando, Fla., was made first vice 
president, and Ashley DeWitt, Briggs- 
Weaver Machinery Co., was named 
second vice-president. L. D. Montague 
of B. L. Montague Co., Sumter, S. C 
was elected as the new member of the 
Executive Committee. Mr. Wellford 
moved from the Executive Committee 
to the Advisory Committee 


was 





1954 CONVENTION 


Ready to see the sights from shipboard are Mrs. A. L. Shaw, Mrs. A. H. Polick, and 


Mrs. H. F. Stuhrmann, New York, with chief mate John 


WOMEN 


of indus- 


N°: aLL the “know-how” 
trial distribution was 
trated in the regular sessions of the 


l'riple Industrial Supply Convention. 
Much of it was evidert on board the 


concen 


breakfast and 
Waldorf, and 
that the 
indus 


Peter Stuyvesant, at the 
fashion show at the 


just about everywhere clse 
ladies of the 


try gathered 


men who run the 
And 
spot where they didn't! 

Highlights of the planned program 
for the 1 guided tour of 
the United taken at the 


participant s time 


just try to find a 


women wer 
Nations 
ConvVenicnce ny 
a sightseeing 
cruise aboard the Hudson River Day 
steamer, Peter Stuyvesant, Mon 


during the convention 


Line 
eption in the 
Waldorf Mon 


fashion 


day afternoon; a_ re 
Grand Ballroom of th« 
day evening; bre 


Waldorf's 


ind 


ind a 
Starlight Roof 


house 


ikfast 
show in the 
luesday morning 
it the 
ind a lunche 
Wednesday 


In between time 


ope 1} 
Tuesday 
ind Ballroom 


place evening; 


mn in the Gi 


Same 


rls managed 


f per ery 
ty wre 
ition and 


mn publi 
mom ene 


Vv rate 


Antoncic and deck hand. 


By Frances Oliver* 


trips to the top of 


shopping tours 
the Empire State Building, bus rides, 
other 


theater countless 


jaunts 
them the 
island 
Unaccustomed to convention-going, 
itself, 


reporte! 


parties, and 
ind excursions that distributed 
length and breath of the 


something of an art in youl 


INDUSTRIAL DISTRIBUTION 
concentrated on two of the events— 
the boat ride and the fashion show- 

to bring you a taste of convention 


spirit from the distaff point of view 


They Set Sail 

undaunted by 
drizzle, arrived at Pier 81, 
River, strong, at 
1 three-hour cruise that took 
them down to the Battery, past Ellis 
Island and the Statue of Liberty, back 
up the Hudson Palisades 
ind under George Washington Bridge, 
then back down to Pier 81 
was served on board, buffet stvle, and 
Pat Phillip, Day Line lecturer, pointed 
out sights of route. The 
New York justified the 
ladies’ faith in him by turning off the 


Sea-going members, 


1 dismal 
Hudson 


noon for 


some 350 
ilong the 


Luncheon 


interest en 
weatherman 


rain and sending the sun out, which 
made it warm enough for some of the 
group to sit out on deck. Others stayed 
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Boarding Peter Stuyvesant for Hudson 
cruise is Mrs. R. H. Barr, Lancaster, Pa. 


The ladies who attended the 
convention see New York's sky- 
line, as well as the high styles 


inside playing cards, comparing pic 
tures of their families, or chatting 

At one point, a Coast Guard patrol 
boat passed, its crew turning around 
to wave to our excursion party 

Some of the women who enjoy day 
time serials on the radio were inter 
ested to learn that one of the ladies 
on board, Mrs. Morris Abrams of 
Neponsit, L. I. (see picture on page 
249) is the mother of the fellow who 
plays Pepper Young in “Pepper 
Young’s Family.” 

I'wo rather men, 
turbed by 
the opposite sex all in one bunch, 

ifter all 
Larry Goff 


young 
the sight of so many of 


unpel 


came along for the ride 
it was a boat, wasn’t it? 
of Norfolk, Va., enjoying 
first vovage, and Howard 
Mobile, \ i 


] 


had plans 


who was 
his very 
Schramm, Jr., of 
that he 


week I’m going 


confided 
rest of the to 
to Conev Island.” 

A get-acquainted tour of the 
steamer enabled ID to 
thing of the women who are married 
to the distributors and manufacturers, 
and although it was obviously impos 
sible to speak to them all, those we 
saw seemed very representative. They 
were there for fun and the social a 


learn some 





Mrs. Lyman H. Bellows, Chicago; Mrs. Samuel H. Clark, 
Chicago; and Mrs. Harold Torrell, Syracuse arrive at Roof. 


all of them seem 


prisingly well informed on the mor 


serious purpose of the convention, and 
women like Mrs. R. H. Barr of Lan 
caster, Pa., and Mrs. ‘T. Gordon 
Vaughan of Cleveland (mother of six 
children) revealed themselves t ) 
thoroughly conversant with the 

jus problems of the indust: 

Many in the group were reminiscing 
about last year’s Florida conventio1 
a good one, we gathered) and Mrs 
Harold C. Norris of Cleveland was 
trying to find Mrs. Joseph Hunt wl 
she had met there the yea 
Mrs. Hunt was on board, and 
looking for Mrs. Norris, 


I'ext continued on page 


Both of Denver, Mrs. Warren L. Foss and Mrs. Eugenia B 
Foss sit down to a delightful breakfast. 


Arriving for breakfast fashion show: Mrs. G. W. Archer, 
\tlanta; Mrs. W. G. Huit and Mrs. Lee Mitchell, Xenia, O. 


Breakfast is enjoyed by Mrs. R. W. Crawford, Erie, Pa.; Mrs. F. W. Gierspeck, Mrs. 
B. J. Seifried, Elmira, N. Y.; Mrs. H. P. Leu and Mrs. P. J. Stine, both of Orlando. 


Mrs. Dan Northup of New Haven breakfasts with Mrs. 
E. L. Pugh and Mrs. Ben S. Barker, both of Atlanta. 


ADDITIONAL CONVENTION COVERAGE STARTS ON PAGE 249 





Public Relations for the Industry eb 


0 k INDUSTRY is Sadly in need of a thoroughgoing pub 


lic relations program. We talk to our fellow dis 
tributors at a convention. We talk to our employees. W« 
talk to our manufacturing suppliers. From these industry 
contact 
Industrial Distributor is and the important role he plays 


we get the idea that everyone knows what an 


in our cconomy 

I'd like to make a little bet that if you played inquiring 
reporter on Boylston Street, or Fifth Avenue, or Euclid, 
or Michigan, or Gay, or Canal, or Wilshire, or Yamhill 
and stopped the first 100 people you met and asked 
the question, “What is an Industrial Distributor?” you’d 
get a blank stare in 95% of the cases 

While his comments may have been slightly overdrawn 
to make a point, I was intrigued in this connection by 
Van Note’s talk at the Triple 
Industrial Supply Convention last month. It is even 


one paragraph in Dr. W. G 


more significant in that it comes from an exceptionally 
well-educated man and the President of Clarkson College. 
He was talking about his desire to expand the courses at 
Clarkson by offering training that woukd utilize the joint 
effort of his faculties in Engineering and in Business 
Administration 

“It was about this time that by a very fortunate set of 
circumstances, | was made aware of the entire field of 
Distribution. This may seem odd to you and an admis 
sion of illiteracy on my part. Likely so, but I suggest that 
it is equally an example of the typical citizen today. The 
American people are simply not aware of the tremendous 
role played by distribution in our economy. All during the 
growth of these United States, we have paid homage to 
creative ability, production achievement and managerial 
competence. Distribution has been rarely appreciated as 
an effective and essential function, distinct in its own 
right, contributing to the growth of America.” 


“Careers in Industrial Distribution” 


After the curriculum in Industrial Distribution had 
been set up by Clarkson (see I.D., Jan. 1954), the col- 
lege counselors immediately ran into a roadblock when 
they attempted to explain the new course to high school 
guidance people. “Industrial Distribution? What is it? 
Why should we tell a high school senior there are oppor: 
tunities for him in this field?” 

The fact that we lose the tntellectual leavening this 
industry shoukl receive from smart, new blood, just be- 
cause we are unknown, is only part of the story. These 
smart young men who don’t enter our industry may turn 
up in responsible positions almost anywhere. They may 
end up as the director of purchases of your chief cus- 
tomers. In the next emergency, they may be in charge of 
the government agency that is responsible for the alloca- 
tion of scarce materials. They may end up as the Con- 
gressmen or Senators who will some day have to decide 
yn the very future of the industry. 


The point is, we don’t “sell” our industry. We don't 
tell of the essential role distribution plays in our economy. 
We are not reaching the millions of young people who 
will be running this world tomorrow. 

Starting on the opposite page and running for § pages 
is a booklet we have prepared telling of “Careers in In 
dustrial Distribution.” This brochure is bound in the 
magazine here, but it is also available as a separate 
booklet 

In it, we tell of the importance of distribution in our 
economic way of life. And, specifically, we give a simple, 
fast, easy-to-read story of Industrial Distribution. We 
describe the positions that are available in distribution 
firms. And we tell of the opportunities available in the 
manufacturing segment of the joint distribution effort 
which characterizes our industry. 

Here in this 8-page booklet is a story that needs to be 
told. But it will do no good until it is put in the hands 
of the people we want the message to reach. Every mem 
ber of the industry has the responsibility for disseminating 
this story. 


Get Copies and Use Them 

As our part of the deal, the editors of [NpusTRtal 
DisrriBuTION, in cooperation with the Joint Educational 
\ids Committee, (Eugene F. McCarthy, chairman) have 
prepared the booklet and will furnish reprints without 
charge to anyone writing in and requesting them. Just 
drop us a letter and tell us how many you want. We are 
also supplying Clarkson College with 2,000 copies of the 
booklet for their use. 

Here are some suggestions for use of “Careers in In 
dustrial Distribution.” 

1. Get copies into the hands of the student guidance 
people in your local high school. Take them around per 
sonally if possible but, if not that, drop your H. S. prin 
cipal or Director of Student Guidance a letter and enclose 
reprints. 

2. For those of you who are cooperating in the Busi- 
ness-Education Program of The Chamber of Commerce, 
by all means avail yourself of some copies of the booklet 
for distribution. 

3. For those of you who are active in Service Clubs 
take some copies along at the next meeting and spread 
the message of your industry. 

4. Every salesman is bound to have at least a few cus- 
tomers who are interested in high school kids and in 
guidance and counseling work. Here is a talking point. 
Show them what is being done by your industry. 

5. And last, but certainly not least, this booklet should 
be read by every person working in every supply firm. It 
can be read in the magazine, of course, but extra copies of 
the booklet are available so that everyone can see it. 

Let’s make June the month we really “sell” the indus- 
try. 
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INDUSTRIAL DISTRIBUTION offers 
you unlimited opportunities for a challeng 
ing and profitable career. The distribution 
of industrial products is an expanding and 
dynamic part of our whole economy. It is 
vital to our industrial growth. To those 
with ambition, to those with imagination, to 


those with training, the field is wide open 


Ww E IN AMERICA have the highest standard of living 
of any people on earth. Two major resources 
make this possible 


® Our ability to produce goods 


® Our ability to distribute them 


Production and distribution are equal partners in 
maintaining and expanding our standards of living. 


® PRODUCTION'S contribution is the creation from 
raw materials of thousands of products. 

@ DISTRIBUTION’S contribution is the creation and 
servicing of markets for these products. 


It’s obvious that you can’t have distribution until prod- 
ucts have been manufactured. But it is equally true that, 
without the markets provided by distribution, produc- 


tion would cease 


Everyone knows that Henry Ford was a pioneer in the 
mass production of automobiles. Equally important to 
his success, but less well known, is the fact that he 
created a distribution and service organization that 
made this mass production possible. Thousands of 
Ford dealers and their salesmen all over the country 
were creating wants and desires for his new “horseless 
carriage” in the minds of millions of people — and 
translating these desires into purchase orders which 
were sent back to Detroit to keep the factory running 





This industry offers you unusual opportu 
nities for leadership in positions of respon 
sibility. The monetary rewards are good and 
are only limited by your intelligence and 
ability. But before we talk more about ca 
reers in Industrial Distribution, there’s a story 
to be told about the important role played 


by DISTRIBUTION generally. 


This is a prime example of what we mean by the crea- 


tion and servicing of a market. 


Today there are 20,000,000 people who have jobs in 
the various phases of distribution. This means that one 
out of every three workers in the country is engaged 
in this segment of our economy. Distribution is large 
and important! 


Distribution channels and distribution outlets vary 
from one type of product to another. Consumer goods 
are found in the stores which line every “main” street 
in America. They have been bought, stocked, and at- 
tractively displayed by the distributor in advance of the 
customer’s need. In many cases, the products have 
been ordered weeks before from distant manufacturers. 
The store owner also makes it easy to enjoy the prod- 
ucts immediately through the extension of credit and 
prompt delivery. And, where the product requires it, 
he provides servicing facilities. 


The distribution of industrial products — products used 
by industrial plants, mines and shops in further pro- 
duction and maintenance —imposes all these marketing 
and service responsibilities upon the distributor —and 
more! The future of our industrial growth is dependent 
upon the application of new and better equipment and 
techniques to the solution of our production problems. 
In this dynamic and challenging picture the Industrial 
Distributor plays a vital role. 





SueUPGAOD 


In its broadest sense, industrial distribution refers to the 
marketing of all raw materials and manufactured products 
designed for industrial use. For our purposes, we are con 
cerned with one group of these products; production and 
maintenance tools, equipment and supplies. ‘These are the 
products marketed by Industrial Distributors. Typical 
items in this category are illustrated around this and the 


facing page 


He is an independently owned, financed and managed 
distributor of production and maintenance tools, equip 
ment and supplies. ‘The owner of an industrial supply firm 
is a local businessman. He may live next door to you, or 
go to the same church. He purchases and stocks in his 
local warehouse industrial products from a large number 
of manufacturers. He solves the production problems of 
the mills, mines and manufacturing plants in his area with 
his wide knowledge of product applications. He is a crea 
tive force in bringing new, cost-saving products and meth 
ods to the attention of his industrial customers 


Industrial buyers rely on distributors for the 
latest information on the new products of 


hundreds of manufacturer 


Industrial buyers rely on distributors for 


practical engineering technical advice and 
product application tailored to their own 


plant needs. 


Industrial buyers depend on distributors for 


cost cutting ideas and production know-how 


gained from their contacts in many plants 


tributors are there? 


The last figures show that there are about 2,500 such firms 
located all over the country. They are found in every state, 
and in most cities and towns— wherever there is industrial 
activity. The majority of distributors are, of course, in the 
larger cities. But cities and towns with populations of no 
more than 10,000 may have thriving industrial supply 
firms. 


nat SiTY 

For the past few years, sales of Industrial Distributors 
have amounted to four billion dollars annually. There are 
approximately 100,000 people working in the industry 


I'he term “average” can often be misleading. A distributor 
may be a healthy little 15-man operation in a small city, 
or he may be one employing over 500 people. The average 
distributor, according to most recent statistics, has 30 
“inside” employees, and six “outside” salesmen. He has 


an inventory of $325,000. His sales are somewhat more 


than $142 million annually. 


® Industrial buyers depend on distributors for 
locally available and pre-assembled stocks of 
a wide range of production and maintenance 
tools equipment and supplies. 


® Industrial buyers lower their own costs of 
carrying inventories when they depend on the 
stocks of Industrial Distributors 


® Industrial buyers reduce their own costs of 
placing orders when they include on one 
purchase order with a distnbutor the prod 
ucts of many manufacturers 


IVI 2 





CONCRETE ADVANTAGES TO YOU 
of a career 
in INDUSTRIAL DISTRIBUTION 


You will have a far better than average chance of getting into the 
upper income brackets. You will be in an expanding industry where 
opportunities abound. The horizons have not yet been sighted. While 
you are preparing yourself for these top paying jobs, your income will 
be comparable at least to that paid for similar positions in the business 
community — and often much more. You will, of course, have the usual 
‘fringe benefits'’ such as paid vacations; health and life insurance 


plans, retirement pensions and the like. 


You will have a good opportunity to become the ‘‘boss"’ yourself. The 
industry's growth pattern is excellent; there is a constant demand for 
new executive blood. A recent survey shows that the overwhelming 
majority of distributors prefers a promotion-from-within policy. The 
presidents and other key officials of many industrial supply firms 
started out as salesmen, and not in the prehistoric past, either. With 
the growth of these firms, often comes the opportunity of buying into 
the business, thus becoming an owner yourself. 


You won't be just a ‘‘little cog in a big machine."’ The majority of 
distributors have compact organization. You won't become merely a 
number, as you might in working for a larger firm. There are strong 
and close personal employer-employee relationships in the industry. 
This means that your efforts and abilities will be more quickly recog- 
nized by top management, a big factor in your advancement. 


You can choose where you want to work. Industrial Distributors are 
located in every part of the country. If you want to live in an average- 
size community in California or Florida, you will find distributors there; 
if you want to work in the midwest or along the eastern seaboard, 
you can do that, too. Methods of operation do not vary noticeably 
between distributors in different geographical locations. 


You will be part of an established industry that traces its history back 
to the beginning of industrial activity in America. The members of the 
industry are ‘‘solid citizens'’ in their communities. This is no ‘‘fly by 
night’’ operation. The business relations between distributors, their 
manufacturing suppliers and their industrial customers have been 
developed over the years on a firm basis of service and mutual respect. 
While the industry has a sound footing in the past, it is also one of 
change and development and growth. New production techniques, 
new products, new processes and new applications follow in a steady 
stream. To distributors, these changes bring unlimited opportunities 
for development and growth. 








| es INpusrRIAL DisrRipuroR FiRM is basically a selling 


organization. In such an organization, the salesman 
plays a stellar role. And a distributor salesman is unique 
among salesmen. 

He does not “‘sell’’ as we usually think of selling. He 
does not go from door to door trying to pick up an ordet 
for a product. He does not call on entirely new prospects 
day after day, trying to make himself and his products 
known. He is not a “drummer” or “huckster” in the old 
time definition of a salesman. This salesman is not the 
much-maligned man with his foot in the door 

He is a highly-respected businessman of his community, 
whose customers are his friends. He calls on them re 
peatedly at regular intervals. He carries the “story” of how 
the products of his firm can solve the production problems 
of his customers. 

After gaining experience in the application of various 
products and a knowledge of their use in industrial user 
tirms, he becomes an expert in saving time and money, and 
in improving the production efhciency of his customers. 
He is a welcome visitor in plants and on production lines, 
as well as with the purchasing agent. He studies carefully 
the possible applications of the new products which are 
constantly coming onto the market. Through this knowl- 
edge, he is in the best possible position to make valuable, 
cost-saving suggestions to customers 

Service is his business and, for providing this service, 
he is well rewarded financiaily. Salesmen’s annual incomes 
may range from $5,000 to $15,000. Where each salesman 
falls in this range, or how much he exceeds it, is pretty 
much up to the individual, his training, effort and ability. 


Where and How Salesmen Work 


Industrial Distributors generally divide their trading areas 
into territories, with salesmen assigned to each territory 
or customer account. How much ground a salesman has 
to cover varies, naturally, with the area of his company’s 
operations. Texas and Rocky Mountain distributors cover 
areas with a radius of several hundred miles or more; dis 
tributors in New England and the more populous eastern 
states, of course, have much smaller trading areas. 

In the case of large territories, it docs not mean neces- 


sarily that the distributor salesman spends any great 


amount of time in traveling away from home. Indeed, if 
a salesman’s territory is any distance from the headquar 
ters of his firm, he will probably maintain his home in his 
territory, and call at the main office only at intervals 

Ihe average salesman services about 150 accounts en 
gaged in all forms of manufacturing, mining and service 
industries. His sales amount to $200,000 to $250,000 
annually 

As a result of his contacts in all types of industrial 
plants, he gains a tremendously-varied knowledge of pro 
duction and maintenance techniques and problems. One 
of the basic reasons that he can render exceptional service 
to customers is the fact that he can adapt a technique 
observed in one customer’s plant to a specific problem in 
another. 

Naturally, he isn’t able to do this overnight. And that 
is what makes his job so challenging—as he gains expe- 
rience, he gains usefulness. And his value never stops grow- 
ing, to either his firm or his customers. That’s why he is 
paid substantially more than salesmen in other lines. 


Other Sales Positions Important Too 


Close partners with a distributor's outside sales staff are his 
telephone salesmen. These inside salesmen back up the 
outside men. They are probably in most frequent contact 
with the firm's customers, who continually call in to check 
availability of stock, delivery information and price sched- 
ules. Because of the importance of the job, and the prod- 
uct knowledge and experience gained from working as a 
telephone salesman, this is usually the principal stepping 
stone to outside-sales positions. 

I'he third member of the distributor's sales force is the 
counter salesman. Many distributors maintain a “city 
desk” or counter for those customers who wish to pick up 
items from stock themselves. The counter salesman must 
be able to deliver the same facts about the distributor's 
products as the outside and telephone salesman. This is 
another valuable training field for more advanced sales 


jobs in the organization. 





Distributor operations require 


There are a variety of “inside” 
jobs in an industrial supply 
firm — some of them valuable 
as training grounds for more 
responsible managerial or 
sales positions, some of them 
excellent and rewarding po- 
sitions in themselves. 


As in most businesses, they 
fali into three groups: 


© MANAGERIAL 
OR EXECUTIVE 


© SUPERVISORY 
© OPERATING 


It takes the combined efforts 
of employees at all these lev- 
els of responsibility to carry 
out the varied operations in 
a distributing firm. Each op- 
eration is vital to the success 
of the firm. 





SALES 
MANAGEMENT 


The sales manager and his staff are 
primarily responsible for organizing 
and directing the firm’s sales efforts. 
They select and train the sales force, 
set salesmen’s quotas and appraise per 
formance, select certain products to 
“push” at various times, coordinate 
sales drives with the firm’s advertising 
program, and provide help to individ- 
ual salesmen. 


As a rule, the sales manager has been 
an outside salesman himself. He must 
combine his experience and flair for 
successful customer relations with 
managerial ability to fill his post com 
petently. 

The position of sales manager is one 
of the most interesting and rewarding 
in the distributor organization. It of- 
fers substantial opportunities for crea- 
tive thinking and bold action in cap 
turing for his firm a greater share of the 
potential market. 


BUDGETARY AND 
FINANCIAL CONTROL 


Adequate supervision of all the finan- 
cial aspects of a distributor's operations 
is essential if the business is to grow 
and prosper. Primary responsibility for 
sound financing, for the procurement 
of additional capital if needed, and for 
keeping rein on the firm’s expenses 
rests with the financial officer, who may 
be the president, treasurer, comptroller, 
or other officer. 


His value to the firm, of course, rests 
to a large degree on his knowledge of 
all phases of distributor operations. It 
is this knowledge that enables him to 
spot a dollar unwisely spent, or an op- 
portunity to make additional dollars 
through a judicious expenditure. 


INVENTORY 
CONTROL . 


The function of inventory control has 
become increasingly important in dis 
tributor operations over the past few 
years. Most Industrial Distributors now 
maintain some form of “perpetual” 
inventory control, meaning that an ac 
curate record of incoming and outgoing 
shipments is maintained on every mer- 
chandise transaction. 

It is important in determining proper 
stock levels. This is vital to the dis- 
tributor’s operation—vital to the main- 
tenance of adequate inventories for 
customers’ needs. The record, of course, 
over a period of time gives an accurate 
picture of each item’s sales history, in 
dicating to the trained employee where 
stock levels should be pegged. 

This record is also used as a buying 
tool; by referring to the stock levels 
indicated by the record, responsible 
employees can initiate purchase orders 
to suppliers. 


SALES ANALYSIS ° 
AND CONTROL 


Sales analysis is one of the most valu 
able tools that any distributor has for 
increasing sales, and the employee re- 





for interesting and rewarding 


sponsible for its correct use is one of 
the distributor's most valuable workers. 

Sales analysis means studying sales 
figures from any number of different 
angles. It means breaking down these 
figures by item, by customer, by sales 
man, and by geographic area 

Then, through analyzing the results, 
it can be determined: If a particular 
salesman is covering his territory thor 
oughly; If a particular customer is buy 
ing as much as he should; If a particular 
product is profitable or unprofitable. In 
short, it shows distributor management 
where it should aim its sales efforts, 
and, having been aimed and _ fired, 
whether they are effective or not 


ADVERTISING AND 
7 VSS de ie], lejiiel, & 


Industrial Distributors are acutely 
aware of the value of advertising and 
sales promotion in building sales and 
profits. The distributor, in any such 
program, aims at a highly selective au 
dience. He must reach the buyers in 
the industrial plants, mines and shops 
in his trading area. His methods, there 
fore, differ from those of a consumer 
product merchandiscr. 

The distributor's advertising mana 
ger leans heavily on direct mail. He 
may use material prepared for him in 
advance by a manufacturer or he may 
design and prepare his own advertising 
pieces. 

Distributors employ additional meth- 
ods of advertising. These include news 
paper advertising, trade shows and 
open houses, clinics, and product cata 
logs. All advertising and promotion 
programs and 
imaginative advertising manager and 
staff to produce the desired results. 


require a_ resourceful 


Most accounting assignments in an in- 
dustrial supply firm revolve around the 
maintenance of records of accounts 
receivable and accounts payable. Both 
jobs carry considerable responsibility, 
for accurate financial records are a key 
stone to the successful operation of 
any business. 

(he great majority of a distributor's 
sales are transacted on a credit basis. 
Efhcient accounting is essential if the 
credit manager is to have a complete, 
current picture of the outstanding 
credit which has been extended to each 
The true of the 
maintenance of an accurate record of 


customer. same 1S 
accounts payable. The distributor must 
guard and maintain his own credit 
standing with his suppliers. 


Proper management of credit is a vital 
function in any supply firm. The credit 
manager must determine if a potential 
customer is a good credit risk, and to 
what extent credit should be extended. 
He must keep a close check on the 
financial condition of all customers to 
whom his firm has given credit. He 
must walk a thin line between irritat- 
ing a valuable customer when he asks 
for new or additional credit, and the 
error of extending too much. Conse- 
quently, an astute credit manager is 
one of the distributor's most important 
assets. 


positions 


The warehouse superintendent and his 
staff are responsible for all physical 
movement of merchandise into and out 
of stock. They are also responsible for 
the care and handling of goods while 
they are in stock. 

On the staff are receiving and ship- 
ping clerks, stockmen, checkers and 
truckers, packers, stock checkers, and 
order pickers. Some distributors use 
part-time help in the warehouse. Any- 
one contemplating a career in indus- 
trial distribution can gain a knowledge 
of products handled from summer 
work in the warehouse. 

Warehouse personnel have a sub- 
stantial responsibility. No sale is com- 
plete until the products listed on the 
order are carefully and accurately se- 
lected, packed and delivered to the 
customer's receiving dock. 


There is a wide range of clerical posi- 
tions available in an industrial supply 
firm. Operators of calculating and bill- 
ing machines, secretaries, stenogra- 
phers, typists, filing clerks and billing 
clerks are all essential to the smooth 
functioning of the distributor organi- 
zation. 

Experience and extensive formal 
education are not necessary, but alert- 
ness and accuracy are prime requisites. 
Holders of these positions who show 
ability and efficiency can progress 
quickly to more responsible jobs in the 
organization. 





AREER OPPORTUNITIES in the industrial distribution field 
C are not limited to those in distributor firms alone. 
here are equally attractive, challenging and financially- 
rewarding positions with the manufacturers of the industry 
who produce the varied products stocked, sold and serviced 
by distributors. These manufacturers not only make the 
products but they play an important and vital part in the 
broad industrial distribution picture. Indeed, manufactu- 
rers and distributors are partners in a joint distribution 
effort. 


There are approximately 1200 manufacturers selling all 
or a part of their output through Industrial Distributors 
These manufacturers working closely with distributors 
maintain their own sales organization 

Career opportunities are available at three levels in the 
manufacturers sales organization: manufacturer's field rep 
resentative or ‘‘sales engineer’; regional or district mana 
ger; sales management in the home office. 


Manufacturer's Sales Representative 


These representatives are assigned to all-important trading 
areas. Their jobs are as varied as those of distributor sales 
men. It is the responsibility of the manufacturer's repre 
sentative to work closely with the distributors’ sales staffs, 
giving them the special knowledge of products needed 
by distnibutor salesmen in order to provide adequate serv 
ice. 

One day, a manufacturer's representative may make calls 
on customers with a distributor salesman, checking his 
problems both with customers and products at first hand 

The next day, he may make such calls alone, getting an 
objective appraisal from customers of various salesmen, so 
that he may use this information to improve the salesmen’s 
effectiveness. 

On another day, he may conduct a sales meeting for a 
distributor's entire staff. 

Or, again, he may spend the day in the distributor's 
offices, checking sales analysis figures and spotting weak 
areas in the distributor's territory, thus finding where his 
help is most needed. 

It is this variety of assignments that makes the job of 
the manufacturer's sales representative one of continual 
challenge and interest. 


It is hard to overestimate the importance of the manu- 
facturer’s representative to the distributor. Because he has 
specialized in one product line, he is able to render tech- 
nical assistance of the highest order. 


Regional or District Manager 


Direct supervision of the activities of manufacturers’ sales 
representatives is frequently supplied in the field by re- 
gional or district managers. This supervision at the local 
or regional level is required in those instances where a 
manufacturer may need a number of representatives to 
service the distributor and customer accounts in the area. 

Frequently, manufacturers maintain branch warehouses. 
Here, stocks are maintained to give more prompt customer 
service and to relieve the distributor of the necessity of 
carrying excess stocks. These branch warehouses are also 
a part of the responsibility of the regional or district man- 
ager. 

These positions afford excellent opportunities for the 
sales-minded supervisor or administrator. They are the 
training ground for top sales management positions in the 
home office. 


Sales Management in the Home Office 


Che formulation and administration of sales policies and 
plans is a home office responsibility. While there are vari- 
ations among concerns in the assignment of duties and 
in organizational patterns, the sales manager is the focal 
point of all sales activities of the firm—the function re- 
mains regardless of the title. He is responsible among 
other things for basic sales policies, for the solution, train- 
ing and measurement of performance of all salesmen, for 
assignment of territories, for advertising and sales promo- 
tion programs, for the appointment of distributors and 
the maintenance of good relations with those distributors. 
His is not a desk job. For manufacturers selling nationally, 
the whole nation is his territory. 

The sales manager is usually assisted by a staff of varying 
numbers, depending on the size of the concern. The staff 
members are responsible for supplying the sales manager 
with the essential information needed by him to carry out 
successfully the above functions. 





A MESSAGE TO AMERICAN INDUSTRY e@ FIRST OF A SPECIAL SERIES 


FINANCIAL AID TO HIGHER EDUCATION 


Our Colleges and Universities 
Face Grave Financial Problems 


For the past decade the nation’s colleges 
and universities have been caught in a 
destructive financial squeeze. It is partic- 
ularly destructive for the independent, 
privately endowed institutions. Unless ex- 
traordinary measures are taken to relieve 
this squeeze, it promises to become pro- 
gressively worse. To let it do that is to 
court a national disaster. 


This is the first of two editorials devoted to 
the financial plight of our colleges and univer- 
sities. This first editorial deals with the charac- 
ter of the problem, present and potential. The 
second will indicate some things that need to 
be done about it, and particularly what Ameri- 


can business might do. 


Enrollment Soars, Income Lags 


In broad outline, the financial problem that 
afflicts our colleges and universities is simple. 
The demand for their services has increased 
rapidly, and promises to keep on increasing 
even more rapidly. At the same time, their fi- 
nancial capacity to provide these services has 
lagged behind, primarily because of price in- 
flation. 


Between 1940 and 1950, college and univer- 


sity enrollment increased from approximately 
13 million to 23 million—about 75 per cent. 
Over the same period, the educational income 
of these institutions, measured in terms of its 
actual purchasing power, increased only about 
64 per cent. Thus, at the end of the decade, our 
colleges and universities as a group had, on the 
average, about 6 per cent less to spend per 
student than they had at the beginning. Mean- 
while, the rapid advance of science and tech- 
nology had made a good college or university 
course a much more expensive operation than 
it was in 1940. Since 1950, the latest date for 
which comprehensive figures are available, the 
financial squeeze on our colleges and universi- 
ties has intensified, largely because of another 
wave of price inflation touched off by the Ko- 
rean War. 


Among the colleges and universities, the 
independent, privately endowed institu- 
tions are particularly hard pressed. In 
terms of actual purchasing power, the indepen- 
dent liberal arts colleges are now spending at 
least 20 per cent less per student than they spent 
in 1940. Public institutions of higher learning, 
supported out of tax revenues, have managed 
to increase slightly their expenditure per stu- 
dent. Otherwise, the financial squeeze on higher 
education as a whole would be even more severe. 





Why Independent Colleges Are 
Hit Hardest 


The principal reason why the independent 
colleges and universities are so hard up is the 
shrinkage in their income from endowments. 
These endowments, created in other days by 
gifts of generous benefactors to help pay the 
expenses of higher education, have been hit hard 
from two directions. During the war and post- 
war years, the tax collector took so large a part 
of the incomes and estates of wealthy people 
that this source of endowments has been greatly 
reduced. Over the same period price inflation 
cut in half the purchasing power of the income 
derived from existing endowments. In 1940 in- 


come from endowments provided 26 per cent 
of the total income of the independent colleges 
and universities. By 1950 it provided only 14 
per cent. The figure is still lower today. 


The financial plight of the independent 
colleges and universities is directly re- 
flected in the salary status of their teaching 
staffs. In mid-1952 a national survey showed 
that, after adjustment for the increased cost of 
living, the salaries of those holding full profes- 
sorial rank in these institutions were 12 per cent 
lower than they were in 1941-42. Junior teach- 
ers, with the rank of instructor, fared somewhat 
better. In terms of actual purchasing power, 
their salaries declined only 2 per cent over the 
12-year period, largely because there is more 
direct competition for their services from indus- 
try. Over the same period, the real wages of 
industrial workers increased 55 per cent. 


Time Will Not Provide a Cure 


The plight of the colleges and universi- 
ties, which is shared in some degree by 
all parts of our educational system, is not 
one that can be left to time for a cure. On 
the contrary, the financial problems of our in- 
stitutions of higher learning will be intensified 
in the years ahead by the pressure of rapidly 
increasing enrollments. Present prospects indi- 


cate that during the next decade college and 
university enrollment will increase by about 
one-third, or from 2¥3 million to over 3 million. 
The problem of increased enrollments will be- 
come particularly acute toward the end of this 
decade when the babies born during the great 
surge of population in World War II are ready 
to enter college. 


Such an increase in population as that now 
in prospect can be a tremendous asset to the 
nation. It is still a truth, even though it is worn 
a bit thin by frequent repetition at commence- 
ment exercises, that a nation has no resource 
more valuable than the education of its people. 
And the better the education, the more valuable 


the asset. 


But to realize this, our colleges and uni- 
versities must have the financial strength 
to handle the increased enrollments that 
face them in the years ahead. This means 
that we must relieve our independent col- 
leges and universities, in particular, from 
the financial squeeze in which they are 
now caught and make them full partners 
in the economic well-being of the nation. 
Some of the means by which American business 
might help achieve this will be discussed in a 
second editorial. 
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Sell the Top “Name Band” 


WAME 


for all these 
Metal-Sawing 


Jobs 


For Heavy 
Production 
Cutting 


This rugged, break- 
resistant standard tooth 
blade is for trimming gates 
and risers off castings, 
cutting metal bars and 
other tough production 
work. Hardened along 
the tooth edge only, it cuts 
fast, stays sharp. All stand- 
ard widths and _ tooth 
spacings. Furnished in 
100’ and 300’ coils or 
welded to length for spe- 
cific machines. 


Factory Branches in Boston, ¢ 


Canadian Factory in Montreal, Que 
Simonds Abrasive ( 





For Contour 
Cutting and 
Die Making 


In the narrower widths, 
this edge-holding, smooth 
cutting blade is an out- 
standing favorite for con- 
tour work. Because the 
teeth are set with absolute 
evenness on both sides of 
the blade, it assures 
straight, on-the-line cuts 
with no “‘leading.’’ All 
standard widths and tooth 
spacings furnished in 100’ 
and 300’ coils or welded 
to specified length. 


an Franci and Portland, Oregon. 
’ monds Steel Mill 
irvida, Que., Canada 





SIMONDS sets tae 


For 
Horizontal 
Cut-Off Work 


Furnished either Regular 
or Wavy Set in the wider 
widths, this Simonds-made 
standard tooth blade easily 
handles the wide variety 
of cutting required in gen- 
eral shop and steel ware- 
house operation. All sizes 
come in 100’ and 300’ 
coils or welded to length. 





J 


—— eee 


ats, AM it ct. 


For Cutting 
Soft Materials 


This Skip-Teoth Hard 
Edge Blade has extra gul- 
let capacity with maximum 
blade strength ... gives 
fast, trouble-free service 
in cutting aluminum, mag- 
nesium, plastics, plywood 
and hardwood. All stan- 
dard sizes available in 
100’ and 300’ coils or 
welded to length for spe- 
cific machines. 


Get Delivery From Stock From Your Industrial Supply Distributor 


SIMONDS 


SAW AND STEEL CO. | 


Lockport, N. Y. 
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U.S. TOTALS 


March 1954 
Compared with 
February 1954 


+12% 
DL 





March 1954 
Compared with 


March 1953 


-10% 


First 3 Mos. 1954 
Compared with 
First 3 Mos. 1953 


-3% 





OMPILED BY INDUSTRIAL DISTRIBUTION 
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Supply Sales Trend 


Final Figures For March 1954 





March 1954 
Compared with 
February 1954 


Mareh 1954 
Compared with 


Mareh 1953 


First 3 Mos. 1954 
Compared with 
First 3 Mos. 1953 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+15% 
+12% 


+ C% 


+ 9% 








370 
-16% 


-13% 


-12% 
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The F 


Here’sar 
i 


With ads 
like this... 


Builders of Cost Reducing 


eatherweight Champ 


y: 


CTT chon. are FAST ee 


a RUGGED... DEPENDABLE 


bs >. 
\ i 
. The Lightweight Champ 


Your Oste, Distributor 
He offe 


MANUFACTURING co 


2054 East 6lst St. 


 Clevelang 3, Ohic 


Threading Equipment since 1893 


pre-sells your customers 


Oster has you in mind when ads like this 
appear in publications read by your prospects 
. pre- 
selling them on the outstanding features that 


and customers . . . pre-conditioning . . 


are built into Oster Threading Machines. 

Take these two NEW Oster Champs. A two- 
way profit combination to build your equip- 
ment sales ... selling the advantages of not 


just one, but two great Oster machines... one 


THE 


for the shop and one for the truck. Put the two 
together and you have bigger sales .. . bigger 
profits. 

Here’s more proof that Oster has you in mind: 
every ad invites readers to see their Oster Dis- 
tributors. For complete facts or promotional 
literature on Oster Threading Machines, write 
us, and we'll be glad to help you in any way 


we can. 


MANUFACTURING CO. 


Main Office and Factory: 


2041 East 61st St., Cleveland 3, Ohio 


Builders of Cost Reducing Threading Equipment since 1893 
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SALES TRENDS (Coni’d.) 





March 1954 March 


Compared with 
February 1954 


1954 


Compared with * 
March 1953 


First 3 Mos. 1954 
Compared with 
First 3 Mos. 1953 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 


Wyoming 


PACIFIC 
California 
Oregon 
Washington 








+15% 


+17% 


+ 9% 


+16% 


+17% 





-21% 


- 





- (% 
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“THIS ADVERTISING PAPERWEIGHT 
HAS BEEN A GOOD YARWAY 


SALES TOOL FOR US" 


—says J. E. MADSEN* 


This half scale model of a Yarway Impulse Steam Trap, 

furnished in quantity to distributors on a cooperative basis, has 

made a big hit with dealers and customers alike . . . another example 
of the progressive promotion that makes Yarway Impulse 

Steam Traps and Strainers a popular and profitable line with 


*]. E. Madsen so many industrial distributors. 


Vice President of Broad magazine advertising, intensive direct mail, dealer displays, 
Madsen & Howell, Inc. ‘? ; a 
Perth Amboy, N. J trade show exhibits, modern packaging, local advertising and 
exceptional repeat business are other reasons why more than 900,000 
Yarway Impulse Steam Traps have already been sold. 


Yarway Traps and Strainers are marketed only through recognized 
industrial distributors. For information, write. . . 


YARNALL-WARING COMPANY « lll Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49—100) 
% Change 
Mar. Feb. Mar. From 
NAME OF PRODUCT CLASS 54 54. 53 Year Ago 


Abrasive Products 116.9 116.9 ‘ 0.2 
Cutting Tools 121.6 121.6 +2.8 
Fans and Blowers 143.7 143.7 
Fasteners ' 153.9 154.6 
Incandescent Lamps 136.9 136.9 
Industrial Rubber Products 127.6 127.6 
Lubricants 72.4 73.3 
Materials Handling Equipment 133.8 133.6 


Mechanics Hand Tools 


(Files, saw blades) 138.2 138.0 
Metalworking Accessories 130.5 130.5 
Motors 118.3 118.3 
Paint 112.8 112.8 
Portable Power Tools 118.2 118.2 
Power Transmission Equipment 133.1 133.1 
Precision Measuring Tools 120.0 120.6 
Pumps and Compressors 131.7 131.5 


Steel Products 
(Pipe, bars, nails, ete.) 140.9 140.9 


Valves and Fittings 131.6 131.6 


Welding Machines 


(Equipment, rods) 124.3 124.3 
Total Index 123.6 128.7 


Bure 
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Here’s 
the hoist line 
to sell. . 
with a 
wide selection 
fo cover every 


handling job 


CHESTER | 


HOISTS 


including 
ELECTRIC 
SPUR GEARED 
LOW HEADROOM 
ARMY TYPE 
EXTENDED HANDWHEEL 
TWIN HOOK 


OVERHEAD I-BEAM 
TROLLEYS 


(Current advertisement at right in 


Factory and Mill & Factory) 


Your Heavy Handling Jobs 
will get a lift with 


CHESTER HOISTS 


ELECTRIC HOISTS 


Model E: 5 sizes, ‘4 to 2 ton. Flexible wire 
rope-cable lift, pendent push-button control. 
Lifting speeds 15 to 30 f. p.m. 


Model EC: 3 sizes, “4 to 1 
ton. Lightweight, portable. 
Welded alloy steel link 
chain, pendent rope control. 
Lifts adaptable up to 66 ft. 


Chester Spur Geared Chain 
Hoists, %4 to 25 ton...and many 
specials including the Army 
Types, Extended Handwheel 
and Low Headroom Trolley 
Hoists are available. 


Whatever your handling problems... whether you need 
the quick light action and maneuverability of Chester Elec- 
tric Hoists ... or the solidly dependable stand-by lifting of 
Chester Hand Chain Hoists... there’s a wide selection 
available to meet your exact requirements when you choose 
from the Chester Line. 

Ask your distributor for complete information on Chester 
Electric and Hand Chain Hoists...or write to us for 
electric hoist bulletins E-853 and EC-953 and the Chester 
Hoist catalog. 


CHESTER HOIST DIVISION 
The National Screw & Mfg. Company, Lisbon, Ohio 


a 
WVetional j 
Pesesetts a Fasteners _ Model! Chains Chester Hoists | 
* 
a7) 
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The Outlook For Business 


By The Economics Department, McGraw-Hill Publishing Company 





YES and NO \ few davs ago we asked a dozen eminent forecasters about general business condi 
ind drew these results 
\. Not one of them believed that our economy is sliding toward a depression or 
recession 
B. Not one of them subscribed to the much publicized proposition that the present 
isiness letdown is over or virtually over 
And, what's more, only a few of them saw the third quarter of this vear as the 


t time when a sustained upturn would occur as a possibilits 


UP or DOWN? rally agreed that, with business going ahead at the present high but not 
it would not take a tremendous impulse to change its very gentle down 
ise to an upward course. 

But one must recognize that what goes on at the Geneva Conference (and in 
Indo-China) is bound to affect United States defense policy, and so the course of gen 
eral busine ictivity. The recent pronouncements of Vice-President Nixon on the 
importance of holding Indo-China bear a marked resemblance to those of former Presi 

dent Truman on the subject of Greece (1948) and Korea (1950 


INDO-CHINA? Conditions are now ripe for another such turn-around, if the Communist bloc 
decides to challenge us in Indo-China. Industrial production has dropped 10% from 
its 1953 peak—as much as in the 1949 recession. Most of the drop is accounted for by 
lower defense spending and lower inventories 

[he annual rate of defense expenditures has now dropped from $53.5 billion in the 
ond quarter of 1953 to $47 billion in the first quarter of 1954. Moreover, the cut 


,00ds has been sharper than the drop in spending, which 


- 


back in new orders for defense 
reflects deliveries of items ordered long ago. Recently, the services have been signing new 
ontracts for weapons at less than half the rate of last year. The annual rate of new 
defense business is only about $35 billion a year, compared with the $47 billion rate of 
urrent spending. 

Any large-scale involvement in the Indo-China war would therefore have two very 
sharp effects: 1. new contracts for defense products would probably jump by $5 to $10 
billion per year, to support a rapid, rather than a minimum, build-up in armaments 
2. business would start to build inventories again 

lhe latter possibility is enhanced by reports that inventories have been pretty well 
drawn down, particularly in the raw materials field. New orders for steel have shown 
some improvement lately. And markets for all the important nonferrous metals have 
firmed up. Even the textile business reports that stocks are now close to normal. 


DISPERSAL? Even if negotiations at Geneva prove so successful that there is no further United 
States military involvement in the Far East, the defense program seems due for a second 
new look,” in the light of H-bomb developments. 


I'he largest item that occurs to us is the dispersal of strategic industries. On the 
conservative assumption that 10% of the $500 billion of plants and equipment now 
in existence might have to be relocated, this project would cost $50 billion—$5 billion 
per year for ten years, or somewhat more on a shorter time schedule. There seems no 
way to figure how much money would be involved in a real effort to provide means of 
dispersing the civilian population of cities. But we have no difficulty in visualizing new 
ippropriations of $500 million a year for exit-highways, just as a start on the problem 


] 


THE BUDGET? If defense expenditures go up, that will be the end of the battle now being waged 
by Treasury Secretary George Humphrey, to keep the federal budget somewhere near 
in balance 

He is attempting to stand off a Congress, and a considerable group within the 
\dministration, that is all for cutting taxes and boosting expenditures in order to stimu 
late business before the fall elections. If events call for a bigger defense program, h 


position will become impossible. 
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We are telling industry that 
U. S. Rainbow Red Sheet Packing eee 


won't squeeze or blow out! 


U. S. Rainbow® was the first Red 
Sheet Packing ever introduced to in- 
dustry. And although that was as far 
back as the year 1889, Rainbow has 
always been the standard by which 
other Red Sheet Packings have been 
measured. Actually, its performance 
has never been equalled. 

The big point about Rainbow is 
that it will never blow or squeeze out. 
It is so pliable that it fills up any ir- 


UNITED 


regularities in the flange and is highly 
resilient. Yet it is always firm enough 
to make a tight joint. 

For packing flanges and other 
parallel surfaces against hot or cold 
water, air saturated steam pressures 
up to 150 pounds, and all hydraulic 
conditions, play safe and pick Rain- 
bow. Look for its familiar diamond 
trademark. 


“U.S.” Research perfects it 
“U.S.” Production builds it 


U.S. Industry depends on it 


STATES 


RUBBER 


You get instant delivery from 
United States Rubber Company's 
transcontinental chain of ware- 
houses. Call any of our 25 District 
Sales Offices for a complete line 
of packings, plus selling aids and 
catalogs. Or write to address 
below. 


COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints + Rubber-to-metal Products « Oil Field Specialties + Plastic Pipe and Fittings « Grinding Wheels ". Packings « Tapes 


Molded and Extruded Rubber and Plastic Products + Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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P&H Zip-Lift Electric Hoist 
(Rope Control Model) 
Brand new. Same manevvera- 
bility as the pushbutton control 
model. Rope control equipment 
permits substantial price reduc- 
tion — makes easier sales for 
you. Sales-helps galore on these 
popular hoists. Available in 500 
and 1000 Ib. capacities. Ask to 
see them. 


P&H Zip-Lift Electric Hoist 
(Pushbutton Control) 

This sturdy small hoist is a hot 
item for multiple sales. Some 
large plants use as many as 500 
Zip-Lifts to keep loads moving, 
for positioning work and equip- 
ment. Capacities from 250 Ibs. 
to one ton. In use in many 
diversified industries and insti- 
tutions. 


P&H Hevi-Lift 

Custom-built to your customer's 
specifications. Over 3,000,000 
possible variations of this heavy. 
duty hoist to fit your prospect's 
needs. Easily converted to any 
type mounting; trolley, bolt, or 
lug suspension, hook suspension 
or crosswise. Geared-limit switch 
can be set to suit ceiling dnd 
floor limitations. Available in 
capacities up to 15 tons. 





Savings as High as Eight Cents 


per Minute—and youre making sales-sense 
to your industrial prospects 


or 


HOISTS 





OU can back up that savings statement with 
the name of the Falk Corporation in Milwau- 
kee. That’s where we got the story. 

Back in 1946, Falk engineers installed a P&H 
Zip-Lift in Foundry No. 1. They hung it on an 
overhead trolley, used it for the automatic return 
of wooden patterns coming out of the roll-over 
machine after the sand molds had been made. 
Workmen like the way it speeds operations, call 
it the “merry-go-round.” 

Up until the time this set-up was installed, it 
took four men to move one of these patterns, that 


weigh between 400 and 500 pounds. Today — one 


P&H Jib Cranes 
Eight different models of jib 


P&H Hand Chain Hoists 
There's a whole group of these 


hoists. You can sell spur-geared 
hoists, army-type trolley hoists, 
low-headroom trolley hoists — 
whatever your customer needs. 
Capacities up as high as 25 
tons. Completely fills your line 
of P&H Hoists and accessories 
—you're ready to supply what- 
ever your customer needs. 








cranes, including bracket-type, 
mast-type, and pillar-type. Ca- 
pacities up to 12,000 pounds 
— all of them built for a reach 
of from 8 to 20 feet. Addition 
of this complete line of iib 
cranes to the P&H selection lets 
you sell both the hoist and the 
mounting. Catalog and sales in- 
formation available to help you. 


Se cee ees eee ees eases 


man, using a Pushbutton Control Zip-Lift, moves 
one pattern 30 feet in 30 seconds. 

We won't give you all the details here, but Falk 
accountants have the savings on this operation 
pegged at more than $10,400 per year . . . about 
8¢ per minute. Operating cost to effect this saving 

.. Slightly over 1¢ per minute! 

Sure, we'll be glad to give you the complete 
story on this installation at the Falk Corporation. 
Just ask for it by using the handy coupon below. 
Oh, and by the way, if you’re interested in taking 
on the complete P&H Hoist franchise in your area, 


say so. On your letterhead. Today! 


HOISTS 
HARNISCHFEGER 


CORPORATION 
4683 W. National Ave. * Milwaukee 46, Wis. 


saeaeeeae= =*TEAR OUT COUPON AND MAIL TODAY *#e#eeeeeneceeaen 


P&H Hoists 
HARNISCHFEGER CORPORATION 
4683 West National Avenue, Milwaukee 46, Wisconsin 


Gentlemen: Please send me the complete, illustrated sales-tool on the Falk 
Corporation. I am also interested in more information on [] P&H Zip-Lift, 
Pushbutton Control, [) P&H Zip-Lift, Rope Control, [] P&H Hevi-Lift, 
() P&H Hand Chain Hoists, [ Pact Jib Cranes. 


Name 
Company 
Address 


City ZONE...00-0--- State 
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Chicago Distributor Association Meets in Aurora 


Host to Chicago 
president, who sat 
Central States; C. W 


and Isabella M 


group was Leonard | 
it head table with 


Members of the Chicago Industrial Distributors Asso 
ciation met recently at the new quarters of Dietz Indus- C. W. Helstrom, (¢ 
After touring the Dietz 
plant, they had lunch and held their regular monthly 
Club 


trial Supply Co., Aurora, III 


meeting at the Aurora Country 


Dietz 
Anne Green, secretary, 
Helstrom, president, Central States; 
l'aylor, Dietz Industrial Supply Co 





New member, 
from left 
Bros - 


foreground), 


lhirtv-six 


Engineers See Latest Tool Developments 


Plastic tools, ultrasonic metal clean 
ing, and radioactive controls on ma 
chine tools to guard the operators are 
only a few of today’s developments 
which will 
industry, sales and research executives 
predicted at the recent annual meeting 
of the American Society of Tool En 
gineers in Philadelphia 

Representatives of 40 
and technical groups reported on new 
tools and processes. The five-day pro 
gram also included demonstrations, 
plant visits and a banquet at which 
Senator William A. Purtell, of Con 
necticut, former president of The 
Holo-Krome Screw Corp., was a guest 
of honor 

Among developments described 


someday be common to 


companies 


were 

Steel fracturing — William C. Tuck 
er, Machine Tool Division, Buffalo 
Forge Co., said fracturing steel instead 
of shearing through it may be a highly 
effective way of breaking it into usable 
parts 

Electric eyes — R. F. Helmkamp, 
Air Reduction Sales Co., said electric 
eves are better than the human brain 
in steering tracers for intncate contour 


124 


flame-cutting of metal 
Sandpaper for doctors — F.. I 
out, Behr-Manning Corp., 
that the latest use for sandpaper is its 
plastic surgeons as an 


Oath 
reported 


adoption by 
operating room tool. 

Apricot pits to clean —F. W. Ped 
rottv, American Wheelabrator & 
Equipment Corp., described an airless 
blasting method for cleaning metals by 
hurling cast iron or apricot pits at the 
rate of 300 pounds per minute from 
whirling blades. 

Radioactive guard—Hands of punch 
press operaters spotted with radioac 
tive materials will stop a punch-press 
in mid-stroke should he make an ac 
cident-provoking move, said Lionel 
Goldring, Nuclear Development Asso 
ciates, Inc 

White-collar foundry — Because of 
progress on shell-molding, a foundry 
operated on an automatic “white-col 
lar” basis is no longer a remote pos 
sibility, according to L. J. Bishop, 
Mechanical Handling Systems, Inc 

Speed up the fastening — If manu 
facturers would find new ways to speed 
the fastening together of 
into useful assemblies,” 


useless parts 
production of 
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Herbert M 
was taken 
Bert Schmaling, Factory Supplies Co., Rockford; and 
Bill Barcus, Dietz Industrial Supply 


members 
>lobe Machinery & Supply Co., 
Moines, president of the Central States Industrial Dis 
tributors’ Association, and other guests from Iowa, Wis 
consin and Indiana 


a 
Lee, Harry Lec« 


Peders« n, 


& Sons (third 


in hand by Roy Pedersen 


including 
Des 


and guests attended, 


thousands of products would be vastly 
improved, W. C. Stewart, Industrial 
Fasteners Institute, told the meeting 
loo much time is spent fastening 
things together in factories, he said; 
but new devices can reduce this loss 

Design machines — H. A. Olden 
kamp and L. Strauss, American Ma 
chine & Foundry Co., predicted that 
someday machines will take over much 
of the work of designing other ma 
chines; “But men will be required to 
feed and interpret information in con 
junction with the design machine.” 

Transfer-type machines — D. § 
Hawkinson, Greenlee Bros. & Co., said 
the cost of many consumer goods 
could be reduced by widespread use of 
automatic transfer machines perform 
ing many operations. He cited thos¢ 
that allow 20 to 30 machining passes 
with a wide tools in the 
automobile industry 

Lifting by magnets 4 common 
flashlight battery in a four-inch diam 
eter magnet is capable of lifting over 
600 pounds, according to F. Suchanek, 
Sundstrand Magnetic Chuck Division 
He said many production line prob 
lems are being solved by magnets, pat 
ticularly with the machining of tim 
precision parts 


variety of 





Cust ted the 


tors new 


mers and neighbors in pe 
warehouse and office 


he city recently during a two-day open-hous 
s facilities and pro & 


concrete block, enlarges the firm 


truck 


built of 
vides spacious loading platform 


1 } 
ibits for the even 


‘ pt \ ded 37 exh 


Passaic Distributor 
Builds New Quarters 


Industrial Pipe & Supply Co., Pas 
saic, N. J., will consolidate its opera 
tions early this 
block-long warehouse and 
Main Ave. 

Ihe new building has almost 
ft. of floor 
clude completely new offices and 
for +00 car 
loads of pipe as well as other supplies 
Railroad sidings and a 40-car parking 
lot adjoin it. 

Both Industrial Pipe & Supply, 
which handles industrial sales of pipe 
and supplies, and its affiliate, A. & J. 
Supply Co., I] 


which sells 
} 


Summer in a new 


ofhces on 


000 sq space It 


closed warehouse spac« 


l'riedman 
principally to conti 


ictors, will occup\ 
the new quarters. ‘The 


headquarters are on Central Ave. The 


nrims present 
new building will combine four pres 
ent warehouse operations in one loca 
tion, and provide added space as well 

Industrial Pipe is also affiliated with 
Charles F. Guyon Co., Harrison, 
N. J.; William S. Rowe, Harrison 
Elizabeth Hardware Co., Elizabeth; 
and Elizabeth Hardware Co. of Perth 
Amboy. 


Named to Detroit Board 


Burlin H. Ackles, president of The 
Rayl Co., Detroit, has been elected 
president of the Wholesale Merchants 
Bureau, Detroit Board of Commerce 
Directors named include J. H. Cooley, 
Murray W. Sales & Co., and Harace S 
Maynard III, The Chas A. Strelinger 
Co 


York, Pa., distribu 
building on the outskirts of 


Khrenfeld’s 


secutive 


lhe structure, Abrasive Co.; W 


sup Mfg. Co. W 
Jr. (rear 


R. C. Neal, Rockford Tool Hold Carbide Clinics 


years pause 
QO. Clark, Mac-It Division, Strong, Carlisle 
Hammond Co.; 
S. Ehrenfeld 


his son-in-law, now an 


_ 


Three suppliers who have worked with Ehrenfeld 22 con 


for a picture: L. J. Musser, Simonds 
and Howard Pruner, American Saw & 
right) and William Watkins, 


Army heutenant, look on 


Lai 


Some of the 300 industry representatives who attended cutting tool sessions at R. C 


Neal Co., Buffalo, watch one of the 


R. C. Neal Co., Buffalo, and Rock 
ford Tool & Transmission Co., Rock 
ford, Ill., held carbide tool clinics and 


training recently with Car 
Department of General Electric 


sessions 


( 


The Buffalo firm ran a three-day 
clinic at its headquarters, attended by 


more than 300. Movies, demonstra 
tions, and instruction periods featured 
the program, conducted three times 
ily by Raymond J. Moessner, in 
structor at the Carboloy Customer 
I'raining School, and Edward L. Boer 
g, Carboloy district manager. Ray 
C. Neal, R. C. Neal president; David 
B. Voorhees, vice-president; and Harry 
J. Lock, general sales manager, intro 
duced the sessions 


Wesley K. Heath, Chief Process En- 


demonstrations 


gincer, Linde Air Products, spoke on 
tool control after each of the third-day 
sessions. Lunch and light refreshments 
wcrt served. 

Ihe Rockford Tool training school, 
attended by some 400 customers and 
their representatives, was held for five 
davs, with two two-hour sessions daily, 
Ihe Rockford Chapter, American So 
ciety of Tool Engineers, the Rockford 
Engineering Society and the Depart 
ment of Adult and Industrial Educa 
tion, Board of Education, cooperated 
on the program. 

Classes were held in Washington 
Junior High School with Paul Kunz 
and Ernest C. Boyer, of Carboloy, in 
structing. Topics included grade selec 
tion, design brazing technique, grind 
ing, application and milling 
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Norton Abrasive Division Adopts Net Pricing 


Norton (¢ has adopted net unit 


pricing for its grinding wheels and 


other abrasive item 

2) nald | Price, 
Divi manager, said the new 
program means that a distributor or 
customer can determine the 
abrasives without having to apply mul 
tipliers to tabulated “‘list” prices before 
“net” prices. Some 25,000 


Norton Abrasive 


ion sales 


cost of 


calculating 
stock items, ranging from tiny mount 
ed points to large crankshaft wheels 
can be quoted quickly and convenient 
ly for any listed size shape, grain o1 
grade of wheel in any quantity, he 
stated. 

I'he company has issued a new stock 
catalog with net price supplement list 
ing about 75% of all major types of 
wheels and abrasive items. The catalog 
shows the list price for each item, with 
a reference to page and table number 
in the supplement. ‘The supplement 
lists net prices for each quantity 
bracket of the item. Also, the stock 
catalog contains general grain and 
grade recommendations. 

I'he company’s invoices to distribu 
tors will include a ‘“‘net unit price” for 
each item, regardless of whether or not 
it is listed in the catalog. Also, a ‘ 
gested resale price” for the consumer 
will appear on the invoice whenever an 


sug 


order specifies shipment to a distribu 
tor or direct to a customer 

Mr. Price pointed out that the sys 
tem provides no change in the basi 
pricing plan, since list prices and mul 
tipliers will always be available when 
ever any one wishes to check net unit 
prices 

Ihe change has been in the plan 
ning stage for some time, company 
officials said. After the net 
scheme was worked out, it took nearly 


pricing 


six months to put the new catalog to 
gether. Distributors recently 
instructions on the 
gether with the catalog 


new 


received 
pro Tam, 


g to 
ind sample in 
voices 

Norton officials said the company’s 
distributors helped develop the new 
system. They said they had received a 
number of congratulatory letters from 
distributors on the changeover 

Active in shaping the plan, besides 
Mr. Price, were George A. Park, man 
ager of distributor sales; Abrasive Di 
vision; Robert H. Cannon, merchan 
dising manager, and Elliott D. Linton, 
merchandising engineet 

The company also plans to issue a 
revised edition of its condensed cata 
log, showing net prices. The Norton 
diamond products catalog and pric 
list has been issued with a net unit 
price developed for each item 
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I'he company Distributors’ Manual, 
designed as a sales aid, is being consid- 
ered for revision to include direct page 
and table references against each item 
showing where net prices can be found 
in the supplement to the stock catalog. 

Officials said all the company s sales 
offices have been instructed to quote 
net prices to distributors. If and when 
adjustments are necessary, they will be 
carried out on a net unit price basis, 
they said. Warehouse stock lists will 
be prepared in the same manner as the 
Worcester stock list as quickly as the 
changes can be made. 

In a letter to distributors, they were 
urged to familiarize their sales forces 
with the new price system and quote 
and invoice their customers on a net 
basis. Distributors were also advised to 
set up procedures for calculating thei 
gross profits on items where suggested 
resale prices are shown on suppliers’ 
invoices, and to eliminate unnecessary 
calculations where possible because of 
the new net price information. “The 
saving of time or the usage of time 
more efhciently should mean a reduc 
tion in your selling costs,’ the letter 
said 





Supply Firm Marks 
Fifth Anniversary 
In Binghamton, N. Y. 


Binghamton Industrial Supply Co., 
Binghamton, N. Y., joined with other 
firms in marking the 100th anniver 
sary of the Binghamton Press recently 
with a half-page ad on the theme, 
“Anniversaries are Wonderful.” 

The supply firm was also marking 
its own fifth anniversary. The adver 
tisement carried photographs of J. C. 
Cobb and V. H. Brink and sketches 
of workmen engaged in various indus- 
trial activities. 

Ihe copy stated that the firm was 
young, but its founders had 40 years’ 
experience industries in th« 
territory. 

‘he message read: “It’s our business 


serving 


to supply manufacturers and contrac 
tors with the best in tools, equipment 
and supplies. Working with better 
equipment by better methods mini 
mizes production costs and by pro 
ducing more, the individual worker 
and progressive company earn 
more. It’s our way of adding up 
many small improvements and econ 
mies to a better life for all of us.” 


his 


C. C. Lowry Resigns From Hajoca Post 


C. C. Lowry has resigned from Ha 
joca Corp., Philadelphia, after 32 years’ 
with the company. He had 
been vice-president in charge of gen 
eral sales since 1936 

Mr. Lowry’s career spans the three 
decades in which Hajoca grew from 28 


SCTVICC 


Officially opening the new 


- . . Ys } 
ton, Ill., Donald Fergusson, vice-president, snips ceremonial tape at the d 
~ | 


expanded plant would provide more wat 


s in research and 


new 
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enlarged plant fac 


manufactur! 


branches to 35 branches along the At 
lantic He managed Hajoca 
branches in ‘Tampa and _ Jacksonville, 
Fla., and Baltimore 

Mr. Lowry is past president of th« 


Middle Atlantic and Southern Whol 
Associations 


seaboard 


salers 


ilities of Rust-Oleum Cory 
] 
se inventory and ena 


} 
ng techniques 





Globe Machinery — Distributor Delivers 50 Tons of Belt 
Promotes Two Trainees 


To Outside Sales 


I'wo of the most recent additions 
to the field sales staff of the Des 
Moines branch of Globe Machinery 
& Supply Co., are Warren Akerberg 
and Harmon Forst. Both men began 
the company’s sales training program 
in May 1953. 

Mr. Akerberg has had machinist 
experience, and most recently was con- 
nected with the Simpson Insulation 
Co., Sioux City He now works out 
of the Mason City area, handling ac 
counts im nine counties 

Mr. Forst, a Navy veteran whe 
service off Luzon and Okinawa, 
had experience in foundry moulding 
and as an inspector in quality control 
He was most recently connected with 
Standard Bearing Co., working the 
southwestern Iowa territory, which he Watching shipment of $150,000 worth of conveyor belting are D. W. Stanley, 
now travels for Glob« Mahoning Valley Supply Co., Youngstown, Ohio and Lee Erickson, Goodyear Tir 
& Rubber Co. The 50 tons of 44-ft. wide belt, 4,381 ft. long, will haul coal from 
river barges to a power plant stockpile. It represents the largest order ever placed by 
Mahoning Valley Supply with Goodyear 
Rawlplug Names 


McEwan Sales Head 


Ihe Rawlplug Co. has 
lerton J. McEwan as sales 1 
Everett D. Sperry is S 
manage! 

Noel D. Stafford, treasure 
elected vice-president 

Mr. McEwan, a Princeto 
sity graduate, has been sales 
for several firms serving the 
tion industry. 

The company also announced 
ippointment of Felt Advertising 
Agency to handle all local and national 
ulvertising. 

Several new expansion bolt 
ire planned as new product fhe 


Stanley Tools Holds General Sales Conference 





the 


innounced 


etings held re at New Britain, Conn., for Stanley Tools representatives 
ighout the ind Canada were attended by 49 members of the sales staff 


Mill Supply, Utica, Fort Worth Steel 
Names Sales Engineer Changes Ownership 


Mill Supply Corp., Utica, N. Y., Controlling interest in Fort Worth 

ippointed Milton L. Spence as Steel & Machinery Co. was sold 1 
trict sales engineer for its materials cently by J. I. Jackson to a Houston, 

handling division l'exas, investment banking firm 

His territory includes Syracuse, \t a special stockholders’ meeting, 

1, Auburn, Seneca Falls, Geneva, Mr. Jackson was re-elected president 
lton and Oswego ind general manager of the firm. J. D. 
or the past year and a half Mr. | Brance, formerly of Houston, was 
nce has been with General Electric | elected executive vice-president, and 

it Electronics Park at Syracuse, | Moody S. Jackson, Jr., and L. B. Tem 


Allerton J. McEwan ql ple, vice-presidents. 
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195 { After 25 years with ID, Pete Thayer receives a 19 4. Chatting with Mrs. Lou Lincoln (Bay State Tap 
ot plaque from Donald ¢ McGraw, president, : & Die), Pete pauses on his rounds of convention 
icGraw-Hill Publishing Co., at 25-year dinner parties and greeting his hundreds of friends 


1939 Bermuda-bound, Pete (second from right) took 1934. Pete Thaver of ID (far left) was a familiar sight 


the ftamor ruise when the three associations it ‘Triple Conventions for many years The cam 


hartered a ship for the convention era caught him with this group in 1934 


Pete Thayer Retires from ID after 50 Years in Supply Field 


H. I Pete Thayer, New Eng- | 1911, then accounting for a time, and | manufacturers founded a distributor 
land district manager for INpusTRIAL | finally sales. From 1916 to 1919, ex- | magazine which was primarily for sales- 
Disrripution, will retire July 1, after | cept for the war years, he was on the men in the supply field. He was in 
25 years with this magazine and 50 road calling on distributors, west to the group first using this magazine and 
years in the industrial supply business. | Omaha, north to Duluth, south to consistently used Mill Supplies, which 

Pete was one of six manufacturers’ | New Orleans and everywhere East. merged with Industrial Distributor and 
executives who started a mill supplies Pete sold all the Parker line from | Salesman in 1929 (the name later be 
magazine for salesmen which later was | shotguns to screws and vises. In 1921 came INpusTRIAL DisTRIBUTION). 
combined to make up the prese he became sales-advertising manager Pete joined the Industrial Distribu- 
azine for the company’s Hardware Division, | tor and Salesman staff in January, 

An ardent golfer all his life, Pete which included screws, vises, coffee 1929. For many years he has handled 

joined the industrial supply field by mills, cutlery, Parker guns and Parker ID’s New England territory. He at- 
way of a golf course. In his youth he | Bros. products. In 1926, the Lamps, tended his first industrial supply con 
was caddy on the course where W. F Bath Fixtures and Piano Bench Divi-_ vention in 1921, and has made every 
Parker and Major Lyon, of The | sions also came under his direction one since. 
Charles Parker Co., played regularly, During this period Pete became an On Thursdav, Mav 20, Pete’s col 
and in 1904 took a job Mr. Parker expert on guns of all types and a skeet- leagues on the editorial and business 
offered him in the Charles Parker shooting enthusiast staffs of ID honored him at a golf 
order department. He also worked in ete represented the Parker com tourney and dinner at Wingfoot Coun 
shipping, billing and purchasing until | pany when this firm and five other try Club in Westchester County 
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The Electric Powered Yale Load King 


does big hoisting jobs 
at low cost 


Prospects become customers when you 
tell them about YALE Hoist features, like 
those listed below. And, you can easily 
find . . . in the complete YALE line... a 
Hand or Electric Hoist to fit the needs of 
everyone you call on. 


Whatever YALE Hoist you sell, you 
know the purchaser is getting a trouble- 
free tool . . . developed after years of 
research and testing . . . built to highest 
standards of quality and performance. A 
smooth-running Hoist means a satisfied 
customer...ends unprofitable service calls. 


Equally important, you... as a Dis- 
tributor of YALE Hoists . . . benefit from 
the tested advertising program that tells 
the YALE story to every Hoist prospect 
on your list. 





Descriptive Data About 
The Yale Load King 
Electric Hoist 


Capacities %, 3g, %, 1, 1's 


tons (other Yale Hoists 
available in capacities from 


peeing a load brake. s INDUSTRIAL LIFT TRU CKS 


Cool running A.C. or D.C. motor. 


Available in wire rope or chain models. BY | AN D HOISTS 
~S |e 


Lug, trolley, and hook suspension. Also motor driven trolley. 
Push button control for easy, one hand operation. "Reg. U. S. Pat. Off 


GAS, ELECTRIC, DIESEL & LP-GAS INDUSTRIAL TRUCKS - WORKSAVERS - HAND TRUCKS- HAND & ELECTRIC HOISTS + PUL-LIFTS 
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IDEAS: 


How vou can... 


get advertising material into proper hands 


Allen & Reed Co., Inc., Providence, R. I., have worked 
out a unique method of getting suppliers’ advertising 
material into the hands of the proper personnel in their 
customer's plants 

As William S. Allen, president, expresses it, “W<« 
know from past experience that mam envelope stuffers 
ind other direct mail material which we send out with 
invoices get no further than the secretary's waste basket.” 

lo overcome this, Allen & Reed had yellow envelopes 
mac up with evelets and wire so that the envelopes 
could be securely attached to outgoing shipments. On 
the face of the vellow envelope, bold red letters state 
“Important—Give this to the man in charge of piping” 
Enclosed in the envelope is the latest imprinted material 
from their suppliers, which they feel is of interest to the 
customer concerned. Admittedly, this svstem only en 
tbles them to reach present customers, but stuffing 
invoice envelopes has the same restriction 

Richard Parke, sales manager, savs, “The envelope 
idea attached to outgoing shipments is actually a suppl 
ment to our regular direct mail campaign. We still use 
direct mail addressed to individuals through information 
furnished by our salesmen, and we endeavor to maintain 


iccurate, up-to-date mailing lists.” 


Catalogs and manufacturers’ litera 
ture can take an awful beating, get 
mislaid or out of date and lose use 
fulness unless properly filed and made 
readily available for constant us« 

Railey-Milam, Inc Miami, Fla 
solved its housekeeping problem b 
the construction of a _ well-arranged 
storage 1 T ofhce of ¢ N 
purchas- 

the indus 
ippl division 

Mr. Pern pace for each 

italog makes | to identify the 
particula ne desired. It also is a 

minder that search should be 
tituted when a 
found vacant 

Besides the neat 


rderly arrangement o storage arrangement also stored in stecl filing cabinets and is 


purchasing agent to kee} indexed for quick referen ind dis 


] gS, the rack mak 
reast of new literature on product tribution to customers, as 


purchasing agent 
members of the sal 


force to che k 
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00], 
Crazy, 


Man! 


Dig this crazy platypus. 
Man, he’s real gone 


Course he’s not “gone’”’ like the rest of 
the cats of his time. He’s stayed hep and 
he’s still around despite the fact that he’s 
a throw-back to prehistoric times. 


The rest of the sub-primitives were all squares, they didn’t dig 
changing times. They couldn’t stay “with it!” 





f 

And, like most “‘prehistorics,’’ some manufacturers today are head 

ing for extinction. They either fail to realize, or haven't been con 

a vinced, that both old and new products require new methods to cope 
with changing competitive conditions. 


7 And that’s where you come in. In hundreds — even thousands — of 
'e cases Dumore Precision Tools have helped manufacturers put old 
a fashioned, inefficiently handled drilling, grinding, burring, and simi 


GRINDER —s 4 lar metal removal jobs on a mass production basis ... a changeover 
£ bans that helps them keep up with the times. 

* By knowing your Dumore products, and which ones can help on 

what jobs ... you'll not only be opening the way toward bigger and 

better profits ... you'll also be helping preserve more customers for 

the future. 


So dig it, man! Make sure your profit is the “most”! 


DRILL GRINDER 
GRINDER 


DUMORE. PRECISION TOOLS 


THE DUMORE COMPANY 
1321 SEVENTEENTH STREET © RACINE, WISCONSIN 
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ON THE 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Belt Fastener 


Where Scrapers 
And Plows Are Used 


cner, TeCoOM 


A new beh ‘ 
mended by th 
belts in for eS Ol 
ind plow re used on 
ind 
tilizet 


joining con 
wherevel 
belts 


tacky 


cyol 
»¢ ra pers 


COTIVE gumbo, 


materials, fe ind wet fhne 


has been de clo 4 

lop plate i eled at both ends 
o that scrapers wi ile them 
| the belt is held 


ove! 
ind protrusion 
to 2 minimum 
Scrape! plat 
joining the most popular 


i 
with 


| 


nade inh One size 


be Its 


not 


in. to 4-1in. in thickness, 


than 500 ft. cent 
Steel Lacing ( 


OTe 
I kc xible 


Ill 


o., Chicago, 


Sander-Grinder 


For Continuous 
Production Service 


\ new sander 
grinder, said to pertorm all types of 
the 


s, has been 


surfacing operations with use of 


ibrasive discs Or accessoric 


innounced 


Some of the features claimed by the 


132 


weight 14 lbs; avail 
ible with no-load spindle speed of 
either 5200 or 6000 RPM; replaceabk 
steel front of 
main remov 
ible 
design reflects air away from operator; 
ind 


manufacturer are 


ring to protect 


WCdlI 
housing from damage; 
steel inspection plate; housing 
switch is enclosed guarded 
Standard equipment includes spin 
dle lock, 3-conductor cable and plug, 
reversible handle, molded rubber 
pad, s, strap metal stand, 


clamp washer, suspension eye bolt 


sic 
sanding dis¢ 
ind 
universal motor 
Ihe Black & 
lowson, Marvland 


Decker Meg 


Radial Saw 


With Detachable 
Wooden Handles 


an’ - - 


. 

= — \ new porta le 10-in 

equipped with detachabk 
i 


? cuts 
handles Ca 
been Mmnounce 
W cighing 
said to cross 
stock 
pancl 
Some of the 
the mak« 


mot Tr: 


ind rip 


reature 


include 


. it bevels 


Me 


t grooves 


pilfer proof; 


blade guard: 
| hp 


ible 
ided 
three phas 

capacity ng 

maximum dept! 
blade; O, 45, 
right 


Knife Pipe Cutter ind 
miter 
table mee 6 
Delta Power 
\lanufacturing 
nik l uttcrs Pa 
cut 


ind k 
Cuts Pipe : 
Without Burrs 


X 3U-1In 
lool 


Company, 


Div., Re 
Pittsbur 
New 
for hand ot 
without 


i1utomatic ki 

power use, sal to 
] 

nd ilso 


joints, 


leaving burrs 


pipe 
victuali 


wekiments and 


Plastic Pipe 


make 
have been announced 
Different types of knive re avail 
for weld 
grooving for compression he addition 


1 for cutting Saran line of 


ire said to feature a 


Flexible, 
Light Weight 


b] cutting, bev 
ments 
type joints, an industrial 
lined pipe. They 
Safety-Depth Guide” 
cutting edge to prevent ogging in 
ind knife breakag« 

Ihe new 


the 


peen innounced 


The pipe 


ihead of the 


knives are made 


ympany's Nos 


W arren, 


Pipe iz 


Bea\ er 
Ohio 
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TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 








ip manual adjustment of ten 


| tracking 
laADdDIC ! ( ( lable in two models Model 
: to 32 for floorstand operations; Model 


inl No 


requirements floor, wall or bench instalia 


each model can be furnished as 
individual unit or as part of com 


weaves ind SU-1N 


ths upW irds. 
V No. 187 is said 


] 
for applications 
I 


packaged backstand installation 
Ihe Carborundum Company, Ni 
section multiple \ ra Falls, N. Y 
dd; and No. 375 for 
tion multiple V-belt applicatio 
\lanhattan Rubber Division, 
\lanhattan, Inc., Passax 


Backstand Idler 


Features Tracking, 
Tension Controls 


61 Universal Backstand 
new attachment for all types 
bench and floor, coated abra 

tand grinding and polishing 

has been announced 
widths of belts can be used, 
om 4 to S-in., due to a belt 
nechanism and sensitive ten 


istment 


enter alignment 
ler pulley ind = contact 
ing downtime 
changeovers. A 


rangement permits — . 5 
Hoisting & Pulling Unit 

Portable, 

Multi-Purpose 


thus minim 


portable hoisting and pulling 

; nit, said to combine the features of 

Poly V Drive Wil ind portable chain-hoisting 
Endless Belt With CVIC is been introduced 

Parallel V Ribs - claimed DY) the manus i¢ 

urer include: weight 42 Ibs.; unlim 


} 


travel; can be used in any 
ds up to ten tons can be 
ng multiplying sheave 
g to the manufacturer, the 
il principal is an application 
nk, and cam and lever combi 
On mmnplete push-pull mo 
the handle will pull Or rele isc 
ibout 23-in. At the nominal 
3.300 Ibs.. ; } ivel of 10 
minute « be obtained 
further stated that the positive 
illows precision control of the 
to one-thousandth of an inch in 
lirection ind the load is held 
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Continued on page 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 






















GOOD BUSINESS! 


TAPS FOR SPECIAL 
APPLICATIONS! 





bi As you know, Winter was the first 
. manufacturer to offer in its catalog 
taps for plastic, aluminum, cast iron, 
7 co brass, and other unusual types of 


we work. 


The availability from manufacturer's 
stock of special application taps with 
Balanced Action means good business 
for the distributor. 





Bes, Son 
pnal Twist Drill & 











Giving 
your customers 
the edge... 





You do—when you sell them these milling cutters with their famous 
National cutting edges . . . You do when you let National specify a 
design exactly suited to the work they must do . . . With Nationa! 
Milling Cutters, your customer has the edge in peak production, smooth 


operation, and long wear. 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S.A. Distributors in principal ities 
Fectory Branches: New York, Detroit, Chisege, Detias, 
Sen Frencisce, Les Angeles 














s 


3 =" 


This packing gives 
pumps a tight seal, 
Mr. Distributor / 


Sure, J-M CENTRIPAC 
does-its plaited square 


for full surface contact / 


Johns-Manville Distributors 
sell more by giving customers 
the right packing for the job 


J-M Centripac is the right 
packing for MANY jobs— 


J-M Centripac Rod Packing has 
wide acceptance for use on centrif- 
ugal pump shafts and other rotating 
or oscillating rods. It is plaited 
square to provide maximum surface 
contact and insure a tight seal with 
minimum friction and gland pres- 
sure. This high quality packing is 
made of long-fiber asbestos yarns, 


JOMNS MANVILLE 


Vi 


PaO’ 


thoroughly lubricated and graph- 
ited. 

Where to sell it... J-M Centri- 
pac Rod Packing is designed for 
service against fresh or salt, hot or 
cold water, oil, ammonia, brine, 
gasoline, and some weak acids and 
chemicals. Comes in 4 styles: No. 7 
for general service; No. 11 for 
heavy duty service, where mechan- 
ical strength is required; No. 18 for 
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service against hot or cold gasoline 
and petroleum solvents; No. 19 for 
pulp and paper mill service. 

J-M National Advertising 
reaches packing users everywhere, 
refers them to the local J-M Pack- 
ing Distributor. For more details 
and additional copies of this adver- 
tisement, write Johns-Manville, Box 
60, New York 16, N. Y. In Canada, 
199 Bay Street, Toronto 1, Ontario. 


Johns-Manville PACKINGS & GASKETS 








On The Market Today 


Starts on page 132) 





securely and automatically whenever 
motion of the handle is stopped 
Princeton Griphoist, Inc., Boston, 
Mass. 
Griphoist, Inc 
fornia 
J. A. Gosselin & Co., Ltd., Quebec, 
Canada 


, San Francisco, Cali 


Index Table 


Working Mechanism 
Is Outside Table 


A new outside turning and locking 
Continued on next page ) 





Belt Fastener 
Flexible Steel Lacing ¢ 
Sander-Grinder 
Black & Decker Mfg. Ci 
Knife Pipe Cutter 
Beaver Pipe ‘Tools, In 
Radial Saw 
Delta Power Tool Div., 
Rockwell Mfg. Co 
Plastic Pipe 
Hamilton Rubber Mfg 
Corp. 
Poly-V_ Drive 
Manhattan Rubber Divi 
sion, Raybestos - Manhat 
tan, Inc 
Backstand Idler 
The Carborundum Co 
Hoisting & Pulling Unit 
frifor Griphoist 
Index Table 
Air-Hydraulics, Inc 
Compressors 
Quincy Compressor Co 
Multi-Mount 
Merit Products, Inc 
Polishing Stand 
Crane Packing Company 
Drillpoint Grinder 
Union Twist Drill Company 
Carbide Grinder 
he Standard Electrical 
Tool Company 
Drill Dispenser 
The Hayden Twist Drill Co 
Double Hac-Saw 
Drier Brothers, Inc 
Tool Stand 
Standard Pressed Steel Co 
Tape 
Permacel Tape Corporation 
Spindles—Grinders 
The Standard Electrical 
lool Co 
Nose Prongs 
[he American Pulley Co 
"ive Center 
Ideal Industries, Inc 
Sprockets 
Morse Chain Company 
Pipe Cutter 
Toledo Pipe Threading Ma 
chine Co 
Gearmotor 
Westinghouse Elec. Corp 





Index of Manufacturers’ Products 


Metal Spray Unit 
Wall Colmonoy Corp 
Screw Drivers 
Blackhawk Mfg. Co 
Leak Detector 
American Gas & Chemicals, 
ee. Dam axe 
Check Valves 
The Parker Appliance Co. . 
Conveyor Carrier 
Standard Products Div., Ste 
phens-Adamson Mfg. Co. 
Pillow Blocks 
Link-Belt Company. . 
Electric Drill 
Porter-Coble Machine Co. 
Drills 
Chicago-Latrobe . . 
Woodworking Shop 
Albertson & Company 
Lamp 
General Electric Company 
Cut-Off Saw 
Wallace Supplies Manufac 
turing Company 
Hydraulic Press 
‘Owatonna ‘Tool Co.. 
Shaft Collars 
Rockwood Pulley Mfg. Co. 
Pumps 
Bell & Gossett Company. . 
Lock Nut 
Allmetal Screw Products 
Company, Inc 
Scriber 
Wendt-Sonis Company 
Broaches 
National Broach & Machine 
Co. 
Saw Blades 
DeLuxe Saw & Tool Com 
pany, Subsidiary Rockwell 
Manufacturing Co 
Bluing 
Sabre Metal Products, Inc. 
Soldering Iron 
Hexacon Electric Company 
Lubricant 
Destiny Products Company 
Chucks 
The Whiton Machine Co. . 
Appliance Truck 
The Fairbanks Company 
Pocket Level 
Stanley Tools 


HORTON CHUCK 


SHOWS THE WAY IN... 


FP ARIE NN 





F 
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ASK YOUR HORTON 
REPRESENTATIVE 
__ about Our a 
SELECT sheten 
DISTRIBUTOR 
PLAN pe 





Windsor Locks, Conn. 
\ZAN 





8% BIGGER BARREL 


>| l€ Gives Faster, Easier 
More Accurate Measurements 


There's more space between graduations making it 

easier to estimate fractions of thousandths. There are 

longer graduation lines and the rapid reading figures index table, Model No. 48, has been 

marking each thousandth are larger. Non-glare Chrome introduced. 

Clad satin finish on the barrel gives you easy reading (he manufacturer points out that 

even in poor light. Lufkin micrometers are easiest to adjust, all working mechanism is outside the 

too the reading line keeps its original position directly table; adjustments can be made or 

in line of vision and the thimble doesn't cover measure- working parts removed without dis 
turbing the table or disassembling 
tooling. 

New Sizes available from 20-in to 48-in 
diameter, with 6 or more stations, may 
be equipped for either air or hydraulic 

UFKIN operation When equipped for air, 
the table is said to operate on ordi 
nary line pressures from 60 to 175 


BIG BARREL. 
ir-Hvdraulics, Inc., Jackson, Michi 
MICROMETERS *" 


ments on the hub. 


Compressors 


Automatically Unloads 
When Oil Level Is Low 


['wo new compressor models, 255 
t 


he 


and 350, have been announced by 

WITH FRICTION THIMBLE manufacturer 
Model 255 is a single stage duplex 
cvlinder with a 44-in. bore x 34-in. 
stroke. Maximum piston displacement 
is 58 cu. ft. and maximum continuous 





Mechanism built right into the thimble auto- 
matically stops further pressure on the measuring 


faces when correct reading is obtained 


pressure is 100 psi. 
I'he new Model 350 is a two stage 
compressor with a 6-in. & 34-in. bores 
x 34-in. stroke. Maximum piston dis 
placement is 51 cu. ft. Maximum con 
WITH RATCHET CAP tinuous pressure is 200 psi and 350 
psi intermittent 
Both models are said to be equipped 
with new safe-O-lube which, when 


A Lufkin exclusive! With the ratchet completely 
enclosed in the cap you can still take “one 


hand" measurements. 


A Complete New Line 
To Meet The Needs Of Your Customers 


With the new Lufkin Big Barrel Micrometers you can offer a choice of Friction 
Thimble, Ratchet Cap or Direct Feel only. You can sell the exclusive new Lufkin Slip- 
Proof black crackle finish on the frame or Chrome-Clad satin finish. Lock-nuts and 
corbide tipped anvils and spindles are available. 

The new shorter design gives better balance and the extended anvil and tapered 
frame permit measurements in places inaccessible to other micrometers 

Your trade will like the new Lufkin Big Borre!l Micrometers be sure to show 


them on every call. 
seu J/UFA/N TAPES © RULES © # £4PRECISION TOOLS 
THE LUFKIN RULE CO., SAGINAW, MICHIGAN 


314 
132-138 Lafayette St., New York City ° Barrie Ont. 


SOLD ONLY THROUGH DISTRIBUTORS 
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USED MOST COMMONLY 
IN “TAPPED HOLE” 
INSTALLATIONS. WHERE 
APPEARANCE IS IMPORT- 
ANT, BRIGHT FINISH 
CAP SCREWS SHOULD 
BE SPECIFIED. THEY 

ARE MADE OF LOW CARBON STEEL. 

IF HIGH STRENGTH IS THE PRIME 

P REQUIREMENT, THE BLACK- FINISH 

"1035" CAP SCREWS SHOULD BE USED. 

THEY ARE MANUFACTURED FROM HIGH 

CARBON STEEL AND HEAT-TREATED. 

Bee, COMMON HEAD STYLES ARE 

a HEX, FLAT AND FILLISTER. 

3.3 STOCK SIZES RANGE FROM 


Ya" To \/2" LENGTHS FROM % TO 12" 





USED FoR HOLDING PULLEYS 
TO SHAFTS OR HOLDING 
PARTS IN POSITION. THEY 
ARE FURNISHED WITH 
‘ VARIOUS POINT STYLES, THE 
_ MOSTCOMMON BEING THE CuP 
_ POINT. THE SHARP EDGE OF THE 
S CUP POINT SECURELY HOLDS 
ADJUSTABLE ATTACHMENTS TO 
SHAFTS. ALTHOUGH SET SCREWS 
ARE AVAILABLE IN SEVERAL 
HEAD STYLES, THE SQUARE 
HEAD VARIETY 1S MOST COMMONLY 
} BECAUSE NO SPECIAL 
S ARE. NECESSARY. 


MOST COMMONLY USED IN WOOD OR 
CONCRETE. LOADING PLATFORMS, FENCES, 
GATES, BARNS, ETC. ARE SOME OF THE 
TYPICAL CONSTRUCTION USES. BECAUSE THEY 
ARE FURNISHED WITH SQUARE HEADS LIKE 
THE MACHINE BOLT, THEY ARE FREQUENTLY 
CALLED LAG BOLTS. STOCK SIZES RANGE 
FROM '4"To ¥%4" WITH LENGTHS FROM |" 1012", 


TAPPING SCREWS 


THE TAPPING ScR 
TAPERED THR 


- HEADS ARE FURK}) A’, B AND 
CLUTCH OR PHILLIPS REcesses ie moves 
TRUSS FLAT, OVAL OR HEX 

FROM WIRE SIZE DIAMETER “475 
LENGTHS FROM Vi “TO 2". 


SELLING T1Ps Become FAMILIAR @ 
WITH THE DIFFERENT TYPES AND KINDS 
OF SCREWS STOCKED BY YOUR COMPANY 
SO YOU CAN OFFER THE PROPER 
SUBSTITUTION WHEN NECESSARY. 


THIS ADVERTISEMENT IS NO.9 IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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unit is equipped with Loadless Start 


Opie “ eee li. 
SL FF 
UN Tre LF USTRIAL MULL StPeLY CAM YK LUYES 


automatically unloads the com 
sors when lubricating 
Other new features include pres 
ie oil spray to main bearing. 


Quincy Compressor Co., Ourncy, 
x S, 


oil level IS 


Ww 


Multi-Mount 


For Flexible 
Grinding Wheels 


WEINBERG & MCRKEE, Inc. 


600 W. JACKSON BLVD. CHICAGO 6G, ILLINOIS \ new Grind-O-F lex flexible grind 


ing wheel is now available in multipl 
wheel units. 
According to the 
wheels may be 
gether to form a single broad wheel 
without losing any ot the flexing ac 
tion found in the individual wheel. 


3 Good Reasons Why You Should Make 
DAVIS YOUR REGULATOR HEADQUARTERS [= annie nnEnenersnN 


t-in for fixed installations. When at 
tached to a flexible shaft or portable 


. PROVEN QUALITY drill, three to five wheels are recom 
Here is the complete line of | mended by the maker for best results 
precision regulating equipment. 2. COMPLETE LINE Culver City, 
Give your customers the benefit of 
3. PROMPT DELIVERY 


better control and longer service 
life by furnishing them Davis 
equipment. No matter what you 


maker, three o1 


more mounted to 








Merit Products, Inc., 
California 











require in sizes, types or metal 
specifications, Davis can furnish it 

and on good delivery schedule 
Make Davis your headquarters for 
precision regulators and allied 
equipment. 


@ RELIEF VALVES 
© FLOAT BOXES 


© SOLENOID VALVES 

© WON-RETURN VALVES 
© DIAPHRAGM VALVES 

© STOP & CHECK VALVES 


Send for complete catalogs 


© BACK PRESSURE VALVES 
© MOTOR OPERATED VALVES 


4 


PRESSURE 
REGULATORS 
\ 


FLOAT 
VALVES 


and information on Davis ~ 


complete line. 


2544 S. WASHTENAW AVENUE 


140 


CHICAGO, ILLINOIS 
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Polishing Stand 


Holds Optical 
Paper Taut 


new portable polishing stand, said 
\ portable polishing st 

difficulties experienced 
flat any 


to eliminate 


when attaching and holding 





No. 1560 
No. 1575 


Ya", 4", %" 


Advanced Design 
Balanced Power 
Rugged Construction 
A Size for Every Need 
Sioux Dependability 


No Drill is Built to 
Last Longer 


HIGH SPEED 
HOLE SAWS 


Sioux high speed teeth 
hole saws will cut holes 
from ¥%" to 42" diameter 
in any machinable material. 


Round or plate steel, brass, aluminum, bronze, 
wood, even stainless steel may be cut. 

High speed steel teeth welded to chrome 

vanadium body give maximum life and cutting 

ability. Used in electric 

drills, drill press, or lathe, 


SOLD ONLY THROUGH 
AUTHORIZED DISTRIBUTORS 


PORTABLE GRINDERS 


A Dependable, Heavy Duty Tool for 
Grinding, Buffing, Wire Brushing. 
5" and 6" Wheel Diameters. 
Carefully Balanced for Easy 
Handling. 
Sioux Quality Throughout 


WIRE WHEEL 
BRUSHES 


Durably built of special 

brushing wire with wide 

face, even trim, perfect 

balance. Designed for heavy duty cleaning, 
removing, deburring, descaling, roughing, 
buffing, and polishing. 

Torque or saucer shaped brushes are fast 
workers for body repair, removing paint, 
scale or corrosion, cleaning welded joints, etc, 
Used with Sioux flexible shafts or portable. 
tools the broad brushing area cleans large 
areas in less time. 


ELECTRIC DRILLS, SANDERS, POLISHERS, 


ALBERTSON ana CO., ING. Ff ronrasie cnimvens, evecteic nano 


SIOUX CITY, IOWA, U.S.A. F& SAWS, FLEXIBLE SHAFTS. 
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ALIN 


tHe SYandard 
of Companson 


BY WHICH OTHER 
PLIERS ARE JUDGED 


Mathias 
320 BE 


“Since 1857°" Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the mostcomplete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 
Guide today! 


DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
InternationalStand- 
ard Electric Corp., 
New York. 


KLEIN=o 


LMONT 


ha: 


13 


4 


CAGO 18. ill 





optical paper on a metal plate, has 
been announced. 

Designed primarily for polishing 
work pieces prior to inspection during 
surface grinding or lapping operations, 
the new stand is said to eliminate the 
need to check plate for flatness and 
time spent in re-lapping. 

With this polishing stand a com 
plete 50 yd. roll of 12-in wide optical 
paper can be made available for im 
mediate use 

Crane Packing Company, Chicago, 


Illinois 


Drillpoint Grinder 


Accurate Grinding 


Of Crankshaft Points 
\ new crankshaft drilipoint grinder, 
said to provide an accurate method of 
grinding crankshaft points on drills 
ranging from No. | through No. 50, 
A through U, and &-in through 2-in, 
has been introduced 
I'he motorized spindle is precision 
ground with preloaded ball bearings 
and mounts a 6-in grinding wheel at 
one end and a 6-in utility 
wheel at the other. Motor is } HP, 
110V, 60 evele. 3450 RPM. fully 


enclosed Bench space required is 


general 


19 x 12 inches 
Union Twist Drill Company, Athol 
\lass 


Carbide Grinder 


Bench Or Floor 
Pedestal Models 


\ new six-inch heavy-duty carbide 


tool grinder, available in either bench 
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oe 


Power 


ve your sales 


a litt with the 


MORE 
POWER 
PULLER 


In a laboratory test a Model 2-20 More 


Puller 


raised a 


load of 14,100 


pounds, which for its size, its weight and 


its cost is a real demonstration of power. 


Here’s a puller that can help your cus- 
tomers solve a multitude of power puller 
problems, such as moving heavy machin- 
ery and for general maintenance around 
a plant. 
The More Power Puller requires no elec 
trical or fuel connections—is one man op- 
erated—is always ready for immediate use 


Give your sales a lift with this handy, 


flexible and powerful puller 


It comes equipped with 
20, 30 or 40 feet of cable 


List Price $22.75 to 
$33.80 F.0.B. Factory 


Distributor and Dealer Openings 


THE WYETH-SCOTT CO. 


NEWARK, OHIO 








| 


| 





Save TIME and EFFORT 
By Using 


‘SULFLO 


| Other Quality Products 


By 
SULFLO 


NO. 1 CUTTING OIL 
(The preferred oil of 
Master Plumbers and 
Maintenance Men) 


SERVICE ITEMS 


SULFLO BOILER SEAL 


SULFLO FUEL OIL 
TREATMENT 


SULFLO BOILER 
WATER TREATMENT 


THERE’S AN 


PENETRATING OIL 
AND RUST SOLVENT 


Recommended for Use on Rusty or 
Corroded 


TOOLS, BOLTS, NUTS, 
Frozen STUDS, Etc. 


Comes in handy squirt spout pint cans and 
economy gallon cans 


EASIER 


Companion 
Maintenance 
Items 
SULFLO Pipe 
Joint Compounds 
(Regular ond Oil 
Inscluble Types 
SULFLO 
Soldering Fluxes 
(Liquid and 
Paste Types 
Available 
Through Your 
Favorite 
Supply House 


SULFLO, 
INC. 


ELIZABETH 4 
N. J 











68 years of experience in 
building quality motors for all branches of industry. 
le in diversified 
types and sizes for immedi factory or 
warehouse shipment 
speedily produced to§ 
meet specific job requirements. 
promptly 
supply technical data or assistance on 
unusual or difficult applications 
Consolidated catalogs... 
condensed price lists nthly stock lists... 
national direct mail and trade journal adver- 
tising . . . all designed to help you sell. 


For increased sales and profits. . . 


Se 


INTEGRAL AND FRACTIONAL HORSEPOWER MOTORS ARE AVAILABLE IN A WIDE RANGE OF TYPES AND 


MOTORS 


increase your sales and profits 


' 
' 
' 
' 
' 
' 
' 
‘ 
‘ 
' 


@ Quality at the Right Price 
@ Better Profit Margin 

@ Intensive Sales Promotion 
@ National Acceptance 

@ Firm Distributor Support 


Electrical Division of THE SINGER MANUFACTURING COMPANY 
Finderne Plant, SOMERVILLE, N. J. 
Please send me the following bulletins 
New Type “D” Motor Bulletin No. ID-3304 
Consolidated Catalog & Price List No. ID-3310 
en 
Compony_ 
Street 


City 
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| ete tee ee 


SIZES 














“George defies anyone to steal our car. He 


chains it to a lamp post with Campbell Chain!” 


Campbell makes safe, dependable chain to meet 
every requirement. Practically every business 
uses chain... for maintenance... on the pro- 
duction line . . . or on original equipment. You 
can increase your profit-per-call by selling 
CAMPBELL—the chain that’s inspected link-by- 
link to assure long life. Write for your copy of 


our complete catalog. 


CAMPBELL CHAIN Company 


CHAIN 


Main Office, York, Pa. + West Burlington, lowa 


Portland, Oregon + Sacramento, California 
Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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model or with floor pedestal has been 
introduced. 

The 3? hp, 3600 rpm motor is 
available for either single-phase or 
three-phase current. The equipment 
includes forward-off-reverse control 
switch and steel wheel guards adjust- 
able for wear. Heavy work tables, on 
each side, measure 10-in by 7-in, and 
are adjustable 10 degrees above to 20 
degrees below horizontal axis. 

The machine is suitable for either 
grinding wheels or diamond wheels. 

The Standard Electrical Too] Com- 
pany, Cincinnati, Ohio 


Drill Dispenser 


Inventory Container 
Frees Crib Space 


A new drill cabinet-—recommended 
for industrial use because all popular 
sizes of fraction drills can be compactly 
arranged together, freeing crib space 
for other items—has been announced. 

A drill gage plate is furnished with 
each cabinet. There is said to be 
ample room in the back for surplus 
drills. Pockets fit standard jobber 
length drills and machinist length 
drills. 

The Hayden Twist Drill Co., De- 
troit, Michigan 


Double Hac-Saw 


Holds 2 Blades, 
Fine and Coarse 


Known as the “Double Hac-Saw’”, 
a new tool has been introduced featur 
ing a frame that mounts two 12-in. 
blades. One blade is fine tooth, the 
other coarse, and each blade is said to 
cut a full 5-in. diameter. 

According to the manufacturer, a 
single turnbuckle tightens both blades 


7 


= 


os i 





HOW TO LAND 
CUSTOMERS 


Use the ‘yellow pages’ of 


telephone directories — 
a sure way to reach new 
buyers of industrial 


products and equipment 

















ea, 


y ‘% For further information call the Classified Directory 
\o / Representative at your local telephone business office. 
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at the same time, and an important 
feature is the much higher blade ten 
sion without bending or buckling 

Ihe high blade tension is said 


, , 
increase Cutting speed and accura 





t 
t 


and reduce blade breakage 

Each saw comes in a_ full-color 
jacket, the front and back of which 
carry key selling points in bold type 


SERIES 50 SOCKET WRENCHES ' 
ind diagram. Wire easels for standup 


Formerly Stee! Socket Bridge and Red Socket 
Wrenches 


\3 
Drier Brothers, Inc., Chicago, Illi 


SERIES 40 GEAR WRENCHES 


Formerly “Red Face’ Bridge Builders’ Wrenches 


display are also furnished 


Extra sturdy handles of high 
tensile alloy castings. Lowell 
Wrenches give strongest pos- 
sible strain because pawls are 
cut from steel, are specially 
heat-treated and have great 
crushing action. All sizes from 
6” in length on up. 


SERIES 20 WRENCHES 


Formerly 1916 Pattern 








Send today for Catalog No. GOA and Distributor Discount 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 


Tool Stand 


Mounted On 
Swivel Casters 
Q wive a r 


\ new mobile tool stand, an addi 
PORTABLE tion to the company’s Hallowell Carry 
POWER SAW lool line, has been introduced 

Made of heavy gage steel and 
mounted on 24-in swivel casters, th« 
new stand has a cabinet and two draw 

Mm ers, and the top is a recessed tra‘ 
THE TOOL ; : Known as model 426, the stand has 
’ ‘Bes the same overall dimensions as_ the 
RE “ maker’s other two models, Nos. 422 
and 424—18 by 24 by 354 in in 


YOU CAN SELL . | night 


Standard Pressed Steel Co., 


is 
AND BUILD town, Pa 
TO ALL REPEAT SALES ON 


INDUSTRIES | power mPa |) on 


Flatback 
The Key-Hak SELLS FAST because it cuts wood, wm er. 
A new low-tack, flatback masking 


cuts metal, cuts costs on all types of installation i 
ond maintenance work. Cuts steel plate, transite, RP tape for use in specialized operations 
pipe, corrugated metals, all kinds of building mate- : - } het d D ated 
rials, etc. Con't be beat for heavy duty cutting jobs, Especially designed for use With and on jobs that demand exception 
in Ye" and heavier steel and other alloys—even Key Hak Power Sew lly easy removal, has been developed 
stainless steel! Here is a tool that makes ALL sas & every — Hee iow you Permacel 721 is claimed to be ideal 
. " sell, ere ore continuin sotes 
industry your ready customer. Key-Hok fits any PAD Power Saw Blades.” There ‘is for: stenciling; drafting tape; protec 
heavy-duty 4" electric or air drill with chuck @ PAD High Speed Blade for every tive co\ for polished metal: clot] 
speeds of 2000 to 3000 R.P.M cutting purpose, especially designed ee a a 
The fabricators and apparel manufacturers 





for use with the Key-Hok 


KEY-HAK DIVISION combination of the Key-Hak Porta- ’ 
ble Power Saw plus PAD Blades is to hold pleats temporarily; and mask 


PRODUCERS & DISTRIBUTORS Inc. |  SccReui*Sis.cguisct et fe ing over gold leaf. 
714 South Sixth St Allentown, Pa. a J Macy , ‘i Corporation, New 














INDUSTRIAL DISTRIBUTION © JUNE, 1954 








TO INCREASE YOUR SALES OF 
ROLLER CHAIN AND SPROCKET DRIVES 











DIAMOND 
Packaged Stocks 
Now Available 


Labeled and Packaged 
10’ Lengths of Chain. 
Reels for 50’ and over. 


and Packaged 
Links 


wy 
vs <—s ae? 
comnts nam 


“pIAMON? 


FINISHED-BORE AND TAPER-LOCK TYPES 


Packaged Roller Chains and great assortment of Sprockets 
carried in stock simplify selection and hasten installation. 
Diamond Finished-Bore Sprockets are available complete with 
setscrews and keyways, eliminate reworking. Taper-Lock 
Sprockets have replaceable bushings to fit wide range of shaft 
sizes. Minimum bore stock sprockets continue to be available 
in all pitches and ranges of teeth—Types A, B, and C, 
New Catalog 754 has latest complete data. A copy is yours por tr 
for the asking. meet wide range of bores 


Diamond Chain industrial advertising directs prospects to distributors. 


DIAMOND CHAIN COMPANY, Inc. Finished-Bore Sprockets 


. : a complete with keyways 
Where High Quality Is Traditional ant a 


Dept. 480, 402 Kentucky Ave., Indianapolis 7, Indiana 
; 7 
DIAMOND | 
OLLER 


Write for latest 
tHAINS Diamond Catalog 754 
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HOT FORGED from solid, 
pe mee ere steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 


Standard & Double) 
Extra Heavy 
UNIONS 

Available with 

screwed or socket 

weld ends. 3000- 

Ib. sizes Ye” to 3”; 

6000-lb. sizes YQ” 

- 7. ) 


ORIFICE 
\ 


UNIONS 
With screwed or 
(MALE & FEMALE 
UNIONS 


socket weld ends. 
3000-Ib. and 6000- 
With steel-to-steel, 
bronze-to-steel, stain- 


Ib. service. 
less steel-to-steel or 
Orifice seats. 3000-lb. 


service only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 8000-Ib. 


\ service. 


WRITE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 
































~ 
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Spindles—Grinders 


All Rotating Parts 


Dynamically Balanced 

\ redesigned line of motorized 

spindles and vertical spindle grinders 
has been announced 

Precision bearings, special design of 


motor, all rotating parts dynamically 


balanced. are some of the features 
claimed by the manufacture 
available with crank 


micromete! 


Ihe feeds are 
handle or hand 
dial, with graduated swivel either on 


wheel, 


related to feeds, 


issembly. De 


motor mounting as 
or for swiveling entire 
sign permits mounting m any posi 
tion 
Onc 
optional use of wheels clamped be 
tween wheel flanges, or with backing 
plate for using Type 2 cylinder type 
of plate-mounted cup grinding wheels 
Standard 


vertical spindle grinders are 


feature of the new design is 


motorized spindles and 
built in 
sizes ranging from 4 to 25 hp 

I'he Standard Electrical Too] Com 


pany, Cincinnati, Ohio 














Nose Prongs 


Replaceable On 
Maker’s Drum Truck 


According to an announcement 
from the maker, their Drum-King 
truck is now equipped with replace 
able nose prongs. 

‘his feature is said to permit sim 
ple and inexpensive replacement of 
the parts most subject to wear. 

I'he American Pulley Company, 
Philadelphia, Pa. 
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Live Center 
To Meet 
Close Tolerances 


A new live center, the “Universal”, 
with eccentricity tolerance limited to 
plus or minus .0001-in through the 
use of twin, precision-type roller bear 
ings preloaded after assembly, has 
been announced. 

Housing and all working parts are 
hardened and ground to provide extra 
durability. The new center is available 
with Morse tapers from two to five for 
rotating speeds from 50-2000 rpm and 
maximum loads to 5200 pounds 

Ideal Industries, Inc., Sycamore, II] 


oO 


Sprockets 


Three Larger Pitches 
Added To Taper-Lock Line 


Roller chain sprockets in both singk 
and double hub types are now avail 
able in an expanded line of stock sizes 
for No. 120 (14-in. pitch), No. 140 
(1j-in. pitch), and No. 160 (2-in. 
pitch) chain, according to an an 
nouncement from the manufacturer. 

All stock Taper-Lock sprockets in 
the new sizes up to 26 teeth are ap 
proximately 0.40 carbon steel and can 
be flame hardened to order. Only five 
bushings are said to be required to fit 
the newly expanded line. 

Morse Chain Company, 
Michigan 


Detroit, 


Pipe Cutter 


Capacity 
Ye to 2-in Pipe 


A new heavy duty pipe cutter, said 
to produce clean smooth cut offs with 





IS LOOKING FOR 
AGGRESSIVE 
DISTRIBUTORS 


here is 
what we 
offer 





) SIZES OF RANDALL SOLII 
UL), 10) 1491.10), PaaS 








PILLOW BLOCKS ® BRONZE BARS * BRONZE BUSHINGS © GRAPHITED BUSHINGS © SHEET LUBRICATORS © SAFETY COLLARS © BALL ASSEMBLIES 


day for details on how to become a Randall distributor! 


RANDALL GRAPHITE BEARINGS INC., 1009 S. GREENLAWN AVE., LIMA, OHIO 
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a capacity ot §-in. to 2-in. pipe, has 
been announced. 


t t , | | Of the wheel and roller type, the 
new pipe cutter is said to have the 
following features: hooks on_ pipe 


easily, tracks perfectly, malleable 
frame is formed to fit hand and is 


4) vier warp-proof, high alloy steel cutter 
wheels leave practically no burt 


Rollers in the hook provide a squar¢ 





e mos 


base when starting the tool on pipe 


nder | loledo Pipe Threading Machine 
ayo oa Co., Toledo, Ohio 


| 
| 
MODEL 400 > ; | 
Mity-Midget , 


Gearmotor 


For Cotton 


MODEL 500 
Card Machines 


Electric 


A new gearmotor drive for cotton 
card machines, said to mount directly 
on the card shaft and eliminate line 
shafts and belting, has been an 
nounced 

\ torque arm anchors the unit to 
the card frame, and prevents the gear 
motor from turning. The whole as 
sembly requires approximately — the 
same aisle space normally required for 

MODEL 600 a belt pulley. 

\ double-reduction set of helical 
gears is said to reduce motor speed 
to proper card-operating speed. The 


, 4 ‘ 14 hp high-torque motor is totalh 
SU Nationas Complete Line enclosed and non-ventilated 
Westinghouse Electric Corporation 
Gearing Division, Pittsburgh, Pa 
National has a complete line of portable 
sanders . . . air or electric driven with 
either straight-line or orbital action. Thou- Metal Spray Unit 
‘ sands of these machines are now being used Applies Hardfacing 
se oe . im manufacturing and maintenance work. Coatings In Powder Form 


TIONAL . 
a _ They have a proven record of reliable and 
ne) r 4 7 \ new metal spray unit for applying 
| efficient service, long life, ease of operation, hardfacing coatings in powder form 
| and for giving the sanded surface in has been announced 

a giving best 


‘ , S The unit, called tl Model (¢ 

- shortest possible time. ‘how you can Sisewechien, is said to bx slepted to 

Ae eee i fit into National’s distribution system ...in | the application of the maker’s nickel 

- .—™ pro fita manner : cou rse ite toda base wear and corrosion resistant hard 

Sia bie » OF Write SOF. : facing allovs to steel, stainless steel 

os [ we, * tales 7 es w.2 ind some cast iron and copper alloy 
parts by the Sprayweld process 

Design features claimed by _ the 

i P-Wale). FN tee \ i ay 0 18) 4 ee Len 201. G20 SSR ker for the new unit include: pistol 


has a gas mixing design for maximum 


a & 
4 J ene a x 
ay Po Se 6S ee 
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All Dressed Up in NEW cartons 


Ohio Brass valves now are going to your customers in new 
cartons. The new design has simple, modern lines with lots 
of space on the end for product identification. We have re- 
tained the bright orange color which identifies Ohio Brass in 
the minds of users of quality valves. 

We know from many years of experience and comments 
by customers end distributors that people appreciate receiv- 
ing valves in individual cartons. They keep them factory- 
fresh and ready to go to work—the way quality products 
should be delivered. 


BRONZE GLOBES > GATES 7 ANGLES CHECKS @ FOR INDUSTRIAL SERVICE 
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Are you getting maximum profits from your socket screw business? 

Socket screws are a virtual gold mine! Use of these fasteners is now 20 
times greater than 20 years ago . . . and there is no ceiling in sight! With 
today’s machinery and equipment required to operate faster and longer 
under heavier work loads, alloy steel screws are indispensable fasteners. 

An increasing number of alert distributors are capitalizing on the profit 
potential of socket screws with the Mac-it line. Mac-it offers distributors 
important competitive advantages: 


@ Mac-it has a complete line of alloy steel screws—not just a few big 
volume items. This means distributors can go after more sales, 


secure more accounts. Yet, with Mac-it’s fast delivery, inventories 


can be moderate. 

@ Specials are a specialty with Mac-it . whose engineering and 
production are geared to solve tough fastener problems. This means 
better service for customers and more sales from them. 


Y Mac-it’s energetic promotional program gives real assistance to dis- 
tributors. Sales aids, product literature, publication advertising—all 
are part of Mac-it’s “distributor-profit” program. 

They add up to more socket screw sales with Mac-it—“‘your key to 
better profits”. 


Mac-it distributorships are available in 
several marketing areas. You are in- 
vited to write for complete information. 
Also, send for new Mac-it Catalog. 


ane AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 


mac-it screw department 


STRONG, CARLISLE & HAMMOND COMPANY 


1392 WEST 3RD STREET CLEVELAND 3, OHIO 
Manufactured by Mac-it tects Co., Lancaster, Penua. 
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safety and easier flame control; finned 
brass head provides increased cooling 
capacity; torch tip and cap redesigned 
for positive seatings of tip on the head; 
new valves give accurate flame adjust 
ment; powder feed tube in carburetor 
base changed to one-piece machined 
brass tube. 

Wall Colmonoy Corporation, De- 
troit, Michigan 








Screw Drivers 


Tempered Blades Forged 
Chrome-Vanadium Steel 


\ new complete line of screw 
drivers for all types of industrial ap- 
plications has been announced. 

According to the manufacturer, 
blades, forged from chrome-vanadium 
steel, are tempered by a special pyrom 
eter controlled process to withstand 
rough treatment. Tips are said to be 
precision cross ground giving accurate 
gage to fit screw slots, and assure 
faster work. 

Handles are said to be Tennite No. 

plastic, hammer-proof, shockproof, 
not affected by oil, acid, gas or water 
Knurled design is said to fit the hand 
and not slip when moist or greasy. 

Blackhawk Mfg. Co., Milwaukee, 
Wis. 
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TOP QUALITY 
C-O-TWO FIRE "ec 


once ° 


——SS 
a. - Tt | 


aA 
= 


> 
j 
| | 
| 
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DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative . . . discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place . . . one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bar handle provide easy inverting. 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Built-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Built-in Smoke and Heat Fire Detecting Systems 


— 0! LD’ 


CARBON DIOXIDE TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas... 
smothers fire in seconds, leaves no after fire mess ... highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting . . . just squeeze lever to open 

. release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound ... blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 
on these top quality, “stay sold” fire extinguishers . . . it will be worth your while 
to get all the facts. 


C-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 
Sales and Service in the Principal Cities of United States and Canada 
AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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Whee ditliibulor who 
stocks the jettttef J 
ynaked The sale! 











suit : Leak Detector 


2. Self-Priming Centrifugal pumps. Detects Gas, Oils, 


1. Fig. 3642—“*Close-cupld” cen- ‘6 n - - , ‘ 
trifugal pump copecially designed Close-cupld and flexible coupling. Air And Chemicals 
. te, : —w Open and enclosed impellers. For 
for air conditioning service. This - ~ ,#. - AA 
suction lifts up to 25 ft. Capacities A new liquid known as “Leak-Tec”’ 


new pump saves space, slashes in- 20 GC ‘ a5 £ 
sediedlanond aliiones costs to 120 G. P. M. Heads to 135 ft. | | | | | f | t 
. . . « - y 
Write for Bulletin 636.1. las been developed for detecting mi 


Sizes 4 to 144 H. P. Capacities to k 
aks of gas, ¢ x‘ an 
110 G. P. M. Heads to 120 ft. nute lea “oo hemicals, oils and 


Write for Bulletin 624.A3. ur 





According to the maker the new 
product will detect leaks by squirting 
it from a specially designed plastic 


« “. 

bottle on the surfaces of the artick 

or location being tested 
Recommended for maintenance and 
. inspection uses, the new product is 
said to be non-explosive, non-inflam 

4. Fig. 3631—**¢ lose-cupld mable, and non-injurious. 

horizontal cellar drainer. ; a 

American Gas €* Chemicals, Inc., 


- : Nothing in sump but suc- : 
3. Fig. 3769—Single stage, enclosed tion pipe and weights— New York, N. Y 
impeller centrifugal pump. Ideally pump not in pit. Positive 
suited for irrigation, general water self - priming. For sump 
supply, circulation, air condition- depths of 2 and 5 ft. Capac- 


ing. Capacities to 1800G.P.M. Heads ities to 2400 G. P. M. Heads | 
to 120 ft. Write for Bulletin 622. ag ow Write for Cellar Check Valves 
Drainer Catalog Sheet. Free-Flow, 


High Pressure 


in. 1749— 
= wie- 1742 ; I'wo new series of hydraulic check 
and operatec ’ 
arent sem You can get the facts on these valves have been added to the maker’s 
7 pou and other fast-selling Goulds ] 
for intermit- > , ic 
Pumps by contacting your 
' tent use. Ca- : . ; According to the company the new 
sacity 10 G. P nearest Goulds office or by 5 
Cr en P writing Goulds Pumps, Inc., | high-pressure free-flow valves can be 
M. Write for Seneca Falls, N. Y. used on all hydraulic systems operating 
Y Bulletin 641. at pressures to 3000 psi. 
The new valves, which may be 


' at mounted in any position, are said to be 
Remember! The distributor who can deliver makes the sale. designed for fast opening and delivery 
of full line capacity with minimum 
pressure drop, and withstand the 
mechanical shock of continuous ac 
tion of the poppet against the valve 














MEMBER 
scat 
I'he new series have been designated 
CIS and CIT. 
I'he Parker Appliance Company, 
Cleveland, Ohio 
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easy on the eye... 


ATLAS’ new two piece telescopic box is designed ea 


ROUND HEAD STEEL 


with 0 i 
Y “@ in mind, MACHINE SCREWS 


— vision labels that are colorful and clear appea 
n . . ‘ 
ann ed This attractive package saci 
es both stocking and handlin i 

, g. This is just one of th 
many “something extra” services that ATLAS offers om 


Iminediate Delivery 
SCREW 
LESS STEEL 
STEEL BRASS MACHINE 
PRODUCTS 


ALSO A COMPLETE LINE OF 
and 


SOCKET SET and CAP SCREWS - PHILLIPS RECESSED HEAD SCREWS 
METAL 


SPANNER-HEAD td cra mPINGS 


are also available for prompt shipment 


Complete Stock for 
ALUMINUM - STAIN 


STEEL GAUGE 
DIAMETER AND 


LENGTH OF wooD AND MA- 
CHINE SCREWS. SEND YOUR 
REQUEST TO DEPT. A 


ATLAS 


SCREW & SPECIALTY i o 


450 BROOME STREET 


NEW YORK 13, N.Y. 


A STAINLESS 
TO MEASURE 
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Conveyor Carrier 


Jig-Welded Steel Frame, 
Interchangeable Rolls 


SP-745 belt convevor carriers re- 
cently introduced are said to feature 


Advanced features abound in these ruggedly built, smartly four inch diameter rollers with spun 


styled new Equipto MODERN-FLOW Lockers. Sliding 
channel construction saves 83% of assembly time .. . 
eliminates need for nuts, bolts, or tools. Pilfer-proof 
design protects valuables. Gate-type, 4-point latch 
operates at finger touch . . . accommodates padlock, 
keyed lock, or combination lock. 

And the gracefully rolled edges, recessed latches and 
louvres, handsome baked enamel finish, and complete 
absence of nuts, boles, or protruding hinges give 
MODERN-FLOW Lockers a clean, luxurious “look” that 
would flatter any interior. Available in single and 
double tier types in all standard sizes. You can line 
them up side-by-side or back-to-back in any combinations 
desired. Standard colors and accessories. 

See these handsome lockers at your Equipto distributor 
today or write us for fully illustrated literature 


DIVISION OF 


ends that turn on precision ball bear 
ings. 

Other features cited by the maker 
include: frames of jig-welded steel con 
struction; bracket and base designed 
to prevent build up of dust and dirt; 
rolls interchangeable without tools; 
extended lubrication kit for lubrica 
tion from one side of carrier. 

The new carrier is available in stock 
sizes from 18, 24, 30 and 36-in. belts 

Standard Products Division, Steph 
ens-Adamson Mfg. Co., Aurora, IIli 


AURORA EQUIPMENT COMPANY nos 


825 Prairie Avenue, Avrora, til Steel Shelving . . . Parts Bins Drower Units 


Here is the NEW 


<> CLEVIS 
GRAB HOOK 


Removable Pin —> 
is easy to attach 


SAVES TIME 
ipplications where speeds are rela 


Available in 
six sizes | tively low and loads are light, have 
”“ mu u“ been announced. 
1/4 on 5/16" 3/8" Series JPS pillow blocks are avail 
7/16 1/2 5/8 | able for shafts from % to 1}-in. in 


: diameter. The manufacturer points 
Ideal for Farm and Industrial Trade 


out they are easily installed by slip 

ping the inner ring onto a shaft and 
The Diamond Clevis Grab Hook is ideal for use with chain or wire rope. The locking it into position Slotted bolt 
removable pin makes it easy to attach the hook in any position to any link on holes permit easy lateral adjustment 
the chain or to wire rope for making slings. Drop forged from selected analysis \ synthetic rubber lip type seal 
steel and heat treated for great strength. provides maximum sealing efficiency 
to retain the lubricant and exclude 


DIAMOND CALK HORSESHOE CO. | dirt. Bearings are said to be lubri 
| cated for life. 


4600 GRAND AVENUE DULUTH, MINNESOTA Link-Belt Company, Chicago, II] 





Pillow Blocks 


Low Speeds, 
Light Loads 


New ball bearing pillow blocks with 
pressed steel housings, designed for 
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3/16 HEAVY DUTY DRILLING 
1/4” LIGHT DUTY DRILLING 








NEARLY 1/4 H.P.... STALLPROOF 
USES 38% LESS AIR 
WEIGHS LESS THAN 11% LBS. 











Highest precision construction 
makes this drill revolutionary! 


Write ARO or see your ARO distributor. 


THE ARO EQUIPMENT CORP., BRYAN, CHIO 
Offices in All Principal Cities 
in Conada—Aro Equipment of Canada, Ltd, Toronto, Ont 


AIR TOOLS 


Also... AIR HOISTS ... LUBE EQUIPMENT 
AIRCRAFT PRODUCTS . . . GREASE FITTINGS 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. ..and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
“The right tool for 
every metal working job!” It includes milling 
three different tool bit 
cutoff blades . . . key- 
seat cutters... “M-40-U” Alloy 
Center that outlasts high-speed steel and other 


Gorham line that gives you 


cutters and end mills... 
grades ... Slitting saws... 


and the famous 


alloy centers, lasts as long as carbide, and costs 


less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
. Gorham’s reputation for high 
and an extensive ad- 


cutting tools. . 
quality and fair dealing .. . 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


. 


é 


_ Gorkane TOOL COMPANY 








7 “EVERYTHING IN STANDARD AND SPECIAL CUTTING a 
DETROIT 3, MICHIGAN 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 


14400 WOODROW WILSON . 
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Electric Drill 


Three-Ampere Motor, 
Aluminum Housing 


A new Model 515 heavy-duty }-in. 


clectnec drill, featuring a three-ampere 
motor under a die-cast aluminum 
housing, has been announced. 

l’eatures claimed by the maker in 
clude: compound reduction gears; six 
precision ball bearings; weight 33 lbs.; 
compact frame 9j-in. long, 2-in. 
wide and 64-in. high with a spindle 
offset of g-in.; full-hand pistol grip; 
trigger switch and push button lock; 
brush holders accessible for quick 
change; large fan; standard equipment 
includes gear type chuck, key, key 
holder, and 7-ft. electric cord; rated 
bit capacity 4-in. in steel and 4-in. ir. 
wood. 

A special vertical drill stand, Mode) 
5009, has been designed to convert 
the 4-in. drill into a drill press. 

Porter-Cable Machine Company, 
Syracuse, N. Y. 


Drills 


To Produce Holes 
In Hardened Steel 


High speed steel bodies with a 
heavy duty carbide tipped point are 
features of new Harduty drills recently 
introduced. 


According they are 


to the maker, 





You can say that again! 


DOUGLAS AIRCRAFT COMPANY, TULSA, SOLVES DIFFICULT 
MATERIALS HANDLING PROBLEM FOR INSTRUMENTS 


iS 


“One FACT is worth 
a thousand guesses” 


When jobs and profits are at stake— 
it pays to know the right answer 
Your customer, in charge of mate- 
rials-handling, may have a problem 
that can’t wait on experiments. Your 
monthly series of Faultless Facts 
shows how tough problems were 
handled in a wide variety of indus- 
tries from greenhouses to tractors 
And from these reports based on 
facts—you can call and recommend 
the right caster for a specific job. 
That’s the kind of “know-how” and 
sales service that brings you the 
profitable repeat business you like 
Only Faultless gives you that kind 
of helpful service. 


Two swivel and two rigid Fauitless Spring 
Action Casters with puncture-proof, pnev- 
matic wheels permit a jolt-free ride for 
delicate testing units like this one. Easily 
moved and swiveled, this “Flowrator™ is 
taken over rough areas, with $H332-12x3 
(swivel) and $H732-12x3 (rigid) shock ab- 
sorbing casters smoothing the ride. 





Douglas Tool Engineers designed 
the Flowrator, mobile test unit, 
mounted on Faultless Double 
Action Spring Casters. Sensitive 
test equipment thus is moved 
speedily and safely over uneven 
floor areas—inside and out-of- 
doors. Production costs are cut at 
testing locations because readjust- 
ment of the gauges is unnecessary. 
Equipment arrives ready for imme- 
diate use. To get the complete story 
simply call your local Faultless 
Caster Distributor listed in your 
phone directory, or write us today. 


WOE L Tit IG 
PAULL 5° 


4 Pages of ‘‘FACTS’’ 
for you every month 


FAULTLESS 
ALL-STEEL 
TRUCK LOCK 


The FTL is 
locked and re- 
leased by step- 
ping down on 
the seporote 
pedals. 


Series SH300 Casters 
obsorb impact 
shocks through use 
of large durable 
springs under con- 
stant compression. 
Spring assembly is 
an_ interchangeable 
member. Load rides 
at constant level. 


The problem of safely 
holding heavy Douglas 
engine dollies securely in 
place during work is posi- 
tively accomplished with 
Faultiess All-Steel Floor 


Each month the solution to a real Truck Locks. The steel broke 


materials handling problem is fully 
presented in a handy size foider 
Free copies are sent to every impor 


Standard, inter- 
changeable wheels. 
Double ball bearing 
swivel construction. 


disc has o universal joint to 
assure a firm, fiat contact 
even when floor surface is 


not level. 


tant industrial concern in your terri- 68 

tory. It is a valuable sales tool for jut yj. 

hundreds of distributors’ salesmen FAULTLESS a , Senvenanay WME 
Pranches in Atlonte, cuidate die eng" 


It's part of the Faultless Selective He T0d 
High Point, Houston, Se aN 


Sales Plan. 
To get the complete story, write 

today for your 1954 Faultless ain J06? 

Franchise. a 
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WOPDOP somaonees 


help you profit from the big 
swing to aluminum indus- 
trial ladders and staging! 


Easier to sell because they're 
built of tough, tempered 
aircraft quality aluminum, 
Werner Alumiladders are 
half the weight of wood ... 
so light they can be handled 
easily by only one man! Yet 
so strong they'll stand up 
for years in even toughest 
service! Werner Alumi- 
ladders won't crack or rust. 
Non-sparking. Can be steri- 
lized for use in food plants. 
Realistic prices... value 
you'll proudly recommend 
to your customers! And 
i} each sale gives you three 
| times the profit! Complete 
“Wi line of single ladders, ex- 
“tensions, platform ladders 
and stepladders Write to- 
day for catalog and full 
information 


¥ Extra strength at point of 


prectest stress is goined by 
potented Werner reinforced 
ble-swaged rung con- 
Exceeds 4600 iach 

torque test. Here's real 

h plus dependability! 





WERNER ALUMINUM SWING STAGE 


R. D. WERNER CO., INC., Dept. 127 
Sales Office: 295 Fifth Ave., New York 16, N.Y. 





designed to drill accurate holes in 
hardened die steel heat treated to 
Rockwell C-40 to C-65. The drills are 
said to produce holes in hardened stcel 
with good surface finish and without 
annealing the walls or surrounding sur 
face of the hole. 

Harduty drills are available as regu 
lars in the size range from ‘Ye-in. 
through 3-in. in increments of s»-in 
diameter, and also in sets, packaged in 
wooden boxes 

Chicago-Latrobe, Chicago, III 


- 


as 


aS 


Pp 


a 
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Woodworking Sho, 


Portable Electric Tools 
And Stationary Power 


\ new woodworking shop has been 
introduced which consists of the fol- 
lowing: Sioux 64-in. portable electric 
hand saw which, in its all-steel saw 
table, becomes a tilting arbor bench 
saw with mitre gage, rip guide and 
slitter. 

A 4-in. electric drill may be com 
bined with the steel table and drum 
sander kit to become a stationary 
drum sander. The third electric power! 
tool is the maker’s orbital action flat 
sanding wood, rust from 
normally done 


sander for 
metal, or any 
by hand. 
lhe complete set, RC-060, also in 
cludes 7 drill bits to }-in. 
Albertson & Company, Sioux City, 


lowa 


surface 


Lamp 


Rapid-start Design 
Fluorescent Type 


\ new fluorescent type lamp, said 
to feature rapid-start design to per 
mit use of higher current with mini- 
mum increase of ballast size and wat 
tage loss, has been developed. 

The new lamp is said to offer fun 
damental advantages for interior in 
dustrial lighting when used in well- 
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SAFETY 
HOPPER 
CAR WRENCHES 


(Reversible Ratchet) 
Handle is 3 ft. Long 


Weighs Approx. 26 Ibs. 


Its great strength makes the Swaco 
asafe wrench. Made of high tensile 
alloy castings, it is designed espe- 
cially for opening drop-bottom cars 
in a hurry. 
Ask your distributor about this 
SWACO Car Wrench. 


Or write for complete information. 


Lowell Wrench Co. 


WORCESTER, MASS. 











TELL YOUR CUSTOMERS about this ideal 
filing system for their drills! No more rum- 
maging around in dark drawers and boxes. 
Indexes are made in 17 sizes to hold one- 
of-a-size of fractional, number, letter, met- 
ric, stub or taper shank drills. (Drills not 
furnished). Made of 
steel, hammerlin en- 
ameled. The conven- 
ience and attractive 
prices make them sell 

on sight. Remember 
“Huot rhymes with Do-it”. 


Write for catalog pages 


551 No. Wheeler St 
. . St. Paul 4, Minn. 





All Raybestos-Manhattan 


Distributors and their Customers 


Benefit from R/M’s ... 


STRATEGIC WAREHOUSING AND 
DEPENDABLE DELIVERY 


Warehouses, well stocked with R/M Rubber Hose, V-Belts, 
Flat Belts and Conveyor Belts, are located in principal in- 
dustrial centers to insure quick delivery to R/M Distributors. 
But Raybestos-Manhattan makes it a policy to go beyond 
just “strategic warehousing”. When emergencies arise, 
everything possible is done at the factories to set up emer- 
gency production schedules and rush shipments. This spirit 
_ of cooperation enables R/M Distributors to earn long-range 
A Business Relationship that “Wears Well” ° . . ’ 
business from customers who appreciate service. It’s a com- 
bination hard to beat . . . full lines of industrial rubber 
products with exclusive R/M engineered advantages, backed 
by dependable delivery and service. 
R/M always welcomes the opportunity to discuss other 
benefits that will bring distributors more sales from every 
dollar of selling effort . . . and to their customers, “More 
Strategic Warehousing, Dependable Delivery Use per Dollar” from R/M Industrial Rubber Products. 


MANHATTAN RUBBER I ISION SSAIC NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


GHA oer tk 


Flat Belts V-Belts Conveyor Belts Air, Water, Steom Hose Oil, Suction Hose Industrial Fire Hose 











Other R/M products include: Industrial Rubber * Fan Belts * Radiator Hose * Brake Linings * Brake Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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Lal 
HARGRAVE 


The Cincinnati Tool Co. 


4032 Montgomery Rd., Cincinnati 12, 0. 


Ask your supplier for a copy of the complete Har 
grave Catalog on Tested Tools 


Time 
Saving 


Tools 


HARGRAVE 
Quick Clamps 


Pressure tip 
slides to work 
being held 


Another 
HARGRAVE 
Sales Help— 
A 

complete line 
for every 
need in 
industry. 


Another 
HARGRAVE 


of conventional “’C’’ clamps 
Faster—can be applied Quickly, Sales Help— 
released quickly Sales 
‘a meetings 
Rigid —no side twisting for your 
= Sales 
Positive—clutches insure posi- personnel 
tive locking 


For many industrial applications, 
these clamps will take the place 


Another 
HARGRAVE 
Sales Help— 
Easy to use 
Catalogs, 
Bulletins, 
etc., plus 
nationally 
known name. 


Hargrave Clamps, Punches, Chisels, Masonry 
Drills are stocked and distributed by your 
Local Industrial Supply Distributor 
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Another | 
HARGRAVE 
Sales 
Message— 
to your 
Customers 
in User 
Magazines 
Another 
HARGRAVE 
Sales Help— 
To 
assure you 
| dependable, 
profitable 
repeat Sales. 


ventilated fixtures. High light output 
is said to contribute to reduction of 
initial and maintenance costs. For 
exterior lighting it is claimed to offer 
good maintenance of light output dur 
ing cold weather. 

Ihe new lamp will be introduced 
in the 96-in nominal length, T-i2 
diameter. A 72-in nominal length will 
follow. A new lamp base incorporates 
two recessed contacts in a single ele- 
ment which is said to provide con- 
venient push-pull insertion without 
sacrificing safety. 

General Electric Company, Lamp 
Division, Cleveland, Ohio 


Cut-Off Saw 


Cuts Tubular Sections 
Up To 4'%-in. O. D. 


\ new abrasive cut-off saw, said to 
permit practically burr free cuts of 
tubular sections up to 44-in. O.D. or 
equivalent relieved shapes—solids up 
to 3-in. diameter, has been introduced. 

(he new unit is powered by a 74 
hp motor, with interchangeable 
V-belt pulleys to drive a 16-in. cutting 
wheel. The wheel is said to be quickly 
changeable in its swinging type guard. 
\ chip and dust deflector on table 
plate affords operator protection 

\ tubular steel frame anchors the 
unit to the floor, and the motor, drive 
ind cutting wheel are __ balance 
mounted on shielded ball bearing 
pivot unit. Optional equipment, de 
pending on production requirements, 
is available with the new unit 

Wallace Supplies Manufacturing 
Company, Chicago, II] 


Hydraulic Press 
100 Ton 
Capacity 


\ new 100 ton hydraulic forging 
which utilizes the maker 





.. ae SBFE Ghee 


Constantly higher grinding wheel safety factors have developed from BAY STATE'S 
32 years of grinding wheel progress. 


Pioneers in the field of scientific grinding wheel reinforcement, BAY STATE 
research found the secrets of adding functional strength to the natural 
sharpness of abrasive products. 


To rigid wheels, for example, BAY STATE adds the tensile strength of steel, 
imbedded or tension-wound as safety demands. To wheels that must flex and “give” 
to do their work, BAY STATE builds in the resilient ruggedness of carefully 
selected sinewy fibers. 


Results: Efficient SAFE wheels for all your grinding operations from BAY STATE. 
a foremost supplier of abrasive products to American industry. ~ 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U. S. A. 


Fan, Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 


ee Pleas in Canada: Bay Stote Abrasive Products Co. (Canada) Itd., Brantford, Ont Safety Literature available 
a on all phases of grinding. 
ee e Manufacturers of ‘al ty yfres of Duality Abrasive Products 
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W.H.0: 


Wt Ottomller CO york, PENNA. 


Oltemilier products are sold through Mill Supply Houses. Write for free folder and price information. 


For the finest in milled-from-the-bar 


cap screws—sef screws 


coupling bolts and milled studs 


DON’T GET STUCK, 
STICK TO THE ONES MADE BY 


and be certain of complete 
customer satisfaction 


FF” over 30 years Globe has 
specialized in the production of 
high-quality alloy steel tubing 
Specialized machinery . . . special- 
ized methods assure uniformity of 
concentricity, diameter, wall thick- 
ness. Precision checks at every 
stage of production guarantee tub- 
ing that meets the most exacting 
specifications, 

Offer your customers maximum 
strength and minimum weight. 
Stock and sell dependable Globe 
Alloy Steel Tubes. 


Chicago * St. Lovis * Detroit © New York 
Philadelphia * Cleveland * Houston 
Denver * San Francisco * Glendale, Cal. 


GLOBE STEEL TUBES 


Milwaukee 46, Wisconsin 


INDUSTRIAL DISTRIBUTION © JUNE, 1954 





Applications 


® Pressure Tubes 

® Superheater 
Tubes 

@ Condenser 
Tubes 

© Still Tubes 

@ Evaporator 
Tubes 
Barrel Tubes 
Oil-Well Pump 
Barrels 
Mechanical 
Tubes 
Rollers for 
Transmission 
Chains 


Producers of 


@ Globe seamiess 


stainless steel 
tubes 

Gloweld 
welded 
stainless steel 
tubes 

Alloy 

Cerbon 
Seamless steel 
tubes 
Globeiron 
(high purity 
ingot iron) 
seamless tubes 
Globe weldi 
fittings ™ 











Power-Twin center-hole ram, has been 
announced. The ram can be detached 
and used as a portable power unit. 

Features claimed by the maker in 
clude: bolster rails are adjustable fo 
width of work: cross head can be re 
moved to allow work entry; can be 
used with ram as portable pulling 
unit; electric pump operating at 10 
000 psi is controlled with finger-tip 
valve. 

Owatonna Tool Co., Owatonna, 
Minnesota 


Shaft Collars 


Bore Size Clearly 
Stamped On Face 


A new line of precision-machined 
solid steel and stainless steel shaft col 
lars has been announced 

The collars are said to be cadmium 
plated with a zinc alloy to permit weld 
ing when necessary, and all ar 
equipped with hollow safety set screws 
Bore size is clearly stamped on the 
race. 

[he new collars are available 
standard specifications with bore sizes 
from 4-in to 3-in, in 43 sizes, as well 
is special sizes made to order 


Rockwood Pulley Manutfact 
»., New York, N. ¥ 





REAMERS 


Hand 
Jobbers 
Carbide 

Expansion 
Center 
Shell 
Rose Chucking 


: e 7 Chucking 
American “long rifles” of the Taper Pia 


19th century, like the one Helical Flute 


shown here, pioneered in the Finishing 
Roughing 


- Bridge & Boiler 
Among all modern cutting Stub Screw 
tools, those produced by Mashine 
Union are outstanding in 
their uniform quality, pre- 
ion and long life. END MILLS 


HOBS 


true accuracy of small arms. 


TWIST DRILLS 


MILLING CUTTERS 
GEAR CUTTERS 


METAL SLITTING 
SAWS 


COUNTER SINKS 
COUNTERBORES 


CARBIDE TOOLS 


Hommer and trigger guard of o percussion match rifle 
built about 1845 by Morgan James of Utica, New York. 


UNION TWIST DRILL COMPANY > ATHOL, MASSACHUSETTS 


End Miils Milling Cutters Gear Cutters Twist Drills Hobs Reamers Carbide Tools 


OWNERS AND OPERATORS OF: S. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec 





BOOST SALES 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right on the job. 
With a Greenies 
Bender one man in 
but a few minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to 5”. 
Compact, rag 
saves hours, 
saves materials, 


HAND BENDERS 

FOR TUBING, PIPE, 

CONDUIT 

Quickly form small- 

radius bends without 

flattening or kinking 

Especially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and materials on many jobs 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, easy enlarging of 
knockouts and cutting of 
holes in metal boxes, cabi- 
nets, panels. Various 
and models for making open- 
ings for conduit sizes trom 
44” up to 349". To operate, 
simply tura with a wrench. 


$1z¢cs 


MYDRAULIC 

KNOCKOUT PUNCH 

DRivEeR 

Portable hydraulic unit 

for driving GReENL&EB 

Knockout Punches. 

Speeds jobs. easily 

operated Develops over 
11 tons of pressure so that conduit openings 
are cut in 10-gauge metal with case. 


CABLE PULLER 
AND BORING 
TOOLS 


signed to save 

time, speed jobs... 
eliminate tedious, heavy 
work. Companion tools to 


Specifically de- 4, | 


VOEOGoOer- 


many other Greenies timesavers for the 


electrician. 


TT 


new Electrical Tool Folder, Greenlee 


6 Herb AV Rockford, Ill 


Pumps 
Rubber Ring 
Mounted Motor 


Ihe addition of ten new Universal 
pumps to its line of hot water circulat 
ing pumps has been announced by the 
maker 

The new pump is said to feature a 
new rubber ring mounted motor. It is 
iailable in capacities up to 1200 
GPM and pressure heads up to 85 
reet. 

Bell & Gossett Company, Morton 
Grove, Illinois 




















Lock Nut 


Unaffected By 
High Temperatures 


\ new lock nut, available in all 
metals and standard thread specifica 
tions, has been announced. 

Some of the features claimed by the 
maker include: locking action effected 
by positive metal interference; un- 
iffected by high temperatures; pre- 
positioning of nut permits blind as- 
sembly, no wrenching on nut end 
required; effects flush mount; can be 
used as a threaded insert to replace 
stripped threads 

Allmetal Screw Products Company, 
Inc., Garden City, L. I., N. Y 


Scriber 
Pocket Clip, 
Carbide Point 


\ new scriber with a carbide point 
that can be used as pocket tool has 
been introduced. 

Features claimed by the manufac 
turer include a solid aluminum handle 
ind a protecting point cover. 

Wendt-Sonis Company, Hannibal, 
Missouri. 


— 
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Broaches 


For External Surfaces 
On Circular Metal Parts 


A new line of broaches for finishing 
external surfaces on circular parts such 
as slots, flats, notcics and contours 
usually produced by index or multiple 
milling operations has been an 
nounced. 

The broaches are made in a variety 
of sizes in two general types: an ex 
ternal surface broach type and an in 
ternal type. The size of circulai 
shaped parts that can be broached by 
either type of tool is said to be limited 
only by the tonnage and stroke capac 
ity and fixture 
broaching machinc 

National Broach «® 
Detroit, Michigan 


clearances of the 


Machine Co., 


Saw Blades 


Planer Type, 
Carbide Tipped 


A line of new planer-type carbide 
tipped circular saw blades, said to pet 
form both ripping and cross-cutting 
operations, has been developed. 

They are recommended by the man 
ufacturer to cut such materials as ply 
wood, plastics, micarta, masonite and 
laminated products, and are designed 
primarily for all types of hand feed 
operation 

Known as “Karbide King,” the new 
blades are available in 8, 10, 12, 14, 











the Profit Line 


OF GRINDING WHEELS 


Here’s a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel—famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 


grinding, and machine tool applications. Chicago 


Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. ID 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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ind 16-in. sizes; other special sizes arc 
ilso available 

DeLuxe Saw and Tool Company, 
subsidiary of Rockwell Manufacturing 
Co., High Point, N. C. 


It's easy to see 


@@@ what CARBORUNDUM Is doing for 
Distributors in 54. Just look at this 
compelling, full-color ‘stopper’... 
read the thought-provoking story. 


Your customers, too, 
will find 


It's hard to miss 





Bluing 
For Dies, Tools, 


Pattern Work | . seas they see this powerful mes- 





Aerosol bluing, for layouts, dies, sage—and many others like it— 
tools, templates and pattern work, has in their favorite metal-working 
been developed. 

Packed in an aerosol can, with a 
self-sealing safety valve, there is said 
to be no evaporation. The maker re- 
ports the new product is fast-drying 
and easy on the eyes. 

Sabre Metal Products, Inc., Lyons, 


Til. 


magazines throughout the year. 


[t's yours to use 


Soldering Iron 


Hatchet Design, 
Weight 3 Oz. 


A new small hatchet design sold 


For further information 


eeea hard-working tool to help you 
write 160 Canol Street 


sell more quality abrasive products 
to customers and prospects... 
abrasive products by 


REGISTERED TRADE MARK 


THe CARBORUNDUM COMPANY, Niagara Falls, N. Y. 
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Down to the steel with chips 


A glance at the spark flow tells you 
this CARBORUNDUM® Brand Abrasive 
Belt removes huge amounts of stock 

fast. But that’s not all—it also 
produces uniform finish, eliminates 
extra operations. The versatility and 
economy demonstrated by this swing 


Through application “know-how” 





frame belt grinder is yours to com 
mand on any metalworking opera- 
tion, from deburring and polishing 
to weld grinding and snagging, with 
Abrasive Belts by CARBORUNDUM 
They cut fast, cool give smooth, 
even finish long, useful life 


and product quality 


Whether you use 4” belts on debur 
ring machines, 74” belts on stainless 
steel sheet polishers — or any size be 
tween— your CARBORUNDUM Dis 
tributor is a good man to know 
He offers expert counsel, complete 
stocks, prompt service 


CARBORUNDUM 


REGISTERED TRADE MARK 


continually puts more in your abrasive 








this ad helps You Jacobs Chuck indus- 


\dvertising regularly directs customers to you. Even ads like 
the one shown here, introducing our remarkable new Model 96 
Chuck, still put the emphasis on you. Your selling’s easier when 
vou sell Jacobs, the world’s most famous manufacturer of drill, 
tap and collet chucks. The Jacobs Manufacturing Company, 
West Hartford 10, Connecticut. 


roves JACOBS 


IT HOLDS... Business for You 


\ ertisements ike this one ippear egularl in 
MILI AND FACTORY, MACHINERY, AMERICAN 
MACHINIST, CANADIAN MACHINERY MODERN 
MACHINE SHOP, TOOL ENGINEER 


Every Jacobs Advertisement 
Features the Industrial Supply Distributor’s Service 
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NO NEED to look up a supply source every time you buy 
Bronze Bearings and Bars. Your industrial distributor is 
permanently situated in your local area to serve you with 
Bunting Products and an infinite variety of countless other 


items. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items. With money- 
saving convenience, he can supply hundreds of different. sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


Ask him 

for a Bunting 
_Catalog which gives 
complete dimensional 
and technical data. 


Bunting 


BRONZE BEARINGS « BUSHINGS «+ PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop + Iron Age * 
Machinery * Mill & Factory « Southern Power & Industry + Steel 


The Bunting Brass & Bronze Company « Toledo 1, Ohio « Branches in Principal Cities + Distributors Everywhere 


@ | 
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ing iron weighing 3 oz. has been in 
troduced. 


V7 e yA According to the maker, perfect ba! 
S | ance gives accurate control of solder- 
ing. 

Recommended by the manufacturer 
for fast soldering of instruments, 
small electronic equipment, sub-assem 
blies and jewelry, the new iron oper- 
ates identically on AC or DC, any 
cycle, and is available in 110 or 220 
volts. 


Hexacon Electric Company, Roselle 
Park, N. J. 


Equal power 
with 
Fewer 
Belts 





Illustration shows how 20 
Browning Super Gripbelts can de- 
liver same power as 30 standard Stick Form 
belts, saving space and reducing 2%-in x 8-in 
sheave cost. Improved synthetic “- 
sine ar dies f A new type of lubricant, known 
core construction provides far Hyperstik, produced in the form of 
greater strength and safety margin, stick 2}-in. in diameter and 8-in. long, 
better grip, less slip. Minimum. has been developed. 
stretch, maximum flexibility, simpli- Recommended by the maker for 
fied matching. For complete in- grinding, tapping, threading, drilling, 
formation ask for Bulletin 2019. pipe cutting, metal spinning, sawing 

and sanding, the lubricant is said to 
produce a film “plate” which reduces 


Browning V-Belts and Sheaves . . . frictional heat on tools and assists in 
the Complete V-Drive Line producing faster, cleaner work. 


- 
~— 4 
> a It is stated the product is non-co1 
\ rosive and remains stable in storage 
dies ns indefinitely. It is contained in a 9-in. 
\ oe 


Oilproof . . . non-spark 
. + heat-resistant 


Lubricant 








tube which permits complete uscag¢ 

STEEL CABLE GRIPBELT GRIPLINK without waste. 
GRIPBELT, Destiny Products Company, Ds 

DOUBLE V SUPER GRIPBELT troit, Michigan 


GRIPBELT ; 
gg SINGLE AND 
Ye MULTIPLE GROOVE 


GRIPROLL SHEAVES WITH 


SPLIT TAPER Chucks 


BUSHING 
New Segmental 


Plate Design 


MANUFACTURING COMPANY A line of machine tool chucks, 


identifed as Segmental Plate Type 


MAYSVILLE, KENTUCKY ] 
chucks, has been introduced. 


Jaw slots are formed in separate, 
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. 
8 


» 
# @ 


segmented plates which are subsc 
quently mounted on a chuck body 
[he plates are hardened and finish 
ground before assembly, and jaw slot 
ire said to be extremely accurate with 
long wearing qualities. 

I'he new chucks are offered in both 
independent and geared scroll models 

The Whiton Machine Company, 
New London, Conn. 


Appliance Truck 


With Belt Tightener, 
And Stair-Climber 


\ new all steel ““Stairmaster”’ appli 
ance truck that weighs 35 pounds ha 
been announced. 

Features claimed by the manufac 
turer include: a belt tig ghtener that 
eliminates buckles and substitut 


- 








Erouniags 
_-NEW CHAIN COUPLING 


USES SPLIT TAPER BUSHING SYSTEM 


no reboring « simple assembly ¢ individually packaged 


Browning’s chain coupling with pearlitic malleable 
sprockets, hardened teeth and standard roller chain provides 
maximum capacity and longer life. Employs same split taper 
compression bushing used in other Browning power trans- 
mission products. Choice of 10 sizes, 123 bores, 235 combina- 
tions, from stock. Ask for Catalog V169 and name of Brown- 
ing distributor near you. 


— 


Browning’s Interchangeable . 
Bushing System +++ Saves time and money 


SHEAVE 
FLEXIBLE 


COUPLING 


RIGID 


} COUPLING 
CHAIN AND 


SPROCKET 
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YOU CANKOT BUY 


YOU CANNOT SELL 
better pipe couplings 
“; and 


HARRISBURG SEAMLESS 
STEEL PIPE COUPLINGS 
made to A.P.I. and A.I.S.| 


Specifications 
A 
HARRISBURG DROP-FORGED 


STEEL PIPE FLANGES 


manufactured to 
A.S.A. Standards 


Write today for Catalogs and 
current Distributor prices on 
Harrisburg Couplings and Flanges 


HSC-ID-2/ 54 


1e@1 veaRes im PENNSYLVANIA'S CAPITAL 


Harrisburg Steel 


CORPORATION 
HARRISBURG 18, PENNSYLVANIA 
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automatic, positive lock; a stair- 
climber that walks appliances over 
steps with no rubbing, rolling or slid- 
ing friction. 

lubular steel, rigidly braced frame 
is sheathed in non-marking rubber 
bumper stock and nose plate is felt- 
lined for added protection. Length of 
handles 58-in., width of nose 24-in., 
width of frame 16-in., length of nose 
4-in., wheel size 5 x 14-in. 

I'he Fairbanks Company, 
York, N. Y. 


New 


ww 6 
jUM POCKET 


Pocket Level 
Made Of 


Aluminum 


A new aluminum pocket level with 
clip, weighing less than an ounce, has 
been announced. 

Made of heat-treated hexagonal 
iluminum tubing, the 5-in. body is 
said to be light and rigid and an- 
nodized for non-chip finish. Machined 
flats and solid-set glass, with bubble 
set true to working surface, are engi- 
neered for accuracy. 

Nickel plated, the No. 188 pocket 
levels are standard packed, six mounted 
on an easel card. 

Stanley Tools, Conn. 


New Britain, 





BELGIAN ATOMIC CENTER 


A nonprofit atomic energy research 
organization has recently been formed 
in Belgium and will build a center 
where the application of atomic energy 
to the chemical and metal industries 
will be studied, says Nucleonics, Mc- 
Graw-Hill publication. 
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DRILLS J ux. 


Now...capitalize on 
big demand for 


CARBOLOY. 


CEMENTED CARBIDE 


MASONRY g .. 


Packing 


Stock and sell this 


great open-line item 


Millions of portable electric drills 
are in use in home and industry. 
Right now, from this huge market, 
there’s a tremendous demand for 
Carboloy Masonry Drills—the car- 
bide-tipped, rotary-type drills that 
zip thru any masonry fast and clean. 

This demand is mushrooming. The 
Carboloy organization is vigorously 
advertising these drills to industry, 
building tradesmen, hardware 
dealers and home-workshop men. 

Cash in on this natural money- 
maker. Carboloy Masonry Drills are 
priced for profits and quick turn- 
over. Attractively packaged for 
quick sales! Engineered for phenom- 
enal results! 

Write for resale proposition and 
merchandising details. Drills avail- 
able in kits or separately in plastic 
tubes. See address below. 


THREE HANDY KITS 


LIGHT-DUTY ANCHORING KIT 
Contains 4 Carboloy Mz asonry Drills 
3/16", 4”, 5/16”, %% all fit 44” 
chuck Suggested list price $7.70 


HEAVY-DUTY ANCHORING KIT 


Contains 4 Carboloy Masonry Drills 
5," all fit 14” chuck. Sug- 
ph list” price $10.20. 


HANDY-MAN KIT 
Contains 3 Carboloy Masonry Drills 
14”, 39” 19” all fit 14” chuck. Sug- 
gested list price $6.65 
‘Carboloy” is the trademark for products of 
the Carboloy Department of General 
Electric Company 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 E. 8 Mile Ave., Detroit 32, Michigan 





SPECIFIED BY 


AMERICA’S GREATEST 
AUTOMOTIVE 


AND 


AIRCRAFT 
INDUSTRIES 














COST NO MORE THAN ORDINARY VISES 
PROVEN BEST and give you all of the built in extra features that are exclusively 
Wilton's. 

Constructed of the finest malleable iron, finished in Battleship Grey. 


For ruggedness Wilton Vises are streamlined with a purpose! The spindle is protected 


by the streamlined housing from grime and grit. 


and strength Wilton's exclusive straight-line pull features the horizontally anchored # 
cylinder-nut for balanced tension and extra long life! 
No side twist No wobble. . . al- 


IN 
A A M E R I C A ‘ S$ ways eccurate | Cones compiete wit 
OIL FIELDS an unconditiona year guar 








Mis RRRRRRADLI ARLES SD 


ML 





re er 


ne. ht ee ae 
_ WILTON’S “C” CLAMPS ARE PERFECTLY 
Foal LTC BM a BALANCED AND REINFORCED FOR = 





| STRENGTH! | 
Write now for 
about these two 


Pearlitic”¢ C-Clamp ) sao 





WILTON TOOL MFG. COMPANY 
925 Wrightwood Ave. 
Chicago 14, Illinois 


Gentlemen: Please send me your new free 
catalog at no obligation to me 


last longer — do a better job — and cost less! 
NAME 


WILTON TOOL MFG. ohieg : 
e Co. : 
ZONE STATE 
’ 


1925 wmiewTwoon Ave. 


~+ ia 5 is 
“eee e @ 
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Sales Helps from Manufacturers 





Fundamentals of selling are presented to class by Herb Thrig, 
Distributor Sales, rather than a repetition of product informa- 
m, during the second three-day session to be held by 


Carboloy this year 


Paul Kunz, Supervisor Customer Training, demonstrates 
brazing of cemented carbide tool tip. Learning are: A Ander- 
son, R. C. Neal Co., Buffalo; E 


Hammond, Cleveland; J 


Cerveny, Strong, Carlisle & 
Thomson, Syracuse Supply 


Carboloy Course Stresses Selling Techniques 


\ sales training course, designed 
principally to sharpen the selling in 
stincts of distributor salesmen, is being 
sponsored by Carboloy Department of 
General Electric Co., Detroit. 

I'wo of the sessions scheduled to be 
held this year have already been com 
pleted, graduating more than 35 rep- 
resentatives of distributors throughout 
the country. 

During the classes essentials are 
discussed from the sales viewpoint, 
rather than sacrificing time to a repeti 
tion of product and company infor 
mation presumed familiar to the dis 
tributor salesman. 

lime is rigidly budgeted during the 
three-day and all activities 
including a tour of manufacturing fa 
essential manufac 
shop 


course, 
' 

ihnties, review of 
turing idhere 
losely 


Cone 


steps, 
to the 
ifternoon is devoted solely to 
to sell 
home 


Sessions 
schedule 
hool’s main theme: how 
The 


sclechion of specihc, 


bett is driven 
individual 

problems which are presented to 
the group for The 
tomer’s main needs are probed, and 
1 sales kit presented as a symbol of a 
correct sales approach for all Carboloy 
distributors. A sales meeting skit is 
employed as an integral part of the 
outlining seriou 


probk mM 
thy 


comment. cus 


selling message 
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points to sharpen the selling instincts 
of the men. 

Shop sessions on grinding and braz 
ing enable members of the class to 
watch first hand the performance of 
these operations. This is intended to 
bring home to each salesman the gap 
between his knowledge and the actual 
performance of the tool he sells. For 
example, the instructor asked one 
group for a time estimate on grinding 
t-in. of carbide off a tool tip. Re 
sponse from the class, all of whom had 
had some experience with these tools, 
ranged from 80 seconds to three min- 
utes. The actual time demonstrated 

ten seconds. 


Potentials Revealed 


Broad marketing approaches are 
presented to the distributors by 
George Chandler, Carboloy’s manager 
of marketing administration services. 
[he company’s analysis of market 
potential in each community is de 
scribed to emphasize the necessity of 
matching sales effort and investment 
with an accurate appraisal of sales 
potential 

A short demonstration of carbide 
cutting tools in action, during which 
the salesmen sit in bleachers and hear 
) running commentary by loudspeaker, 
wain emphasizes customer benefits 
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Che manager of Carboloy’s product 
planning section, J. S. Gillespie, dis 
cusses products soon to be on th« 
market, pointing out the necessity of 
pooling distributor experience for ef- 
fective product planning. 

Ihe sessions conclude with 
mary of the entire arsenal of 
ammunition. Such points as selling in 
3D are reviewed: show the customer 
1 sample; demonstrate it; let him tr 
it. Sales points to emphasize are ré 
called by the key word “‘Save”’: 
advantage, value, ease. 

The following distributors 
been represented at the two session: 
R. C. Neal Co., Buffalo; Mill & Fac 
tory Supply, Toledo; Sterling Supply, 
Ferndale, Mich.; Oliver H. Van Horn, 
Fort Worth, Texas; John C. Eide 
Minneapolis; Ellfeldt Machinery Co.., 
Kansas City, Mo.; South Bend Supply, 
South Bend, Ind.; A. N. Nelson, 
Kearny, N. J.; W. S. Ehrenfeld Co., 
York, Pa.; Hawley Hardware, Bridge 
port, Conn.; White Supply, Water- 
bury, Conn.; Alden Supply Co., Phila- 
delphia; Harris Pump, Pittsburgh, Pa.; 
Samuel Harris, Chicago; Strong Car- 
lisle & Hammond, Cleveland; Tools 
& Abrasives, Ft. Wayne, Ind.; Syra 
cuse Supply, Syracuse, N. Y.; Rickert 
Industrial Supply, Milwaukee; Mine & 
Smelter, Salt Lake Citv, Utah 


1 sum 
sales 


service, 


have 





Literature ¢ Training Courses 
Displays « Packaging « Films 





Reflects Price Changes 


Firth Sterling Catalog One of Three Refresher Sessions 





_— 

lirth Sterling, Inc., Pittsburgh, has 
issued a new 48-page catalog (No. ¢ 
covering its standard tools, tips, tool 
holder bits, drill rod, and ground flat 
stock. Feature of publication the 
inclusion of price per piece on un 
ground bits. Other new features in 
clude prices and specih itions on 
standard tips for circular saws, boring 
tools, and Mechaniclampt toolholders 
ind inserts. Price adjustments, says 
the company, are reflected also in 
Circle C ground bits, high speed tool 
holder bits, Blue Chip high-speed 

ind boring tools 


— 


ARO EQUIPMENT recently held three one-day distributor refresher sessions at the 
. Central Plaza Hotel, Chicago. More than 50 people from Chicago distributor organi 
oO STEEL itions attended the meetings, which stressed sales approaches and applications of 


fil Times 


\ro line of pneumatic tools. E. J. Somerville, Chicago division manager of Aro's 


idustrial tool division, conducted the meetings, assisted by John Conrad, Aro repr 


ntativ 





irious types of equipment and ma 
hinerv commonly used in those in- 
ustries 

\lso included is a complete list of 
Lubriplate jobbers and distributors in 
th United States, Canada, and 


Watson-Stillman Fittings 
Are Re-packaged 


Watson-Stillman  Fittins 1) 
Hl. K. Porter Co., In 
ging forged steel fittings i 
irtons to protect external 
from shipping damage 
thus repackaged include 
plugs and bushings, squar« 
id round head plugs in si 
I'he cartons have been d 


King in st 


orage bins with 
7 outw ird ror cas\ id nti 


Threadwell Packages 


Lubriplate Book Taps in Transparent Box 


Contains Industry Data Chreadwell '] ip & Dic Co., Green 
Na Ss. IS NOW Pa Kaging its com 

\ 36-page manual published lete line of taps (# M.S. to 4”) in 
plate Div. of Fiske Brother t parent plastic box The new 
ng Co., Newark, contain classi- xes will be in three sizes, each a 


| list of key industri nd a list mmodating 12 taps 
ommended lubr ts for t Besides affording quick identifica 
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tion of contents, the boxes have built 
in partitions to protect cutting edges, 
and a locking device to keep the slid 
ing cover closed. For shipping, the 
box will be enclosed in a cardboard 
leeve. Each box has “nesting ribs’”’ 
top and bottom to permit stacking. 

E'nd-labels for the new package hav« 
been redesigned to convey important 
information clearly and_ concisely. 
I'hey will continue to color-code the 
contents. 

According to the company, the 
boxes have a “plus feature’’—when 
cmpty they can be put to use as cig 
rctte boxes, needle and pin trays, et 


Raybestos-Manhattan 
Bulletins New Drive 


\ new transmission belt called the 
Poly-V Drive” is the subject of a 
lorful bulletin just issued by Man 

hattan Rubber Div. of Raybestos 
Manhattan, Inc., Passaic, N. ] 

With large, two-color cross-sectional 
drawings, the new product and its 
characteristics are described. The bul 
letin also compares the transmission 
belt to V-belts, pointing out essential 
engineering difference 



































When it comes to wheelbarrows 
for heavy construction work, 
contractors don't hesitate to @ Trays press formed 
buy the very best—and they buy 
Jackson! The steady stream of 
repeat business, from a profes- @ ban-techkebte 
sion that buys only top quality 
equipment, is evidence of the 
superiority of the Jackson line 
of heavy duty barrows. The best 
materials and the finest engi- @ Large capacity 


Model $11-Wheelbarrows 


Designed for heavy duty! 
@ Double folded corners 


® Available in roller or oil- 
impregnated, powdered- 
metc! bearings 


neering are combined to give 
top performance from the 
wheelbarrow. @ Extra strong 


Jackson MANUFACTURING COMPANY 


HARRISBURG, PENNSYLVANIA 


@ Easy pouring 





Oldest and largest wheelbarrow maker in America 
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Starrett Cuts Price 
on Ground Flat & Die Stock 


Prices of all ground flat and dic 
stock have been reduced, according to 
an announcement by L. S. Starrett 
Co., Athol, Mass. The firm has issued 
bulletin No. 1106-V showing its 
standard stock sizes at the lower prices. 


CONTROLLERS—Furnace and oven 
controllers is the subject of a two-page 
bulletin put out by The Bristol Co. 
Waterbury, Conn. Punched for in- 
sertion in a three-ring catalog binder, 
the bulletin illustrates and describes 
indicating pyrometers and controllers 
for permanent mounting or portable 
use, indicating thermomometer con- 
trollers, traveling oven recording ther- 
mometers, and Pyrotrol combustion 
safeguards. Other control accessories, 
such as thermocoupic: and protection 
tubes, are also shown 


Melin Tool Presents 
End Mill Book 


Melin Tool Co., Inc., Cleveland, 
now has available their new 54-C 
catalog, covering their complete linc 
of end mills, router bits, countersinks, 
counterbores, etc. For reference, 
catalog is outlined into specific tool 
groups. Specifications are accom 
panied by illustrations of each tool 
listed. 


CYLINDER HONE —Abrasive Ser 
ice Industries, Colorado Springs 
Colo., has issued a catalog sheet d 
scribing and illustrating its new c\ 
inder hone. A feature of the hone 
is that it can be operated with an 
1 +s, or 4” electric drill. 


] 


LUBRICANTS Alemite Diy if 
Stewart-Warner Corp., Chicago, has 











ANOTHER 


‘““Featherweight”’ 85°, Magnesia is a durable, 
efficient insulation designed to serve a wide variety 
of applications. By itself it is effective at insulating 
piping and equipment with temperatures up to 
K&M Hy-Temp 
Insulation (diatomaceous silica) its range is ex- 
tended to 1900°F 


600°F. In combination with 


To simplify your handling, ordering, and inven- 


tory, “Featherweight” is made in ‘Simplified 


KEASBEY & MATTISON company ~ AMBLER - 





Feed water heater and main steam line insulated with 
5% Magnesia. Rice Hotel, Houston, Tex 


“Featherweight 4 


PROFITABLE APPLICATION OF 


\ 
. q 
Teathiorweighit- 85% MAGNESIA INSULATION 


every size and thickness 


Thicknesses’’—that is, 
will fit over or within another size and thickness. 


In addition to “Featherweight”, K&M makes 
many dependable low pressure insulations. Thus, 
as a K&M distributor, you can profitably offer 
your customers a complete line of high-quality 
products to meet practically any insulating need. 


Write for details today. 


PENNSYLVANIA 


Nature made asbestos... Keasbey & Mattison has made it serve mankind since 18723 
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published a catalog of lubrication 


$ E L L | H E ~ i. : equipment designed for servicing of 


lubricated valves. Covered by the 
EG 


catalog: extra-heavy duty lubrication 
PORTABLE ELECTRIC 


guns, hose assemblies, follower plates, 
pressure gauges, and other accessories. 

COMBINATION 
BLOWER-SUCTION CLEANER 


WiLL TOnm 


munpbpw 





~~ Advertised in 
leading industrial fam 
magazines 


Wilton Tool Brings 
Out General Catalog 
Wilton Tool Mfg. Co., Chicago, 


has issued a new general catalog (no 
110) covering the firm’s line of vises, 
clamping tools, and positioning equip 
ment. It contains such features as a 
full-page index, cross-sectional draw- 
ings, and cross-reference charts of 
competitive lines. 

The new catalog contains, also, Wil 
ton’s new line of lower-priced vises 
for hardware and automotive trad 


PLANT 
OPERATORS MADE IN 5 MODELS 
MLLUSTRATED: 1 HP. 

EVERYWHERE speed 
READ ABOUT THIS FASTER 
BETTER, EASIER, LOW-COST 


CLEANING METHOD 





BLOWS 


SUCTION 
CLEANS 
SPRAYS 

Profitable sales come easy and often Removes 


when you catalog and demonstrate the | ¢maging dust, 
dirt and grit 


versatile CLEMENTS-CADILLAC from 


blower-suction cleaner. 


MAINTENANCE-—Eutectic Welding 
Alloys Corp., Flushing, N. Y., has 
issued a four-page illustrated folder 
presenting, in case-history form, 
maintenance problems involving the 


Available with numerous attach- 
use of welding rod. 


ments, this blower can be quickly 
CLUTCHES — Miniature, one-way 
roller clutches (permitting drive in 
one direction, free-wheeling in th« 
other) are described and illustrated 
in a bulletin issued by Miniclutch Ce 

Hamden, Conn. Design and installa 
tion data and dimensions are given, 
together with information on mating 
parts. 





converted to handle a broad vari- 
ety of maintenance and production 


jobs. It’s widely used for blowing 


and suction cleaning, spraying— ———— 
. iy = ee at 
also for preheating, bending, an- } MACHINERY 
i“ wa ~~ =e 


nealing and soldering operations. 


MACHINE TOOLS — South Bend 
Lathe, South Bend, Ind., has issued 
a new general catalog (no. 5406), pre 
senting specifications and other data 
on the company’s full line of toolroom 
lathes and engine lathes, turret lathes, 
drill presses, and bench shapers. I] 
h photos and sketcl 


Write for complete information 


/ ' . ‘ 
oday, Eo LOCK BINS» 


AENTS- CADILLAC COMBINATION BLOWER-SUCTION CLEANERS 


CLEMENTS MFG. CO., 6624 $. NARRAGANSETT AVE., CHICAGO 38, ILL. 


OmmMaZPBDPCH mrwpowzmumo } 


BUSINESS AND INDUSTRY FOR MORE THAN 44 YEARS ‘ lustrat vit 
7 { mh 
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Just count the marks 
right where you stand 


Place a coil of H & A measure-marked rope 
in any convenient spot. Open it and trim off 
the sturdy multiwall mill wrapping about 
level with the top of the coil. There’s your 
rope, fully displayed, yet safely confined in 
its own neat, close-fitting container that 
assures adequate protection until the last 
foot has been disposed of, When a customer 
tells you how much he wants, just count the 
marks and cut it off. No additional aisle 
space needed for measuring. Those clear 
measure marks, accurately mill printed 
every five feet on the rope itself, entirely 
do away with all fumblesome hand measure- 
ment. Your customer receives his purchase 
of good manila or sisal promptly. The time 
saved pleases him as much as it pleases you. 


Industrial stock keepers as well as retail dealers say those 5-foot 
measure marks make H & A the most easily handled rope on the 
market. Whatever length may be called for, they need only to count 
the marks and cut it off. All sizes of H & A “Blue Heart” Manila and 
“Red Heart” Sisal Rope, from 3/16” to %4” inclusive, are measure- 
marked. Packaging includes Full Coils, Half Coils and the increas- 
ingly popular 20 lb. Display Coils (the latter pictured on the left). 


When you need top quality rope, whether manila or sisal, inves- 
tigate these H & A products. Expertly spun from the finest fibres; 
soundly packaged in convenient units—and distinctly measure- 
marked every five feet for the easiest handling you ever enjoyed. 
Distributed through leading jobbers, Full information on request 


Other H & A products include cordage 
of all standard commercial grades: — 
Transmission Rope, Drilling Cable, Lariat 
Rope, Yacht Rope, Twisted and Braided 
Jute Packing, Jute and Hemp Twines, 


ROPE LARGER THAN HALF INCH IS NOT und Gin Netae: tae ae ce 
AVAILABLE PUT UP IN DISPLAY COILS Siesibonn. Ghesienes ial diiian deena 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO @ OMAHA, NEB. © MINNEAPOLIS, MINN 
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the 56-page catalog contains much in- 
formation of use to shop men and 
industrial purchasers. 


NATIONALLY ADVERTISED 
tg: haa Sx egg = Ag eg 


catalogs, one on commercial and in- 
dustrial heating and ventilating units, 

Advertised to your customers in “ ain and the other on air conditioning 
units. 

Each catalog is divided into five 
sections: descriptive, performance, lay- 
out, engineering, and service. And in 
both, a step-by-step procedure is in- 
cluded on selecting a unit size. Hypo 
thetical problems are employed to 
show the proper use of performance 


S 0 L 0 0 N LY — vy | — — meng — ee e 
THRU DISTRIBUTORS! % are also included. 


Protected territories... fair prices... 

top quality packaged shim stock in 

both brass and steel. Here's a long- 

run good will builder for you! SASY TO USE! 


Customer just snips shim stock 


\@) LAMINATED J } from 6" x 100” roll. Gauges 


to suit the customer's choice. 








4]06 Union Street, Glenbrook, Conn, 


SAVE AYE 


INDUSTRIAL Harrison Bolt 


BRUSHES no BROOMS Adopts New Stud Box 


This “hevi-duty” stud box is being 
used by the Harrison Bolt & Nut Co 


They give SER VICE Baltimore, and has reduced packaging 


weight by two-thirds, handling costs 
You get PROFIT bv one half, and reduced storage space 
by over 20 times. The shipping box 
" ; . can take weights up to 400 Ibs. Di 
The complete satisfaction CAPITAL cut handholes save handling time. 
equipment gives in service brings cus- 
tomers back again. This in turn makes 
your selling profitable because manage- letin has been announced by the Le« 
ment is always interested in equipment Hi Division of Hose Accessories Co., 
Philadelphia. It is catalog bulletin 


that gives them full value for the money. no. 6500, consisting of cight pages 
describing and _ illustrating Le-Hi 
Ww to buy thru thei a e 
. yo gree “ _——— “Quick-Lock” hose couplings for var- 
ca istre ° 
ebm ious applications, and also how they 
can be used in connection with Le-Hi 


INDIANAPOLIS ir valves for control of compressed 
BRUSH & BROOM MFG. CO. —— " 
VALVES-—Catalog 12-D1, just pub 


Cc * Brush dB treet : : 
oe a See poem Strecte lished by Edward Valves, Inc., East 


INDIANAPOLIS 7, INDIANA Chicago (subsidiary of Rockwell Mfg 
Est. 1890 Co.), features a redesigned line of 
blow-off valves with flanged or weld 




















HOSE COUPLINGS—A revised bul 
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Nothing missing 
from the 
HELLER LINE 


Heller distributors enjoy the sales advantage 














of one complete source for all American Pat- 
tern files. Swiss Pattern files, Vixen milled 
curved tooth files. Rotary files and Carbide 
Burrs, as well as Chatterless Countersinks. 
Carbide Internal Grinding Burrs, and Car- 
bide Center Laps. Heller also manufactures 
a full line of hammers, trowels, and other 


tools. 


You ll enjoy more sales . . . because you 
wont miss any! And you'll profit through 


Heller's “selective sales policy on 


| lacartca’s oldest 


file manufacturer 
se .-and still pioneering . 


HELLER BROTHERS CO. 


FILES and TOOLS 


Z, saee-Siod THESE THREE FAMOUS FILES 
ARE MADE ONLY BY HELLER 


NEWCOMERSTOWN, OHIO, U.S.A. 


5 | A New Jersey Corporation 
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provides definite 
MUTUAL 
PROTECTION 


om DIESialeltiicl ame); 


| ed ates mute 


SAFETY -RELIEF 


VALVES 
AND 


RRESSURE GAUGES 


...and to us 


The Lonergan Franchise is designed to 
protect and benefit both the Distributor 
and the Company. Proof of its equitable 
operation is the fact that many of our 
distributors have been 
Lonergan for several generations. A 


representing 


few of the points contained in the 


franchise are as follows: 


Afford full dealer profits on 
non-stock items. 


Provide factory-trained sales 
engineers for direct sales help. 
Sell direct only as stipulated 
in policy. 


Maintain sufficient distribu- 
tors in area in accordance 
with market requirements. 


Guarantee satisfactory per- 
formance of our products. 


The Lonergan Line has been known 
and preferred by industry for many 
years ... yet it is modern in design 
for today’s needs. Some territories are 
still available. Write us for proposition. 


j. . LONERGAN co. 


SINCE 1872 


e Street Pr 


ing ends and bolted bonnets for 300, 
400-600, 900-1,500 Ib. sp. classes, 
plus addition of welded bonnet blow- 
off valves with welding ends for 1,500 
and 2,500 Ib. sp. classes. 

Catalog is illustrated with installa- 
tion photographs, line drawings, and 
cutaway views. Tables on material 
specifications, flanged and welding and 
details, as well as valve descriptions, 
and a partial list of current users. 


Disston Packages 
Saws in Assortment 


\ new industrial hand hacksaw 
blade assortment which will give users 
economies of 20 to 30% is announced 
by Henry Disston & Sons, Inc., Phila- 
delphia. Called the #100 Disston 
Di-Mol Assortment, each box con- 
tains 100 twelve-inch blades, with 
from 14 to 32 teeth to the inch. Thus, 
the user can have the correct blade 
for almost every type of metal-cutting 
job. And consumers normally buying 
in less than full package lots can ob- 
tains savings up to 30%. 

Disston’s No. 100 Di-Mol folder 
gives full information about the new 
assortment, as well as tips on use and 
care of hacksaw blades. 


VALVES—Catawissa Valve & Fittings 
Co., Catawissa, Pa., has brought out 
1 24-page catalog (no. 11) containing 
complete engineering data and speci- 
fications on the firm’s line of “Per- 
fect Seal” hot forged steel pipe unions 
and swing check valves. A _ special 
section is devoted to “Double-Start”’ 
unions, which, says the company, per- 
mit 280% faster opening and closing 
because of their double-start threads. 


INSULATION — Vermiculite _Insti- 
tute, Chicago, has issued a booklet 
entitled “Versatile Vermiculite in 
Modern Industry,” describing and il 
lustrating the various uses of the mica- 
like material in metalworking, pack 


aging, cold storage, etc. 


PRICE CHANGE-—Price cuts aver- 
aging 10% on cemented carbide 
blanks, and 5% on standard tools and 
dies have been announced by Car- 
boloy Department, General Electric 
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a 
‘| Let 
HARRIS surpty you 


with Copper, Monel-Nickel, Brass, 
Everdur, Aluminum, Stainless Steel 





ATLAS 
CAR MOVERS 





The combination for top 
CAR 

MOVER 
EFFICIENCY... 


The secret of the 
Atias’ great power 
strength 


erful thrust forward in- 
stead of a lift. 


| This combination of ATLAS Car Movers and Safety 


SPURS is good for the user and the distributor. 
They lead in good service and good business. 
We urge users to buy thru their local distributors 
and we suggest that you check your stocks now 


ATLAS 
Perfect SPURS 


They are made to with- 
stand the tremendous 
strain placed on them and 
will give extra long serv 
ice if turned regularly to 
make use of all four 
edges. Can be used or 
any make of Car Mover 
Get your stocks ready. 


APPLETON-ATLAS 


CAR MOVER CORPORATION 
MILWAUKEE 4, WISCONSIN 








METAL FLOATS 


To Your Specifications 


<= 
is 
FLAT 


COLUMN CYLINDRICAL BALL 


@ Made of copper, plain steel, copper 
plated steel, stainless steel, aluminum, 
brass, monel, pure nickel, Admiralty and 
Everdur, or any suitable metal for open 
tank and all pressures. 

@ Seamless copper ball floats carried in 
stock in diameters of 3”, 4”, 5”, 6”, 7”, 
8”, 10° and 12” for open tanks and pres- 
sures of 25, 50, 100 and 150 Ib. Floats in 
special sizes and pressures— 

MADE TO ORDER. Stainless steel ball 
floats larger than 12” diameter can be 
made up specially. 


Write for Metal Float Catalog. 


ARTHUR HARRIS COMPANY 


Dept. ID 
212 N. Aberdeen St., Chicago 7, Ill. 














* 


A/S“ PRereRneD. stock" " 


prospects prefer Brown & Sharpe 
Cutters — a face supported by 
two recent “Brand Preference” 
studies, independently made by 
reliable concerns. 


cutters cost less in the long run”. 
~ _ * You can take full advantage of 
$ oa _ this preference when you handle 
_ the broad Brown & Sharpe line. 
You can offer the right cutter for 
oH every milling job — all types 
Bi: available, from plain milling 
- cutters to metal slitting saws, 
is “specials”... and 4 complete 
il line of end fieille, 
Why not check your cutter 
inventory today and order a good 
supply of this “preferred stock” 
t6 meet customer demands . 
permet Brown & Sharpe Mfg. 
., Providence 1, R. L, U.S.A. 


4 oe 
ss * v, ay 


Brown £ Shae e 
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Co., Detroit. Finished solid, cemented 
carbide mechanically held inserts, ac 
cording to the department, will be 
reduced up to 30%. Not affected bi 
the price changes are Carboloy’s new 
grade 370 cemented carbide, diamond 


A & 7 dressers, and masonry drills. 


TAPS PACKAGE—Hy-Pro Tool Co., 
New Bedford, Mass., has announced 
‘ a new transparent package for their 
line of taps. The plastic packages have 


been designed to make possible visible 
SELLING identification of contents. The firm 
claims they will facilitate stock-taking 
and be 80% lighter weight for ship 


VISES | aie 


VALVES—Edward Valves, Inc., divi 


: ? sion of Rockwell Mfg. Co., East Chi 
There is a BIG DIFFERENCE &~> x cago, has brought out catalogs and 
Between STOCKING and SELLING price lists on its new “Mudwonder’ 


valve for mudline service. Introduce« 


; / ; d to oil-drilling industries recently, the 
The Morgan line of semi-steel vises has been engineered, con- valve is illustrated and described it 


structed, packaged, advertised and merchandised to help Morgan the four-page publication. Net pricing 
distributors sell more vises. By selling Morgan vises you and your is used in price list. 

customers know they are buying the product of a vise specialist. 

Since 1892 the people at Morgan Vise have devoted their engi- 


neering knowledge and production skill toone product only — vises. 


MORGAN a 





7 . 


ee ae oe ed 


MACHINISTS’ BENCH - 
Solid Jaw and Stationary Base a oon soe 


x 


Ord Permpomwer 


ROX 
Feel 
eee 





L 


MACHRESTS BENCH HINGED PIPE VISE Heller Engineering Offers 
id Jaw and Swivel Bas ° 
, Trigonometry Chart 


\ promotional item offered bi 
Heller Engineering & Mfg. Co., Lyn 

wood, Calif., takes the form of 
17x22” chart spelling out equation 
for any trigonometrical shape. Callec 
7 UTILITY BENCH “Trig-Pal,” the chart shows the equa 
COMBINATION PIPE With Pipe Jaws tions required to compute the 
known factor in problems involving 
right angles, oblique angles, compound 

shapes, and spherical shapes 


Select the vise best suited for the job from any one of the complete Morgan 
line. Every vise, regardless of size and type, has been engineered to do a 
tough job better. Due to our high standards of material and workmanship 
every Morgan vise is UNCONDITIONALLY gucranteed. Write today for the 


Morgan Distributor’s Plan. V-BELTS—Goodvear Tire & Rubbe 


Co., Akron, has issued a new br 
MORGAN VISE COMPANY chure containing engineering and de 


110 N. JEFFERSON ST. + CHICAGO 6, ILLINOIS sign Gets on multiple V-belts. in 
cluding the recently approved hors« 


power ratings by the Rubber Man 
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For the greatest 
service per dollar 
of cost... 


@ NATIONAL Steel Pipe gives you the greatest service per dollar 
I 


Ag ATi oO AN A L of cost for all-around use in all types of building and industrial 


applications. Moreover, NATIONAL is tops in strength, durabil 
ity and dependability. That’s why it’s the world’s largest sell- 
ing pipe. 











Here are just six of NATIONAL Steel Pipe’s many advantages : 


Makes Sound Joints. —For permanent 
Strong, soundness and tightness, the uni 
easily-made ‘hreads are possible formity and accuracy in manufac- 
because of the unvarying quality turing have made unequalled 
of the metal and the absence of pipe jointing records for NA 
slag inclusions, laminations and TIONAL Pipe whether welded 
blisters. The steel cuts clean and or coupled 
retains its characteristic strength 
even in the lightest part of the 
smallest thread 


A Jat. 0 A. 
Coils and Bends Well NATIONAL as I m = ro = 


Uniform Throughout NATIONAL Threads and Cuts Easily 
Pipe is uniform in metollic struc 
ture, ductility, strength, corrosion 
resistance, surface finish, wall 
thickness and diameter—a uni 
formity that is rigidly maintained 
at all times 


Pipe has that full measure of 

strength and ductility to meet the Thoroughly Tested. — During the 
demands of smooth, uniform coils Rigidly Controlled. — From the raw manufacture of NATIONAL Pipe, 
and bends. With NATIONAL you material to the finished product, each and every stage of produc 
can estimate closely without one organization has rigid control tion is carefully checked by the 
worrying about excessive loss of over the manufacturing steps that finest instruments, operated by 
material, time and labor produce NATIONAL Steel Pipe the most experienced men. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Steel PIPE 
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CHAN jg, LOCK 


Here's a quality line with real profit possibilities. To get the 
most out of it carry the complete Champion DeArment Chan- 
nellock line. Millions of national magazine subscribers will read 
about the Channellock line every month . . . they are being told 
and sold. Use display boards, stock the full line . . . for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line. 











THE PLIER DESIGN THAT OBSOLETES ALL OTHERS 





CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 








“Everlasting” Protection 
for your customers 


wie 


GENERAL SERVICE EMERGENCY PROTECTION 
For any liquid or gas at pressures Assures immediate and positive 
up to 300 psi. Have outside action with weighted pendulum 
stuffing box and gland stop 


STEAM JACKETED 
Assures continued free flow of 
any material which congeals at 
ordinary temperatures. Quick-Action . .. opened or closed with less than a quarter 
turn of the operating lever 
Straight-Through Flow . the disc cannot become loose 
and accidentally check the flow. 

Drop-Tight Seal . constant contact 
| 


at all times prevents dirt or scale from getting 


of disc and seat 


between 


Self Regrinding ... the disc rotates on the seat with each 

operation, thus regrinding the sealing surfaces 
CYLINDER-OPERATED VALVE 
For accurate control of process 
work. Straight-through flow, drop- jy i+ for bulletin desi ribng EVERLASTING VALVES 


tight seal, air or hydraulic con- 
trol for operation et eny speed EVERLASTING VALVE CO., 63 Fisk St., Jersey City 5, N. J. 


Everlasting Valves 


TRADE MARK EVERLASTING REG US PAT OFF EV 367A 


No wedge action . . . all parts move between parallel faces 


186 INDUSTRIAL DISTRIBUTION © JUNE, 1954 


facturers Assn. and the Multiple V- 
Belt Drive & Mechanical Power 
Transmission Assn, the handbook 
contains an explanation of V-belt de- 
sign. 

Also included: standard sizes and 
pitch lengths of V-belts, groove di 
mensions for V-belts sheaves, horse- 
power rating tables, and selection data 
tor Goodyear’s line of steel cable 
belts. 


TUBING — Superior Tube Co., Nor 
ristown, Pa., has issued bulletin no. 
42 describing properties, applications, 
and advantages of Titanium tubing 


Shepherd 


SPECIAL MACHINE 
& DIE COMPANY 


HATFIELD AVE. - CLEVELAND 11, OHIO 


Shepherd Issues Guide 
to Toolmaking Skills 


A 16-page brochure describing ex 
perience, techniques, facilities, service, 
and finished products of special ma 
chine and die makers is announced by 
Shepherd Special Machine & Die Co., 
Cleveland. 

Also illustrated are special-purpose 
machines, fixtures, and dies, designed 
to perform to specifications. 


FLEXIBLE SHAFTING-Stow Mfg 
Co., Binghamton, N. Y., has issued 
a new one-page bulletin describing use- 
ful applications of its flexible shafting 
machines for garages, tire recappers, 
and home workshops. 


PAINT—Heat-resistant paint is de- 
scribed in a catalog sheet issued by 
Speco, Inc., Cleveland. _ Illustrated 
with line sketches, the bulletin de- 
scribes “Heat-Ram H-170,” a paint 
recommended for metal surfaces where 
temperatures are substantially higher 
than normal. 


CLUTCHES—A four-page, two-color 
catalog describing its ‘‘series 200” cam 
clutches for indexing, overrunning, 





idvertising: Ads like this, 
appearing consistently in nu- 
merous business magazines, pre- 
sell the 
American Pulley line. 


your customers on 


Delivery: Fast deliveries 
more than just a claim. Over 
ony / 


are 


of standard items are de 
livered from stock. 


Technical Service: On-the 
spot engineering aid when you 
need it, is available to help you 
solve customers’ transmission 
problems ... and make extra 


sales 


Full Product Line: American 
Pulley’s broad line of power 
transmission equipment offers 
one source of supply for your 


customers’ needs 





assures 






indefinitely unde 
belt loads. Can be operatet 
speeds up to 6000 feet per min- 
ute with an ample factor of safety 
Oversize, easily accessible bolts 
hold pulley to shaft without keys 
or sef screws. 


Hi-Torque Motor Pulleys with spe- 
cial laminated-veneer construction 
havé high gripping power, over- 
come belt-slip, maintain their 
crowns and diameters longer than 


any other composition pulley 


Rim thickness is carefully selected 
to suit pulley size and 





Out of battered, 


came a whole new 


A graveyard of pulleys with gouged-out disc 
holes, fractured rim welds and enlarged hub 
bores was the start of an entirely new, “pit 
proved” line of American Conveyor Pulleys. 
Because they couldn't take high belt tensions 
over long distances, these battered pulleys 


put our engineers on a search for reasons why. 


By sifting stress and strength theories, cross- 
questioning empirical design and destruction- 
testing pulley parts, they found out what 
went on inside the pulleys. Result: a con- 
veyor pulley capable of meeting any service 
demand. 

rhe American Steel-Split pulley is another 





service. 


straight belt ~ 









mouth or wa 











installed or removed 


beaten pulleys 
concept of design 


example of engineering imagination. This 
strong yet light-weight pulley—mounted or 
replaced without dismantling a shaft —revo- 
With interchangeable 
“packaged units” are 
available in over 500 sizes. Distributors 
nation-wide, stock these pulleys and bushings 
for quick delivery. 

We think we have the answer to your pul- 
ley needs in our full line of pulleys. See your 
distributor today or write for information 
or engineering assistance. No obligation. The 
American Pulley Co., 4204 Wissahickon Ave., 
Philadelphia 29, Pa. 


lutionized industry 
bushings, steel-split 








fo a 
ossure 
Sars proper alignmer ‘ 
and fit‘of end discs 


nd rims 


grab 
grip 
tbell 





5 Easil 


“At the profit end of the machine” 


Power Transmission by 


AMERICAN 


il PULLEY COMPANY 


An Extra Sale... 
Additional 

Profit for You 

at the Same 

Time You Sell Those 
Grinding, Buffing 
or Polishing Wheels! 


COLLECTING 
ON A 


Plant Operators 
Welcome the 


ate 
as a Protection 


to Workers’ Health 
and Expensive Equipment 


So you sold the man some Grinding, 
Buffing or Polishing Wheels! Why let 
dust settle on a good sale? It’s a more 
profitable sale for both you and your 
customer when you sell him The Cin- 
cinnati AIR MASTER, too. This efficient, 
self-contained dust collector unit is 
urgently needed in every plant where 
grinding, buffing or polishing of any 
kind is done. 

Designed to thoroughly filter dust and 
grit laden air from all makes of Grinders 
and Buffers regardless of whether new 
equipment or equipment already in- 
stalled and in operation. 


Get the facts—get more mileage and 
profit per sale with the AIR MASTER 
and other The Cincinnati products— 
QUALITY equipment since 1902. 





2686 MADISON ROAD 


CINCINNATI 8, OHIO 
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and backstop machine drive applica- 
tions, has been issued by Morse 
Chain Co., Detroit. 

Application data, typical installa- 
tion drawings, and a complete table 
of specifications are given for seven 
models of clutches having torque rat- 
ings from 10 to 500 ft. Ibs., and 
ground OD dimensions correspond- 
ing to standard 200 series ball bear- 
ings in nominal sizes from 14 to 34” 
outside diameter. 


HOISTS — A new 8-page bulletin on 
“Safety-Pull” ratchet-lever hoists is 
now available from Coffing Hoist Co., 
Danville, Ill. The bulletin describes 
the company’s full line of ratchet- 
lever hoists, including both roller and 
coil-chain models, with capacities 
ranging from 3 to 15 tons. In addi- 
tion to features, specifications, and 
special hooks, the bulletin illustrates 
the construction elements in the 
hoist and some applications 


Williams Boxes 
Tool Assortment 


J. H. Williams & Co., Buffalo, 
N. Y., have repackaged six “always 
ready” lathe tool sets in a strong steel 
case. Each set includes three Williams 
turning tool holders with straight, right 
and left hand shanks, three cutting-off 
and side tools with straight, right and 
left hand shanks, one boring tool with 
sleeve bar, one threading tool with 
formed cutter and one knurling tool 
with one pair of knurls. 


JOINTS—An article on “Slip-Type 
Expansion Joints” by K. S. Roberts, 
and reprinted from Oil & Gas-Journal, 
is being issued by Yarway-Waring 
Co., Philadelphia. Also offered is the 
company’s “Expansion Joint Bulletin.” 


LATHE CENTERS-—Information on 


its new “Red-E” turret lathe center, 








REPUBLIC 


SEMI-FINISHED AND 
COLD PUNCHED NUTS ARE 


TOP QUALITY 


FROM ANY ANGLE 


First chance you get examine any Republic nut carefully. 


Notice the sharp, accurate threads, the full threading 
area. This assures fast assembly —a firm, more uniform 
grip when nut is tightened. 


Notice, too, the clean, smooth faces, the sharply defined 
corners. Wrenches fit squarely and snugly with less 
chance for slippage. This reduces deformation — saves 
time and tempers. 


If you’re looking for quality fasteners, remember that 
Republic Bolts and Nuts come in over 20,000 different 
types, sizes and shapes. For more information write to: 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division « Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES * CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N.Y. 
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PPE 
Sp The right tools, in the right 


designs, weight and power, built right for serv- 
ice and priced right for volume sales. 


No. Sander 
An all-ball-bearing, 

orbital-moticn, finish 
ing sander with power- 
ful 3450 r.p.m., A.C 
induction motor and 
cast aluminum body. 


No. 150-K SpeedSander Kit 
The Sander with Accesso- . 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 

and wet rubbing, 

lamb’s wool bonnet,/4 

90 sheet abrasive cov- 

ers, etc. in fitted steel 
carrying case. $49.5 


No. 1000 SpeedSaw 
4 H.P. Universal Motor, 
cast aluminum housing, 
m safety shut-off switch. 
A Cuts all angles to 45°, an 
A« yy depth to 1%". $29.95 


SpeedDrills 
(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
cases, and geared 

chucks. 


0. 200-J 4 * Speed Drill 
$19.50 


also other sizes, types. 
Drill Kits 


Several fast sellin 
kits. Painters an 
Householders Kit 
(illustrated) is typical. 
It has: \” Hornet 
Drill, Abrasive Discs 
and rubber back- 
er plate, grinding 
wheel, wire brush, 


. c. in at- 
tractive displa 
carton $15.95 

ee Write for catalog 
Way “anuracrurine co. 
183? Se. S2nd Ave., Cicero 50, iil. 


as well as its line of bull and pipe 
nose type centers, is furnished in a 
catalog published by Ready Tool Co., 
Bridgeport, Conn. Specifications and 
prices of the lathe center are included, 
with illustrations depicting various 
features. Information is also included 
on anti-friction standard light and 
medium-duty centers, shank type ex- 
tra heavy-duty centers. 


Triangle Conduit 
Color Codes Tube 


Conduit & Cable Co., 
Brass & Copper Tube Div., New 
Brunswick, N. J., is now identifying 
their type K, L, and M copper water 
tube with “Scotch” brand labels, at 
tached to each 20-foot length. Labels 
are placed at least six inches from 
tube end so that they won’t inter 
fere with installation of fittings. Each 
type has its own color label (e.g., typ: 


K is red, L is blue, M is yellow). 


I'riangle 


TAPE MANUAL Permacel Tap 
Corp., New Brunswick, N. J., has 
brought out a reference manual con 
taining 174 pages of general and dc 
tailed information on_ self-sticking 
tapes. Starting with a historical re 
view of the company, the book then 
describes and illustrates the 10 basic 
uses for tapes, and from there elab 
orates on the numerous uses and ap 
plications of various tape types. Full 
technical data is furnished for each 
kind of tape manufactured by the 
company. 


TUBING Wallingford Steel Co., 
Wallingford, Conn., has issued an 8- 
page booklet describing the full line 
of its ornamental, mechanical, pres 
sure, sanitary and shaped tubing. 


rAP GRINDER—Edward Blake Co., 
West Newton, Mass., has issued: a 
folder describing its new tap chamfer 
grinder, a machine designed to salv- 
age taps by sharpening them for re- 
use. The folder explains how the 
chamfer grinder is built, how it oper- 
ates, and what it does. Specifications 
standard equipment, and accessories 
are detailed for ready reference. 


MOTOR-—Lima Electric Motor Co., 


Lima, O., is offering a brochure de- 
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scribing its new ““T'ype EX” explosion- 
proof and “Type ED” dust-tight mo 
tors. 


CAP SCREWS — A four-page illus 
trated folder on a new line of giant 
“Unbrako” cap screws of heat-treated 
alloy steel has been prepared by Stand 
ard Pressed Steel Co., Jenkintown, 
Pa. The folder contains cross-sec- 
tional views, photographs, and full net 
price information. 


PAVING BREAKERS—Two new bu! 
letins describing paving breakers and 
air tools for construction and plant 
maintenance work have been an 
nounced by Gardner-Denver Co., 
Quincy, Ill. Bulletin PBI gives fea 
tures and specifications on the firm’s 
heavy-duty, medium-weight, and 
lightweight paving breakers. It also 
describes the sheeting driver, pin 
driver, and spike driver attachments 

Bulletin ST-100 describes and gives 
specifications for Gardner-Denver clay- 
spreaders, trench diggers, and single 
pad and triplex backfill tampers 


for Trouble-Free 
Hydraulic Service 


7, 
(shew o grees 


* 
SaCK-oF ames 
of TEFLON 


T COMPANY, CAMDEN 1, H. 4 


U. S. Gasket Has 
New Ring Catalog 


United States Gasket Co., Cam 
den, N. J., has issued a new catalog 
on their “Chemiseal” synthetic O- 
rings and “Chem-o-green” Teflon 
back-up (or non-extrusion) rings for 
both commercial and military require- 
ments. O-ring gaskets, packings, and 
universal tube fittings are included. 
Selection tables and engineering data 
round out the publication 


CLUTCHES Lipe Rollwat Corp.., 
Syracuse, N. Y., announces a 12-pag¢ 
booklet describing construction and 
operation of firm’s new direct pressure 
dry-disc push type clutch for heavs 
off-the-highwa\ 


dutv service on 





+> 


‘ 


A [~ ...production-proved! 
a ee % , 


Bay State Taps produce threads of the utmost 
precision with a maximum of productivity. 
This dual quality of Bay State Taps... precision 
performance ... is readily available from 


nearby shelves of industrial supply distributors. 


BAY 
STATE 
TAPS 


STATE TAP .&@ DtE COMP ART MANSFIELD, MASS. 
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hicles, busses, and trucks. Contains, 
also, chart listing pressure spring and 
pressure plate data. Cutaway photos 


NEW 50 TON iat maor cite component 
CENTER-HOLE 


HYDRAULIC PULLER 


é 


Pulling the Drawing Gear on a 
Paper Shearing Machine with the 
New OTC Hydraulic Puller 


Penn Engineering 
Has Fastener Catalog 


Penn Engineering & Mfg. Co., 
Dovlestown, Pa., announces catalog 
on the company’s line of “self-locating 
weld fasteners” of steel and stainless 
steel. Catalog shows design features 


FOR TOUGH CUSTOMERS WITH TOUGH JOBS 


Sell your toughest customers easily with the new OTC 50 Ton Ram— 
Saves time, money—Eliminates broken parts—Pays for itself on a 


few jobs. 


The NEW Hydraulic Ram does jobs 75% faster—Eliminates torque 
and the danger of accidents. Completely portable—can be used any- 
where. With its attachments, the 50 ton puller can do hundreds of 


maintenance pulling jobs on all types of machinery. 

, , ‘Parre . write 
Designed with the famous CENTER-HOLE that al- oot 
lows fast, easy adjustment to the job—plus interchange FREE 


from push to pull or used as a production holding fix- Booklet 


ture. Big brother to the 17% and 30 ton rams. De- 
Booklet d ib - . 
“tag Degg pada Palmer-Shile Issues 


scribe it, show it, and you'll sell it. plete fine end uses of 


OTC equipment Handling Booklet 
FEATURES: A 48-page catalog describing and 


1 i illustrating several materials handling 
+ Calibrated Pressure Gauge , items has been issued bv Palmer-Shile 
Co., Detroit. Several new products are 
. ~ y > ogr—s - | Oxes 
Rem Travel of 3 : included in the catalog—steel OX 
Z with lap joints, a stand and reel for 


. . S 
. Weighs only 45 Ibs. handling steel coils, and a new type of 
nesting stacking box. Another new 
item offered is a skid box with a side 


. Six Foot Hi-Pressur é . 
ssure Hose - door providing easy access to materials 


. Hi-Pressure Quick Coupler oy Pere without removing stacked boxes 


TECHNICAL PAPER~— Taylor Forge 
OWATONNA T OOL COMPANY & Pipe Works, Chicago, a eal re- 


pares 


373 CEDAR ST. OWATONNA, MINNESOTA prints of an ASME. paper pre] 


. Interchangeable Ram Heads 


. Remote Control Pump 
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CONBRACO FITTINGS 









































POINT THE WAY TO 
A PERFECT/ PROFIT PICTURE 





Sales /and Profits Go Up 
with 


é 


BRASS PRODUCTS 


pare and distributors have high praise for the Con- 
solidated Brass Company line of fittings. Five factors 
make CONBRACO sellers and customers completely 
satisfied, 














1. Profits don’t stop at the first sale—repeat orders 
mean repeating profits. 


2. CONBRACO products have to be good to be 
a leader for 50 years. 


























3. With people who know the outstanding quali- 























ties of brass fittings, the complete line of Con- 

















solidated Brass Company is tops—everything in 
plumbing and heating supplies, gas and tube fit- 
tings and lubricating devices. 


4. CONBRACO is fully equipped to make 
“specials” when required. 

5. We have said before and we repeat: Plant men 
and plumbing and heating contractors all along the 
line are well aware of Consolidated quality. It 
makes first sales easy and repeat sales easier. 


Write today for complete details (and a catalog, if you 





wish) about this profitable line backed by a 50-year 
reputation for Dependability + Skill in Designing 
and Manufacturing + Promptness + Full Co-opera- 
tion with Dealers and Distributors. 


“WHEN YOU THINK OF BRASS .. . THINK OF CONSOLIDATED FIRST” 


BRASS COMPANY 


DETROIT 9, MICHIGAN 
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by Taylor engineers, and entitled “In 


LDER ; Plane Bending Properties of Welding 
CA tag « the Dresser Line Elbows.” The sanee presents results 
ele Bigger Pret this “ee i'Terticte Sales of strain-gage investigations con 
: ducted on relatively heavy-w all ““Weld 

ELLS,” and a tabulation of design 


5 ‘ \ . ‘ 
ip. ? factors in this product. Purpose of 


BUILT RIGHT —Best materials throughout . . . tool ' the paper is to provide design engi 
neers with accurate, experimental] 


for Automatic Tightening derived flexibility and stress intensi 
fication factors applicable to welding 
clbows used in high-pressure systems. 


steel cutters . . . Right and Left hand Threaded Bushings 


HOSES—Quaker Rubber Corp., Phil 
adelphia (H. K. Porter Co.) has a new 
spray hose bulletin describing prod- 
ucts for nurserymen, fruit growers, 
florists, farmers. Also included are 
data on various types of paint spray 
hose. Descriptive information, sup 
plemented by citaway and cross-sec 
\\\ tion photos, details construction, sizes, 
EASY TO HOLD— Extra weights, working pressures, ind rec 
\ ee . ommended uses of hoses 
\ Weight well distributed % Another new Quaker bulletin de 
for smooth handling. ‘ scribes suction hose for use in quart 
ries, construction jobs, mines, pump 
ing, trench and roadbuilding 


\ 


N Also CALDER Fine Diamond ‘Dre ssing reels. 
%, , \ \ \ an \ 


SOLD ONLY THROUGH DisTRIBUTORS x \ 


a 


CALDER MANUFACTURING oF ss 


2049 North Prince Street . Lancaster, Pennsylvania - " 


My PRESENTING ay / } . 
Se 6 ijt 3 Se 
WRENCHES ; 


FINEST QUALITY 
WITH THE EASY “FINGER-CONTROL" 


STEEL SHANK 


AND sieeve GRIP AND RELEASE ACTION 


BRIGHT PLATED 


—" FOR THOSE 


as Sous HARD-TO-.GET-AT PLACES — 


> 


Cullman Presents 
Sprocket Catalog 


New and up-to-date informatio1 
Gripmaster sprockets, flexible 
ngs and steel weld-on hubs 


BY THE MAKERS OF ONE HAND OPERATION— nted in the latest 16-page 


THE ORIGINAL 
: Cullman Wheel Co., Chicag 
SPINTITE @ GRIPS nuts or bolts of any material Desienated Balictin 184. it is illu: 
WRENCHES © HOLDS firmly in any position trated with photos and includes such 
@ TIGHTENS nut or bolt securely ita as sizes, price lists and instru 
| 


OVER 150 STYLES 
AND SIZES @ RELEASES at the pull of the fingers ms. Of special interest are section 
n uses, advantages, adaptability and 
flexibility of the Gripmaster inter- 


Write for STEVENS WALDEN Inc. changeable bushing system. 
list on 


cataloar 1 . 
alogue 459 SHREWSBURY STREET — WORCESTER. MASSACHUSETTS An authorized | distributor | 
vhere-to-buy” Cullman Grip 


SIZES — PULL SLEEVE TO ReELease 
Me” TO 14," 


naster 


MAKERS OF WORLD-FAMOUS HAND TOOLS FOR OVER 50 YEARS lu t 1] in lu | 
TOC Cts IS SO f cice¢ 
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--ethe shapers of 


things to come — 


Cut to length . . . bevelled both ends . . . heat-treated to 
perfection. Just shape the point and you're all ready to 


go ...A-L Tool Bits are the last word in convenience. 


Made in a complete range of tungsten and moly high 
speed steels . . . including the new cobalt and high vana- 
dium types that offer superior red hardness, wear-resisting 


and cutting properties. 


Furnished in Standard finish or the popular Ground finish 
In a complete range of © which is extremely accurate in dimension and free from 
tungsten, moly, cobalt, 
and high vanadium types 


decarburization and scale. 


“ani For real Johnny-on-the-spot service on the finest tool bits 
NTHER § , ’ 
SUPER PANTHEF * obtainable, call your local A-L office or distributor .. . 


PANTHER SPECIAL a , ; 
= oun ; TODAY! @ Allegheny Ludlum Steel Corporation, Oliver 

ML, LXX. SUPER DBI Y ‘ . 

DBL-3 AND DBL - Building, Pittsburgh 22, Pa. 


For complete MODERN Tooling, call 


Allegheny Ludium fs 
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KENNEDY 
Underwriters’ Approved 


VALVES When you need a Valve 
that’s always on duty... always ready 


Whenever life and property are at stake, the complete reliability and 
dependability that are built into every KENNEDY Valve are plus 
safety features. The valves listed below are approved by Underwriter 
Laboratories and Associated Factory Mutual Fire Insurance Companies. 


‘TRON BODY DOUBLE-DISC GATE VALVES 


Fig. No. Type Sizes Working Pressures 


67 | 0.8. 8Y. Screwed 2%" to 12” Cold Water, non-shock, 
175 Ibs. 


68 O.S.&Y. Flanged 2%" to 14” 2%" to 12”—Cold 
Water, non-shock, 175 
ibs.; 14” —150 Ibs. 


O.S.&Y. Bell Ends | 4” and6”to14” | Same as Fig. 68 
Indicator Post 4” to 14” 4” to 12” —Cold Water, 


non-shock, 175 Ibs.; 


Gate Valve— ® 
14°—150 Ibs. 


Flanged 
Indicator Post 4” to 12” Cold Water, non-shock, 
Gate Valve— 175 Ibs. 

Screwed 
Indicator Post 4” to 14” Same as Fig. 701 
Gate Valve— 
Bell Ends 


VALVES 


66 0.S.&Y. Wedge ¥%,” to 2” Cold Water, 175 Ibs. 
Disc Gate Valve 


38 Hose Gate Valve 24,” Cold Water, 175 Ibs. 
no cap and chain 


39 Hose Gate Valve 24,” Coid Water, 175 Ibs. 
with cap and chain 


93 Angle Hose Valve 2¥,” Cold Water, 175 Ibs. 


935 | Angle Hose Valve 2%," Cold Water, 300 Ibs. 








IRON BODY CHECK VALVES 


| 125 | Screwed Check 4” to 6” Cold Water, 
Valve non-shock, 
175 Ibs. 
126 | Flanged Check 4” to 12” Same as 
Valve Fig. 125 
127A | Bell-end Check 4” and 6” to 12” Same as 
| Valve Fig. 125 














INDICATOR POSTS 


KENNEDY Indicator Posts provide a safe and easy means 
of operating valves installed underground or behind walls. 
Completely enclosed, operation is unaffected by rain, 
snow, or frost. Highly visible aluminum on black indica- 
tor, adjustable to valves of different sizes, protected by 
extra-thick moist-free glass. For wall or ground mounting. 


Write for full particulars Buy from Your Local Distributor 


SS) m KENNEDY 


ped VALVE MFG. CO. «+ ELMIRA, N.Y. 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Power Pipe & Supply Co., Passaic, 
N. J., has been named distributor 
for the following companies 

@ Ladish Co. 

Cudahy, Wis. 
@ Clayton Mark & Co. 


Evanston, Il. 


T. B. Wood's Sons Co. has appointed 
the following distributors 
@ Clowe & Cowan, Inc 
Amarillo, Texas 
e American Supply Co 
Alexandria, La. 
@ Murray Co. of Texas 
Dallas 


Durkee-Atwood Co. has appointed the 
following companies as exclusive V- 
belt distributors in their respective 
areas: 

e Mid-States Industrial Corp 
Rockford, Ill. 

e Rayson’s Supply Co 
Hillside, N. J. 

e Contractors Equip. & Supply Co 
Huntington, W. Va. 

e Industrial Rubber Co 
Cincinnati, Ohio. 





D-A-T-E-§ 
TO REMEMBER 





June 2-4—National Sales Executives 
Convention and Sales Equipment 
Fair. Conrad Hilton Hotel, Chi- 
cago. 

June 20-23—Plant Management Con- 
ference, National Metal Trades As 
sociation, French Lick, Ind. 

July 13-15—Western Plant Mainte 
nance Show, Pan-Pacific Audi- 
torium, Los Angles. 

Aug. 30-8—Do-It-Yourself Show, Pan- 
Pacific Auditorium, Los Angeles. 
Sept. 28-30—Ninth National Indus 
trial Packaging and Materials Han 
dling Exposition, Coliseum, Chi 

cago. 

Oct. 3-6—National Hardware ( 
tion, Atlantic Cit 





ARMSTRONG 


TOOL HOLDERS... 
for every operation! 


There are ARMSTRONG TOOL HOLDERS in sizes and types 
for every operation on lathes, planers, slotters and shapers— 
for the heaviest cuts; for the most delicate cuts. 


With Standard shaped cutters, bits and biades of 
ARMSTRONG HIGH SPEED ARMALOY (Cast Alloy) and 
ARMIDE (Carbide-Tipped) they provide a system of tooling 
that assures maximum production per machine hour, lower tool 
costs, and high machining profits. 

Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are being 
bought continuously . . . are a constant source of profit to 
the Industrial Distributors who catalog stock and display 
them. It is a profitable practice to put the question, “What 
ARMSTRONG TOOL HOLDERS do you need?” 


Write for our New S-48 Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave., Chicago 30, Illinois 
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SLEEVES and SOCKETS 


and a complete 


USE-EM-UP 
TYPE 


COLLIS Taper Tools are made by men 


line of Collets 


STANDARD 
TYPE 


skilled in this type of manufacture. 


Users get long satisfactory service from Collis Equipment and find the answer to 
all drilling, reaming, and tapping needs in the Collis Line. 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, 
and Magic Type Chucks as well as on Sleeves and Sockets and Collets. 


"Call Collis for Service” 


mm_~—~—€£ THE COLLIS 


COMPANY ivan 


Dept. A, CLINTON, IOWA 


New Low Prices 


on Equipto lron-Grip* Shelving 


“Custom” quality unch 


Production economies achieved 
through expanded plant facilities and 
advanced machinery and equipment 
have enabled Equipto to reduce prices 
up to 20% on IRON-GRIP Steel 
Shelving. 

These attractive new prices bring 
the same outstanding features that 
IRON-GRIP has always offered—60% 
faster shelf assembly and adjustment 
through use of exclusive steel stud . . . 
no nuts, bolts or tools ... heavy gauge 
angled steel uprights . . . channel sided 
shelves that hold 600 Ib. load without 
feinforcement . . . easy movement of 
tact without disturbing assembly. 


See for yourself! Visit your Equipto distribu- 
Compare IRON-GRIP feature-for-feature 


tor. 
and dollar-for-dollar with any other 
on the market. Do it today! 





anged 


units in- *A slope in the key- 
hole joins with the 
taper on the stud to 
form the tightest and 
strongest of grips. An 


shelving exclusive Equipto 
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The Buyer Looks 
at Business 


purchasing 





Composite opimion of 
agents who comprise the N.A.P.A. 
Business Survey Committee 


Orders, Production Up 


Industrial Purchasing Agents, for 
the second month, report order and 
production increases higher than de- 
creases and progressing at an acceler- 
ated pace. Better order position is 
reported by 43%, compared to 17 
still on the slide, while production is 
recorded up to 33% against 18% 
down. Again, the individual changes 
are not of large proportion, but indi- 
cate a firming up of industrial business 
and gradual improvement through the 
second quarter. Many reports that ag- 
gressive selling plans are paying off. 
More strength in prices is noted, par- 
ticularly in nonferrous metals, stimu- 
lated by the announcement of govern 
ment stock-piling plans. Inventory 
correction is still being pressed at 
about the same rate as recent months. 
Employment is a little better—more 
rehiring. Buying policy remains con- 
servative, 60 days or less. Purchasing 
managers are mildly optimistic for the 
near future; they look for a steady in 
crease in industrial activity 


“Show of Strength” in Prices 


Industrial commodity prices for pur 
chased materials continue the show of 
strength reported in March. Again, 
the lead is taken by nonferrous metals, 
influenced more by the government 
stock-piling announcement than by 
the supply and demand position of 
the metals. Except for rubber and 
tin, the Indo-China war scare seems 
to have had no effect on prices. Price 
concessions and protection are being 
more freely negotiated on fabricated 
items as stepped-up competition and 
intensive selling influence their mar 
kets. 


Inventories Continue Slide 


Purchased materials inventories con 
tinue to slide off at about the same 
rate as in March. General availability 
of materials makes possible better and 
closer scheduling. While there is no 
evidence of stocking up on steel now 
that it is in short procurement range. 
comments on the possibility of a stecl 
strike were more numerous in April 





Pay Rolls Still Off 


Pay rolls are off again, slightly less 
than in March. However, 18%, the 
highest number since last August, re 
port additions and rehiring, while 
51% hold the same number of em 
ployees as last month. It is interest- 
ing to note that a number of the 
reports mention separation of non- 
productive workers to decrease over- 
head costs. A lot of the frills are be- 
ing eliminated. Improvement of qual- 
ity and productivity is also reported. 





Little Change in Buying 


Sixty days and under is the buying 
range of 87% of the committee, for 
the principal materials purchased. 


Not much change in the past four , DISTRIBUTORS 
the po 


months, and that has been on 


down side. , 

Warehouse stocks and MRO items F } always deliver the goods! 
ire plentiful. Steel can be obtained on 
short notice. Getting material is no 
longer a problem. Careful analysis of 
the markets is the current policy of 
most buyers. 











Specific Commodity Changes 


The “ups” about balanced the 
“downs” in number; were more im 
portant due to nonferrous metals. 

Up were: Brass ingots, die castings, 
copper, glass containers, sugar, hides, 


lead, mercury, soybean oil, rubber, : oe P 
soap, steel scrap, tin, typewriters, zinc Highly developed standardization and mass production methods 


and zine products. at "Shaw-Box" make it easy for our Distributors to carry ade- 
Down: Alcohol, autos, carbides, quate stocks. They save time and money for customers with 
gray iron castings, coal, some cartons, prompt delivery of any load-handling unit or accessory in the 


ferrosilicon, dairy products, fuel oil, , 

errosilicon, dairy products, fue complete "Shaw-Box" Line. 

gasoline, glycols, manila rope, linseed 

oil, rosin, some steel But product availability is only one reason why “Shaw-Box" 


Few hard a Nickel, selenium, Distributors are outstanding in sales performance. They sell a 
structural steel. quality line — a line with engineering and operational features 
Canada Steps Up Activity that contribute substantially to efficient, low-cost production. 


Industrial activity was stepped up "Shaw-Box" Distributors’ salesmen know how to sell in today’s 
in Canada in April. Order books are markets. Our plant training and practical sales aids give them 
somewhat better than in the United a thorough knowledge of every "Shaw-Box" product they han- 


States, and production is a little lower. : é : 
Commodity price structure is not as dle. The counsel of our field engineers is always available. And, 


firm. Inventories are building up. a full-scale advertising and promotional program continually 
Employment is right in line with the builds recognition which leads to sales. Equally important, 
States. Buying policy is of longer every “Shaw-Box" Distributor operates under a sales policy 


range, particularly on imported mate fi . ‘ 
sai” Fae oot te the oie aed fe that assures adequate profit on every product in the Line. 
reported to be disappointing. Ca We appreciate the top-flight salesmanship of “Shaw-Box" 


nadians are still optimistic for a good Distributors and pledge our support to assure their ever- 
second quarter increasing success in profitably selling the "Shaw-Box" Line. 





OFFICIAL DISTASTE 
Color pictures on luncheon - meat MANNING, MAXWELL & MOORE, INC. 
packages have been banned in Colo- 
rado, reports Food Engineering, Mc- wanweit Shaw-Box Crane & Hoist Division 
Graw-Hill publication. Reason for the | {Ml Muskegon, Michigan 
order was a state health official's M | af — . : 
opinion that the pictures looked much vs ogc a me, , pat dion, tabbie 6 Mdlente Gina ten oe 


better than the product Valve Sonsolidated’ Safety and Relief Valves, ‘American’ and ‘American 
Microser ndustrial Instruments, and Aircraft Products 





NO 


veaoe 


e 
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Do You Remember? 


Answers are on page 202) 
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. o 4 
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\’ou can probably put up a pretty 
sharp sales argument. But when it 
comes to pressure gauges, you don’t 
have to go on the defensive. Not if 
you recommend MARSH! 

We couldn't say this if the Marsh 
line hadn't already done its OWN 
talking . . . on the job. Practically 
all the big developments in pressure 
gauges and dial thermometers were 
pioneered by Jas. P. Marsh. . 
and now look at those current 
developments—the Conoweld tube, 
the Marshalloy case, and the ad- 
vanced movement, All this and the 
Recalibrator” too! 

Advertisements like that above are 
telling the story of Marsh leadership 
in publications read by your cus- 
tomers. There is a Marsh gauge or 
dial thermometer for every need — 
each the best of its kind. Just say 
MARSH and end all arguments! Ask 
for latest information Who these Gay ’Nineties visitors were at the 1941 Chicago Convention? 


MARSH INSTRUMENT CO. 
Sales affiliate of Jas. P. Marsh Corporation 
DEPT. C., SKOKIE, ILL 





GAUGES + VALVES + TRAPS 
DIAL THERMOMETERS a 
ead». Daybed eure The theme of this bit of drama staged by a Mid-western distributor in 1938? 
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HIGH STRENGTH IS 


POUNDED 


INTO WATSON-STILLMAN 
FORGED STEEL FITTINGS 


Forged-Fiber Grain Structure Gives Added 
Protection Against Piping Failures 


Watson-Stillman fittings are drop-forged. Hot steel billets are ham- 
mered and pounded and squeezed in hardened dies to form the solid 
fittings. This operation produces a dense, tough-fiber structure with 
exceptionally high tensile and impact strength... higher than can be 
obtained by other processes. W-S Forged Steel Fittings offer maximum 
resistance to pressure, heat, corrosion, shock and vibration... give you 
strong, tough, trouble-free joints. 

Watson-Stillman Fittings are designed for high strength, too... with 
extra heavy sections where you need them. And they're precision 
machined to insure perfect alignment and tight joints. 

For safe, reliable service ...for greater protection against costly shut- 
downs...install Watson-Stillman Forged Steel Fittings. Available in 
SCREW-END and SOCKET-WELDING types in carbon, stainless 
and alloy steels. 


Sold Through Leading Distributors 


WATSON-STILLMAN FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 
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SALES TIPS | Answers 


FOR PROFITABLE (To Quiz on page 200) 
SELLING 





what does qa MULTI-DRILL do? The Triple Convention took to sea on 


A MULTI-DRILL will drill 2 to 8 holes at 1 a chartered liner, Bermuda-bound, in 
stroke—cut production time . . . reduce tool 1939. There conventioners basked in 


the sun, forgot about Prohibition, and 
talked about the evils of “reciprocity” 
and the ossibility of an industry-wide 


investment... lower hole costs. Fits any 

drill press without use of special tools 

or need of alterations. Thousands of 

MULTI-DRILLS in use today wherever cost study. In a sense, the cruise was 
MS an escape eee the dismal years of 

metal, wood or plastics are drilled or tapped. depression, which many thought had 


finally run its course. 
features that help you sell : 


Extremely flexible—quickly adjustable to drill any “Family group” photo was a feature 
hele pattern within a 9 circle. of the 1941 convention’s “Gay Night- 
Centers as close as 12". : ies” party. S. H. Clark, Samuel Har- 
ris & Co., Chicago (third from right, 
standing), is the only one in the pic- 
ture not made of wax. 


Standard Extension Spindles available to 
«ncrease working area to 22/2” 
Precision spindl blies ... 
enclosed ball thrust bearings . . . heat 
treated alloy gears .. . heavy duty universal joints The play-acting scene was staged by 
gvarantee long, trouble free service. H. Channon Co.. Chicag at ar 
7 © go, at an 
Fit any drill press. elaborate sales meeting stressing the 
evils of price cutting and how to meet 
them. The skit, entitled “Curse of 
Gold,” shows the good salesman (left) 
getting the order, while the foiled 
price-cutter (right) gets left in the 
cold. J. V. Trojan, W. P. Warchol, 
R. P. Kellen and E. Slattery are the 


Sales Doubled ~ 


on MILWAUKEE Trucks 


..» but Lower Prices are Book Review 
Only ONE of the Reasons seniors 


@ Lower prices, YES, BUT combined with a grow- 

ing line of medium duty all-steel welded trucks. FIRE SAFEGUARDING WARE- 

@ Lower prices, YES, BUT reaching the growing HOUSES. The National Board of 

market for light but rugged tubular steel hand Fire Vediere nn ~ ohn St. New 
No. 88-6 trucks, and all-steel-deck platform trucks. Be VERSIE, } iy 4 

@ Lower prices, YES, and 14 models now avail- York, N. Y.—Over the past two 

No, 6635-C able, including Appliance Carriers and Welding years, large-loss warehouse fires have 

Trucks, Each provides the maximum in dollar for occurred at the rate of about one a 

dollar value, in customer satisfuction, in distribu- week. with losses ranging from $100.- 

wc cneee ongenenn 000 to $5,000,000. This 48-page il- 

eee MORE DISTRIBUTORS WANTED: lustrated booklet describes, among 


Sales records show that greatest increases have come from distribu- other things: proper building con- 


tors qualified to serve the expanding market for the growing line ' - ta ¢ a 

of Milwaukee Trucks. Naturally we want to add more such dis- struction in te rms of fire resistance; 

tributors. Write today for NEW catalog M-123 and price schedules storage practices, space layout and 

covering the most popular hand trucks for factories, offices, stock- stock location to minimize danger; 
No. 2203-A 





24 































































































Sem, WHNERESEER, SAPING coems. the handling of hazardous materials; 
Ask our factory representatives to give you more information, tell maintenance and housekeeping as fire- 
you about the fastest growing hand truck line in America. Clip 
the coupon to your letterhead and the facts will be on your desk 
within the week. Compare values for yourself. 


preventive measures; fire protection 
systems such as sprinklers, draft stops, 
standpipes, and water supplies; and 
salvage operations after a fire. There’s 


Gentlemen: Please send us Catalog M-123 and Price : . 
ILWAU Schedules. a list of recommended practices for 
fire safety and an appendix describing 


representative warehouce fires over the 


> Truck and Caster Corp. 0 Addiess | past two years. The booklet is strik- 


ingly illustrated. 


6512 W. River Parkway, Milwavkee 13, Wisconsin CL 
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Sales tools for Bristol distributors 


multiple-spline socket screws (for con- can get all they want, when they want 
ditions of severe vibration). This com- them. 

bination provides a splendid source of Don’t forget — Bristol’s factory- 
profit for Bristol distributors. And we've trained salesmen are located in 31 key 
recently increased our capacity for pro- cities to supply fast service for 
ducing cap screws, so that customers distributors. AA2 


© These eye-catching window display 
stands are just two of the many sales 
aids we supply to our distributors. 

They're part of our carefully worked- 
out distributor policy which builds 
business for the distributor through 
Bristol's national advertising and direct 
mail. As a matter of fact, this is down 
in black and white in our distributor 
contract: “... it is part of our respon- 
sibility to be constantly widening mar- 
kets and building turnover into our 
product.” 

Only Bristol makes full lines of hex 
socket screws and exclusive Bristol 


Bristol helps distributors make more sales, bigger profits with: 


¢ direct mail ® engineering data © shows and displays 


¢ bulletins, price and sheets 


discount sheets envelope stuffers 


© copy and cuts service 


, © advertising novelti 
¢ local and national smartly-packaged dvertising novelties 


advertising samples © publicity releases 


RISTOLS SOCKET SCREWS 


THE BRISTOL COMPANY, 


Hex and Multiple-Spline 
Socket Screw Division, Waterbury 20, Conn. Socket Screws. Cap and Set 
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| Pinpoint Your Buying Have You Heard This? 


A Complete Line of Industrial 


ANCHORING DEVICES 


From A Single Source 


A 


COLOR-CODED 
PACKAGING 


Easy to stack, store and identify 





er 
rorwar NON 


Machine Bolt 


Expansion de 
Shields Vy 


“CLOSED BACK" 


Machine gh. 
Exponsion r Y 


Shields & 


SN 





=> > 
rq 


“LAG SCREW" 


Expansion 
Shields 





Machine Screw 
Ancho 


, 
Fg! 
ga 
MULTI-UNIT 


Anchor Plain or 
Threaded 








“LOKTITE” 


Hollow Wall 
Fasteners f 








WIRE ROPE 
Clips ond 
Thimbles 








= 
TO HELP YOU 


U. S$. E. Selector Chart 
tells you which anchor 


te wee, the size, 


working load, 


safe 


masonry 


classification. SEND FOR 


FREE COPY TODAY 


U. 


S.£. Branches are located to 


Speed Delivery * Save Freight 


For 


Reduce Inventory Problems 
has 


almost half-a-century U. S. E. 


provided American Industry with a de- 
pendable source for all Masonry Anchor- 


ing, 


products. A qualified U. S. E. 
tative is as 


U.S. EXPANSION 


© PENNSYLVANIA « U.S. A. 


YORK 1 


Drilling and applied 
represen- 
as your telephone. 


Fastening, 


close 


IS AT YOUR SERVICE 


* Qualified Engineering Department 
for technical assistance on all in- 
dustrial problems. 


® On-the-job sales 
your disposal. 


representatives at 


© Coast-to-coast stock points for 


prompt deliveries. 


Sold Only Through 
Recognized Jobbers 


BOLT COMPANY 
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“Fix that Conveyor, Doc” 


“At Clarkson, new ground is being 
broken in the ficld of business edu 
cation with the opening this Fall of a 
course leading to a degree in Indus 
trial Distribution. 

“Just what the old mill supply men 
in East Texas during lumbering days 
or ficld supply men at Ranger might 
think of this should probably best 
go unrecorded. ‘They served during 
their day. Since their day, there have 
been changes. . . 

“Today the distribution of 
trial products is on a par in import 
ance with their production and opera 
tion. ‘The more intelligent thinking 
and administration that can _ be 
brought into the field between the 
factory shipping room and the field 
installation, the greater can be fac 
tory production and the mor 
efficient can be applications at point 
of use. 

““Come in, doc, I’m glad to sec 
you. We are having a little headach« 
with our belt conveyor stocks out in 
West Texas’”—The Southwest Pur 
chaser, April 1954. 


indus 


Why Office Costs Go Up 


“The primary for the in 
crease in Office costs in the small busi- 
ness, as in the large business, is that 
the business man generally never 
thinks much about them. For one 
thing, office costs don’t look big in 
relation to other expenses. For an 
other, it appears as though the time 
ind effort involved in cutting office 
costs will result in petty savings at 
best. And so, except for seeing that 
his office help is kept busy, the small 
business man concentrates on pro 
duction and _ sales’—Small Business 
Administration, Management Series 
No. 6, “Cutting Office Costs in Small 
Plants.” 


reason 


Why We Need Confidence 


“We need confidence that the 
American Economy will be much 
more stable than it has been in the 
past. Without such confidence, the 
maintenance of reasonable stability 
over any long period will be difficult 
And even if we succeed, the continu 
ing thought that will fail itself 
has serious consequences. It is not 
healthy to have the friendly part of 
the world awaiting the next U. S. de 


we 





for Stainless 
and 


Alloy Piping 


When constructing with alloy, 
you're investing real money ALU Mi N UM 


Assure performance-proved fittings 


and save dollars by specifying YS 
and using Weldolets and Thredolets AND rohas. ER ALLO 
for 90° branch joints—large and 


small, full size and reducing 
WELDING FITTINGS DIVISION 


BONNEY FORGE & TOOL WORKS. 


ENG. DEPT., 734 MEADOW STREET 
ALLENTOWN, PENNSYLVANIA 


Distributors in Principal Cities 
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why COLVMBIAN VISES 


HAVE REPLACEABLE 
JAWS 


STANDARD KNURLED JAW FACES of heat-treated tool steel are 
fastened securely and will not come loose in use, but may be re- 


placed if the original jaw surface is worn. New vises may be ordered 
with SMOOTH JAW FACES of hard- 


“ = ened steel to protect soft materials and 
A #7 finished surfaces ... or with COPPER 
mn INSERT JAW FACES if non-sparking 

or non-magnetic material is required. 

SPECIAL JAW FACES. designed and 


machined out to fit irregular shaped 
pieces, can be used for production work. 


Columbian Distributor Service Saves Time and Cost: 
In addition to Columbian Vises, your local distributor 
stocks thousands of other items essential to your daily 
operations. You make one phone call... get one invoice 
.++Pay with one check... streamline your purchasing 
and accounting. 





y The Columbian Vise & Mfg. Co. 
Yted Sep 


CLEVELAND 4, 


SLEDGE TESTED 
GUARANTEED UNBREAKABLE 


Sold only through industrial distributors! 
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pression with fear, while the hostil 


part looks forward to it as the event 
that will turn the tide of history in 
its direction’ —Committee for Ec« 
nomic Development, “Defense Against 
Recession.” 


Lowest Bid May Not Be Cheap 


“The purchasing agent who ha 
developed a rigid and sound purcha 
ing policy subject to periodic review 
will find it pavs dividends. Mam 
purchasing agents have found that 
the lowest bid is not always the cheap 
est when they try to get service on 
delivered items. It must be borne in 
mind that service is an expense that 
must come from profit. Less profit 
usually means less service’—W. R. 
Clarke, chief engineer, Machinen 
Sales, Jones & Laughlin Steel Corp., 
Supply Division, writing in the Mid 
Continent Purchaser, April 15, 1954 


What Purchasing Agents Need 
“There is no position in corporate 
management, particularly where man 
ufacturing is involved, that calls for a 
higher degree of integrity, intelligence, 
astuteness, personality and curiosity 
than is required of the purchasing 
function. Too often we are apt to 
evaluate the function only on the 
basis of performance in a buyers’ mat 
ket. The real test of efficiency, good 
judgment and organization comes into 
plav in a sellers’ market.”—John A. 


Hill, Air Reduction Corp 


Expensive Words 


“In 1952 the cost per salesman’s 
call of 87 industrial companies was 
$9.02 (mean average); today it is 
$16.31. Talk no longer is cheap” 
Sales Management 





VIDEO KNOTHOLE 


Closed-circuit television is now 
satisfying sidewalk superintendents, 
according to Engineering News-Record, 
McGraw-Hill publication. Chicagoans 
got a peek at it when cameras were 
trained on concrete pouring operations 
in a 23-story building on Lake Shore 
Drive. Actually, it was part of a study 
to determine whether closed circuit 
TV is useful in heavy construction. 
The experiment indicated that TV 
probably would be most effective on 
jobs covering a large ground area 
rather than on high buildings 














4355 'Yreo 
OF TIGER WIRE ROPE SLINGS 


but here is a unique problem 
that required a special design 
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LEADING eastern railroad 
wanted one sling capable of han- 
both 12-cylinder, 26,000-Ib. 
and 16-cylinder, 31,000-lb. diesel 
engines. This customer had to bring 
diesel locomotives into a repair shop, 
lift the engines up out of the loco- 
motives, and carry the engines to 
another part of the shop. Head room 
was limited, and the engines had to 
remain level while being moved. 
Tiger Brand Wire Rope Engi- 
neers solved this tough problem with 
a special Tiger Sling which consists 
of a 13-ft. steel spreader beam sus- 


THE RIGHT 
WIRE ROPE 
WILL DO 
THE TRICK! 


dling 


pended from 114” Tiger Brand 6 x 19 
Wire Rope. The horizontal angle of 
the sling legs is 3714°—leaving about 
a foot of clearance, with the crane 
hook at the top of its travei. The 
sling is giving excellent service. 

Ordinarily, you can find just the 
sling you need among the 435 stand- 
ard types of Tiger Wire Rope Slings. 
But, when you run into a special job 
such as this railroad did, we can help 
you design a suitable sling. Simply 
get in touch with the nearest Tiger 
Brand Wire Rope Distributor for 
any type of sling or wire rope. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN 


z tcelhiy L “teformed 
. Ti i it ae Ie» Seeker 
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TIGER WIRE ROPE SLINGS 


2. 8, aoe 











lick Leake 


Loading Dock Bumper 


with DART Drop-Tight Unions Adding: Punch Mochin 


Number Stamp 


Control Board 


Here’s a device which enables you 
to see at a glance all the facts in any 
situation, say such as “Salesman’s Per- 
formance vs. Quota’. It’s a flexible 
thing which can be adapted for any 
kind of continuous analysis. Or it 
can be set up with a management an 
alysis to show weekly sales, accounts 
receivable, past dues, expenses, over 
time, etc. The records maintained 
on the board can be discussed by a 
group looking at the same items. The 
standard size board is 42 in. wide 
and 24 in. high and comes ready for 
operation accompanied by 1,000 cards 
used for posting data. (Cost $57.50) 
\ “Confidential” model is supplied 
with hinged covers that can be closed 
to hide the record. (Cost $67.50 
\ brochure giving greater detail is 
available from the manufacturer 


Fork Truck 
If vou have narrow aisles in your 
warchouse—six-feet wide?—you might 
be interested in a new model electric 
fork truck which, the manufacturet 
claims, has excellent turning charac 
teristics and can right angle stack pal 
? let loads from aisles only 6 ft. wide, 
Py thus reducing storage space to a mini 
This True Ball Joint Makes the Difference mum. It is a modified straddle truck 
with four base legs. Five by two inch 
load wheels straddle the pallet while 


QUICK FACTS @ Heavy shoulders (Take severe the 7-in. wide elevating forks lower 





Seeeeeaeeaaa 


wrenching in stride) : over another set of base legs with 
dual five by two in. wheels. This ai 


@ Leakproof because precision- 
@ Nut and Body Practically In- 


machined to a true ball joint rangement provides for maximum sta 


: 
; " : bility at elevated heights up to 158 
air-refined, high test malle- in. and insures against excessive whecl 


" “ti ee > ‘ > 
and spherically ground destructible (They are of 


e@ Extra wide seats of bronze able iron) ind floor wear. The truck is for use 
alloy that resist pitting i If you se// Darts, you with skids, open face or four-way en 
try block type pallet where high lifts 
are required. The block type can be 
handled also on all four sides bv a 
hand-pallet lift truck 


and corrosion make good friends 


Loading Dock Bumper 


If you're bothered with damaged 
wood facing boards on your truck 


UNIONS loading platforms you might be inte 


DART UNION COMPANY * PROVIDENCE 5, RHODE ISLAND ested in anew shock-absorbing 
The Fairbanks Co. — Distributors: Boston - New York - Pittsburgh - Rome, Ga. bumper be ng introduced by ] Cali 
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MEo | 


J&L ads link the Product with 


£00d distributor Service 


1. They sell] 
J : 
steel pipe, &L quality to users of 


from the J&L 


This ad will 


of steel] pj 
Distributor °° >¥Y 


be read by your 


cus 
tomers in trade bublications 


Jal-Duct Steel Radiant Heating Pipe is especially produced to permit easy, 
economica! installation . trouble-free service throughout the entire life 


Specify JAL-DUCT of the building for which it is specified. 


HERE’S HOW: 


Radiant Heating Pipe Easy Bending—Jal-Duct is made of soft, open-hearth steel that bends and 


forms easily without reducing inside diameters . . . allows unrestricted flow 


for safe, economical of hot water. 


Easy Welding—Jal-Duct can be easily welded by’standard welding techniques. 


installations No Maintenance After Instaliation— Properly installed, Jal-Duct will last 
the life of the building. Structural soundness is assured because Jal-Duct 


has a coefficient of expansion and contraction almost identical to that of 
plaster or concrete. 


For more detailed information contact your nearest 
Jal-Duct distributor or call... 


WELDED PIPE 
1/8” TO 4” 
SEAMLESS PIPE 
2” TO 14” 


STEEL CORPORATION — Pittsburgh 


OVER 400 LEADING [ TRIBUTORS CARRY J&L STEEL PIPE LET THEM SERVE YOU 
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fornia firm as a solution to such prob 
lems. Mounted in continuous strips 
along the dock, the bumper is made 
of neoprene synthetic rubber. Out 
wardly, the guard resembles a_ half 
round molding on a wide, flat base. 
Ihe 14-ft. sections are actually hollow 
with longitudinal inner webs that pro- 
vide the necessary rigidity along with 
the right amount of “bounce”. Di 
ameter of the curved portion is ../> 
in. while the base is about 2.75 in 
wide to provide halfinch mounting 
flanges at the sides. Wall thickness 
averages about a quarter of an inch 
and each section is extruded in a con 
tinuous unit with no seams or joints 
between bumper and base. Installa 
tion is simple, being applied with ordi 
nary roofing nails spaced about 3 O1 
4 in. apart along the upper and lower 
flanges. ‘The individual sections are 
merely abutted to form a strip of any 
desired lengths. 


13 
INDUSTRIAL 
FIRMS 
answered one 
insertion of 
this ad! is co, eames erent 


being heated by oxy-ecety 
lene torch preliminary to 


rolling in Hard-N-Tuff 


NOW- get Aigh speed performance 
from low carbon steel 


HARD-N-TUFF ,;—, 


Sell This amazing new powder makes it possible to use 
inexpensive low carbon steel parts and tools and 
get the service you'd expect from high-cost alloys. 


Case histories show saving of time, labor, and cost 
accomplished where HARD-N-TUFF has been 
used both in manufacture and maintenance of 
punches, hammers, dies, chisels, gears, levers, 
wheels, etc. It is guaranteed to increase tool and 
part life at least 300%! 

HARD-N-TUFF is completely safe to use, and 
just as simple. You heat the part, using torch or 
furnace, roll in the powder, reheat, and quench. 
Temper when required. 


HARD-N-TUFF 

and these leads 
will open the doors 
of your best 


prospects 


Write us today Adding-Punch Machine 
A new accounting system, known 


as Integrated Data Processing, has 
been made possible by a new business 
machine designed to eliminate repeti- 
tious handling of routine office ac 
counting tasks. The system was con 
ceived to obviate many of the routine 
iccounting jobs in today’s business. 
[he machine produces a standard ad 
ding machine tape and, simultaneously 
is a by-product, enters data on a 7 in. 
code tape similar to that now used 
by communication services. The code 
tape can be used in subsequent proc- 
essing to climinate many intermediate 
office operations such as punching and 


for distributor 


information and 


SGHTY LABORATORIES, INC. 


500 FIFTH AVE, NEW YORK 36, NEW YORK 


discounts 


ATTRACTS LIKE A SPECIALTY! REPEATS LIKE A STAPLE! 





MILLING MACHINE VISES 


ROTARY TABLES 


— S bs 
A 
7) 


ANGLE VISES 








ANGLE PLATES 


DRILL PRESS VISES 


HEAVY DUTY ANGLE VISES 


FLANGED MILLING MACHINE VISE 


AVAILABLE 





CHICAGO TOOL AND ENGINEERING CO.- 


WRITE FOR COMPLETE CATALOG NO. 202 
Mfrs. of PALMGREN PRODUCTS for over 35 years 


ANGLE VISES 


SWIVEL MACHINE VISES 


IMMEDIATELY 








Se eee eae 
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verifying machine cards, or recopying 
the original source of data. The tape 
is a common language medium be 
tween machines that type, calculate, 
add and the list, or machines that send 
coded messages over a telegraph wire 
such as Teletype. 


Number Stamp 


4 versatile device for marking 
numerals on nameplates, forgings and 
products of metal, plastic, fiber and 
wood is described by the manufacture 
as a numbering head with a memory 
It can be used for serial numbering 
from 0 to 999,999 or for repeating a 
number or succession of numbers as 
often as required. It is suitable for 
use by hand or in machines. The mark 
ing wheels are of selected tool steel, 
alloved for abrasion resistance and 
heat treated to vield hundreds of thou 
sands of clean sharp impressions. Four 
styles of numbers are offered: sharp 
face Gothic and sharp-faced condensed 
Gothic for hard materials and flat-face 
Gothic and shaded Roman for brass 
and other soft materials 








FROM THE 
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25 YEARS AGO 
istributors were still talk 
the big Atlantic City ‘Trip 

n (attendance 40! 
iccomplishments: plan 





al group activity t 
distributor problems; a 

from manufacturers to organize 
industries; plans for better distr bu 
tor policies and resale price enf 


ment. 


SUPPLIES magazin< nade it 


Mint 
ippearance for the fir 1S 
publication with In 


first tim 


ms lidated 
dustrial Distributor and Salesman 
[ts first editorial proposed some 
thing its readers had 
ibout a long time 
iccepted name to replace th 
obber, whoelsaler, de re 
tor, etc., which then det 
industry Industria 
seems to us to be the 
ndicative of the 


formed, the maga 


i 
een talking 
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Che Reamer Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 





flexible shaft 
machines 


because 
they serve 
your customers 


3-SPEED JIFFY 
SJ-38 


Stow STREAMLINER N-40 


WRITE FOR FREE COPY ! 


Don't delay—write today for 
your free copy of CATALOG #51 


Grinding forging 
dies on the press 


These two STOW Variable 
Speed Machines are highly 
versatile... permit a choice 
of operating speeds...are 
specially designed to provide 
the highest efficiency wherever 
applied. Constant speed and 
other variable speed models 
also available. Stow machines 
feature modern design with 


metal pulley housing. 


STOW FLEXIBLE SHAFTS are 
the result of 79 years of 
specialized knowledge and 
experience. Reliable, efficient 
—they’re famous for long 


trouble-free performance. 


STOW MANUFACTURING CO. 
5 Shear Street Binghamton, New York 
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25 Years Ago (Cont'd) 





Year after year we meet together and 

recite our difficulties, but do but 
little that is really constructive 
Much verbosity, but little action is 
evident” —]. L. Pitts, Brown-Rob 
erts Hardware & Supply Co., Alex 
andria, La. 





William T. Todd ]r., Somers, Fitlet 
& Todd Co., Pittsburgh, warned 
distributors to train salesmen to 
think in terms of net profit on sales, 
rather than gross profit. 


ihe National Association reported 
that the average cost of doing busi 
ness in 1928 was 21.92%. 


New Orleans was picked as the next 
convention city. 


Globe Machinery & Supply Co., Des 
Moines, announced plans for a new 
building. 


Ihe R. C. Neal Co., Buffalo, N. Y 


added more warchouse space 


Long-Lewis Hardware Co., Bessemer, 
\la., opened a rew branch in Bit 
mingham 


Weed & Co., Buffalo, N. Y., was back 
to business-as-usual after a seven 
hour fire that caused $400,000 
worth of damage. Salesmen resumed 
making calls as soon as the blaze 
was under control, and office and 
stockroom operations were moved 
to branches and leased buildings 
during reconstruction of the head 
quarters. The purchasing _ staff 
worked in rooms in a Buffalo hotel 


rapidly-growing New York City or 
ganization was the Mill Supply In 
stitute of New York, under Wil 
liam E. Hansen, Hansen & Yorke 
Co., as president 





gees Bre | 


‘nation-wide. 
. * agceptance! 


Crown Mitre 
== Gear Units 


Almost overnight, all across the Nation, 
outstanding industrial supply distributors have 
accepted Crown Mitre Right-Angle Gear Units 
as the leader in the field. Rugged precision 
quality and tested performance tell why! 


, YA lias , 
ist) Crown Gear 
ee: 320 Park Avenue 
Pee Worcester 2, Mass. 
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“THERE IS NOTHING BETTER” 10 YEARS AGO 


b ; BRAND | 
FILES 
SWISS PATTERN 


WHICH V-BELT 





For tool and die work, for 

making precision patterns 

and similar work where 

superior workmanship and 

extra fine files are 

needed. Percy Ridings, Syracuse Supply Co., 
Syracuse, N. Y., presented a shot- 

CARSON NEWTON Alli- gun to A. J. (“Tony”) Glesener, of 

gator Brand Swiss Pattern \. J. Glesener Co., San Francisco, 

Files are made to exacting to mark his retirement as president 


standards. Points smaller of the National Association at the 
: lriple Convention. The new presi 


tapers are longer and cuts dents who took office were: Charles 
are finer. Made in Cuts FE. Allinger, of Chas. A. Strelinger 
from 00 to 6. Co., Detroit, for the National Asso 
: ciation; F. T. Tone, Carborundum 
We make both American Co., American Association; and 
and Swiss patterns in all Harry P. Leu, Harry P. Leu, Inc., 
sizes, shapes and cuts and Orlando, Fla., Southern Association. 
have proven their quality 
to industry. 


lt is our policy to sell 


thru distributors and we “a % In this way V-Belts can be made up 
can accept distributors in : in any length to fit any drive the fast 
some sections. economical way — V-Belts that per- 
form exceptionally well. Don’t dis- 
appoint customers—help them avoid 

costly delays. 


You . In contrast to link-type belts these 
CANNOT ; ALLIGATOR fastened V-Belts have 
just ome strong joint .. . stretch and 


follow-up maintenance are reduced to 


BUY : ae 
4 minimum, 


OR SELL ALLIGATOR INTRODUCTORY V-BELT 
TT , r r DRIVE UNITS 
A BE ER 3 contain V-Belt- 
4 ing, Fasteners and 
FILE P Tools — every- 
thing you need in 
one compact 
package to make 
CARSON-NEWTON CO K. R. Beardslee, of Carboloy Co., told “4 sce aa 
, t Oo oO : I kers ll " y. VailaDie in 
Belleville, N. J. oe eevee: Cicer teleers will sizes A, B, C & D. 
be a luxury in the postwar period 


One of the highlights of the Chicago Ask for Bulletins V-215 and V-216 
lriple Convention was a proposal 
by R. D. Black, The Black & Decker FLEXIBLE STEEL LACING COMPANY 
Mife. Co.. f Booth 4633 Lexington Street, Chicago 44, Illinois 


or a Conference 


Program. An organized svstem was < 

~ ~ | ) 
needed, he said, so distributors and ALLIGAT OR 
ee See ee — V-BELT FASTENERS 
1h A ILISITICSS il 1a¢ CCI 
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Your Customers Can 


CUT 


INSTALLATION COSTS 


36 to 71% 


with 
IMPERIAL 
Fi Durty” 
TUBE FITTINGS 


; can assemble the Imperial Hi-Duty Fitting in 
record time. Actually there is a 36% saving in installation 
time as compared to regular compression fittings . . . a 71% 
saving as compared to flare fittings. See table below. 


Why Does the IMPERIAL Hi-Duty Fitting cut installation 


Costs? Fitting is furnished with one-piece nut and sleeve, 
and sleeve shears off and becomes attached to tube in 
assembly. To make a joint you simply push tube into fitting 
and tighten nut. No need to disassemble to get sleeve in 
proper alignment — or inspect to be sure it’s there. No 
chance of sleeve being in backward — or of dropping a loose 
sleeve. No flaring required. 


MAKES STRONGER JOINTS 
Hi-Duty Fitting is so designed that it provides a Double 
Seal for safety. This, plus its perfect sleeve alignment and 
vibration damping action, assures stronger joints that with- 
stand higher pressures and more vibration. Tests show 
Hi-Duty Fittings will stand over 5 times as much vibration 
as joints made with ordinary compression or flare fittings. 


Furnished in Brass, Aluminum, 
Steel and Stainless Steel 


For Tubing '" to 1" 0.D. 
Ask for Bulletin No. 3002 


All you do is Push 
Tube into Fitting 


Removing Nut 


Then 
Tighten 
‘Nut— 


a ee 


Section Through Hi-Duty Fitting After Assembly 


The sleeve on Hi-Duty Eittings shears off 
during assembly and becomes permanently 
attached to tube. Fitting will make repeated 
tight reconnections. 


Average Time Required to Assemble Fittings 


Joints 
per Hour 


Type of 
Fitting 


Average Time 
Each Joint 


HI-DUTY 13.2 sec. 274 


Regular 


c : 20.8 sec. 173 
ompression 


Flare 45 sec. 80 


The ORIGINAL Fitting 
with perfect sleeve alignment. 
Proved by years of use. 


See Your Industrial Supply House 


THE IMPERIAL BRASS MANUFACTURING COMPANY 


IMPERIAL 


511 South Racine Ave., Chicago 7, Ill. 
In Canada: 334 Lauder Ave., Toronto, Ontario 


Pioneers in Tube Fittings and Tube Working Tools 
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Are YOUR customers looking for 
new time and labor saving ideas? 


won EIN-WERNER 
ooal 


Remote Control “Push and Puli” 


HYDRAULIC JACK 


pulls plow mount into assembly position 


Possibly your customer's plant isn't inter- 
ested in snow plows, but the jack use 
illustrated may give you an application 
idea for their business. It is but one of 
countless ways in which a Hein-Werner 
‘Push and Pull” Hydraulic Jack can be 
used to save time and cut labor costs in 
modern industrial plants. 
These jacks can be easily carried to the 
job . quickly set up. Pump can be 
operated at safe, convenient 
distance from ram. Ram 
movement is under control 
of operator at all times 
can be stopped at any point 


and instantly reversed by merely turning 
a valve. Available in time and labor sav- 
ing models of 4, 10, and 20 tons capacity, 
either separately or with choice of varied 
attachments. 10 and 20 ton models are 
available with gauge. 

Hein-Werner also manufactures a com- 
plete line of hydraulic industrial jacks of 
14, 3, 5, 8, 12, 20, 30, 50, and 100 tons 
capacity. Models of 12 tons and larger 
have carrying handles, and can be gauge 
equipped. 

Write us for Bulletin PP 1051 on how 
H-W Jacks can save time and labor on a 
host of jobs in industrial plants. 








HEIN-WERNER CORPORATION 


WAUKESHA, WIS. 
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10 Years Ago (Cont'd) 





no problem, back in the days when 
conventions drew only 400 to 500 
attendants; but by now, attendanc« 
was running to 1,200 and highe: 


Other 1944 Convention highlights 
e “No distributor should expect fu 
ther deferments of any employee 
aged 18 through 25” —Hugh String 
ham, Crerar-Adams & Co., Chicago 
“Distributors should establish more 
contacts with the men who repre 
sent them in Congress’—Harry 
Rinehart, secretary-treasurer, Wat 
Service Committee; 
Eugene F. McCarthy, Beals, Mc 
Carthy & Rogers, Inc., Buffalo, ad 
vised distributors to look to small 
firms for postwar sales, when recon 
version got under way. He warned 
that stock would be important; “A 
man with a need and cash in hand 
will not wait for factory shipments.” 
“We expect business to be good for 
five vears after the war’—W. | 
Caldwell, Cleveland Twist Drill Co 


A. Mills, of H. W. Mills Co., 
Passaic, N. ]., was busy command 
ing a Coast Guard patrol craft. The 
ruiser, which belonged to his father 
before being requisitioned, had just 
been cited as the best-kept in the 
Northeast fleet 


celebrated its 


llings & Spencer Ci 
75th anniversary 
istributors hailed a new sign of the 
times: for the first 3 months 

1944, the War Production Boa 
issued only 27 orders imposing nev 
restrictions; 
relaxing previous 
plifving them 


there were 66 orders 


ontrols or sim 


(he Committee for Fconomic De 
opment announced after a sury 
that in it fou 
selling had been complctel 

} 


glected during the 


many industries 


yar 








SPLIT-SECOND RECORDING 


Using an instrument known as a time 
microscope, which records very rapid 
voltage changes and permits the obser 
vation of phenomena of relatively briet 
duration, a spot of light was measured 
at 202,000 miles per second, reports 
Product Enginering, McGraw-Hill pub 
lication. The Naval Research Labora 
tory claims the instrument will make 
possible the study of electrical events 
which occur in one millionth of a 
millionth second 











FAVORITE} WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75’ and 100 
lengths ‘ 


BOSS* WYTEFACE: Rugged, 


he-man”’, aluminum case, 
with non-slip finger grips 
Wide-sweep winding handle 
Foot markings in red. Priced 
for volume sales . . . in 50 


and 100’ lengths 
*TRADE MARK 


| st 
HANDY} WYTEFACE 


Rule is ovailable 


ond 10’ lengths 


WYTEFACE® sells on sight! 
because it’s BLACK and 
WHITE and every inch 


ale. 


wanted 
A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. Jj 


f 
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H BELT FASTENER No. 5 
for conveyor belts 


Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge 
pin to open joint. 


= | 





PLATE GRIP for dust - tight | 
permanent joints. HINGE | 
PLATEGRIP for “add - on” 
belts. REPAIR PLATES for | 
patching worn or repairing | 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG - BRAY CO. 


5356 Northwest Highway 
Chicago 30, Illinois 


VIKING PUMPS SELECTED 


FOR EXACTING RANSBURG 
ELECTRO-SPRAY PROCESS 


Unit with cover removed showing 
6 Viking Pumps, one each for de- 
livering paint to each atomizer. 


The Problem: In order to spray paint electrically charged particles without over- 
spray, the Ransburg Process demands accurate fluid delivery over very long 
periods of continuous pumping. 


The Answer: Viking Pumps were designed to meet 
Ransburg’s requirements of very accurate and smooth 
delivery at varying and extremely slow speeds. 


Have you an exacting pumping job? 


Then send for free bulletin 1803 MM. 
— —_—_ 


a 
VIKING OMT SOMeANY 
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Obituaries 





Henry W. Blackman, 
Stanley Electric Tools 


Henry W. Blackman, 69, former 
sales manager of Stanley Electric Tools 
Division of The Stanley Works, died 
March 28 following a heart attack at 
his home in Newtown, Conn. He had 
retired in 1949 as sales manager of 
the division after 46 years’ servicc 
with the company. 

Mr. Blackman started as an order 
clerk in the former Stanley Rule & 
Level Co. and later went on the road 
selling Stanley Tools in New England 
and Eastern Canada. For a time he 
called on customers east of the Mis- 
sissippi, and in 1914 became head 
of the company’s order department. 

In 1928 he was elected secretary of 
Stanley Electric Tools and soon aftet 
became sales manager. Company ofh- 
cers credit him with much of the 
growth of the then new Electric Tool 
Division. 

Surviving Mr. Blackman are his 
wife, Mrs. Caroline Clark Blackman; 
a sister, Mrs. Clarence B. Naramore, 
Sr.; and several nieces and nephews. 


G. F. Hornung, 
Black & Decker 


George M. Hornung, 56, sales rep 
resentative for The Black & Decker 
Mfg. Co. working out of the com- 
pany’s Cleveland branch, died Apmil 
6. 

Mr. Hornung was connected with 
the Van Dorn Electric Tool Co. early 
in his career and was employed by 
Black & Decker as a service engincel 
in 1924. He became a sales repre 
sentative in 1935. 

He is survived by his wife and a 


son 


Neal D. Miley. 
Black & Decker 


Neal D. Miley, +45, sales repre 
sentative for The Black & Decker Mfg. 
Co.’s Los Angeles sales and service 
branch, died of a heart attack April 
9 

He had been manage the 
Wholesale Division of Maxwell Hard 
ware, Los Angeles, before joining 
Black & Decker in August, 1953 

Mr. Neal was a veteran of three 
years’ Navy service. He is survived by 
his wife. — 








N EWS Tinie 


variable 
speed 
drive 3 to | speed 


on the | ratio, 


| capacity 





Starts on page 


NEW QUARTERS of 
Belting \ Butta 


J. T. MeCror 


S. H. Pooley Belting 
Moves Headquarters 


S. H. Pooley Belting ¢ 
has moved to a new add 
Oak St. after thruway 
forced abandonment of 1 
quarters on West Seneca St 

Che building is a singk 


ture with ample r 


New Construction — the first low rai | 
wide range, single groove, 
stationary control variable 
pitch sheave with both flanges 
moving simultaneously. This 
simplified design provides pos- ; 1 
itive clamping of the two ad- no lubrication 
justable flanges eliminating 
New Britain Machine fretting corrosion. As a result 
flanges can be quickly and 
easily released for making 
speed changes. The single ss shatt overhang 
' wide belt gives maximum HP 
a eee efficiency and eliminates the 
v Britain Machin roblem of maintainin 
ig Robert T. Frisbic matched belts and aaihed - ; , 
chairmen of th 1 grooves for equal power dis- adjustable on either side 
f the he d tribution. 
' t For more detailed informa- 
tion and our Distributor pol- 
icy, call or write T. B. Wood's 
Sons Co. 


Names Howe President 


T. B. SONS COMPANY 
CHAMBERSBURG, PENNA. 
CAMBRIDGE, MASS. + NEWARK, N.J. + DALLAS, TEXAS + CLEVELAND, OHIO 
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You, too, will put your stamp of approval on the 
Arro line when you use any of Arro’s devices for 
solving your drilling and anchoring problems. 


as PA On eny) 


ARROFIVTE CARBIDE MASONRY DRILL 


CSS pe me 


LAG SCREW EXPANSION SHIELD TWO WING 
SPRING-TYPE 


TOGGLE BOLT 


pea, 
SPRING HEAD 
STEEL TOGGLE BOLT 


A-C-E EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD vf 


wii. schead 


TOGGLE BOLT 
L 
a Gap) 


LITTLE MAJOR TURNBUCKLE 
MACHINE SCREW ANCHOR 


~ 


FOUR-POINT HAND STAR DRILL 


THREE-POINT DRILL POINT 


SS 


FOUR-POINT DRILL POINT 


SSE SS 


TWIST DRILL POINT 


STUD BOLT ANCHOR 


LEAD SCREW ANCHOR 


RUBBERGRIP 


MAL.LEAD BOLT ANCHOR a Cae NOlEE 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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Lowell Spurgeon 


Rockford Tool Names 
Spurgeon Vice President 


Lowell Spurgeon has been ap 
pointed a vice president of Rockford 
lool & ‘Transmission Co., Rockford, 
Ill. Mr. Spurgeon has been general 
manager of the National Sewing Ma 
chine Co., Belvidere, and vice-presi 
dent of the Free Sewing Machine Co., 
Rockford. 

Before this, he was with the Me 
chanics Universal Joimt division « 
Borg-Warner Corp. and the J. | 
Clark Mfg. Co. 

Mr. Spurgeon is well known in 
Illinois sport circles. A former Cen 
tralia high school athletic star, he 
coached football at Rockford high 
school after serving as captain of the 
1937 University of Illinois grid squad 
He still holds the state high school 
high jump record of 6 ft., 54-in., 
which he set in 1933. 

Morris Kobrin is president of Rock- 


ford Tool & ‘Transmission. 


if 





BEN J. JAMMES of Farquhar Machin 
ery Co., Jacksonville, Fla., fill rder 
for abrasive wheels 





GENUINE ALEMITE LUBRICATION 
aoe FATE GS 


dirt and. old 
Contour and grease. . “ae 


=, 


. shape give a ee 


wider sealing _ Ld, q! 
angle. 


retest 


Small open- 
ing and solid 
column of 
grease seal 
against dirt 
and grit. 


CD nreeerememetomiton 


Special 
“‘ Armor-Hard” 
body resists 
nicks, scratches, 
bending. 


Hardened 
steel ball check 
prevents leak- 
age. 
Best music 
wire spring is 
secured by extra 
heavy crimp. 
... this 
means a sale! 


r broken fitting kee 


- 
rdening. Te 


it's a package sale! 


¢ sneed ' 
» Speea uj i€ 


FREE! Lubrication Fitting Data Sheets. . . 


Write todoy for these sheets that tell you quickly and accurately the 
right type of Alemite fitting for any bearing. They're FREE! 


Alemite, Dept. H-64 
1850 Diversey Parkway, Chicago 14, Illinois 


Nome 


Company 


ALEMITE “a 


Modern lubrication methods that cut production costs 
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BLUING 


LAYOUTS, TOOLS, 
DIES, TEMPLATES 
& PATTERN WORK 





%, , 
N wn fo Layout, DIES: oC y 


ATES, parrenn WOR” 


A new fast drying bluing 
packed in a self-sealing aero- 
sol can for easy, safe and 
clean applicaton. It is highly 
recommended by leading 
manufacturers in aircraft, 
metal and woodworking in- 
dustries because® of its non- 
evaporating, economical and 
time-saving features. 
Inquiries are invited from 

Representatives and Distributors 


SABRE METAL PRODUCTS, INC. 


8000 WEST 47th STREET 
LYONS, ILLINOIS 


Phone LYONS 3-0104 


Allen B. Doggett 


Destiny Products 
Names Manager 


Destiny Products Co. has appointed 
Allen B. Doggett as district manage 
covering northern New York State, 
with headquarters in Pittsford, neat 
Rochester, N. Y 

Starting in the retail business, Mr 
Doggett later worked for Bausch & 
Lomb Optical Co. and George A 
Robinson Co. He will introduce the 
Destiny lubricants line to industrial 
fields and distributors, company ofh 


cials said 


Eutectic Welding 
Names Executive 


L. D. Richardson has been named 
national sales and service supervisor 
by the Eutectic Welding Allovs Corp 
He will be responsible for sales, sales 
training and service in the U.S. and 
Canada 

With the company for the past nine 
vears, Mr. Richardson started as a dis 
trict manager. He worked previously 
for a contractor for the Government's 
Manhattan Project at Oak Ridge, 
l'enn., and has also been welding fore 
man for the St. Johns River Shipbuild 
ing Corp., Jacksonville, Fla., and 
W. A. Bechtel Corp., San Francisco 





HIGH COST OF HELP 


Although the  technical-personnel 
market has eased somewhat in the last 
six months, the cost of finding men 
nevertheless remains high, Electronics, 
McGraw-Hill publication, notes. One 
chief engineer, who has kept score on 
help-wanted-ad costs over the years, 
claims that it costs him $1,100 to find 
a suitable man today, compared to 
$700 in 1951 








o Guim systems, 
th fittings, to 

‘tit any standard 
machine tool 

@ Easily in- 

stalled 

—in a matter 

of minutes 

e A size for every 
need—38 standard 
models— Pumps 
only or Pump and 
Tank Units 

e Can be used with 
liquids, bearing abrasives 
* Dependable—long wear- 
ing—economical to use 


Graymills Centrifugal pumps, 
for high volume at low pres- 
sures, or Graymills Gear 

pumps where high pressures ore desired, 
ore ideal for every machine tool oppli 
cation— for coolants, oils and compounds. 

Tank capacities range from 2 to 128 gals. Motors are 

of nationally known quality in 1/25, Ve, % and 2 

H.P., totally enclosed or drip proof. 

Easy to sell — each unit packaged for quick handling 

—salesmen need not be pump experts 
—new catalog gives complete 
information—the Graymills 

line is complete, a coolant 

pump with tank for every 

machine tool means easy 

selection and sale. 


‘ 


GRAYMILLS CORPORATION 








POWERFUL CAPACITY 
SIMPLE CONSTRUCTION 
FINE BALANCE 





Punches ie 


Angle tron 
22" x 242" 
Punches nV 
Channel 
tron 
21," Flange 
by 44" Web 


W. A. WHITNEY 


No. 91 BENCH PUNCH 
Ae a. 


also No. 92 Punch with 10” depth of throat 
No. 93 Punch with 18° depth of throat 
No. 94 Punch with 24° depth of throat 











® A powerful line of Punches! All carry 
our guarantee and you can supply the 
proper punch for a job from this complete 
line. All use same punches, dies and 
working parts. Good return on this neces 
sary tool. 

* Send for our new catalog. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 





INDUSTRIAL DISTRIBUTION © JUNE, 1954 














Message Flash! 


Important pat -GRAM Flash! 























Industrial Distributors Springfield Mass. June l, 1954 
Everywhere, 


U.  & A. 
Many Distributors are finding the NEW SPARTAN SPAR-STOCK is Bringing repeat 


orders stop With several territories open it will pay you to talk with us or 


write stop. 


SOLD ONLY THROUGH DISTRIBUTORS. 


Spartan Saw Works, Inc. Fred Emerson, Sales Mgr. 


SparStock 


“The Toolmakers Friend” 


FLAT GROUND STEEL 


(Oil Hardening) 


MATERIAL 


Uniformly annealed for easy machining and 
uniform hardening. 


PRECISION GROUND 


Thickness within plus or minus .001 of size, 
widths plus .005 minus .000 of size, FINISH 
smooth surface finish 10-25 micro inches. 


STANDARD SIZES 


18 inch lengths from 1/64” to 3” thick and 1/8” 
to 14” wide. Heavier sizes come in 36” lengths. 


for . . . JIGS, FIXTURES, BROACHES, TEMPLATES, 
GAUGES, CAMS PUNCHES, FORMING, BLANKING 
AND STAMPING DIES, MOLDS FOR BAKELITES, ETC. 


HACK SAWS - BAND SAWS - HACKSAW FRAMES - TOOL BITS - FLAT GROUND STEEL 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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O2s30VN 


COMPLETE 


LINE 


OVER 
FOR QUICK DELIVERY 


A QUARTER ' 
CENTURY OF SERVICE PLUS SPECIAL BLOCKS 


You can stock and feature MADESCO Blocks with con- 
fidence. Their reputation for dependability under the 
most severe service is founded on over 25 years of 
experience. 

Satisfied users reorder MADESCO Blocks by name! 
Madesco advertising helps to create new customers. 


Check your MADESCO stock. A balanced inventory 
is your best assurance against lost sales. 


a 
ENGINEERING 
SERVICES 
AVAILABLE FOR 
YOUR SPECIALIZED 
NEEDS 
a 





MADESCO TACKLE BLOCK CO. 
EASTON, PA. 
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Richardson Elected 
Goodrich President 


William S. Richardson has been 
clected president of The B. F. Good 
rich Co 

John L. Collver, who had _ been 
chairman of the board, president and 
chief executive officer, relinquished 
the presidency post but was re-elected 
as board chairman and chief executive 
officer. 

Mr. Richardson had been executive 
vice-president since 1952 as well as a 
director and member of the executive 
committee. He joined the company in 
1926 and two vears later became staff 
superintendent of the Industrial Prod 
ucts Division. In 1938 he was madc 
division general sales manager and in 
1941, general manager of the Indus 
trial & General Products Sales division 
Hie became president of B. F. Good 
rich Chemical Co. on its organization 
in 1945 and vice-president of ‘The 
B. F. Goodrich Co. in 1951. 

Mr. Collver became B. F. Goodrich 
president in 1939, after 10 vears as 
managing director of Dunlop Rubber: 
Co. in England 


Sales Executives 
Named by Rockwell 


P. H. Luckett, former sales engi 
ncer with Rockwell Mfg. Co.’s Mac 
nick (Instrument) Division at ‘Tulsa, 
Okla., has been named sales manage1 
of the division. 

With the company since 1948, h« 
has specialized in oilfield integratot 
and orifice meter sales in Houston, 
l'exas, for the past two and a half 
vears. He is a graduate of Bavloi 
University. 

Robert A. Johnson, former At 
lanta district sales manager of Rock 
well’s Meter & Valve Division, has 
been named New York district sales 
manager 

Mr. Johnson joined the compan 





Robert A. Johnson 


) 


in 1939 and_ before 
lanta, was a sales engineer and assist 


moving to At 


manager of liquified petrol 
is a Univer 


int sales 
eum gas products. He 
sitv of Pittsburgh graduate 
has been ap 
pointed assistant manager of Nord 
strom products, Meter & Valve Divi 
sion 

\ service engineer with Rockwell 
for the past 14 vears, Mr. Geuss will 
his headquarters at the com 


George | Geuss 


make 
pany’s Homewood plant in Pittsburgh 
He attended Washington 
ind Quincy College 


Universit 


Elected to Board 


Colonel Willard F. Rockwell, chair 
man of the board of Rockwell Mfg 
Co., has been re-elected to the board 
of governors of the Pennsylvania Man 
ufacturers Association. He has also 
been re-elected to the board of direc 
tors of the Pittsburgh Testing Labora 


tory 
c 


Named Engineer 

lerrence H. M. Tavlor, former r 
earch scientist with the U. S. Atomic 
Energy Commission, has been named 
chief engineer of Rockwell Mfg. Co.’s 
Nordstrem Valve Division 





WIFE-INTERVIEWS 


The practice of interviewing wives of 
applicants for overseas positions is 
becoming increasingly prevalent, ac 
cording to Factory Management and 
Maintenance, McGraw-Hill publication 
Firms have found that unhappy wives 
often are responsible for relocation 
requests or resignations. In a similar 
vein, the magazine reports that one 
company presents a gold brooch to 
wives of all 25-year employees 





An enlarged view of Double-Circle carbide inserts can 


only give you a minor part of the story of their cutting 
magic. These splendid tools have a “beneath-the-surface” 
story that is the true key to their superiority. In a word, 
this is the vast experience of Chicago-Latrobe in cutting 


tool engineering, in selection and testing of materials and 
in precision manufacturing methods. It is not surprising that 
wise buyers everywhere look to Chicago-Latrobe’s com- 
plete line for the tools that make cutting operations faster, 
smoother, easier. For greater cutting mileage, always 
specify Double-Circle carbide tipped drills and reamers. 


TOOL BUYERS THROUGHOUT INDUSTRY ARE BEING 
CONSTANTLY REMINDED THAT THEY CAN GET 
QUICK SERVICE -& 


FROM A CHICAGO-LATROBE DISTRIBUTOR 


© 





! 














CHICAGO-LATROBE 








DRILLS ¢ REAMERS ¢ COUNTERSINKS ¢ COUNTERBORES © CARBIDE TOOLS ¢ SPECIAL TOOLS 
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AMAZING 


NEW JK 


UTILITY Ser 


Asse 


MODEL 2 


1954 FOSTORIA 


CALITES 


Machine Tools, 
mbly Inspection 


fin 


-MP-700 


Overall length 31° 


Reflector —Sem 
Rotates 360°. 
or 40 watt A-19 


Arm Joints 


in std. pkg. of 8 
Less $9.15 ea. 


i-spherical shape with 654” orifice. 


Accommodates 100 watt A-21 or 60 


lamp. Available with lens if desired. 
New patented tension disc. Easy, 


smooth action with only one hand. Available with 


1, 2 or 3 arms. 


Base —lUniversa 


1 for vertical or horizontal mount- 


ing. Also adaptable to outlet boxes. Collet revolves 


460 
Wiring 
Levolier switch. 
oil resistant wir 
Finish 
Directs 
Light 
Exactly 
os Needed 


WRITE for complete catalog of 
Localite models for every indus- 
trial use. 

THE FOSTORIA PRESSED 
STEEL CORPORATION 
Festoria, Ohio 

Localites available through 
wholesalers everywhere 


OTAINLES 


fasteners & pipe fittings 


»0IUG 


ALLMETAL, one of the major suppliesé 


all your customers’ stain- 
less requirements. 


McGill industrial socket 4101-FL with 


8 fc. POT-32 18-2 heavily insulated 
ing with molded plug. 


Gray baked enamel. Reflector interior, high 
temperature White. 


gop. 
toria 


washers, in addition to full line of pipe fittings 


Over 9000 items in stock means immediate de- 
livery from one source 


New Garden City plant now operating at top 
speed and quality 

Unsurpassed facilities for quantity fabrication of 
specials 


A staff of seasoned engineers always available 
for consultation 


Pioneers in the manufacture of stainiess steel 
fasteners 


WRITE NOW FOR FREE COPY OF 
FASTENER MANUAL P12 


MANUFACTURERS SINCE 1929 


SCREW PRODUCTS COMPANY, INC. 
GARDEN CITY NEW YORK 
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Wholesale Group 
Holds Spring Meeting 


Some 350 wholesalers and manu 
facturers met recently in Atlantic City 
for the annual Spring sessions of the 
Middle Atlantic Wholesalers Associa- 
tion. Featured at the two-day event 
were addresses by Harold G. Hoffman, 
former New Jersey Governor, on 
“Gripes and Grims,” and F. F. Elli- 
ott, Crane Co., on the business out- 
look, as well as talks by members and 
manufacturers current industry 
problems. 

George H. Hertz, Hertz Supply Co., 
Allentown, Pa., moderated a panel on 
the cost of doing business, which in- 
cluded D. J. Ball, Plumbers Supply, 
Inc., Haverford, Pa.; A. M. Behrer, 
Behrer-Mason Co., New Brunswick, 
N. J.; Conrad E. Muhly, Conrad E. 
Muhly, Inc., Lansdowne, Pa.; Claude 
W. Owen, Jr., E. G. Schafer & Co., 
Washington, D. C.; J. W. St. Clair, 
Hajoca Corp., Philadelphia; and J. 
Harrison Jones, Broad Street Trust 
Co., Philadelphia. 

A. G. Zibell, Kohler Co.; Harrison 
L.. Todd, Leon E. Todd, Inc., Cam 
den, N. J.; Harrison Somerville, Tho 
Somerville Co., Washington, D. C.; 
and Donald R. Taylor, Philadelphia 
Purchasing Agents Association, also 
spoke. 

The association elects its officers in 
the Fall. Graham A. Barker, Belfield 
Supply Corp., Philadelphia, is presi 
dent 


on 


Sales Representative 
Named by Carboloy 


Carboloy Department of General 
Electric Co. has appointed Raymond 
J. Contrucci as sales representative at 
its New England district headquarters 
Welleslev Hills, Mass 

Mr. Contrucci former) 
the sales distribution section of 
Dodge Division, Chrysler Corp. He 
is a Yale University graduate 


was with 





HOME’S BEST, Frank Wood, 
Abrasive & Supply Co., Detroit, who 
relaxes here with Mrs. Wood and th 
setter, Chummy 


Savs 





NEW BRANCH OFFICI 
& Deck Nifg. (¢ | 
\la s \ 

| , cog ey 





Alloy Metal Wire 
Expands Plant 


\llov Metal W ( 1) 
H K Porter ( 


plant addition in Prospect Parl 


Che division will also install 
gas cracking capacity in th 
ture, ofiicers announced 
t-high Steckel Mill to 
duction of nickel alk 
teel strip 

Che mill wil 


nounced 

Porter Executive Named 

\\ Harvey Thom 
1amed assistant to th 
president of H. K. Porter ( 

Mr. Thompson was pt 
president of Standard 
Corp. and sales manager of 
York district for Diebold n 

He succeeds R ] Allen 
vice-president in charg f 
Buftalo Steel Division 


National Twist Drill 
Names Oxford Director 


| Cyt 


WHATEVER the JOB 


HAND cutting 


rd 


BANDSAW cutting 


7 PREFER 


VICTOR 
Blades! 


your customers 


You’re ready to solve any of your 

customers’ metal-cutting problems 

when you stock VICTOR Blades — there’s 

one that’s best for the job to be done. 

There are other good reasons why it pays 

to stock VICTOR, too — 

You’re stocking a line sold only through 

recognized distributors. 

You’re stocking a brand known and preferred 

for quality and uniformity for over fifty years. 
You have the help of trained factory representatives 
who can help you answer your customers’ metal- 
cutting questions. 

You have the support of consistent advertising, 
year in and year out, in magazines your customers 
use in their jobs. 


EXTRA PROFITS 
with VICTOR MOLYFLEX* 


High Speed Blades 


How’s Your Supply 
Of Victor Metal-Cut- 
ting Booklets? 

Your customers can 
use them, and 
they’re yours free 
for the asking. 


stock VICTOR 


It will pay you to push 
Victor Molyflex High 
Speed Hand and Power 
Blades. There’s four 
times the dollar profit in 
every sale for you — and 
more than four times the 
cutting efficiency for 


VICTOR 


@ 2223 SAW WORKS, INC., MIDDLETOWN, N. Y., U.S. A. 


inquiries Are Invited 
From Interested Industrial 
Distributors 


Makers of Hand and Power Hack Saw Blades, Frames and Metal and Wood Cutting Band Saw Blades. 
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SOLD ONLY 
THROUGH 
DISTRIBUTORS 





ATHOL PROTECTS 
(TS DISTRIBUTORS 


George N. Jeppson 


Norton Chairman 

Honored for Service 

If you are an ATHOL DISTRIBUTOR you know you are not George N. Jeppson, chairman of 
= : ; : the board of Norton Co., received 

paying any more than any other Athol Distributor. One price the fifth annual Isaiah Thomas 

to all and when a big inquiry comes up, you know we will not Award for distinguished community 

bid under your cost and take direct. Why not do business with service from the Advertising Club of 


a company that will help you make profits—our policy since Worcester recently 
More than 500 New England in 


LSCS. dustrial leaders attended the banquet 

honoring him for his more than 60 

Athol Machine & Foundry Co. Athol, Massachusetts years’ activity in Worcester business, 
civic and charitable affairs 

Now 81 but still active after § 

vears as board chairman, Mr. Jeppson 

is the son of John Jeppson, one of 


BIG ORANGE ; e: edly Ag soar 


the New and Better Starting as a grinding wheel maker 


in 1892, he became board chairman 


Shackle Chain oats ; in 1946 and shortly after devised a 


= svstem of streamlined production of 

HOOKS grinding wheels using electric tunnel 
wn kilns. Active in Swedish-American 

affairs, he has been five times deco 


can be ted by King Gust f Swed 
= - Tatec ”\ ng yuSTaV OF OWCaCH, Who 
used on ; sent cabled congratulations to the 














“ ward banquet. 
debe SELL Mr. Jeppson recently retired as a 
TEST” director of Riley-Staker Corp. and 


the Swedish Chamber of Commerc 


Chain of the United States, but still serves 


Arbor Spacers and Shims as board chairman of Guarantee Bank 


Seo Gain & Trust Co., which he helped found, 
For n = ee and as a trustee of Worcester Poly 


Available 


Sizes 4", 
5/16", %”", 
7/16", Va" 


technic Institute 


FORGED and HEAT TREATED! 


SAVES TIME—Can be attached any- Metal Trades Executives 
oa | |6~Swe J thicknesse to li Meet in New York 
SAVES EXPENSE—Strong and tough ve é f 2 
enough for use on “High Test” Chain. The National Metal ‘Trades Ass« 
Chai a oe Say or Cee See wart RY way hims without ciation held its annual Mid-Atlantic 
gains . 
, Assembly recently in New York City 
EXTRA STRONG—Even the pin i lot 4 Gidvortinnd in triad n | 
made of emenath etect pn, S- More than 500 executives from the 
— thes ap area attended. Among speakers and 


Order from your Distributor or Write oe discussion leaders were W. Benton 


MIDLAND INDUSTRIES INC. Dt A DETROIT STAMPING COMPANY Harrison. Svilwania Flectri Products 


CEDAR RAPIDS, IOWA “ : Inc. and H. Thomas Hallowell, Ji 
332 Midland Ave. » Detroit 3, Mich. Standard Pressed Steel Ci 
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DUTCH BRAND 


CLOTH TAPE 


for: SEALING @© BINDING @ HOLDING @© PACKAGING @ PROTECTING 


One of the most universal of all pressure sensitive tapes).5 C H A R AC TERIS T . €& Sa 


Made from strong closely woven fabric, treated with water- — — be iia 
proof plastic backing, usually Olive Drab in color, made Color: Standard- -Olive Drab; also Red, Yellow, Black 


with a quick-tack adhesive that sticks and stays stuck... Ory tensile strength: av. about 50 Ib. per in. width — 


#353 tape was developed to meet a Government Specifica- Wet tensile strength: 35 Ib. per in. width 


tion for protecting and sealing overseas shipments. Proving Tear resistance: 500 grams in weakes! direction 


itself adaptable again and again to new packaging, bind- ee 


Adhesion to steel: Av. 35 oz. per in. width 


ing, holding and waterproofing applications, its uses have 
; ee Adhesion to backing: 35 « oz. per in. width 
expanded broadly into industry where it is nowa standard —— : ieuiemeesiita 


tool. Available in 60 yard rolls... all widths from ¥2" and Moisture vapor transmission rate: 5.6 


. bulk packed. Stock and sell DUTCH BRAND #353 Water penetration rate: 30.0 grams per hundred sq. in, 
24 h 
Waterproof Cloth Tape. . a3 _- . —— 


Handle the profitable 


DUTCH BRAND LINE DUTCH BRAND 


Friction @ Rubber and Plastic Electrical Tapes « DB Wire : Oo D U Cc T y 
Connectors © Sponge Rubber ¢ Rubber and Cork Composition tay VAN CLEEF BROS 
@ Rubber Cements and Moided Mechanical Rubber Goods re wove. aes ave % Care 
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BUDA BALL BEARING 
JOURNAL JACKS 
15, 25, 35 & 50-ton capacities . . . 
4 to 8 inches of lift. 


Ratchet Trip 
Lowering Jacks — 
Jocks — 15-ton Cap. 
5 to 15 tons 


Ca) 
b 
Screw Standard Speed 
Jocks — Ball Bearing 


10 to 24 tons Screw Jacks 
15 to 75 tons 


« 
’ 


—— 
( A 3 


Ball Bearing 
Journal Hydreulic Jocks — 
Jocks — 25 to 50 tons 

15 to 58 tons 


“Two Speed” 


A BUDA JACK 
FOR EVERY NEED 


Are you missing out on 
those extra jack sales? 


You know that every plant is a 
potential jack customer... but do 
you realize how many different types 
of jacks are needed by even a small 
plant? Jacks are used on the produc- 
tion line for pressing, fitting and 
assembling ...in the machine shop 
for moving, holding and positioning 
equipment ...in the shipping room 
for lifting while crating or banding 
...@te. With Buda’s complete line 
of field and service-tested jacks you 
can meet every need in every plant. 
So stock Buda’s 80 models, 9 types 
—and be ready to get those extra 
jack sales. Learn what a Buda Jack 
Distributorship can mean to you. 
Write today for all the facts. 


THE BUDA COMPANY 


Harvey, Illinois 
Division of Allis-Chalmers Manufacturing 


Company 
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cor 


Robert J. Rier 


Geo. D. Roper Names 
District Sales Head 


The Geo. D. Roper Corp. has 
named Robert J. Rier as district sales 
manager for Roper Rotary Pump 
products in Mississippi, western ‘Ten 
nessee and Colbert and Lauderdal« 
Counties in Alabama. 

Mr. Rier has worked both with 
industrial supply houses and as 
a manufacturer's representative for 
Roper and other lines 


Maewhyte Re-elects 
Officers, Directors 


Macwhvte Co has re-elected 
George C. Wilder as president and 
all other officers and directors to 
their sam«¢ posts for the coming year 

R. P. ‘Ivler is vice-president in 
charge of sales; FE. C. Berg, vice-presi 
dent and controller; Goodwin John 
son, treasurer and assistant secretary; 
and M. A. Buntrock, secretary and 
assistant treasurer. 

All of the above officers are di 
rectors, plus R. B. Whyte, consult 
ant: and James T. Wilson, chairman 
of the First National Bank of Keno 


sha. 





TRACK ETIQUETTE 


Back in 1897, railroading regulations 
were somewhat different than today, 
says American Machinist, McGraw-Hill 
publication. Rules for one line: “All 
trains will leave on time. No collisions 
allowed. Trains must stop before run- 
ning over livestock. Drink nothing but 
cold water while on duty. Passenger 
conductors must wear shoes while on 
duty; socks not required.” 














Mr. Pratt adds, “I’ve been selling OIC 
Valves for 19 years. They’ve continually 
developed new lines and improved their 
existing lines.” 

A long association with OIC builds 
this sort of confidence in OIC products. 
You can see that OIC design stays abreast 
of buyer specifications. The OIC Long 


Line of valves is expanded and improved 


THE OHIO 


“Most progressive 
valve company 
of any for the 

last 8 years...” 


Says Mr. C. H. Pratt, President 
Uhrich Supply Co., 
North Kansas City, Missouri 


constantly to meet new valve demand 
and to keep users satisfied. 

Add these advantages to the extra 
service and cooperation OIC offers to 
distributors and you can understand why 
Mr. Pratt values his OIC distributor 
franchise and says, “OIC has been the 
most progressive valve company of any 


for the last eight years.” 


INJECTOR COMPANY 


WADSWORTH, OHIO 


@)! 


FOUNDED 1883 


Vatves 
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BRONZE & IRON, 
FORGED & CAST STEEL, 
LUBRICATED PLUG VALVES 

















CARBIDE END MILLS 


or’ 














CARBIDE 
SPECIAL { | TOOLS 


CARBIDE . 
MILLING CUTTERS en 





CARBIDE TOOL 
BITS 


The Super line of carbide tools features 
aggressive and up-to-the-minute thinking 
Pe Oe 
° complete range of sizes are carried in stock in 
warehouses conveniently located in New York, 


Detroit, Chicago and Los Angeles. 


e LS ha 3 “ 
>“ oe are 
SM Oa Fee gee 


21650 Hoover Road, Detroit 13, Michigan 
also 5210 San Fernando Rd., Glendale 3, California 











| 
, 
| 





PEE 2 


Big Profits 
and Prestige 


representing this well-known 
| name in welding equipment! 


— PaH FRANCHISES OPEN 


Maurey Mfg. Adds on the line that gets you the lion's 


Field Representatives share of the fast-growing welding business! 
60% market expansion predicted! 
Maurev Mfg. Co. has added two 


field representatives to its Midwestern 
The industry’s most complete 


staff j * ° | 
Ed Ostrander will cover the central f Big Line! line — includes products you 

and southern Illinois and lowa tern have a chance to sell wherever fabricating is done, 

tory. Active im power transmissio1 wherever there’s a maintenance job. 

sales for the past eight years, he comes 


Maure\ ye llar ‘Tractor rye 
to Maurey from Caterpi I Only the P&H distribu- 


Md 
” fA) Big Feat jal-ecer 
Robert J. Carr, recently with Victor ig ea ures! tor can offer Dial-lectric 
Gasket Co.. will handle sales in Chi j Instantaneous Remote Control —and it’s a real 


cago, Indiana and western Michigan sales-closer! It lets operator adjust heat right at 
the work, as easily as tuning a radio. No hard- 
working cranks to turn, no moving parts to wear 
out and cause delays and maintenance expense. 


Bi Pp h! As many as a million sales 
Ig US @ messages a month in 17 lead- 


ing trade journals pre-sell key buying factors on 
P&H advantages—make closing the sale easier 
for you. 


Xt 
"Wtpyaaea 


Bi ° | If you're an aggres- 
ig Opportunity! sive businessman— 
want to cut yourself in on this growing market 
(60% expansion seen possible)—and can see the 
advantages of hooking up with one of the big 


cS 
Mi “Wp tyggg 


names in welding equipment, write us for informa- 
tion regarding a franchise in your territory. 


ip Hy WELDING DIVISION 


Robert J. Carr HARNISCHFEGER 
CORPORATION 
4683 West National Ave., Milwaukee 46, Wis. 





Davey Compressor 
Names District Head 


Davey Compressor Co. has named 
W. J. McClure as Northwestern dis- 
trict manager with headquarters in 
Seattle 

He was formerly with International 4 
Harvester Co., The Buda Co. and AS Wetie 
Cummins Northwest Diesel Sales 








INDUSTRIAL DISTRIBUTION © JUNE, 1954 





BELMONT GASKETS 


Make 
TIGHTER 


Ask Your 
SS @ Distributor 


A recent industrial survey indicated that leaky gaskets cost MILLIONS 
OF DOLLARS A YEAR! ONE leak caused by a faulty gasket took a 
machine out of service for many days, and the resulting production cost 
for this ONE idle machine ran into hundreds of dollars an hour. DON’T 
LET THIS HAPPEN TO YOU! 

For every joint and surface Sealing Job there’s a BELMONT GASKET 
to give you a tighter, leak-proof seal, and your BELMONT DISTRIBU- 
TOR has the knowledge and precise materials to assure you of uninter- 
rupted production schedules and reduced maintenance. In fact, any 


sealing problem—requiring a molded, formed, extruded, die or lathe cut 


gasket—can be solved by YOUR BELMONT DISTRIBUTOR. 
WRITE FOR HIS NAME AND ADDRESS 


“BELMONT 


PACKING and RUBBER CO. 


Butler and Sepviva Streets 
Philadelphia 37, Pa. . 


FOR STEAM + WATER + Ol + GAS Py RINGS + SPIRALS - COIS - REELS 
AIR * ACIDS - ALKALIES + AMMONIA <n Te SPOOLS - SHEETS - GASKETS 


THERE'S A BELMONT PACKING FOR EVERY SERVICE 
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NEW CATALOG issued by Keystone 
Lubricating Co. is explained to Charles J 
\perule, manager of the San Diego branch 
of Warren & Bailey Co., by George Keller 
left), of Keystone. 





Rockwell Executives 
Get Service Ribbons 


M. D. Gilbert, Kansas City district 
sales manager of Rockwell Mfg. Co.'s 
Meter & Valve Division, and C. K. 
Madison, Midwest regional sales man 
ager, received long-serv ice citations at 
a recent regional sales meeting in 
l'ulsa, Okla. 

P. C. Kreuch, assistant to the vice 
president-sales, presented a 30-vear but 
ton to Mr. Gilbert and a 25-year pin 
to Mr. Madison. 

A. R. Bush, Tulsa district manager; 
H. M. Logan, sales engineer, Tulsa 
district; and W. R. McLaughlin, su- 
pervisor, Dallas, received 20-year but- 
tons. 

Fifteen-year awards went to T. I. 
Stacy, sales engineer, and A. E. Hugel, 
office manager, both of Houston; J. W. 
Whiteside, office manager, and C. T. 
Guffey, sales engineer, Kansas City. 

R. B. Rugeley, supervisor of the 
Houston office, received a_ten-yeat 
button. 


Yale Travelling Show 
Completes First Year 


The Yale Road Show, traveling 
materials handling exhibit of The 
Yale & Towne Mfg. Co., has rounded 
out 25,000 miles covering 30 states in 
its first vear of touring. The second 
vear of its two-vear schedule will take 
it through all the Western states and 
Canada, officials of the Yale Materials 
Handling Division said. 

I'he caravan dramatizes modern ma 
terials handling methods and equip 
ment. So far, it has been viewed by 
in estimated 48,000 people 





HOW TO SELECT A 
SPRAY GUN FOR TODAY'S 
INDUSTRIAL FINISHING 


To obtain beauty and durability with 
any of today’s finishes, it is important 
that the spraying equipment used—espe 


rially the gun—be correct for the type of ” k re | | & C7 
c e © correc . t Bin & ute, Ss l un 


coating being applied. The selection of 


the right nozzle combination should not ° e 
gags sen | equipped with the 


be left to guesswork. When in doubt ask 


the manufacturer for his recommenda- 
tions 
In selecting a spray gun, first be sure : 
that it atomizes well. This is essential 
for smooth, uniform finishes. Check the lf, 


air and material controls. Do they ope! 





ate smoothly? Are they conveniently lo 
cat*d for quick, easy operation—even 
with gloves on? 

Consider, too, the gun’s balance. It 
should feel right in the hand when con 
nected to hose lines or siphon cups. A 
well-balanced unit does better work with- 
out excessive fatigue. You'll find a two 
finger trigger easier to use. Make sure 


that the spray gun has large unobstructed 


air passages so that “pressure drop” is 


low. Be sure that the gun does not leak 


air at any point. Your customers will welcome 
this great new combination 





To take ordinary shop handling, a gun 
should be ruggedly made. A drop-forged 


aluminum body, for example, gives 
The new Model 66SF nozzle is designed to give 


unprecedented performance when used on a 

Binks Model 18 spray gun. The “18” has long 

been recognized as a favorite wherever fine fin Better six ways: 

ishes are important. The new 66SF nozzle will add a 
much to this reputation, because it makes a spray 2 eS ee ‘Sane 
painting unit that has no equal on the market lapping. 9 
today...especially with synthetic enamels and A wider spray pattern... 
lacquers. fewer passes required. 

If your customers are looking for ways to ob Sees fesse ole ~oaves 
tain better finishes faster and easier...they will on compressor operating 
want this new combination...and those now using costs. 
the Model 18 spray gun are prime prospects for 15% faster material flow. 
the 66SF nozzle because it will step up the effi More efficient with lac- 
ciency of their present equipment. quers and synthetics. 
Send today for complete details! Soasie aan = 
Ask for Bulletin 66SF which gives you P longer. 
full information about the new nozzle . 


strength without weight. A hardened for Binks Model 18 Spray Gun—the 
finest combination for refinishing. + BINKS 


corrosion MANUFACTURING COMPANY 
In designing the Model 18 Spray Gun Bi ks 3128-30 Corroll Ave. West 
the Binks Manufacturing Company took mn : = Chicago 12, Ill. 


all these features into consideration. The ILI SAL ALA FOR 


tion a ie G 
. ee ee ee ee ee ee ee ee Oe ee ee ee ee ee ee ee eee 


steel needle valve will resist wear and 


popularity of this gun on produc 
lines, for refinishing appliances, automo 
biles, furniture and other products where BINKS MANUFACTURING CO., 3128-30 Carroll Ave. West, Chicago 12, Il, 
the finish counts, proves its effi 


Full information on this pri Nome_ 


Send me a copy of 
Bulletin 66SF— Company 
FREE “Address 


City -_ Zone ee 


type equipment, including price and dis 
count, may be obtained by writing direct 
to the manufacturer, Binks Manufac 


turing Co., 3128-30 Carroll Ave. West 


eee | 
eeeunreeenecececaanecaae! 


( hicago iz Illinois. 
é = nse ecee@ 
sea ee ee eae ee ee eee CS SS SSS SSS SESS SSSSRSERBEEEEE B 
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208,000 


calls are made 
by this salesman 
every month 
for you! 


This month and every month this hard 
selling “ad” salesman is at work for you 
telling your customers everywhere to ask 
for Crosby Load Rated Blocks. 


Remember, on every call, ask for your 
order for Crosby Load Rated Blocks. The 
only individually packaged blocks on the 
market! 


means 


safety 
on the 


To} oF 


CROSBY PRODUCTS 


American Hoist 
ond DERRICK COMPANY 
St. Pau! 1, Minnesota 


* 
or 
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Edgar N. Mather 


Lipe-Rollway Names 
Sales Engineer 


Lipe-Rollway Corp. has appointed 
Edgar N. Mather as machine tool sales 
engineer for the firm’s Midwest and 
East-Central sales areas, comprising 
an area running westward from Erie, 
Pa. to the Mississippi River and south 
to Louisville, Ky 

Mr. Mather was formerly with Fitz- 
gibbon Boiler Co. and Michigan Light 


Alloy Co. 


Allegheny Ludlum Opens 
New Milwaukee Branch 


Allegheny Ludlum Steel Corp. has 
opened a tool steel warehouse and 
district sales office in a new building 
at 3800 North Ist St., Milwaukee. 

Part of a long range postwar mod- 
ernization program, the warehouse was 
set up to improve service throughout 
Wisconsin and the large steel consum- 
ing Milwaukee area, company officials 
stated. The building has an unusual 
design with stainless steel wall panels 
in combination with brick. 

The new office will handle direct 
mill sales as well as warehouse busi- 
ness. It will also sell the company’s 
cemented carbides from its Carmet 
Division and tool steel forgings and 
high alloy tool steel castings from its 
Forging & Casting Division. 


St. Paul Firm Appointed 


Allegheny Ludlum has appointed 
Junger Steel & Supply Co., St. Paul, 
to sell its complete line of tool steel, 
bars, forgings and castings. The local 
firm was organized recently to serve 
the metalworking industry in the area. 
E. F. Junger and Fred F. Junger are 
the owners. 





THAT JUST-RIGHT SMOOTH BITE; 
THAT EXACT SELECTION! 


Each of Brightboy’s widely adaptable textures consists of 
a special-formula “cushioning” rubber binder and matched 
abrasive for exactly-required finishing objectives. THE 
COMPLETE BRIGHTBOY LINE IS NOW AVAILABLE 
WITH EITHER ALUMINUM OXIDE OR SILICON CAR- 
BIDE GRAIN to cover various work-requirements. And 
Brightboy is obtainable in a wide variety of grain sizes 
ranging from extra coarse to extra fine, in soft, firm and 
tough rubber binders. 


You need Brightboy to round out your 
abrasives service—to multiply your abrasive 
profits. Write for the inviting details! 


“4 


NOW! Give Your Customers that 
JUST-RIGHT SMOOTH BITE 


For The 
Widest Range of 


Rubber- Cushioned 
Finishing! 


THE ADVANTAGE OF EVERY- 
THING that rubber-cushioned finish- 
ing offers: time savings frequently as 
high as 50%; better product-eye-ap- 
peal that enables your customers to 
beat today’s keener competition! 


Brighiboy BURRS, CLEANS, FINISHES, POLISHES in 
one operation—achieves a finish that’s frequently the 
“final”. It not only speeds and simplifies your customers” 
work but widens their finishing horizons almost unbe- 
lievably; provides a completely new approach: goes far 
beyond other methods in 

versatility. 


W heels Sticks, Reds, 
Blocks for machine 


and manual operations 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 No. 13th Street . Newark 7, N. J. 





America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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The best 'soft 


hammer your 


money can buy! 


Tough, resilient water 


buffalo faces deliver 
plenty of power with 


full protection fo1 


rK qoe better with a 
C/R RAWHIDE Jaw-Head 


c r 
ee 


CHANGE FACES 
IN SECONDS 


@ Available from lead- 
ing industrial sup- 
pliers. Also C/R Raw- 
hide mallets and Raw- 
hide mauls. For fur- 
ther information write 
Dept. 22 


enicaco (rawhide MFG.CO. 


1301 Elston Ave., Chicago 22, Il! 
Super Oi! Seal Mig: Co., id 
Hamilton Ontario 


» Conoeda 


Manufacturers 
is Mrs 


SALES SECRETARY at 
Supply Co., Grand Rapids, Mich 


Jeanne Douma 





International Nickel 
Names President 


Harry S. Wingate has been elected 
International Nickel 
Co. succeeding Dr. Paul D. Meri 
With the company since 1930, Mr 
Wingate has been vice-president since 
1949 and director since 1942. He is 
ilso director of Whiteheac Meta 
Products Co. and Alloy Metal Sal 
Ltd. Dr. Merica, who is now at 
tirement age, will continuc 
ind member of the 


president of ‘The 


1S dire 


Company § CX 


tive committee 


Bronx Hardware 
Increases Staff 


Bronx Hardware & Equipment 
New York City, has added an 
other salesman to its outside staff, 
Sam Mandel, who West 
chester County 

Mr. Mandel has had a 


in other 


Corp., 
will cover 


number of 


cllmg experience helds 


he = 
aa I 


4 MORNING CHAT before going out 
on calls is enjoved by Al Wilcoxson, sales- 
man, and J. M. Krisman, president, Kris- 
man Industrial Supply Co., Tulsa, Okla 





~~ 
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BALL- 
BEARING 


GRINDERS 


CARBIDE TOOL GRINDER 


BALDOR builds a complete line of bench and pedes- 
tal type grinders (including the special Carbide 
Toot Grinder shown above). 6” to 12” wheels, bal- 
anced for smooth operation and precision grinding. 
Ball-bearings in dust-proof housing are lubricated for 


BALDOR ELECTRIC CO. 


4364 Duncon Ave. ST. LOUIS 10, MO. 


SOLD 
THRU 
DISTRIBU- 


Ask for 
Bulletin 


IT SELLS ON SIGHT 
WHEN IT’S XCELITE! 


A glance at this XCELITE “Combination 
Detachable” Screwdriver tells the customer 
that here’s a craftsmanship tool. There's 
no mistaking that precision-formed blade 
of top grade tool steel—and that big, 
hand-fitting handle! It’s made for a man. 
It's made to do jobs right. And that solid 
feel tells him it's a life-time tool. You've 
got yourself a sale—and a satisfied cus 
tomer who's going to keep coming back 
for more! 


SCREWDRIVERS, NUT DRIVERS, 
KITS THAT LEAD THE PROFIT 
PARADE! WRITE TODAY 


for the new XCELITE catalog—we're really 
proud of it! See this complete line in full 
color. Write today! 


XCELITE, INCORPORATED 


(formerly Park Metal- 
ware Co.. Inc.) 


A 4 t 
Origen" 4 


Xcelive 





Dept. F 
Orchard Park, 
New Y 
For 


‘Gele) wie 














How Leschen generates 
wire rope sales for you 


What do you need to sell more wire rope? 

You want a top-value product. With Red-Strand you most cer- 
tainly have it. Leschen’s extraordinary manufacturing experience, 
skill and care make Red-Strand the rope of higher-than-rated quality 

for longer-than-expected service. It outperforms “cut-rate” ropes 
time after time. 

You need “steam” behind the product. Leschen supports you 
with a top-rated trade magazine advertising program .. . advertising 
that in a recent check out-pulled its nearest competitor by 27%! You 
are backed by monthly direct mail advertising to wire rope users 
in your territory. 

You appreciate selling help. Leschen provides it. Visual presen- 
tations and complete sales literature simplify Red-Strand wire rope 
selling. Close contact with your Leschen district representative helps 
even more. 

Leschen’s recently improved plant facilities and streamlined 
service operation add to the reasons why Leschen is your first-choice 
wire rope supplier. So, for good wire rope business, sell Leschen. 


LESCHEN 


LESCHEN WIRE ROPE DIVISION 
The Watson-Stillman Company 

(A SUBSIDIARY OF H. K. PORTER COMPANY, INC.) 

St. Lovis 12, Missouri 








Red-Strand 6 x 19 Filler Wire Rope offers 
balanced qualities that deliver most econom- 
ical service on average wire rope jobs. 


ar desl Zs 


Where wire rope requires extra flexibility, 
Red-Strand 6 x 37 lasts longest 


. 


Where wire rope must fight severe abrasion, 
Red-Strand Seale construction is recommended. 


NG, 
y i, 


lS — 





Hercules Flattened Strand is a super-rope of 
great strength, safety and durability. It meets 
many special wire rope problems. 





BU EVAR 
FACTS 


a collection of useful tips to help you 
develop new selling leads in 


nscshal morte 70 MAKE A BARGAIN / 


PACKAGES SOLD TOGETHER IN GROCERY 
STORE “COMBINATION DEALS” ARE HELD 
SECURELY TOGETHER WITH COLORED 
“SCOTCH” BRANO CELLOPHANE TAPE. TAPE 

RESISTS ROUGH HANOLING, CUSTOMER 
“PAWING".. BRILLIANT DECORATIVE COLORS 
ARE SELECTED TO MATCH OR CONTRAST 

WITH PACKAGING. 


| NS 


io SEALS CONCRETE BLANKETS ! 


PROTECTING FRESH-POURED CONCRETE 
FROM THE WEATHER IS NO PROBLEM ON 
CONSTRUCTION JOBS ANYMORE. 
A CONVENIENT FLOOR TAPE APPLICATOR 
ANO A WEATHER-PROOF STRIP OF 
“SCOTCH” BRAND MASKING TAPE SEAL 
PAPER CURING BLANKETS OVER FRESH- 
POURED CONCRETE...HELP PROVIDE 
SURE PROTECTION UNDER ANY 
WEATHER CONDITIONS. 
COMPANY preeaste gpede in "Scotch" y hey ee Mining and Manufacturin 


Co., St. Paul 6, Minn. —also makers of “Scotch” Brand Pressure- 
und Recording Tape, ““Underseal” Ru berized Coating, ‘ ‘Scotchlite” Reflective Sheeting, ‘“‘Safety-Walk’”’ 
Non-slip Surfacing,““3M”" Abrasives,““3M" Adhesives. General Export: 122 E. 42nd St., New York 17, N.Y. In Canada: London, Ont., Can. 
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WINNING 


FINISH 


BOAT BUYERS TAKE A SHINE TO 
THESE BEAUTIFUL WHEELS POLISHED 
WITH 3M ABRASIVE BELTS AND 
, THE RECOMMENDED 3M 
METHOD. A BROOKLYN MARING 
HARDWARE COMPANY SWITCHED 
TO 3M ABRASIVES FOR 
GRINDING THEIR SPECIALIZED 
CASTINGS ... DOUBLED 
PRODUCTION, cur THEIR 
































HERE'S HOW TWO “SCOTCH” BRAND TAPES SOLVED 
THE COSTLY PROBLEM OF SETTING TYPE IN CIRCLES. 
LINE OF TYPE IS TAPEO TO WOOD BLOCK 
CYLINDER WITH “SCOTCH” BRAND DOUBLE-COAT- 
ED TAPE NO. 400 THAT “STICKS ON BOTH SIDES” 
THEN WRAPPED SECURELY WITH REGULAR 
“SCOTCH* CELLOPHANE TAPE. IT'S 
SCOTCH A TIME AND MONEY SAVER 
Pressure-Sensitive IN GRAPHIC ARTS 
Tapes INDUSTRY. oo oe ee ee ee ee oe ee 
MINNESOTA MINING AND MANUFACTURING COMPANY 
Dept. ID-64, St. Paul 6, Minn. 
Please send me more information on the products listed below: 
CT “SCOTCH” Brand Cellophane Tape (] “SCOTCH” Brand Double- 
Coated Tape No. 400 [] “SCOTCH” Brand Masking Tape (] “3M” 
Abrasive Belts [] “SAFETY-WALK” Non-Slip Surfacing 


NAME TITLE 








FIRM 


GET MORE DETAILS of profit opportuni- —Appress 
§_ ties in the fast-selling 3M line of industrial 
§ products. Send coupon today! City ZONE STATE 
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“Spring-Wing’’ 


TOGGLE BOLTS 


threads 


factory 
heads assembled 


to bolts — ready 


zinc plated ' : to use 
taal 


tested 


rust-proof 


time saving 
hold-clamp 
in every 
package 


Paine's spring- 
wing action 


never faiis 99 sizes — types 


-EASY TO USE 
DO THE JOB RIGHT 
SAVE TIME AND LABOR 


her 
yo e 


2 


‘ THE Bésr CRAFTSMEN ALWAYS TAKE pAINE’s 


' 


THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois 








CARBIDE TIPPED 
Work Support Blades 


TUNGSTEN CARBIDE } 
for Centerless Grinders 


TOOLS 


WRITE FOR CATALOG 


Standard thrufeed and infeed work sup- 
port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged — re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy 
For prompt quotes, send prints - or sample of blade 
you are now using, and specify material to be machined. 


WILLEY’S CARBIDE TOOL CO. 


1342 W. Vernor Highway Detroit 1, Michigan 
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Longwell, Carbide Pioneer, 


Forms New Sales Firm 


James R. Longwell, a leader in 
the development of carbides by 
General Electric Co., has retired as 
issistant to the general manager of 
Carboloy Department of General 
Electric. 

He has formed Longwell Engi 
neering-Sales Co., engineering and 
sales consultants, who will also act 
is sales representatives for several 
manufacturers of industrial equip 
ment, including another newly formed 
organization, P. L. Kuzmuick Co., 
Verona, N. J., diamond grinding 
wheel manufacturer. 

The Longwell firm opened offices 
last month in Birmingham, Mich., 
1 Detroit suburb. 

Mr. Longwell joined Carboloy in 
its early days. A die development 
engineer in 1929, he became active in 
work with carbide tools in 1935 after 
he was named Carboloy’s chief engi- 
neer. He is credited with directing 
the company’s first successful appli- 
ation of carbide tools to a production 
machining job on steel in the United 
States. He set up a company execu 
tive training program, helped de 
velop the Carboloy tool manual, and 
engineered numerous improvements 
in manufacture and design. He later 
became factory manager, then assist 
int to the general manager in 1948 


Stanley Works 


Adds Territory 


Ihe Stanley Works has divided the 
state of Texas into two separate ter 
ritories for more concentrated cover 
age 

C. Earl Stafford, who has covered 
iil of ‘Texas for the past 18 vears, will 
now handle the southern half of the 


C. Earl Stafford 





John E. Lindroth 


tate. John E. Lindroth, who ha 


been assisting Mr. Stafford, will tra 
the northern half 

Born in Refugio lexa M 
Stafford worked for Sam Spiel Hard 
ware Co. in San Antonio from th 
time he left school unt h one 
the Stanley Works in 
past president of the Tex 

Mr. Lindroth joined Stanl 
1949 He is a graduat 

lege, Hartford, Conn 

ran ot W orld \W il I] 


Gries Reproducer 
Revamps Departments 


Gries Reproducer (¢ 
ized its sales division by 


new divisional dep 


: 
the supervision of J 


dire tor 

I'he department 

id Advertising, with ¢ 
les manager Jack Mah 
manager and lvert 
ind Peter White, 1 
department. Jack J. McD 
en named d t 

nd Edward L. B 


ndent 


ryt 


A. R. Barton Names 
Inside Salesman 


A. R. Barton & Co.., N. | 
\ 


ippointed Jack 


Recently with St 
s been in the ap] 
truction materials 


; 
iufton area for a 


HERE'S WHY CUNEO GIVES 
YOU THE MOST IN CATALOG 


1 Your catalog will be designed 
and produced from start to fin- 
ish by EXPERTS, with undivided 


responsibility for all operations. 


2 Your catalog will be right in 
layout and design based on 
years of experience in meeting 
industrial distributors’ individual 
requirements. 


in every respect—incorporating 
special features that will make 
your catalog out- 
standing. 


3 Your catalog will be modern 
the 


4 Your catalog will 
have built-in 
quality that only ex- 
perience can produce, 
giving your catalog 
added value over the 


years. 


*& Consult with a CUNEO iIndus- 
trial Distributor Catalog Special- 
ist. He knows your specific cata- 
log requirements. Every step of 
the way, from initial planning to 
completed catalog, is based on 
years of similar helpful coopera- 
tion. Be sure you have the serv- 
ices of an experienced organiza- 
tion of catalog men—play safe 
make it CUNEO. 


Write * Wire or Phone 





} BROADWAY 6-5340 
We CATALOG DIVISION 
i LSS LC. 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
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For fast easy sales— Sell the 


Leaders in the Complete Line of 








Tavior MADE 


TAYLOR MADE ALLOY STEEL CHAIN has twice the strength 
of wrought iron. It’s heat-fr@ated and never requires annealing. 
Great resistance to grain growth, work hardness and shock at all 
temperatures are additional factors that build satisfied customers 
throughout industry— build profitable repeat business for you. 


TAYLOR MADE HI-TEST CHAIN is made from (C1017) high 
carbon steel. It’s heat-treated to produce a finer grain... greater 
tensile strength and longer lifethan ordinary low carbon steel chain. 


TAYLOR MADE BBB CHAIN has a close link for great flexi- 
bility. A volume item for bundling, tiedown and tow chains. 
Ideal for farm implements too! Packed in handy Tay-Keg Con- 
tainers. Not recommended for lifting purposes. 


o 


Send Coupon for FREE CATALOG No. 25 





S. G. Taylor Chain Co 
Dept. 6, Hammond, indiane 


aac Tayior MapE 


! 

! 

j 7 

] Address __ A GREAT NAME IN 

. as ¢ 
( a SINCE 1873 
i f caste 
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Patrick J. Patton 


Patrick J. Patton 
Division Supervisor 

Worthington Corp. has named 
Patrick J. Patton as East Central re 
gional supervisor for its Positioning 
Equipment Division. 

With the company since 1945, Mi: 
Patton has been Central District 
sales manager in Chicago for Posi- 
tioning Equipment. He has also 
been with Arthur McKee & Co., 
Cleveland, and with A. O. Smith 
Corp. as Eastern District sales mana- 
ger, Welding Products Division. 

With headquarters in Pittsburgh, 
he will supervise positioner sales acti- 
vities of Worthington distributors in 
the Buffalo, Cleveland, Pittsburgh 
and Cincinnati territories 


Electrical Firm Acquired 


Worthington Corp. has acquired 
the Mullenbach Electrical Mfg. Co., 
Los Angeles manufacturer of an elec 
tronic control device known as ‘Capa 
switch.”” Worthington officials said 
the purchase was a step in the com 
pany’s diversification plans in growth 
industnes. A rapid expansion program 
is planned for the new subsidiary, 
now producing its line on a small 
scale, they said. 


New Firm Stresses 
Salesman’s Time 


“Of Time and Salesmen,” a new 
16 mm sound film produced by Dun 
& Bradstreet, Inc., is now available to 
sales managers and service and educa- 
tion groups, the firm has announced. 

Produced for Dun & Bradstreet’s 
own sales force, the film dramatizes 
the plight of a young salesman who 
wastes time on false leads, accounts 
who have moved and other dead ends. 
He cures the trouble by using maps, 
directories and prospect lists 





BRONZE 
GAS STOPS 


YOUR CUSTOMER’S NEEDS for 
all items in the HAYS line of— 
\STOPS ° VALVES ° FITTINGS 


LEVER HANDLE 
BRONZE Your HAYS line includes hundreds of items— 
SHUT-OFF STOPS 
oi many styles of stops, valves, and fittings, each 
in a full range of sizes, for every need in your 
customer's plant, for steam, air, water, gas, and 


chemical lines. 


SQUARE HEAD 
Check your HAYS Catalog . . . note the com- STEAM STOP 


plete line that is available from one source. 
Don't be satisfied with an order for two or three 


items—sell the HAYS line—sell him on the 


as 
idea of standardizing on HAYS. 
peng song You will never make a mistake in backing the 
ea her HAYS line for highest quality and low mainte- 
nance cost. Every product is individually ground 
and fitted, and tested for pressure with generous 
BRONZE 3-WAY 


allowance for overload. PLUG STOPS 
It pays to buy—and sel] HAYS 


HAYS MANUFACTURING COMPANY 


> 
General Offices and Factory HAYS 
823 West 12th Street, ERIE, PA. ——— - 





ALL IRON STOPS 
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RELIANCE ‘ae 


S 


SPRING LOCK WASHERS Wu “roy 
resist 


against — 
BOLTED ASSEMBLIES vane 


ELONGATION 


Designers and production men are weil 

awore of forces constantly exerted in and 

around assembled parts. It is the reason behind 

the universal acceptance of the nut, bolt and lock 

washer type of industrial fastening. A Reliance Spring Lock Washer has 
the reactive range and reactive pressure to keep tension on a bolted 
assembly long after wear, vibration and bolt elongation have destroyed 
the effectiveness of a less efficient type of fastening. That is why we say 
Reliance Spring Lock Washers keep bolted assemblies tighter longer. For 
complete information, write for engineering folder W-50. No obligation. 





RELIANCE DIVISION 


OFFICES and PLANTS 550 Charles Ave., $.E., Massillon, Ohio 


Sales Offices New York * Cleveland * Detroit 
Chicago * St. Lovis * Son Francisco * Montreol 
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Richard Colvin 


Lufkin Rule 


Adds Salesman 


Lufkin Rule Co. has appointed 
Richard Colvin to service the Moun- 
tain States with headquarters in Den- 
ver. 

A graduate of the University of 
Georgia and an Air Force veteran of 
World War II, he has had hardware 
and supply experience in Clovis, 
N. M., and Atlanta, Ga. 


Manufacturer Says 
Technology Bars Slump 


Because of technical advances in 
manufacturing, there will be no re- 
cession in this country for a long 
time, A. M. Wilson, executive vice 
president of Minneapolis-Honeywell 
Regulator Co., told a recent meeting 
of the New York Society of Security 
Analvysts. 

These advances offer such big 
opportunities to cut costs that com- 
petition will force industry to invest 
in them, he said. This high capital 
investment will mean prosperity. 

Post-World War II tension, he 
said, headed off any such letdown as 
followed the first World War. Billions 
of dollars are spent each year on de 
veloping new materials and techniques 
which will flow from military into 
civilian application, converting mili 
tary strength into productive leader 
ship, he pointed out. 

This process also accelerates the 
technological obsolescence which 
keeps capital spending high. Some 
$16 billion of the $26.5 billion capital 
spending projected for 1954 will go 
into modernization of facilities and 
equipment, he predicted. 

He stressed plant automation as one 
major development which would re 


quire widespread investment in elec 
7 


tronics equipment as well as new 


C hiner 





THESE FEATURES HAVE SOLVED 
V-BELT PROBLEMS LIKE YOURS 


... in Multiple Belts 
DURKEE-ATWOOD 


VERTICAL 


MATCHING 


The power-transmitting efficiency and the durability of 
multiple v-belt drives varies with the precision achieved 
in matching. Static balancing is not adequate. To assure 
precise matching, Durkee-Atwood balances multiple 
v-belt drives Iso-Dynamically, matching belts while run- 
ning under full load. Equal in length, equal in tension, 
Durkee-Atwood matched v-belts give you a more effi- 
cient, more durable drive. 


. . . in General Duty Belts 
DURKEE-ATWOOD 


HIGH CORD LINE 


DESIGN and CONSTRUCTION 


Durkee-Atwood engineers brought v-belt maintenance 
costs down by moving the cord line up. The high cord 
line places the entire body of the belt under compression 
forcing the entire sidewall against the sheave reducing 
slippage. Wear is absorbed evenly by a greater area of 
the sidewall, reducing wear and prolonging belt service. 


SPECIAL MULTIPLE V-BELTS 


Durkee-Atwood Multiple V-Belts are also available in 
special constructions for specific applications as outlined 


below. 


CLASS 3— MULTIPLE (All Neoprene) CLASS 4—MULTIPLE HY-LOAD (All Neoprene) 
OIL RESISTANT FOR EXTRA FORTY PER CENT HORSEPOWER RATINGS 


HEAT RESISTANT OIL RESISTANT 
HEAT RESISTANT 


1) U R 4 E E ae STATIC CONDUCTING (Upon Order) 
ATWOOD Aan 
A COMPLETE LINE OF V-BELT DRIVES FOR INDUSTRY 


WAREHOUSES IN ATLANTA, CHICAGO, CLEVELAND, DALLAS, NEWARK, OAKLAND 
Phone: MAin 0441 


DURKEE-ATWOOD CO., Minneapolis, Minn. 
FORM NO. 551 
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This NEW 


Keystone Bulletin 


will help you “nail down” 


a big lubricant market! 
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Here at last, in one Planned Lubri- 
cation Manual, are “all the facts’’ on 
how to resist corrosion and prevent 
leakage loss. Bulletin BK-20 describes 
a special group of Keystone Specialized 
Lubricants ideally used when vacuum 
pump cylinders, pump packing glands, 
plug-type valves and other mechanical 
equipment, plus process piping, are 
in corrosive service. 

BK-20 tells how these Keystone 
Specialized Lubricants can be used to 
protect effectively against upwards of 
160 corrosive agents and solvents... 
and pinpoints dramatic case histories 
on how these lubricants have elimi- 
nated maintenance problems and 
boosted equipment life in a wide 


variety of industries. 


In this brochure you’ll find the 
answer to practically every lubricating 
problem caused by acids, alkalis, 
solvents and water. It’s loaded with 
helpful specifications and application 
information . . . everything you’ll need 
to give your prospects and customers 


the full story. 


BK-20 can help you get and hold new 
business! Make it one of your prime 
selling tools. KEYSTONE LUBRICATING 
Company, 21st & Lippincott Streets, 
Philadelphia 32, Pa. 


Wed Sef 
TRADE MARKS REG. U.S. PAT. OFF. 


SPECIALIZED 
LUBRICANTS 





1954 CONVENTION (Continued from page 103) 


Boarding steamer are Mrs. O. | Thompson, Jr. and Mrs Purser collects tickets from Mrs. E. R. Barkley, Warren, 
Thompson, Sr., Houston, Texas; Mrs. G. \ Murphy Ohio: Mrs. Harold C. Norris, Cleveland: Mrs. Morris 
Garden City, L. L Abrams, Neponsit, L. I 


vas located polis were talking about Arthur Gox When the luncheon hour came 
1 turn arow | | fre se morning I'V show the iround, Mrs. Paul E. Raguse of Phil 
ler if they ever did catcl t ha seen. Mrs. Ben Perkin ide Iphia ind Mrs. Edward C. Maguir 
her nd ind Mrs. A. C. Sager of of Baltimore made pleasant con 
ich. were comparing note panion for your foot-sore reporter 
intages of driving to the ind the salt air had given almost all 
fiving, with Mrs. Sage f us a good appetite \ few, how 
5 ne that flying was safe, but insisted they would ither play 

t ypped he I I t nf ng the vagar« f New York ( than eat ind did! 
to ask where sl bought it trafhe had her scared to death. Mr The Peter Stuyvesant cased gently 
iswer, in Cas¢ W. A. Mar f Duluth, sitting with n to the dock a little before 4, and 
vondering, is Painesvill Mir ] B. Watrous of Worcest I i ramble for cabs and 

Mrs. Wilson Hart f P nother advocate f the quick 

Mi nk M. Crus t getting pla cs ow thi 


energetic bunch got up 


(Next page, pl ase 


Mrs. A. C. Sager, Saginaw, Michigan and Mrs. Ben Perkins, Capturing sea breezes on upper deck are Mrs. James R. 
Indianapolis, find vantage point from which to view sights. McIlroy and Mrs. Floyd H. Gilkey, both of Allison Park, Pa. 
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All set for the cruise are Mrs. Joseph Berg, of Chicago; Mrs. 
Walter Gallagher, of Broad Axe, Pa.; and Mrs. Bernard L. 
Ward and Mrs. James Judge, of Lockport, N. Y. 


enough steam to pull themselves out 
of bed in time for the 9 A. M. break 
fast the next day is something of a 
mystery, but there they were, 
ittractive costumes. 


wearing 
them most If the 
professional models, there to show the 
latest styles, had been mixed in among 
them, defied 
sort them out, which just proves that 
chic and good taste aren’t much dif 
ferent in San Lakeside, 
Ohio; Erie Pa., 
ire in New York or Paris. 

An orchestra played during break 


fast fashion show which 


followed 


wed have anyone to 


Francisco, 
or Denver than they 


ind for the 
Bonwit Teller presented the 


Mrs. Charles M. Harrington, of Wilmington, N. C. (center), 
looking every bit as swish as the models, presents Mrs. Adair 
to Mrs. E. G. Cummins, Atlanta. 


McKoy, Sumter, 8S. C.., 


250 


clamation 


~ 


show, featuring Spring and Summer 


stvles from dawn to dark. One or two 
of the fashions caused a shocked ex 


the (the 
purple striped bathing with 
matching mitts, for instance) but for 
the most part, the clothes shown were 
things the average woman might have 
They were 


audience 
suit 


from 


some hope of getting into 
elegant, simple and lady like, empha 
sizing the “jeune fille” or “little girl’’ 
look 

Among those observed at the fash 
ion show were Mrs. J. B. Clark, Jr., 
Houston Tex., sitting with Mrs. D 
\\ McAllen, Philadelphia; Mrs 
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Breakfasting before the show are Mrs. Floyd H. 
Allison Park, Pa.; Mrs. Alex Davies, Birmingham; Mrs. John 
Underwood; and Mrs. J. M. Rowe, Cleveland. 


Hickey, 


George E. McCreery, Cleveland; Mrs 
F. A. Ellfeldt, Kansas City, Mo.; and 
Mrs. Bruce Boggs, of Lancaster, Pa.; 
Mrs. Harry J. Lock of Buffalo with 
Mrs. Ray C. Neal, Buftalo 
and Mrs. O. E. Fee; Mrs. Warren I 
Foss with Mrs. Eugenia B. Foss of 
Denver; Mrs. Lyman H. Bellows of 
Chicago with Mrs. Samuel H. Clark 
of the same city and Mrs. Harold 
lorell of Syracuse; and Mrs. Richard 
Modig with Mrs. H. A. Neff, both of 
Hartford, Conn.; Mrs. Harold Woody 
and Mrs. F. H. Spencer, both of Chi 
cago; and Mrs. S. A. Lehman, Fort 


Wayne, Ind. 


also of 


Every bit as chic as her older companions, little Paulette 
Marwedel, of San Francisco, attends the fashion show with 
her brother, Ferd, and mother, Mrs. E. F. Marwedel. 





Clarkson Head Calls for Support of |. D. Course 


Warne AMERICAN PEOPLE are simply 

ee aware of the tremendous role 
played by distribution in our econ 
my,” Dr. William G. Van Note 
president of Clarkson College of ‘Tech 
nology, told the Grand Opening Ses 
sion of the Triple Convention at the 
Waldorf-Astoria. 

Clarkson’s new 
dustrial Distribution, he said, is a step 
toward bringing the industry into its 
proper perspective. But the 
needs active help from the industry 
inform 


curriculum in 


colle gC 
to “spread the word” and 
educators, el! gible boys of the cours¢ 
Dr. Van Note was introduced by 
Eugene F. McCarthy, of Beals M« 
Carthy & Rogers, Inc., Buffalo, N. Y., 
chairman of the Joint Educational 
Aids Committee of the three associa 
new cul 


tions which advised on the 


riculum. 


Distribution Vital to Freedom 


“In a free world, no one can guar 
intee security unless the needs of life 
ure produced and distributed in sufh 
cient abundance at a stabilized cost at 
the time this security is to be en 
joyed,” said Dr. Van Note. “All dur 
ing the growth of these United States 
we have paid homage to creative abil 
ity, production achievement and man 
igerial competence. Distribution has 


been rarely appreciated as an effective 


Much edu 
before the 
Distril 


ind essential function 


cation must yet be done 


great area of Industrial ution 


can have the public acceptance that 
engineering and business management 


have today.” 


convinced him 
education 


This fact, he said, 
that Clarkson, as an 
and business administration college, 
needed a distribution course to round 
out its curriculum. This 
lished, leading to a Bachelor of Science 
degree in Industrial Distribution, with 
132 credit hours divided between en 


was estab 


gineering, business administration and 
liberal studies. ““We must give each 


student,” he said, “a background of 
his American heritage.” 
must instill, he 


sense of his present responsibility, 


The course 
also said, a strong 
intellectual curiosity and character as 
well as provide the necessary technical 
tools. 

[he college is seeking applicants 
for the course this September and 
needs the help of all association mem 
bers in advertising the course and 
guiding promising students to con 
sider an Industrial Distribution career, 
he said. He urged distributors and 
manufacturers to explain the course 
to student guidance officers at their 
local high schools. He also stressed 
the importance of and need of scholar 
hips, five of which have already been 
stablished by organizations in the 
held 


Past Presidents on Stand 


Manning, Max 
outgoing president 
Association, called 
Also presiding 
Vhe \W 


( leve land, 


J. Robert Kelley 
ll & Moore 
f the American 
the meeting to order. 
vere T. Gordon Vaughan, 
M. Pattison Supply Co., 
etiring National Association 
dent; and B. § 


presi 
Barker, Pye-Barker 


<< -— 


New Industrial Distribution course at 
Clarkson College was described by Dr. 
W. G. Van Note, president, at Open- 
ing Session of Triple Convention in 
W aldorf-Astoria. 


te 


Dr. Norman Vincent Peale, guest 
speaker for the second consecutive con- 
vention, spoke on “Success through 
Right Thinking.” 
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Supply Co., Atlanta, Ga., Southern 
\ssociation president 

All three 
atmosphere of the convention and the 


they 


stressed the business 


serious energy with which said 


members of all three associations wer« 


attacking common problems. “Never 
have we had better understanding and 
cooperation on the problems which 


said Mr. Barker. Main pu 
pose of the convention, Mr. 
Kelley, is to develop, by better mar 
keting methods, a stronger economy 
in the face of rising costs and greater 


face us,” 
said 


competition 

Mr. Kelley announced that Hunter 
Thomas Associates, Cleveland, had 
been appointed to handle the Ameri 
can Association’s Business affairs, fol 
lowing the recent retirement of R 
Kennedy Hanson as general manager. 
He cited Mr. Hanson’s long service 
to the organization and said his resig 
nation for reasons of health had been 
accepted with regret. 


Peale Calls for “Right Thinking” 


Dr. Norman Vincent Peale, pastor 
of the Marble Collegiate Church, 
New York City, spoke on “Success 
Through Right Thinking.” ‘Tensions 
from “wrong thought patterns,” he 
said, are so seriously affecting modern 
life that 
the patron saint of 
St. Vitus.” The 
he said, is “quiet thinking 
imperturbability.” He 
trom 


“a stranger might wonder if 
America is now 
this, 


serenity, 


best cure for 


tranquillity, 
added: “Drive 
shaking yourself to pieces, but from 


calm, joyful thinking.” 


does not come 





1954 CONVENTION 


John Weist, Mr and Mrs. John W. Shields, Frank J. Mr. and Mrs. R. E. Owens, Komp Equip’t Co., Hattiesburg, 


Kinsella, J. W. Friel, all of Standard Pressed Steel, have fun. Miss., attend to Al A. Hally (Campbell Chain Co.). 


The Social Calendar Kept Conventioneers Moving 


Pair of new arrivals look for friends Brothers Howard S. Williams and John Pleasant pair at party are Mr. and Mrs. 
among huge crowd: G. E. Bowker, D. Williams, Mau-Sherwood Supply, Morris Kobrin, Rockford Tool & Trans- 
A. P. Asprev, Sr. (Manufacturers Brush), Cleveland, come on similar mission. mission, Rockford, Il. 


George A. Gade and J. W. Friel, both of Standard Pressed D. J. Cantillon (Ferry Cap & Set Screw Co.); Mrs. John T. 
Steel Co., await on Wayne Rising of Ducommun Metals & White (Climax Metal Products), and Claude R. Anderson 
Supply Co., Los Angeles, Calif. Waldorf's grand ballroom (Gary Screw & Bolt Div., Pittsburgh Screw & Bolt Corp.) 


was jammed with conventioneers. all join in spirit of party. 
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Mr. and Mrs. Hesket H. Kuhn of The Hardware & Supply Mrs. Charles E. Plack, Mrs. Emma L. Benner and Mr. 
Co., Akron, Ohio, arrive for one of the big parties. Plack of ‘The Foltz Mfg. & Supply Co., Hagerstown, Md. 


from Group to Group, Party to Party 


Ready for huge buffet table are Mr. & At dinner are V. N. Kitchen and S. B. Pleased expression on Mrs. Joe R. 
Mrs. Harry P. Menges, Beighley Hard Hodges (Dresser Industries), whik Martin’s face reflects festive spirit. Her 
ware & Tool Co., Pittsburgh. W. C. Thompson, Jr. looks on. husband (Martin Machine Co.) agrees. 


Representing Bingham Tool & Supply Co., Cincinnati, were Mr. and Mrs. Lee Mitchell (Hooven & Allison Co.); Mr. 
Mrs. R. M. Bingham, Thomas V. Bingham, R. M. Bingham and Mrs. J. W. Nall (Lamson & Sessions); R. E. Owens, 
and George A. Shives, Jr., all of whom attended the Tuesday Komp Equip’t Co., Hattiesburg, and Adam Muth, Piggeon- 
evening dinner party. Thomas Iron Co., Memphis, have a meeting. 


INDUSTR'AL D'STRIBUTION © JUNE, 1954 253 





1954 CONVENTION 


Several Bostonians were there: Mr. and Strictly stag were J. B. Chamberlain (Commander Mfg. Co.), R. G. Spangler, 
Mrs. W. T. Ryan, Jr., of Cutter, Wood Zonne Electric Tool Co., Los Angeles, Cal.; Frank J. O’Laughlin (Commander), 
& Sanderson, Cambridge, Mass. are M. F. Huseby and Larry H. Russell (Walker-Turner Div:, Kearney & Trecker)., 
two representatives. (standing) who seem to be having a time. 


Receptions Drew Hosts... . 


Take it and by golly they did: Harry Mason (Whitman-Barnes); Albert Mayer, There was a bit of Shreveport, La., 
Industrial Equip’t & Supply, Springfield, Mass.; E. Zipse and E. S. Anderson, where Mr. and Mrs. W. F. Hughes, 
(Whitman & Barnes) and A. G. Krueger, San Antonio Mach. & Supply Co. Peerless Supply Co., moved around. 


En route to the Rendezvous Room Get together brought Mrs. G. K. McKee, McKee Tool & Supply Co., Lima, O.; 
and a nice party it was too, were Mr. Mrs. Fred Gierspeck, Gierston Tool Co., Elmira, N. Y., J. T. Moore, Detroit Ball 
and Mrs. George H. Booth, Carolina Bearing Co., Detroit, Mich., Mrs. B. J. Seifried, Gierston Tool, Mrs. Moore and 
Machinery, Rocky Mount, N. C. Mr. McKee to a table. 
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Canadian visitor, (member that is) was E. H. McKinney, Clyde Mansur (Simonds Saw & Steel) gets together with 
\ikenhead Hardware Limited, Toronto, Can., who was W. L. Wahl Farquhar Machinery Co., Jacksonville, Fla., 
stopped by J. Stolarz (DeWalt, Inc.), in the lobby of the and Mrs. A. B. Harden and Mrs. Wahl at the Rendezvous 
Waldorf. Room. 


Together For Social Periods 


All present and accounted for were Mr. and Mrs. J. L. It was a happy day for Jim Bosted, H. W. Mills & Co., 
Ketchum, J. F. Donahue, Chandler & Farquhar, Boston, Passaic, N. J., Harry Mason (Whitman & Barnes), and Jim 
Mass., E. V. Rankin, (Boston Gear), and Mrs. Donahue. Jaques (Nicholson File). 


A table for two serves fine for Mr. and Mrs. John McKendry It was a lot of fun for Mr. and Mrs. Allen Chase, Chase, 
of Peerless Mill Supply Co., Buffalo, at the first official Parker & Co. Boston, Mass., and George C. Moehlman and 
reception. L. W. Jander (Henry Disston & Sons, Inc.). 
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New Members 
Met at Breakfast 


S. H. Cross, (Stanley Electric Tools) breakfast with S. B. 
Hodges (Dresser Mfg. Div., Dresser Industries, Inc.) and 
F. A. Peterson (Hunter-Thomas Associates) at the American 


Association’s gathering for new members. 





Relaxed conversation starts the day fer Southern members 


W. E. Waters, East Carolina Supply Co., Plymouth, N. C.; 
Va., 


Frith Arnold, Alamo Iron Works, San Antonio, Texas, 


enjoys his first convention with A. D. Guggenheim, A. D. 
Guggenheim Co., Inc., Amarillo, and O. F. Thompson, Hi. F. Wood, Jr., Barker-Jennings Corp., Lynchburg 
Junior and Senior, Texas Belting & Mill Supply, Houston. and L. F. Perkins, The Henry Walke Co., Norfolk. 


Cheerful risers are C. C. Hudgins, The Henry Walke Co.., Intent on talk are Edward deBrauwere, Holden-Duncan 
Norfolk, Va.; E. H. Cook, Mize Supply, Waynesboro; Co., Fort Lauderdale, Fla.; E. L. Yeargan, Battey Machine 
W. J. Cashman, The Henry Walke Co.; and J. P. Murphy, Co., Rome, Ga.; and W. G. “Skeet” Archer, Fulton 
Empire Machinery, Norfolk, enjoying an carly morning joke. Supply Co., Atlanta, Ga. 
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Southern breakfast provides an occasion for Bert Morris, New National members include J. J. Moran, English Bros., 
Persingers, Inc., Charleston, W. Va. to chat with V. B. Kansas City; H. M. Drissen, Rickert’s, Milwaukee; G. T. 
Harris, Capitol City Supply Co., Charleston, W. Va., and l'reacy, Jr., Mid-Island, N. Y.; A. J. Snyder, Motch & Merry- 
C. McDonald England, Jr., Logan Hdwe. & Supply Co., weather, Cleveland; J. Brosch, Mid-Island; and J. V. Cooke, 
Logan, W. Va. Machinists’ Tools, Inc., Buffalo. 


Wilson G. Tyler, Don V. Ericson, and Joe S. Chandler, Congenial partners at the Southern Association breakfast 
(Stockham Valves & Fittings) enjoy scrambled eggs and were C. J. Richards, Dixie Mill Supply Co., Inc., Shreveport, 
coffee at the new members’ breakfast sponsored by the La.; and E. C. Herritage, The Peerless Supply Co., Inc.. 
American Association Shreveport, La. 


Sanna corm 


Ribbon Is Cut and Conference Booth Day Begins 


_ —— 


Applying scissors to the bright yellow 
ribbon, ASMMA president J. Robert 
Kelley and NIDA president 'T. Gordon 
Vaughan officially open the conference 
booth program at Madison Square 
Garden. Reports indicate this year's 
booth day was one of the best ever 
held. Ben S. Barker, president of the 
Southern Association, was unable to 
participate in opening ceremony due 
to illness. 
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Toasting each other away from the crowd are Mr. and Mr. & Mrs. Wm. T. Todd Jr., of Somers, Fitler & Todd 
Mrs. C. Taylor Wettlaufer of H. D. Taylor Co., Buffalo. Co., Pittsburgh, oblige camera man. 


Twosomes, Threesomes, Foursomes Get 


lable for two is occupied by visitors from the West Coast Distributor Wm. Iber, O. Iber Co., Chicago, is flanked by 
as Mr. & Mrs. Richard G. Spangler, Zonne Electric Tool manufacturer friends, Mr. & Mrs. C. L. Britt, Jr. (Butcher 
Co., Los Angeles, take time out from seeing the town. & Hart Mfg. Co.). 


Manuracturers threesome fill the corner at Rendezvous Happy situation prevails with Mr. & Mrs. V. C. Hossellman, 
Room, H. R. Hansen, Leonard G. Heath, and Mrs. H. R. Jr., Miss Pauline Cover, The Siferd-Hossellman Co., Lima, 
Hansen (Victor Balata & Textile Belting Co.). Ohio and J. R. Alexander (Quaker Rubber Co.). 
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«=. 
Contrasting reactions are revealed by Mr. & Mrs. Elmer A. Eyes for each other as Mr & Mrs. FE. H. Cook of Mize 
Duffy, Chandler-Boyd Co., Pittsburgh Supply Co., Waynesboro, Va. join the gathering throng. 


Together In une Rendezvous Room 


George S. Case, Jr. (The Lamson & Sessions Co.) told a Southern conventioneers, Mr. & Mrs. Walker Wellford, 
good story judging by the laughing faces of Mr. & Mrs. Ed Jr., J. E. Dilworth Co., Memphis, Tenn., are greeted by 
McLaughlin, Union Hardware & Metal Co., Los Angeles. I’. D. Vander Voort, left, (Clemson Bros., Inc.). 


Refreshments are in order for Mrs. A. R. Peroutka, Mrs. Happy faces belong to Mr. & Mrs. A. L. Ward (Victor 
Don K. Lambert, H. D. Stier, and Mr. A. R. Peroutka (The Balata & Textile Belting Co.), E. L. Parker, Taylor-Parker 
Falk Corp.). Co., Norfolk, Va., and Mrs. Leonard Heath (Victor Balata). 
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Sitting in on festivities were Mrs. R. C. Klemm (Republic Pittsburgh group enjoying a dinner prior to an evening on the 
Steel Corp.), Mrs. Arthur Rathbone, Mrs. H. B. Fuller, Mr. Big Town, Mr. and Mrs. Louis Havekotte, Mrs. L. G. Nie- 
and Mrs. C. V. Pattison, and Mr. Arthur Rathbone, all of hoff, Mr. and Mrs. C. W. Gebhart, Mrs. A. D. Hayes, and 
Wm. Pattison Supply Co., Cleveland. And (right) was this Mr. L. G. Niehoff, Colonial Supply Co., Pittsburgh, Pa 


Reception Drew Members From All Over 


Sharing table talk: C. W. Helstrom, Globe Machinery & More table talk. this time between W. W. Oberjuerge and 
Supply, Des Moines, and B. F. Oswald and Hank Watson D. C. Whitaker, Oberjuerge Rubber Distributing Co., St. 


(Alexander Bros. Belting). Louis. 


a oe 


Les Brenholts, Harris Pump & Supply Co., Pittsburgh, con- Paul Shenefelt (Winter Brothers) talks to distributor from 
verses with R. J. Brown (Delta Power Tool). nation’s capital, Frank Stewart, Standard Automotive Supply. 
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From deep south and midwest came (left): Robert Belk, Duncan Co., Ft. Lauderdale, Fla., R. C. Duncan, Jr., R. C. 
Mr. & Mrs. J. H. McDonald, Mr. and Mrs. J. W. Pitts, Duncan Co., Minneapolis, Mrs. deBrauwere, and R. C. 
and Mrs. Robert Belk, all with Brown-Roberts Hardware & Duncan, Sr. For Mr. and Mrs. deBrauwere, the New York 
Supply Co., Alexandria, La. (Right) Ed deBrauwere, Holden convention 


From South, East, and Midwest 


was the first they had attended. 


J. E. Weldy (Carboloy Dept., G. E.) and 
& Barkley, 


Foursome found fun: J. O. Glenn (Worthington Corp.), More smiles: 
R. H. Russell and Lee Allen, J. Russell & Co., Holvoke, Rufus Barkley and son, Rufus, Jr., Cameron 
Mass. and F. J. Whelan (Worthington Charleston, S. C. 


Wreathed in smiles are L. R. Niep, Great Lakes Supply Twosome from W ington N. C., enjoying big 
Corp., Chicago, and B. E. Jalbert (Bay State Tap & Die). were Mr. & Mrs. C. M. Harrington, Hyman toon c Co. 
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James Chandler (Spartan Saw Works), and E. N. Wirthlin, Gathering data before the meeting, were Fred G. Dike 
Jr., Wirthlin-Mann Co., Cincinnati, O., take a look around. man, and Jack Snell, H. D. Taylor Co., Buffalo, N. Y. 


Old Friends Meet Again. . . 


P. B. Scott and David R. Powers, Syracuse Supply Co.., I'll tell you, it’s this way, says Irving A. Atwater, Nott 
Syracuse, N. Y.; Willis Horner (Allen Mfg.) and F. B. Scott, Atwater Co., Spokane, Wash., to G. H. Treslar (Black & 
Syracuse Supply, chat outside a meeting room Decker Mfg. Co.). 


Visitors from the Pacific Coast included Harry Tuch and Mr. and Mrs. Ronald R. Johnson, W. J. Foss Co., Spring- 
Ross Bell, Warren & Bailey Co., Los Angeles, Calif., and field, Mass., Art Klebes and Robert Smith, Smith & Klebes 
C. H. Benson (Imperial Brass). Co., Meriden, Conn. 
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Prior to getting going were P. E. Warner, H. G. Smith and 


Let’s feel gay about this, says E. W. Breese, sales manager, 
E. L. Kinkaide of Ohio Injector Co. 


Hajoca Corp., Phila., Penn., to his staff man, A. W. Busch. 


At Annual Reunion 


. 
. 
te 
+H ee ih) 
"weeeeengy 
te; 
wee Pittees 


Apparently holding up the Waldorf-Astoria is Norman Good 


Please the ladies, ves. Mr. FE. M. Metzgar (Madesco Tackle 
(Clipper Belt Lacing), who has some fun with a mural. 


Block Co.) settles a little financial problem with the Mrs. 


It’s a long time as Mr. and Mrs. Harry Webster (H. K. Just surrounded by suppliers is Gordon Vaughan, W. M. 
Porter Co.) found out. But it was only a long time between Pattison Supply Co., Cleveland, Ohio, and the two suppliers 
meetings and dinner hour. are G. W. Caruso and Jack McCann (J. H. Williams & Co.). 
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A scroll was presented by Franz T. 
Stone (Columbus McKinnon Chain) to 
R. Kennedy Hanson, retiring manager. 


Guest Speaker Dr. Kenneth McFarland, 
educational consultant, instructed the 
members on “Thinkin’ Tall.” 











Brief financial report was rendered to 
the group by Treasurer F. P. Green 
(Delta File Works, Inc.). 


Hunter-Thomas Associates to Manage American 


he American Supply & Machinery 

Manufacturers’ Association has em- 
ployed Hunter-Thomas Associates of 
busine 


Cleveland to manage its 


iffairs. Appointment was made upon 
the recommendation of the Associa 
tion's employment committee, headed 


by T. D Voort (Clemson 
Bros., Inc 
Che Hunter 


is professionally engaged in the opera 


Vander 


Ihomas organization 


tion and management of business 
Following his introduc 
group bv J. Robert Kelley 
Maxwell & Moore, Inc 


Thomas, who represented the 


associations 
tion to the 
Manning, 
W.B 
business management group, expressed 
thanks for the 


tended hi ind pledged the ful 


his Opportunity ex 


, firm 





On_ behalf 
ciates, new 
association, 
cooperation. 


of Hunter-Thomas Asso- 
business managers for the 


W. B. Thomas pledged 
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cooperation of himself and his asso 
lation 


lhe two-hour meeting was held in 


the Starlight Roof of the Waldorf 
Astoria. In his annual report, Out 
going President J. Robert Kelle 


pointed to the association's contribu 
tion to sound business methods, im 
proved distributor relations, and met 
chandising problems. He also reported 
that the Analysis of the Distribution 
of Industrial Supplies has been proved 
especially helpful at a time when it 
is necessarv that the distributing pat 
tern be aligned with the current mar 
ket 

\ scroll was presented to R. Ken 
nedy Hanson, general manager of the 
issociation, who is resigning at the 
nd of this fiscal year, expressing th 
the abk 
\ silver tea service was given 
to President Kelley by J. A. Proven 
Porter-Cable Machine Co.) as a 


of the association’s esteem 


gratitude of group for his 


guidance 


svmbol 

Guest speaker at the meeting was 
Dr. Kenneth McFarland, educational 
consultant and 
Motors Corp., educational con 
sultant for American Trucking Asso 
ciations, Inc. In his talk, ““Thinkin’ 
Tall’, Dr. McFarland endeavored to 
demonstrate that the successful busi 
is invariably a moral busi- 


lecturer for General 


and 


ness man 


ness man. 


F. P. Green (Delta File 
Works. Inc.) presented a brief report 
of the financial status. 
and Lyman H Sheldon Ma 


Treasurer 


Association’s 
Bellows 
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the 
sub 


Co., chairman of 
sectional 
mitted a report indicating the success 


of that activity during the past year 


line Inc.), 


meetings committee, 


Following the introduction of the 
new president and other officers, Presi 
dent Kelley pointed out that the 
activities of the Association in_ the 


fiscal year just closing had been de 
voted largely to analyzing the work 
done in past years to assist the incom 


ing officers to chart the direction in 


which the Association should go in 
the immediate future. He extended 
his thanks to the many committees 


ind to members of the executive com 
mittee and advisorv board. for their 
unstinting contribution of time and 
talent 


Presentation was made by J. A. Proven 
(Porter-Cable Machine Co.) to Presi- 
dent J. R. Kelley (Manning, Maxwell 
& Moore, Inc.). 








W.N. Wilkerson 


Safety Socket Screw 
Names Representatives 


Screw Co. ha 
Everett & ( 
as its Southern and 


Safety Socket 
pointed John 1 
Memphis, ‘Tenn., 
Southwestern — sales 

he Everett firm, founded in 1913 
has warehouses and offices in Atlanta 
and Houston also. It is headed by 
\W. N. Wilkerson 


repres¢ ntative 


Material Handling Course 
Planned for July 


\ Material Handling Training Con 
ference, the first of what is planned 
as an annual event, will be held July 
5-17 at Lake Placid, N. Y. 

Ihe course is designed for all sales 
and technical men interested in ma 
terials handling, including industrial 
engineers, distributor salesmen, execu 
tives and handling specialists, its spon 
sors say. Some 15 specialists and 
representatives of companies prom 
nent in the field will lecture. Enroll 
ment is through the Material Handling 
Conference, 56 Robbins Road, Lex 
ington, Mass 


Jones & Laughlin 
Names Executive 


Paul S. Landis has been appointed 
assistant manager, sheet and _ strip 
products, for Jones & Laughlin Steel 
Corp. 

Formerly manager, plate sales, for 
Colorado Fuel & Iron Corp. at Cla 
mont, Del., he served during 195] 
and 1952 as special assistant to th 
Director of the Iron & Steel Division 
National Production Authority. He 
has also worked for Carnegie-II] 
Steel Corp. and Washington St 
Corp 


INOW 


BARNES 


NEW 
HARD EDGE 
BAND SAW 

BOX 


FOR 
100 FT. COILS 


INDUSTRIAL DISTRIBUTION © JUNE, 1954 





of L & f+ D E ee 4 H j i i | — Hoehl 


can’t be copied! » | Russell, Burdsall & Ward 
Names District Manager 


Russell, Burdsall & Ward Bolt & 
Nut Co. has appointed Russell Hoehl 
as district manager of its Philadelphia 
office. 

With the firm since 1933, Mr: 
Hoehl held various positions in head 
quarters departments until 1937, 
when he was assigned a sales post in 
Philadelphia. He later became assist 
int manager of the district 


only AERO-SEAL Hose Clamps 


have these proven features: Business Papers Cited 

& For Ad Council Help 
*Precision worm gear drive that’s really he C 
precision. Tightens band evenly all around ik dn % ; -¥- seg chi ‘ = 
*Won't shake loose when tightened. Withstands cluding Inpusrriat. DusrriBurion, 
air-hammer vibration. Try the others on such tests for “most generous advertising sup 
*Threads of worm engage DEEPLY port”” of Council campaigns over the 
in precision-made band slots. Wiggle the — “ —_ on such — — 
gear — see how tight it fits — won’t rattle yal an 3 ‘ ogy sicaaieedlice: ot 
*Removable with a twist of the wrist. Clamp ‘T he V olunt iry space de mations 


is undamaged — re-usable again and again. “contributed materially to America’s 
economic strength, to its defense pro- 


gram and to the security and inde 


Jobbers know this: pendence of the average citizen,” the 
° resolution declared. 


Nelson Bond, vice-president and 
: director of advertising of McGraw- 
Established market acceptance and demand are Hill Publishing Co., is chairman of 


worth more than extra discounts. It’s the Council’s Business Paper Advisory 
TURNOVER that makes faster profits, and Committee, which enlists support for 
that’s what AERO-SEAL assures you! campaigns. 


Dever, Brown Honored 


Henry F. Dever, president of the 
Brown Instruments Division of Minne- 


gkecrtenes wonia Date apolis-Honeywell Regulator Co., and 
Richard P. Brown, former board chair 


a LOhY 3 CLAMPS man, were recently elected to Eta 


Kappa Nu, national electrical engineer 
ing society, for “outstanding contribu- 


BREEZE CORPORATIONS, INC., 700 LIBERTY AVE., UNION, N. J. tions in the electric field.” 
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Pay-as-You-Go Tax: 
Good or Bad? 


(ne of tie prov i 

7 tax revision bill now beimg con 
xiered by Congress is a plan for 
porations to pay their taxes, like 
employees, on a “pay-as-you-go” basis 
Recently, the Finance Department of 
the National Chamber of Commerce 
criticized some parts of the plan, 
harging that confusion would result 
from the method by which smaller 
orporations are exempted from pay 

ou-go lability 

President | isenhower had proposed 
that all corporations switch to a cut 
rent tax basis, but Congressional com 
mittees changed the plan to exempt 
firms with less than $50,000 tax 
liability This, the Chamber points 
uit, means that 35,000 of the more 
than 400,000 corporations would b« 
subject to the new requirements, but 
these corporations pay 90 of the 
total corporate tax bill 

On the level of the marginal 
orporation, however, whose tax lia 
bility fluctuates just under or over 
$50,000, the problem of how to pai 
would be “tremendous,” the Chamber 
isserts 

[he new law would provide that 
Orporations pay 5% of their current 
estimated tax the first vear in Sep 
tember and May, the rest the follow 
ing March and June. The next year 
the first two payments would be 10%, 
then 15 and 20%, until, by 1959, 
the corporations would be making 
four equal payments on their estimate 
for the current veat 

lhe Chamber’s financial spokesmen 
pointed out that in some cases it 
would be impossible for the marginal 
corporations to comply with the law, 
unless their estimates were exact; and 
further, that a heavy tax burden of 
more than 100% would fall on some 
who had underestimated before one 
of the payment dates 





A NEW MACHINE gets the atten 
tion of A. S. Nelson and R. L. Mussen 
president and vice-president of Acme 
lool & Supply Co., San Diego, Calif 


yr Cure For 
y-Belt Troubles! 


POWER-GRIP V-BELTS 


Here’s Why They’re 
More Efficient 


Medart V-Belts havea slightly greater 

radius than the sheaves for which the 

belts are designed. Thus the tendency 

of the straight sides of the belt to 

bulge upon the walls of the grooves 

in the sheave exerts a powerful gradu- 

ated gripping pressure, with the great- 

est grip at the load-carrying tension 

cords. The greater the belt tension, 

the firmer becomes the grip of the 

belt. There can be no slippage, no loss 

of power. As the belt leaves the turn- Available in Three Types 
ing sheave, wall pressure on the belt Standard V-Belt 

is decreased which automatically Style 140 Super V-Belt 
relieves the grip on the groove. Steel Cable V-Belt 


Here’s Why They Last Longer! 


Flexibility doesn’t necessarily indicate a belt is also tough 

and long lasting. That's why Medart has engineered 
Power-Grip V-Belts so all these operating fac- 
tors are held in correct balance for efficient 
month-after-month service: 

RUGGED COVER Tough, non-separating bias 
cut multi-layer wrappings that provide 
the best possible resistance against grease, 
dirt, moisture and abrasion 

GREATER FLEXIBILITY Specially develoned com- 
positions won't deteriorate or crack under 
continuous flexing and severe operating 
conditions. 

STRONGER & TOUGHER Only finest cords and 
cables made are used. There is less 
stretch, greater tensile strength, top shock 
resistance. 

COOLER OPERATION Designed to keep down 
internal friction and generated heat that 
reduces flexibility and strength 


Unite For Catalog 


Most Source For Mechanical Drive Equipment 
THE MEDART COMPANY *?) 3.0500" 


INDUSTRIAL DISTRIBUTION © JUNE, 1954 








ere ti Wil | Nl. 


mH hoan 


a”) —_—, 


») 
f 


{ 


YOU are part of the triangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 
1. A good blade 


better by actual test. 


an accepted blade—a blade you can prove is 


2. Factory support—men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use it under various conditions—and, of course, 


You — the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 
top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin’s Powerflex — 
a high speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 
tive tests have proven Powerflex blades superior. 


Griffin 


Perhaps you are already a part of Griffin’s 
: : Blades 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales. 


Write today 
Griffin 
Representative 


industrial 
Distributor 


THE TRIANGLE 
THAT MAKES FOR EASIER SALES 


lata dlly 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Seles Agents: John H. Grohom & Co. Inc., 105 Duane Street, New York 8, N. Y 
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John R. Aukeman 


Industrial Supplies Co. 
Adds to Sales Staff 


John R. Aukeman has joined the 
sales force of ‘The Industrial Supplic 
Co., Steubenville and Zanesville, Ohio 

\ resident of Massillon 
cover Stark and ‘Tuscarawas Counti« 
four vears with 


he will 


where he served 
hardware and supply house. He is a 
Navy attended Akron 


University 


veteran and 


Government Publishes 
Purchasing Directory 


Salesmen calling on customers intet 
ested in selling to the Government 
may find it helps to spread the word 
about a useful guide, the U. S$. Govern 
ment “Purchasing Directory,” recentls 
published by the Small Business Ad 
ministration. 

\ complete guide to military and 
civilian purchasing activities of the 
Government, the directory lists some 
4,000 classes of commodities covering 
the more than 5,000,000 items put 
chased. It makes it easier for th« 
businessman to learn who in the Fed 
eral Government, biggest buyer in the 
world, buys what, and where. 

Besides the directories, under which 
businessmen can look up the agencies 
that buy specific products, with their 
addresses, the booklet contains in 
structions on procedures in selling to 
the Government. 

It is on sale for 50 cents by the Su 
perintendent of Documents, Wash 
ington 25, D. C. 


To Sell for Hudson Wire 


Hudson Wire Corp. has appointed 
Electronic Sales Corp., Cleveland, to 
handle its line of wire products from 
its four divisions: Winsted, Peqot 
Wire Cloth, Cassopolis, and Ossining 





American Steel & Wire 
Shifts Sales Managers 


American Steel and Wire Division 
of United States Steel Corp. has ex 
changed managers between its New 
York and Chicago district sales off 
CerTs 

William W. Deal, former Ne 
York manager, takes over the Chicag: 
post vacated by Fred | Nonnen 
macher. Mr. Nonnenmacher su 
ceeds. Mr. Deal as district manager 
in New York 

Company officials said the shift 
was made to round out the experienc« 
of sales executives 

Mi Deal, who joined (America 
Stecl & Wire in 1911 as an ofhce 
bov in New York, worked in th« 
counting department for eight 
ind then became a New York 
salesman. In 1925 he became a s 
agent in the Philadelphia ofhce an 
in 1930, manager of sales in Phila 
delphia. He transferred to New York 
iS as manger in 195] \ Nav He’s 


veteran of World War I, he served 
is consultant with the National P1 
duction Authority in Washington WRAPPING UP 
during World War I] 
Mr. Nonnenmacher joined the di 


a 
vision as office boy in New York in belting sales 7? ce Va 
1918 and became a salesman in Buf 
falo in 1929. He was named man All during 1954 he’s helping you wrap up belting sales through 
Nes You 7" = — trade magazine ads and trade shows. The terrific power of his 
he went to Chicago as manager of long, pliable body dramatizes the wrap, grip and pull of G&K 
Flat Leather Belting. That’s real ““PULLINGRIP” — necessary 


manufactured product sales and in 
1951 became manger of Chicago di for top production-power and developed to its maximum in all 


trict sales G&K brands. 

Yes, this python is doing a hard-hitting selling job among 
Named by Gear Grinding your customers who use and specify belting. They look to 

lhe Gear Grinding Machine Ci you—the Industrial Supplies Distributor —to supply them, 

has appointed William F. Wilson and you can look to us. There’s an experienced G&K belt man 
formerly with Walker-Turner Divi in your territory, ready to help you in any way he can. There’s 
sion, Kearney & T'recker Corp the G&K Belting Catalog 101 which is a real selling tool that 
ae can be working for you at all times. 

Let’s all get together and “wrap up” more sales 
of G&K top quality belting. There’s more real 
profit in it— for you and for your customer. GRATON 


ane 


KNIGHT 








s message — 


lies Distributor for flat, 


dressings, 
belt lacing, or 


Ad carries thi 


ndustrial Supp | 
peng ty leathers. W rite 


Catalog 101. 


cements, packings: 


free Belting 


GRA & KNIGHT 


WORCESTER, MASSACHUSETTS 
World’s Largest Manufacturer of Industrial Leather Products 








PRICING is \ 
it Noland Co.’s Nor 
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the “CHICAGO” line 
of threaded products 
isa good line to follow 


Re: ail ee ae 
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* Less sales resistance becauvse— 
“Chicago” Threaded Products have been known as a qual- 
ity line for 82 years. 
* “Chicago"’ Threaded Products @re preferred for original equipment assembly. 
* Your customers can economize on production costs because “Chicago” 
Threaded Products assemble faster with less "‘on the job” trouble. 
* Greater customer acceptance means larger and continuous repeat orders 
—more profits for you. 


It’s just plain good judgement to recognize that ‘‘Chicago’’ Threaded 
Products offer you a better line to follow “all down the line’’, and 
remember too, our long established policy of selling through service- 
conscious Industrial Supply Distributors in bulk or in packages. If you 
do not now stock “Chicago” Threaded Products, write for samples 
and full details today. 


story of the “Chicago” complete line of , 
threaded products. Ask for your copy 
today. 





4 This new 36 page catalog tells the whole 


vise ' N HEAD 
CAP SCREWS 
All “Chicago” Screw Products come ; 
packed in strong, easier-to-see packages. 
Color coded labels mean faster selection, 
greater savings of time in your stock- 
rooms. 


HIGHLIGHTS OF THE CHICAGO LINE: 

* High Carbon Heat Treated Cap Screws give added wearing 
qualities due to uniform hardness through entire thread struc- 
ture. Ideal for all heavy-duty equipment. 

* Larger size Hexagon Head Cap Screws than normally stocked 
are available for immediate shipment. 

* Anti-corrosive ‘‘Chicago”’ stainless steel and brass fasteners 

in a large range of sizes and styles 
available for immediate shipment. 


7ze CHICAGO 


Tada) Mae) ih bd 2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 


SAFETY PLUS” Socket Set Screws, alloy and stainless «© Socket Head Cap Screws, alloy and stainiess, Flat Head, alloy 
+ Socket Head Stripper Bolts « Socket Pipe Plugs * Square Head Dog Point Set Screws « Socket Keys and Key Kits « 
“CHICAGO” Hexagon Head Cap Screws, bright, heat treated, stainless and brass « Square Head and Headless Set Screws « 
Fillister and Flat Head Cap Screws + Milled Stee! Studs « Hexagon Nuts, steel and brass « Castle Nuts « Taper Pins 
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J. W. Jones 


Cooper Alloy Foundry 
Names Representative 


Cooper Alloy Foundry Co. has ap 
pointed James Wallace Jones as dis 
trict representative in Tennessee, Ala 
bama, Georgia, Mississippi and Flor 
ida. 

A graduate of the University of 
Kentucky, Mr. Jones has been repre 
senting manufacturers in the South 
east for the past 25 vears. 


Steel Conference Planned 


Cooper Alloy Foundry Co. has in 
vited engineers concerned with cast 
stainless steel components to a con 
ference on June 24 at Hillside, N. J 
Officials said it will help design en 
gineers review the latest in high alloy 
developments and study the shell 
molding process. 


Eastern Sales Head 
Named by Permite 


Permite Paint & Varnish Division, 
Aluminum Industries, Inc., has ap 
pointed Vincent A. McLoughlin as 
Eastern district sales manager 

With Sherwin-Williams Co. since 
1951, Mr. McLoughlin has also been 
with Mahackemo Fuel & Supply Co., 
Norfolk, Conn., and Clary Multiplier 
Corp. In his new post he will super 
vise Permite sales in New York, New 
Jersev, Delaware and eastern Penn 
svlvania. 


“Old Ironsides”’ on Calendar 


Wall Rope Works, Inc., which an 
nually distributes a calendar featuring 
an oldtime ship or harbor scene by a 
noted artist, has illustrated the cale 
dar this vear with a watercolor of th« 
frigate Constitution by John Holn 
gren. 
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WHAT DOES FIRTH STERLING OFFER YOU? 


( ANSWER NUMBER 3) 


UNBIASED 
RECOMMENDATIONS 


Producing fools and tool materials for the cutting, shaping 
and forming of metals is major business at Firth Sterling. 
Hence, capacity to serve you best necessarily embraces 
“full line tooling” . . . high speed tool steels and tungsten 
carbides, or both as needed. 

So, you can count on unbiased tooling recommendations 
when you make Firth Sterling your one source of supply 
for complete shop tooling needs. We have no axes to grind! 


What are the advantages to you? 


1. An integrated tooling program that saves you money 
by matching tools to applications, without temptation 
to apply more expensive tools than may be necessary. 


Improved production from wider selections. A choice 
of 97 different grades of high speed steels and tool and 
die steels and a dozen grades of carbides in everything 
from die nibs to an almost unlimited selection of standard 
and special carbide tools and tips. 

The purchasing economies inherent to buying from 
one source of supply instead of from several. 

The finest “packaged” tool line today for easy handling, 
stocking, identification in the tool crib, and inventory 


control. 


. The consistently high quality assured by 64 years of 
leadership in development of special purpose steels and 
24 years of pioneering in carbide and powder metal- 


lurgy applications. 


Makes sense, doesn’t it? Call a Firth Sterling representative. 


Firth Sterling Stands for Metallurgical Achievement—Past, Present, Future 


Fisth Stesting 


—Inc— 
GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 


OFFICES* AND WAREHOUSES: BIRMINGHAM* CHICAGO CLEVELAND DAYTON® DETROIT HARTFORD 
HOUSTON*® LOS ANGELES NEW YORK* PHILADELPHIA* PITTSBURGH* WASHINGTON® WESTFIELD, WJ.° 
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GET THE FIRTH STERLING 


"2 t ; Line u“ 
FOR COMPLETE SHOP TOOLING 


If they were jewels, instead of tools, they 
couldn't be packaged with more thought 
for distributors’ and users’ needs. Tough, 
corner-reinforced cardboard or reusable 


Standard Firthite 
Carbide Tools 


plastic containers for maximum protec- 
tion. End or top marked with contents 
for quick, accurate selection. Boxed in 
ad quantities. Easy to handle, 


High Speed Stee! 
Tool Bits 


stock, identify, inventory. Yes, the Firth 
Sterling packaged tool line has these 
advantages for distributor and user alike. 


Corbide Tips 


But more, both high speed steel and 
Firthite carbide tools are available, to 
assure choice of the right tools for every 
job . . . from stock, from one depend- 
able source! p-2 





WITH A SALES POLICY SOLD 
100% THROUGH DISTRIBUTORS 


We are keeping it that way, we consider our distributors 
and their men the important part of our sales force and | [ink-Belt Names 

will continue our FULL CO-OPERATION and PROTECTION. | West Coast Managers 
Link-Belt Co. has appointed Rod 


HERE ARE 2 OF YOUR 6 BIG nev F, Coltart as sales manager of its 
Central Pacific Division with head 
quarters at San Francisco and Benja 
SELLING POINTS—USE THEM a M. Prestholt as sales manager of 
its Southern Pacific Division at Los 
Angeles. 
STEEL JAW CONSTRUCTION Recenth a sales engineer at the 
company’s Colmar, Pa., plant, Mr: 
‘ol > | i 4 l 
drilled holes and polished off. Thus the jaws are eet tutta ut be eg a 
just as rigid as though they were cast on. By phia plant in engineering and later 
engineering sales. He is a graduate 
of the University of Pennsylvania 
when worn. The entire top of the vise is covered and a World War II armv veteran 
Mr. Prestholt started with the firm 
in 1936 in Chicago. He was in engi 
neering and later sales at the com 


Rodney F. Coltart 


Two straight pins (not tapered) are driven into the 


driving the pins out, the jaws can be replaced 


with tool steel (not a face jaw) an added protec- 
tion against filing, chipping, etc. Parker steel jaws 


are interchangeable. pany’s Caldwell plant. A Northwest 
em University graduate, he also 
served in the armv in World War II 


SWIVEL BASE CONSTRUCTION 
The Parker Swivel Base 
is POSITIVE in action! 
It is designed on the 








principle of the auto 
mobile brake “shoes 
that grip the sides.” 
Turning the wrench 
wedges the shoes 
against the sides of a 


circle in the base providing a gripping power of 360°. 


THE CHARLES PARKER CO. MERIDEN, CONN. 


PARKER AY 3 


America’ s First Vise Maker 


Benjamin M, Prestholt 
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Tariff Cuts Can Hurt, 
Rockwell Warns 


If the United States removes tariff 
protection, its present high living 
standard will be reduced and millions 
will lose jobs, Colonel Willard | 
Rockwell, chairman of the board of 
Rockwell Mfg. Co., told an executives 
course at the University of Pittsburgh 
recently. 

He said ““many new managements’ 
have little experience with the prob 
lem of meeting foreign competition 
and tend to under-rate European in 
dustrial know-how. “For 15 years our 
principal pre-war European com 
petitors have had no excess production 
for the export trade. Now, however, 
European industries have been recon 
verted to peacetime production, thei 
destroyed facilities largely replaced, 
ind they are again ready and anxious 
to recover their old markets.’ 

He discounted the theory that 
American business and _ industrial 
know-how can reduce production 
costs enough to offset the differential 
between high American and low Eu 
ropean wages: “It would take only a 
ten-day airplane trip through the 
United Kingdom and Europe to prov: 
that our foreign competitors are just 
as ingenious as we are and that for 
cign workers are accustomed to work 
longer hours and at a higher pace.’ 

He said American industry has just 
two advantages over foreign com 
petitors—mass buying power of 160 
Americans with high individual in 
comes and mass-production — tech 
niques—but these advantages will not 
balance out the fact that low-wage 
producers can still bring their total 
osts far below those of high wage 
firms. Even with small direct-labor 
costs, he pointed out, an American 
manufacturer could not compete in a 
free world market because of the cost 
of the materials he. buys, unless th 
foreign firms were unable t idopt 
mass production techniqu 





SMOG? IN CALIFORNIA? 


The Los Angeles Chamber of Com 
merce finally has admitted the exist 
ence of smog as a hazard to aerial 
navigation, Aviation Week, McGraw- 
Hill publication, notes. A recent flyers’ 
guide prepared by the California Aero 
nautics Commission in cooperation with 
the L.A. Chamber says: “We must 
learn to fly in restricted visibility if 
the airplane is to have moximum util- 
ity in Southern California.” 
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Advertising and Sales Material 
Helps You Sell More 


Each month, thousands of your customers are told about the 
advantages of Flex-O-Tube hose, reusable fittings and hose assem- 
blies in leading trade journals. 


Are they interested? You bet they are .. . we have the inquiries 
to prove it. This kind of consistent, effective advertising helps you 
sell your present customers more easily and opens important new 
doors for these and your other lines. 


But that’s not all; Flex-O-Tube also provides you with effective 
selling tools. Catalogs are easy to use and contain complete tech- 
nical information—price lists and other material are simple and 
clear cut. 


If you are an established supply or 
engineering specialty house, we will 
be happy to discuss our industrial dis- 
tribution program with you in detail. 


r 





DIVISION OF MERIDAN CORPORATION 


756 FOURTEENTH ° DETROIT 16, MICHIGAN 
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FORGED STEEL 
- HIGH PRESSURE 
PLUGS WITH 


Dry Seok 


TAPERED THREADS 


Both CAPITOL square head 
and hex head solid plugs 
have dry seal tapered 
threads to assure safe, per- 
manent high pressure in- 
__ stallations, individual thread 
_- protectors for maximum pro- 
| tection. Conveniently pack- 
aged for easier handling. 


Square Head Solid Plugs 
sizes 1” thru 2”, all forged 
steel. Hex Head Plugs sizes 
“’e” thru 2” machined from 








MFG. & SUPPLY CO. 














COLUMBUS, OHIO al 





~~ COUPLINGS — NIPPLES — UNIONS —— RADIANT 
WEAT FITTINGS =. FURNACE COILS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 
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Sylvania Chairman 
Sees End to Decline 


I'he business readjustment is about 
over, according to Don G. Mitchell, 
chairman of the board of Sylvania 
Electric Products Inc. 

Speaking at a new plant dedication 
in Winchester, Ky., he said: “the 
economy as a whole is not even toy 
ing with the idea of going into an old 
fashioned sinking spell”. He pointed 
out that the country’s gross national 
product, the sum of all goods and serv 
ices, broke all records in 1953 and 
reached a new high of $369 billion. 
I'he current rate, he said, is $357 bil 
lion, “most of which represents an 
inventory correction which has been 
going on throughout the country 
since last Fall.” 


Counter-Balances at Work 


He cited as counter-balancing fac 
tors at work the increase in state and 
local spending, which has an annual 
current going rate of $3 billion, and 
the reduction in excise taxes which 
will amount to $1 billion annually. 

“While all this has been going on,” 
he said, “the consumer has _ been 
minding his own business and not 
worrying very much about whether 
this has been a recession, or adjust 
ment, or whatever you choose to call 
it.” He stated that the public is cur 
rently spending at a rate just about 
even with 1953. 

He cited three lesser 
barometers: (1) continued high levels 
of residential and commercial construc 
tion; (2) strong expansion of services, 
and (3) a firming of prices in the sec 
ond half of the year. 


economic 





SHIRT-SLEEVE sales occupy H. J. 
Todd, The Mine & Smelter Supply, 


Denver 
ist. 


Mr. Todd is a carbide special 














NATION'S 
FASTEST 
SELLING 
WINCH-HOIST 


today, the Lug-All Winch-Hoist is the 
pet of profit-minded, mine, marine, industrial, 
mill, and contractor’s supply distributors. So 
ruggedly built . .. so sensibly designed... 
the buyer is interested at once! Hundreds of 
time saving uses. A Penna. steel company has 
re-ordered twenty-eight times! A large alumi- 
mum producer uses 52 Lug-Alls in one plant 
alone! Here’s what users like about the Lug-All 
Winch-Hoist 


LIGHT WEIGHT 


Weighs oaly 8% pounds, yet withstands 5 ton 
load on aluminum alloy frame. Stainless steel 
springs, oiled-for-life bearings. The load is 
lifted with highly flexible 133 strand pre-formed 
air-craft cable. 





1% TON CAPACITY 


Lifts, lowers, pulls or stretches up to 1% 
tons. Works easily around corners, and other 
obstructions. Unskilled workers pick up the use 
of a Lug-All on sight. Saves work of five men 
on double pulley rope-block. Guaranteed for 
one year. 


LOW COST 


The Lug-All Heavy Duty Model (#3000 HD) 
retails at $35.25, F O B. Repeat business comes 
e-a-s-y. Write for distributor's discount list and 
fact sheet TODAY. No obligation. Collect 
telegrams accepted from rated distributors. 


Write for literature about our distributor policy. 


THE LUG-ALL COMPANY 
WYNNEWOOD, 11, PENNA. 
| ERRORS arr 
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SIMONDS 


ABRASIVE CO. 


— «© 


PHILADELPHIA 37, PA. 


BRANCH WAREHOUSES: BOSTON, DETROIT, CHICAGO, PORTLAND, SAN FRANCISCO + DISTRIBUTORS IN PRINCIPAL CITIES 


DIVISION OF SIMONDS SAW AND STEEL CO. FITCHBURG, MASS. «© OTHER SIMONDS COMPANIES: SIMOHDS STEEL MILLS, LOCKPORT, ALY, 
SIMONDS CANADA SAW CO. LTD, MONTREAL, QUEBEC AND SIMONDS CANADA ABRASIVE CO. LTb. ARVIDA, QUEBEC 
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SPRING WASHERS 
BEALL TOOL DIVISION of Hubbard & Co., EAST ALTON, ILL. 
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Westinghouse Division 
Names Sales Heads 


Charles E. Erb has been appointed 


general sales manager of the West 
inghouse Electric Corp.'s Lamp Dn 
sion. Russell E. Ebers has be 
named marketing manag« 
bert E. Plishker, merchand 
Mr. Erb will report directl 
I’. M. Sloan, general m 
Lamp Division. His duti 
formulation of division 
ind direction of the h« 
field selling stafts 
Nii E-bersok 
Sloan, couns« 
board manag 
as product devel 
long-range marketing 
Plishker will coordi 
the sales staff in execi 
grams, under Mr. Erl 
the product lin 
training and the K 
romotion department 
Mr. Erb began his 
1933 and has since worked 
tional firms in sales, distributi 


merchandising. “Mr. Ebersole joinc and you’re sure 


197? } 


the company in 22 as a lamp s 
man. Later he managed metropolitat to sell in 
New York the Northwesten strict eae 

ind in 1944, all district off 

became general manag 
iles in 1945 


The Vincent line of dressers and cutters is designed and built to give 
satisfaction on every dressing application. The proof of that statement is in the 
ledgers of our distributors who have found that for over forty years Vincent 


Mr. Plishker joined W 
127 as advertising 
the Lamp Dyivisio1 id First of all, Vincent has product advantages. The exclusive design of their 


tion man Vincent-Huntington Dressers incorporates the hex bushing which extends dresser 
lamp sal life and assures clean dressings without “wobble” or “drag.” Further, Vincent Cut- 


sales are sure for repeats. 


Ti 


ind sales prom 


ters are made of alloy steel and hardened by a special 


. Ordon = Dill b d process that makes them just the right degree of hardness FOR CORRECT 
public relations manager for best performance. ORESSER USE 
THIS CHART 


| imp Division . . . 
t tant, V 
But just as important, Vincent Dressers and Cutters ite 60 Gane 


are made in a variety of sizes and styles. There is no Wheels upto! 4 "face. 

danger of a good dresser or cutter making a poor show- Weesitere these 

ing due to mis-application. For every job, there is a © Use #2 Dressers on 
: . . Wheels over 2° face, 

correct Vincent dresser and cutter, designed right— eUse fil 

built better. Vincent Steel Process Company, Orewers on Wheels of 

extra wide face. 


2424 Bellevue Avenue, Detroit 7, Michigan. 





SINCE 1909 


PURCHASING AGENT 
ynager for Wm. F. McG 
Detroit .. 2 5 
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Manco Steel Strapping Cut- 


ter. Weight—1 Ib. Length— 
9”. Capacity %” x .035 
strapping. 


MANCO STEEL STRAPPING 
CUTTER 


Patent Number 264890) 





The lightweight Manco Strap Cutter is a 
real time and effort saver for shipping and 
receiving rooms, warehouses, freight trans- 
portation companies, etc. Wedge-shaped 
bottom jaw easily slips under the tightest 
bound strap. Entire tool made of tool steel 
forgings with special heat treatment on cut- 
ting edges. 

Mailing stuffers available free of charge. 

Write for Complete Information 
Dept. 1D-6 





ee Mfg. Co. BRADLEY, ILLINOIS 


SOURCE 
OF 
SUPPLY 


Temperature 
Regulators 


Float Valves 
Relief Valves 
Strainers 

Pop Safety Valves 
Level Controllers 
Motor Valves 
Float Boxes 
Diaphragm Valves 
Water Gauges 


Balanced Valves 


FOR ALL YOUR LIQUIDAND 
STEAM CONTROL SPECIALTIES 


Here at Keckley you can get everything you need 
for controlling liquid and steam service—all from one 
source. It's the simple, easy way to handle your re- 
quirements—saves valuable time and trouble fer you 
and assures your customers of the best regulating equip- 
ment available. Here’s a profit making line that makes 
for easier, simpler satisfying of your customer's needs. 

Don’t forget to send for your free copy of the Keck- 
ley Catalog 54C, featuring our complete line. Write 
O. C. Keckley Co., 400 W. 


Madison St., Chicago 6, Illinois. 


CKLEY— 
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SALES PLANS were the topic when Max 
Rush (right), president of Acme Industrial 
Supply Co., Los Angeles, got together with 
three of his colleagues, Jack London, Jr., 
Al Stanley and Milo Smith 





Detroit to Spend 
One-fifth More 


by the McGraw-Hill Department 
of Economics 


Phe automobile industry is planning 
to spend over 20% more on new 
plants and equipment in 1954 than it 
did in 1953. And these plans may 
not fully reflect the amount that will 
eventually be spent. Two of the big 
three auto companies have just raised 
huge amounts in the public mone 
market for programs that have not, as 
vet, been announced in complete de 
tail. Since this rise in the motor in 
dustry’s expenditures is the largest 
sustaining item in total business plans 
for new plants and equipment, it is 
worth examining the nature of the au 
tomotive programs. 

Many people are seriously asking 
why the auto industry should embark 
on a huge investment program at this 
time. The capacity of the industn 
appears to be more than adequate, as 
indicated by idle facilities at some 
companies making less popular cars 
Actually, however, total automotive 
capacity does not offer much, if any, 
margin over total demand in a good 
vear. For the more popular makes of 
cars, Capacity was not equal to demand 
during the peak selling season of 1953 
1953 Was Over Capacity 

In every postwar year but 
when output was restricted by mate 
rials shortages, the industry has oper 
ated at or above theoretical capacity 
In 1953, capacity began to catch up 
But considering the fact that about 
20% of capacity was on defense work 
in 1953, the industry as a whole 
dently ran at over 100 of the n 


1952 








mal operating rate, despite the letup 
at some plants in the fourth quarter 
In its annual report, General Motors 
notes the high costs of overtime labor 
and premium materials required in 
1953 and the reduction in profit mar 
gin resulting from such over-capacity 
operations. Detroit could not have 
beaten last year’s 6.3 million cars out 
put by much, and maintained any sort 
of operating efficiency 

Consequently, it seems fair to say 
that the industry today has efficient 
capacity for about 6.5 million passen 
ger car assemblies (the rate in the first 
half of 1953) in a vear when it pays 
to run extra shifts, and when produc 
tion can be spread over the full 
With a more normal seasonal 
of output in the first half) and Ik 
overtime, capacity is closer to 5 
million units. 


vCal 
55 
] 


S 
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Companies Looking Far Ahead 


This range of 5.5 million to 6.5 
million assemblies is about what in 
dustry economists foresee as the range 
of passenger car demand over the next 
five years. But some of the companies 
are still adding to capacity becaus« 
they are looking further ahead, or be 
cause they want to increase their own 
shares of the total market. Expendi 
tures by companies that are sales lead 
ers may actually raise industry capac 
ity to 6.8 million units in a year or 
two, if other capacity is not retired 

The fact that 1954 output evidently 
will be less than 5.5 million units has 
not changed the industrv’s thinking 
about the need for capacity to handle 
boom years, like 1953, and to antici 
pate long-term growth. It is so impor 
tant to have enough capacity when the 
time comes that companies figure it 
will pay them to carry extra facilities 
for several years. The profits of one 
big vear are enough to finance several 
lean years in the auto business. And 
companies that cannot increase pro 
duction quickly may face permanent 
loss of their market position 

Expansion of assembly plants is now 
pretty well completed. Ford and Gen 
eral Motors have both decentralized 
their assembly operations—there are 
now 15 Ford Division assembly plants, 
for example—to get nearer markets and 
cut distribution costs. Chrysler prob 
ably intends to spread out, also. But 
the biggest feature of the automotive 
program is the expansion of manufac 
turing facilities—foundries, engine 
plants and stamping plants—to suppl; 
the engines and bodies for assembly 
And this expansion is not yet com 
plete. There are still a lot of manu 
facturing plants on three shifts, te 
support assembly plants that are work 
ing two shifts. 

There are two difficulties with thi 


MORE SHOPS “tz. ARE STANDARDIZING 
ON WILLIAMS (2y secur accessories 


'¢ Carbon Steel Wrenches 














HERE'S WHY !.... irs easy, economical and efficient to 


get the right Williams tools from local Indust: ial Distributor stocks 
as needed. 

Tool Holders and Set-Up Accessories are correctly designed for fast 

set-up and precise production performance. Like the wrenches, they 

are drop-forged from tough quality steel heat-treated for added 


strength . machined to close tolerance finish. 


The wide selection meets every production and maintenance need. 


In wrenches alone, there are nearly 1000 sizes in a variety of patterns. 


And ... for cost cutting performance and durability .. . the Williams 
brand is the “buy” word of industry. 


GET DETAILS FROM = WRITE 
CATALOG 302 4 J. H. WILLIAMS & CO. 


401 Vulcan Street, Buffalo 7, N.Y. 
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ANNOUNCING 


DESMOND’S NEW CATALOG 
of grinding wheel dressers & cutters 


y system: 1) It requires costly overtime, 
ind 2) It doesnt’ allow maximum use 
| of assembly facilities. If demand in- 
creases, there’s some leeway in the 
assembly plants. But the manufactur 
ing plants that are now on three shifts 
would become bottle-necks. The sec- 
ond point is very important, because 
in a boom year it would pay to run 
three shifts all around. 

Consequently, the industry is striv 
ing to bring its manufacturing facili- 
ties into balance with its assembl\ 
| capacity. This is a big job because 
manufacturing has become more com 
| plicated. New engines and transmis- 
sions require more machining and 
| more floor space than the old types. 
Che increasing number of body styles 
| ind the practice of offering two types 
of engines, and two types of transmis 
sions, for the same car likewise add to 
| the amount of manufacturing space re 
quired. But the auto manufacturers 
| ire laying out huge amounts of mone 
to get the necessary equipment in 
| place during 1954. ‘The objective is to 
gct all facilities on a balanced two-shift 
| basis—and eliminate the third shift 

| except as a boom-time expedient. 


Modernization Big Need 


I'he auto industry has a real cost 





24 pages of information on dressing and truing your grinding wheels 
with a complete listing of all of Desmond's many types and sizes of 
dressers and cutters. A worthwhile reference catalog for all users of 
grinding wheels. Ask your Industrial Distributor for a copy of 
Desmond's catalog No. 75 or write to THE DESMOND STEPHAN MFG 
CO., Urbana, Ohio 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


DESMOND-STEPHAN MFG. 


SELL 


SHIM STOCK 


| 
Another sales-building advertisement from | 
Desmond, addressed to your prospects | 
through Mill & Factory, American Machinist, 

Modern Machine Shop, Foundry, and other | 
publications. Total circulation more than 

135,000. For steady repeat business— | 
promote Desmond. | 


Ths 


WACO DETROIT STAMPING COMPANY 
a Se ee ~ 332 Midland Ave. Detroit 3, Mich. 
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problem. Its wages are high. And they 
go up each year under the “annual 
improvement” provision in wage con 
tracts. At the same time, the indus 
trv'’s designers are bringing out new 
engines, or bodies (or modifi 


ld ones) that add to the hime ad Turn a "CRYING NEED” 


production cost per unit c 
lke the plastic roof section on this into Whopping Sales 
vears Fords may cost hundreds o 
thousands of dollars for sp« 
plus additional labor and m 
But the industry has little chance 
raising its prices in the present market 
[t must either cut prices or give 
ilue for the same mone’ 

I'he only way this can | 
really cut down on labor 
stalling labor-saving ma 
industry is spending mor 
t any time in the postwa 
modernization in the st 
new tools ti 
Jo unit labor 





NE W “Pencil Point” sonperinc Toot 


@ ESPECIALLY BUILT FOR 
SMALL AND MINIATURE WORK 


Thermo -Tip 





Now, the growing trend toward smaller and 

smaller parts and connections in electrical INSTANT HEAT... 
and electronic equipment meets its answer 

with all-new IDEAL Thermo-Tip. Every plant PINPOINT ACCURACY! 
and industry that does small or miniature 

soldering has needed-a tool built expressly NOTHING TO HOLD 
for this kind of soldering. No other solder- BUT AN ELECTRODE 


ing tool or method has fully met this need. 


The low-cost IDEAL Thermo-Tip is so fast “PENCIL” 
that some joints can now be soldered in less 





Melvin W. Pauly than 1 second! Using light, slim “pencil” 





: ‘ electrodes, with leads to a separate trans- 
General Sales Manager former, it provides exactly the kind of pin- TIPS SCREW IN TO FIT THE JOS 


: x »xint heat and pinpoint accuracy needed for 
Named by Lunkenheimer we quarter rdw ag DOUBLE METALLIC 


Vhe Lunkenheimer Co. has nam It gets into small, tight spots easily, elimi- a 


ee UY Bank, nai aii nates damage to delicate resistors—conden- 
Ll i a Crit ! Ll y . 
sors and ovher parts . . . insures safety to DOUBLE CARBON 


operator and work. It positively prevents LS 
“cold flow” joints, because its resistance 

heating principle requires that metal be bot 

before solder will flow. OTHER TIPS AVAILABLE 


@ Show the IDEAL Thermo Tip, and how it 
meets the special job requirements of (= THIN 


small soldering and it wil! sell itself! 
This is not just a “one unit" seller. FOR EASIER SOLDERING OF 


Most larger plants need many Thermo 
Tips for production line work. © Electronic Circuits and Parts 

Here’s a real and growing market, an item “a a Coanes 

not duplicated by any other—a “deal” you © Pin Type Plugs 

can easily turn into big sales volume. © Wire-To-Wire 

© Terminals 

© Radio and TV Chassis 

© Instruments 

\° Printed Circuits 














@Zp IDEAL INDUSTRIES, Inc... sycamore niinois 


Harold H. Layritz 
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RENTIS 


The Complete “BULL tea 


! 


Machinists © Top Swivel Jaw © Woodworkers ¢ 
Hinge Pipe * Combination Pipe © Utility 


ogg 


, i Se te ; 
7 qi Harry A. Burdorf 
“ of sales and Harold H. Layritz as as 
sistant general sales manager. 

Harry A Burdorf, vice-president in 
charge of sales, announced the ap 
pointments on the occasion of his own 
50th vear anniversary with the com 
pany. 

Mr. Pauly joined the firm in 1950 
as New York manager, later became 
sales manager of the Eastern division. 
Mr. Layritz was previously sales man 
wer of the Central division. He has 
been with the company 27 vears 


Veteran Steel Salesman 


Backed by 85 years of time proven acceptance. Retires after 53 Years 
Ed Heffner, consultant to United 


Hundreds of plants have used them and still do. , son Pe nage Ar | 
a” “ . States Stee N $10 < 
Sell PRENTISS for those “REPEAT” vise orders. ick Cacia” NE ieniaien, 


was honored recently at a dinner mark 
H . BIG S ili P . t ing his retirement after 53 years in 

ere is a e ing oin steel warehousing. 
Mr. Heffner was Cleveland man- 
PRENTISS SWIVEL BASE ier from 1938 until last July, when 
he retired from active duty but re 
This illustration shows very mained as consultant. He started his 
° ° career in 1902 as an office boy for the 
clearly how the Prentiss Swivel Bourne-Fuller Co., Cleveland, and 
Base functions. The base plate eight vears later was a salesman cover 
is cast in one piece and slotted ing Indiana, Wisconsin and Michigan. 


in the front. When the wrench In 1934 he joined Scully Steel Co., 
now U.S. Steel Supply Division, and 


is tightened, this base plate or 1937  - : 

— s : in 1937 became sales manager of the 
split ring squeezes against the Cleveland warehouse. 

hub on the vise body locking 
the vise to the base. A POSI- 
TIVE LOCK IN ANY POSI- 
TION. F A famous World War !1 painting 
by James Sessions, originally painted 
for Tube Turns Division of National 
a ° Cylinder Gas Co., was recently pre 
Prentiss Sales Policy sented to President Eisenhower by 
its owner, the Advertising Club of 
Louisville. The painting is of a D 
100% thru Stocking Industrial Distributors. Day scene in June, 1944. During th« 
war, this and other Sessions paintings 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. served as illustrations for Tube Turns 


OF THE CHARLES PARKER CO calendars. 


Eisenhower Gets Painting 
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NEW SHELVES at Mid-Island 
Co., Long Island City, N. Y., a 
by Mike Kimlicka a t 


tional departm« nt 





Daily Vigilance 
Prevents Fires 


Vigilance, cooperation 
maintenance are the th 
of any good fire prevention 
ind fireproof construction al 
insurance against fire damage 


ing to experts on the bi 
Last vear’s fire at Gen 
Livonia, Mich.. plant 
ample of a “fireproof” buildi hat 5 TONS 10 TONS 15 TONS 20 TONS 


nevertheless, burned disastrously, th (No. 516 MT) (No. 1022) (No. 1522) (No. 2028) 
National Fire Protectio ~ 4 Every Duff-Norton Ratchet Jack is guaranteed at full 
points out capacity for loads applied to either head or foot lift! 
hese and other general principk 
of fire protection are included in Regardless of the job at hand, whether it’s skidding.ack 
recent Technical Aid for Small Busi piece of machinery lk . 
ness, published by the Small Busin« } Just 
Administration with the a r tl AS ADVERTISED in leading inc , Deff-Norton 
Association ke is @ prospect or eivable 
. . . Every call you me e used by over! all you h 
— is What Counts Jack . ao in tell people 
| 1¢ Livonia di ister ( ? 4 r has or car 
roved that no buildin Your sales ee a the world’s 
proof than the work ¢ . t for you prices an literature rei sk him now! The 
it. ‘The basic assu se lete line of lifting )6°°, 0. Box 1889, Pitts- 


oO most comp ing Co., io. 
hire protection should be tl nd Duff-Norton oe “Plant, Toronto 6, Onter 


in idverse combinatior1 ul burgh 30, Pa. nn 
tances, any part of ling sr svurgn 3U, Pa. Canadian plant— 
even the whole building may | oronto 6, Ontario. 

pleteh dk troved by n 


Ihe first considerat 





ial magazines! 


you can 














vention program 


Dr +} r 

ment of the building con ng vi 

plant, as well as the la t with 

the buildings, the Association ad 7 

Ihe second consideration FOO 

housekeeping, or maintenan tl 
inl 


third, a pers¢ nnel organizat 


to recognize fire hazards and to tak 
prompt iction in emerge! } 
Grouping Most Important lt | 5 S$ 
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\\ DRY CHEMICAL 
\\ EXTINGUISHERS 


“SAFETY PIN 
\\ positive PIERCE PIN 
SAFEGUARD CARTRIDGE SEAL 
Beat \.\ CONVENIENT CARRYING HANDLE 
| Ps m \— \\“TAMPER-PROOF FILLER CAP 
ia 


\Suaree RADIUS DISCHARGE TUBE CURVE 
' NON-KINK FLEXIBLE HOSE 
\ 
“i 


BUFFALO / 
better-buil 


CARBON DIOXIDE CARTRIDGE 
STAINLESS STEEL CONSTRUCTION, stronger, 
lighter weight, safer and durable. 
MOISTURE-PROOF SQUEEZE-GRIP 
DISCHARGE NOZZLE 
STAINLESS STEEL PIN AND SLEEVE 
_—~ CO, PRESSURE INLET 
_——_— POWDER OUTLET 
. Location of tube and construction of 
bottom assures 98% powder discharge. 


wi 





j — 
/ 


/ _--——— CONVEX BASE 


> 


i F 
—— 
t 


\ Available in 5, 10, 20 and 30 Pound Models 
) 


UNDERWRITERS’ LABORATORIES APPROVED! 


W Seeing 
hen you handle the Buffalo Fire Extinguisher ——" ™ 
line you can be sure you sell the finest because there's __— = =eeney 
more fire protection built-in. Highest engineering a 

standards, exacting manufacture and precision in- 

spection produce the finest extinguishers possible. 

Buffalo's exclusive Distributor Sales Policy and con- 

sistent advertising program to your customers direct- 

ing sales to industrial distributors makes the Buffalo 

line very desirable. If you are not already a Buffalo 

Distributor, write today for complete information! 


WRITE TODAY FOR THIS COMPLETE 
POCKET GUIDE TO FIRE PROTECTION! 


BUFFALO FIRE APPLIANCE 
[ae one ft OHIO 
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within them, is more important to 
fire safety than the type of construc 
tion. Highly combustible materials 
should be segregated. Since every 
business has its individual fire hazards, 
no ideal arrangement can be advanced 
for all, however. 

There are certain methods of re 
tarding fire which offset the disadvan 
tages imposed by the arrangement and 
construction of some buildings. These 
include fire walls—to limit horizontal 
spread of fire; automatic-closing fire 
doors—to permit movement between 
building segments; enclosure of open 
stairways and elevator shafts with fire 
retardant construction—to lessen op 
portunities for spread of fire from 
floor to floor; fire shutters and wired 
glass at windows—to prevent spread 
of fire from building to building; and 
roof construction of noncombustibl 
material—to prevent ignition from fl 
ing embers. 


Limit to Precautions 


Of course, there is a practical limit 
to some of these precautions. Fire 
walls cannot be installed every few 
feet, and building construction cannot 
always be completely fireproof. ‘To 
cope with these limitations, plant 
managers have installed automatic 
sprinkler systems, with adequate wate 
supply; alarm systems; first-aid fire ap 
pliances, such as extinguishers and 
hand hose; pumps, and portable ex 
tinguisher units which may be carried 
by hand or moved by small truck 
Some have provided, where needed, 
special extinguishing agents, such as 
carbon dioxide, foam, or steam. 

Your building, no doubt, is thor 
oughly inspected periodically by insu: 
ance engineers and the fire depart 
ment. In most cases, they have mad 
a survey and a plan of the building or 
buildings, showing fire hazards, the 
relation of one building to another, 
the location of fire walls, fire doors, 
floor cut-offs, and other details. Proc 
ess hazards of a special character are 
noted on such a plan. The plan also 
shows details of water supply, inside 
and outside the plant, from city water 
mains, sprinkler valves, hydrants, and 
connections to standpipes and sprin 
klers. 

The insurance inspector will also 
provide you with a list of desirable 
improvements. ‘These are particular] 
important as a small business grows 


Watch Your Housekeeping 


Orderliness and cleanliness are the 
first rules of good housekeeping, which 
is perhaps the prime safeguard against 
fire. Manv fires have started because 
someone was careless and untidy 
Don't give a fire a place to start 

Noncombustible receptacles should 





be provided for disposition of wiping 
rags and waste, and their use enforced; 
packing materials and waste shoukd be 
tored in noncombustible, self-closing 
Ons 

Combustibles should be kept away 
from grinding wheels, chimneys, and 
torches. Hand extinguishers should 
be conveniently placed at these lo 
Motors should be kept clean 
and blower and air-conditioning sys 
tems free of dust and deposits. Highly 
combustible raw materials and finished 
products and oils and greases should 
be kept in non-combustible contain 
ers. Electrical equipment must be 
adequately protected with fuses of the 
proper size and/or breakers 
Static explosions should be prevented 
by proper grounding of equipment 


cations. 


circuit 


Fires Grow Fast 

If a large amount of combustible 
material is stored or allowed to remain 
area, even a small blaze can 
become a large fire. Always keep in 
mind that a small fire is easier to put 
out than a large one. 

No material of any nature should 
be piled against or near fire doors 
which would interfere with their au 
tomatic operation. 

Periodic inspection of fire equip 
ment is a function of the plant fire 
chief's brigade, but those responsible 
for good housekeeping should see that 
the inspection is made regularly. Any- 
one in the vicinity of a fire can be 


blamed for neglect should one occur 


ik One 


Organize for Protection 


In a small business, the owner- 
manager can personally look after all 
necessary details of fire prevention 
He can be his own chief warden and 
his fire brigade might consist of his 
warehouse foreman by day and _ his 
watchman by night. This is usually 
sufficient, particularly if there is cen 
tral station supervision of the sprinkler 
svstem and of the watchman. 

In a somewhat larger business, how 
ever, which has a few hundred em 
plovees and many thousand feet of 
space filled with materials, the owner 
manager or plant manager can onl; 
issume responsibility for having the 
plant kept firesafe. A long step has 
been taken toward fire safety when a 
fire brigade or fire prevention chief 
has been appointed. The plant man- 
ier should designate for this work 
one of his most trusted employees. 

The plant fire chief will have the 
responsibility for (a) organizing a fire 
brigade, (b) training and drilling mem 
bers of the brigade, (c) arranging for 
periodic inspections, (d) instructing 
watchmen in fire prevention and de- 
tection, (e) planning cooperation with 
the citv fire department. 


Because they have many easily recognized advantages over other units offered 
for the same applications, these specially designed assemblies provide a real 
opportunity for increased Distributor sales and profits. Backed by Mulconroy's 67 
years of experience in the Industrial Specialties field, they are designed to assure 
the utmost in convenience, safety and durability. 


STEAM CLEANING 
HOSE ASSEMBLY... 


Light in weight and extremely flexible. Ready to 
install on Jenny Machines and similar units used 
for cleaning grease, oil and dirt from automobile 
chassis and other equipment by steam at pres 
sures up to 200 Ibs. Heat resistant tube; braided 
galvanized steel wire carcass; resistant 
synthetic rubber cover; outer half-round steel! wire 
“Holedall” Coupling on both ends 


wear 


spiral 


FLUE or TUBE CLEANER 
HOSE ASSEMBLY... 


Two styles—for air (Style F-A, illustrated) and 
steam—for all still flue and boiler tube cleaning 
Either style availoble with layer of woven asbes 
under outer spiral, for extreme 
Regularly furnished with 
“Mulconroy” 
Male or Female Coupling other end. Streamlined, 
no-clamp ‘‘Holedall’’ Coupling at the cleaning 
end is particularly advantageous—no projections 
beyond outside diameter of hose 


tos, as shown 
external heat conditions 


Holedall’’ Coupling one end and 


A coupling of the pressed-on type, but entirely different from others in both design and method of 
attachment. No clamps are used. Instead, a three-way gripping arrangement assures stronger holding 


power than conventional clamps can provide. Cut-away view (right) shows how coupling is anchored 
to hose. Because entire hose structure is utilized, hose will withstand continuous flexing to an unprec- 


Write for Complete Information 


edented degree. 


“PAULCONROY Slard.... 
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New, 
light-weight, 
heavy-duty 
No. 404 
















Latest addition to Millers Falls famous line of 
portable electric grinders, the No. 404 weighs 
only 914 Ibs., yet has a 5.5 amp. rating. It uses 
4” diameter wheels up to |” wide and is de- 
signed for continuous heavy-duty service such 
as snagging castings, grinding welds, grinding 
off rivets, etc. Other models up to 6” with 
speed ranges from 3700 r.p.m. to 5500 r.p.m. 


MILLERS FALLS 
GRINDERS 





High-speed, 
high-powered 
No. 270 


This husky, recently-introduced Millers 
Falls Polisher has the extra power (a full 
5 amps.) and greater spindle speed (1900 
r.p.m.) needed for best results with the 
latest type cleaners and polishes that are 
proving so popular. It’s light, compact, 
pleasant to use — and it’s supplied with 
a deep, carpet-pile wool pad, the most 
effective polishing head ever developed. 


mitirrs FaAus SANDERS 


A beautifully engineered 7” unit, the 870 weighs 
only 7'2 Ibs., but carries a full 5.5 amp. rating 
and can handle continuous operation. Its no-load 
speed of 4500 r.p.m. makes it perfect for driving 
the new laminated phenolic grinding wheels and 
discs as well as for fast sanding. Other models 
available up to 9”. 


{tt Sy. > 
MILLERS FALLS 
POLISHERS 





o 7 


high-power 
No. 870 


® Write for full particulars on the profit-possibilities offered 


by Millers Falls wide line of advanced-design grinders, 
ea , 
She 0 Vath of Iupeiouly 


polishers and senders os well as the mony other high- 
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MILLERS FALLS 
TOOLS 





performance Millers Falls electric tools. 
MILLERS FALLS COMPANY, Dept. 1D-2, Greenfield, Mass. 
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(a) Organizing a Plant Fire Brigade: 

\ well-organized fire brigade provides 
your plant with the protection of a 
trained group of employees, ready to 
deal with fire emergencies. This group 
will be trained to recognize hazardous 
conditions and possible emergencies 
and the importance of making every 
cffort to climinate them. Whenevet 
hazards are a necessary part of opera 
tions, the fire brigade will strive to 
provide all protection possible. 

Ihe brigade should include depart 
ment electricians, 
maimtenancc 
ind watchmen, all of whom will know 
what to do when fire occurs, and to 
direct othe employees to act without 
panic, 

I'he fire chief himself should be a 
man who has had special training in 
fre prevention and protection (if the 
plant is more than a small one) and 
preferably one who has had experi 
ence in city fire department work. 

(b) Training and Drilling Members 
of the Brigade: Instructing and drill 
ing the members of the brigade are 
also the fire chief's responsibilities. 
He must arrange regular practice drills 
with firefighting equipment. A good 
procedure is to assume there is a fire 
in a certain part of the plant and 
have fire brigade members deal with 
it as would be the case in a real fire. 
\ssigning members of the brigade to 
different locations each time they prac 
tice will make them familiar with all 
conditions and parts of the building. 
Regular drills at fixed times with 
periodical alarms for test purposes are 
less likely to disorganize work and in 
terfere with production. 

c) Arranging for Periodic Inspec 
tions: Your building fire chief must 
make sure that periodic inspections are 
made of every structure and all the 
firefighting equipment. Such inspec 
tions assure attention to housekeeping, 
discovery and correction of new fire 
hazards and keeping of fire equipment 


heads, engineers, 


employees, mechanics, 


in place and in order. 

lor effective inspectior, the person 
in charge of firefighting equipment 
should make a list of items to be in 
spected. This will show, for example, 
every control valve in the fire protec 
tion svstem, hydrants, hose, hose 
equipment, fire pump, sprinkler tank, 
portable extinguishers and other types 
of protection. It will show the condi 
tion in which each found 
open or shut, sealed or unsealed. 

d) Watchman: The fire chief 
must work closely with the watchman, 
who should have full knowledge - of 
ill firefighting equipment, its location 
ind use. 

€ Cooperation 
Fire Department: 
important for the 


valve 1S 


with the City 
[his is extremel 


small 


business 








Members of the local fire department 
should be encouraged to inspect the 
property frequently to familiarize 
themselves with it. The public fire 
department should operate only under 
the supervision of the warehouse 
plant fire chief, where conditions 
change from day to day and where 
damage of even greater proportion 
could result from unwise or improper 
use of water or the other disting 
ing agents. 

Roads leading into your building, 


if it is off the street or highway, should 
be kept reasonably clear of parked 
cars, snow and other obstructions that 
might impede fire equipment. And 
of course if you have a fire, don’t fo 
get to assign some one to the 
job of directing the apparatu 
scene to save critical seconds 


Every One Is Responsible 


Individual responsibility 
utmost importance in the pi 
of fire. Fire prevention is the res 
bility of every one in the plant 
individual can cause a fire to start 
witness its beginning, but, 
other hand, any one can also 
the alarm and initiate the fight against 
the fire. Thus, every employee from 
the manager to the man with the least 
important job has certain obligations 


and duties when fire is discovered 


Clearing the Building Is a Must 


[here is one function that should 
not be overlooked whether the plant 
is large or small: that is, clearing the 
building and leading people away from 
the fire. In large plants, this is the 
responsibility of the fire warden, a 
distinguished from the fire chief, 
whose job is to fight the fir The 
duties of the fire warden—or, in most 
small plants, the manager acting as 
warden—are to make sure that exits 


are not obstructed and to have a defi 


nite plan for getting people through 


them. 
Select Watchmen Carefully 


The watchman’s job is one « 
responsibility, as more than | 
time he is in sole charge of the 
In general, therefore, he should 
no other duties or responsibilities than 
watch service. In very small plants, 
where the round takes only a I 
time, he could of course perf 
work. It is particularly esset 
ever, that his rounds of ins] 
made at regular intervals 
manager should supervise and 
his watchmen although, in 
fire, watchmen may come 
immediate direction of the 

Watchmen must be select 
great care. Do not simply 
1 watchman any available 


50,000 HOLES . 


“ 


errr rre FP eee oF 


ere he eee errr er eer eee 


Many manufacturers are discovering that Whitman & Barnes 
carbide reamers reduce machine down-time and costs by pro- 
viding more holes per grind. Typical is the above illustrated 
reaming of 2” diameter holes in the cast iron planet carrier 


assembly at a well known automobile plant. 


Six flute W & B carbide reamers were selected by this Michigan 
manufacturer to secure on this tough operation a maximum number 
of reamed holes per grind. These W & B carbide reamers are 
consistently reaming 50,000 or more holes before regrinding is 
required. This high performance is characteristic of the quality 
designed and manufactured into every W & B carbide reamer. 


In addition to complete lines of carbide drills and reamers, 
Whitman & Barnes manufactures many other carbide cutting tools, 
also drills and reamers of high speed steel. For finest quality, 
long-life and a reduction in your cutting costs—select W & B tools. 


During June WHITMAN & BARNES DISTRIBUTORS ore 
being advertised throughout industry as the source of 
supply for these high performance W & B Carbide Tools, 


WHITMAN & BARNES 


40010 PLYMOUTH ROAD -« PLYMOUTH, MICH 
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CLOSE COOPERATION of Bassick Development, Sales, and 
Advertising Departments helps develop sales promotion aids 
that increase distributor sales. Planners are (I. to r.) M. S. 
Kramcsak, Chief Development Engineer; Wendell G. Reycroft, 


Vice President and Director of Sales; Ralph D. Mount, Manager 
Distributor and Truck Caster Sales; Richard J. Benson, Adver- 


tising Manager. 





4 HARD-HITTING ADVERTISEMENTS, backed by effective litera- 
ture and catalog data, sell the unique advantages Bassick offers. 


ist ib 10 S 
And every Bassick advertisement directs users to the local indus- 


) Al trial distributor. 


FACTORY--- 


MANAGEMENT AND MAINTENANCE 





2. “FILE-TEST"’ PROOF of proper hardness values of Bassick 3, “ROLLY BASSICK” is the well-known little trade-mark 

caster swivel bearings is demonstrated by O. W. (Sam) man used in all Bassick advertising and literature as 
Ruddy, (left) Manager of Bassick’s Los Angeles Office and being symbolic of Bassick. 
Warehouse, to M. F. Alexander, Manager Industrial Supply 
Division, Ducommun Metals & Supply Co., Los Angeles. Bas- 
sick's program of demonstrations to distributors of buyer- 
benefits and plus-values of Bassick casters makes it easier 
for distributor salesmen to cash in on greater sales. 


5.RALPH D. MOUNT, Manager Distributor 
and Truck Caster Sales for Bassick tells why 
Bassick depends on industrial advertising 6. IMPORTANT PART of Bassick’s industrial advertising program is reg- 
for a big share of the job of helping dis- ular use of FACTORY. Mr. Mount tells you why . . . “Advertising reaching 
tributors sell. Mr. Mount says, “We know the men in the plant who use and specify casters has always been a vital 
of no other way to make known the advan- part of our sales program. We have used FACTORY for this purpose 
tages our product has to offer as economi- consistently for mony years.” 

cally as consistent advertising in industrial 
magazines. It is the foundation stone and 
key to successful distribution of our product." 


FACTORY is reaching the men in the plant for Bassick distributors . . . i 
it doing that job for you, on the product lines you handle? 


volume for you — on every product line you handle. Ask for the sales support of regular advertising in FACTORY. 








A McGRAW-HILL PUBLICATION 330 West 42nd Street, New York 36, New York 








“rough stuff’s” 


OUT, 


Sharp lumps and abrasive materials are cast out of Belt-Saver 
Pulleys by the exclusive cone and wing design . . . without 
lodging between belt and pulley. This protects belts so ef- 
fectively that belt life is increased 50% to 400%, according 
to actual case histories. 

When you provide such tremendous sav- 
ings for your customers, you gain an “in” that 
pays off in steady sales for your entire line. 
Let Belt-Savers build business and good will 
for you now with quarries, foundries, mines, 
sand and gravel plants, contractors, and other 
businesses that transport abrasive bulk mate- 
rials by conveyor belt. 

In addition to Belt-Savers, Sprout- 
Waldron offers the “Blue Face” line of 
sturdy, cast iron pulleys for transmission and 
conveyor use in a wide selection of sizes and 
types. Write for free bulletins — 
containing full information - 
about Sprout-Waldron pulleys. 
Sprout-Waldron & Co., Inc., 3 
Logan St., Muncy, Pa. 


Write for free booklets! 








CAST IRON PULLEYS 


MUNCY, PA 277 


S dj SPROUT-WALDRON 
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watchman shoukd be sober, intelligent, 
careful, courageous, and in good physi- 
cal condition. Fires have often been 
caused by watchmen smoking while 
on duty, or by carelessness. Watch- 
men, through failure to discover fires, 
to turn in an alarm promptly, or 
through ignorance of available equip- 
ment, have been responsible for heavy 
fire losses. 

If the plant is in a congested part 
of a city, there is probably a street fire 
alarm box near by, and watchmen and 
others should know its exact location. 

Where a plant occupies part of a 
building or buildings jointly with other 
concerns, the respective managers 
must act together on matters of fire 
protection. 


Outline the Duties 


Che department head is responsible 
for instruction of employees under 
his direction in matters of personal 
safety and protection of stock, mate 
rials, records, and finished products. 
Among his duties are 

(a) Selecting certain employees of 
his department for assignment as fire 
guards and providing the opportunity 
for all such employees to have practice 
in the use of fire appliances. 

(b) Special day-to-day instructions 
for employees assigned to special tasks 
in the precautions necessary to cope 
with the hazards of any unusual proc 
esses on which they may be engaged; 
instruction in what to do in the case 
of processes and machinery which op- 
erate continuously; and instruction in 
the procedure for safeguarding impor- 
tant records, stock, and unfinished 
products. 

(c) Preventing overcrowding of 
stock and workers. Aisle space sufh- 
cient to permit orderly evacuation 
of employees and easy access for fire 
fighting should be maintained. 

(d) Having a definite exacuation 
plan. 

(e) Informing new employees of 
departmental practices for fire preven 
tion and keeping all employees con- 
stantly aware of these practices. Rules 
must be posted and supervisory em 
ployees held responsible for inform 
ing employees under them. The de 
partment head should also check 
frequently to see that safe practices 
are actually being observed. 

(f) Seeing that all practice and fire 
exit drills are held as required by 
plant rules and under conditions sim 
ulating actual fire or air raid alerts 


Instruct All Employees 


Every emplovee, whether man 
woman, should know what he or she 
can do toward preventing fires and 
should know something about the us« 
f the equipment provided for fire 





trained to use them co 


protection. Regardless of type and + e le 
quality of the firefighting aids, they N 
ire of no value if employees are not 


, , 
Every employee should kn 


: 
a) How to use fire appliance: o,! 

is extinguishers and hand hose; 
(b) That water to extinguish fires eee 


comes from the pipes of the 
system, and that stock 


piled so close to sprinkk 


it prevents a good distn 
water on the piled materia 
How to give a fire 

to operate the plant fire alarm 
how to operate the street box 
public alarm system; 

d That fire doors must 
operative and unobstructed; 

e) That smoking is prohibited 
certain areas for fire safety; 

f) What constitutes a goo 
keeping routine; 

g The hazards 
process on which he may 

h The emergenc 
plans and his part in thos 

Every employee shoul 
promptly, orders to stop wor! 
off power and machines, to | 
ind open flames, to clo 


windows, and to clear 
When the command 
should face the usual exit and | 
building in an orderly manne 
Many companies, even tl 
raged in hazardous opera 
enjoyed freedom from 
for long periods his is not just : 8 sizes fer 
lucky coincidence, but i sul pipe from 4" to 6” 
of effective organizati 
and cooperation 


; 


Profit from extra-utility 
Marion V. Bailiere jr. has, ben of RI GZA1D Bench Vises 


ippointed controler of 
Co., a_ subsidiary of 


Bailliere Made Controler 


No wonder this widely advertised bench vise is 

popular everywhere! The yoke can be assembled 

to open for either right or left hand. It has an 

integral pipe rest for easier cutting or threading 

. . . built-in pipe bender . . . strong special mal- 

leable yoke and base . . . LonGrip jaws of top 

quality tool-steel. Your customers simply can’t 

beat it for efficient easy operation that lasts for rene gc Chale 
‘ , nch Vise, 

years! It pays you all the time to stock and sell 4” te 9” 

these RitatD Pipe Vises—order today! 


THE RIDGE TOOL COMPANY ©* ELYRIA, OHIO, U. S. A. 


Cor 
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NEWLY APPOINTED 
f Jone Hard 
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i 
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Bond Universal Lift 
Jack and Platform 






Best for 


your customers’ 





Materials Handling 










PRODUCTION 
BUILDERS 











1-A Series 


Stationary Caster 





Industrial distributors know . . 


that when customers use their 
qualified services in selecting and 
maintaining the right Bond equip- 
ment for the jobs they’ll be satis- 
fied and profitable customers for 


years to come! 


BOND FOUNDRY & MACHINE CO. 


Manheim, Penna. 





41-A Series 
Stee! Stationary Caster 


Structural 


Steel 








Bond Self Load- 
Unload Drum Truck 


40-A Series— Double 
Ball Race 
Swivel 
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PEED your customers’ ma- 
~ terials handling by pro- 
viding them with the right 
Bond equipment for their 
jobs. Bond casters, lift jacks 
and hand trucks build more 
efficient production . . . make 
it faster, easier, more profit- 
able. And these sales-points 
help you sell! 





36-A Series— Double 
Ball Race Swivel Caster 


3-A_ Series—Single 


Ball Race Swivel Caster 







Structural 
Caster 


e JUNE, 1954 








“AFTER YOU SELL IT, go back and 


check it,” says Sam Clark Jr., Samuel 


Harris & Co " Chicago 





Small Business Agency 
Names Deputy 


Robert H. Montgomery, former di 
rector of the Small Business Adminis 
tration’s Office of Management, has 
been named Deputy Administrator of 
SBA. 

A one-time management consultant 
with Stevenson, Jordan & Harrison, 
Chicago, he came to Washington in 
1947 on the staff of Senator Homer 
Ferguson of Michigan. From 1950 un 
til 1953 he worked with the Atomic 
Energy Commission. 


Loans Increasing 


Wendall B. Barners, Small Busi 
ness Administrator, reported recent) 
that loans to small firms by his agency 
have increased rapidly in the past few 
weeks. The number of loans is ex 
pected to reach 200 a month soon, 
he said. 

So far, 225 small firms’ loans have 
been approved, totaling $13,168,160. 
About two-thirds of these are bank 
SBA participating loans, and the rest 
direct loans. 

Mr. Barnes cited “two outstanding 
facts” about the loan program: 

1. Loan applications and _ subsc 

sequent approvals are heavie: 

than anticipated a few months 
ago. 

2. A large number are bank-partici 
pating, in which private banks 
and other lending institutions 
participate by processing the 
loan application and disbursing 
the funds. 

“It is encouraging to know that the 
banks in the country have so whole 
heartedly accepted the SBA program,” 
Mr. Barnes said. He pointed out that 
in bank-participated loans fewer Gov 
ernment employees are needed and no 








WHY WE PUT NEW TEETH IN ANGLGEAR 


When a right-angle gear runs quietly, you know 
that bearing between teeth is even. and that load is . 
; . Coniflex gears 
balanced perfectly. You know, too. that the teeth Aatitriction bearia 
e iction Dearings 
will never chip or shear. The new Coniflex design 
Flanged end 
provides just this kind of smooth, noiseless opera mountings 
tion. That’s why we added it to ANGLgear. Our . 3-bolt side mounting 
electronic “ear,” which checks each finished unit. . Internal pilot on 
was first to record the improvement. Since then, mounting ends 
engineers have told us that in addition to having the 1-1 ratio 


original right-angle gear, we also have the quietest! 


ENGINEERE 


a om. 
| ae | 
| 
DID OBNE » Protas Osea Selon of Soest ts 


og. ANGLgears are sold only through you 


ACCESSORIES CORPORATION local distributor. Contact him. or write 


for further informatior 


HILLSIDE 5, NEW JERSEY 


INDUSTRIAL DISTRIBUTION © JUNE, 1954 








with Tool-flex | 


NEO-PRENE MOUNTED 
FULL FLOATING 
TOOL HOLDERS 


LOW PRICES @ LOW MAINTENANCE 
SUPERIOR PERFORMANCE 


ROFIT. 


COMPETITIVE PRICES 
TO BRING YOU 
HIGHER PROFITS 
THAN EVER BEFORE! 


REAMER AND 
TAP HOLDER 


IMMEDIATE DELIVERY ON 
ALL STANDARD MODELS 
10] Ole) Se. iler-\clome) 
LOS ANGELES STOCK 


COUNTER AND WINDOW 
DISPLAY CARDS AVAILABLE 


TO CREATE SALES 


RELEASING 
TAP HOLDER 


TOOL-FLEX MEANS REPEAT 
SALES THRU SATISFIED 
CUSTOMERS WIDE RANGE OF SIZES 
TO FIT ANY SECOND OPERATION 





DISTRIBUTOR’S TERRITORIES 
STILL AVAILABLE — WRITE 


BURG TOOL MFG. CO., INC. Dpt. 1D6 


3743 Durango Ave. @ Los Angeles 34, Calif. 


>>>D>D> LET THESE KEYS 


OPEN UP EXTRA PROFITS FOR YOU! 


Dros Sellers . . . Proven Re- 

peaters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively .. . yet are 
easily opened... do not 
freeze in the joints. Product 
superiority ... backed by 36 
years of leadership in the 
field make these Key prod- 
ucts a dependable source of 
sales and profits for you! 





For sealing 
pipe joints 

carrying water, 
gas, low pressure 








Good Door Openers, Too! 
Steady national advertising, 
dealer helps and continuous 
sampling program build uni- 
versal demand . . 
make openings for sales to 


For sealing 





lines carrying 
oils and high 

. actually pressure 

steam. 


many new customers for you. 








WRITE FOR FREE SAW “LE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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Government momes are withdrawn 
from the ‘Treasury 

Of the loans ipproved, 63% 
manufacturing businesses, the rest for 
other industnes. The greatest volume 
in the non-manufacturing group Is ror 
transportation, wholesale and_ retail 
trade and construction. In the manu 
facturing group the greatest volume is 
in electrical machinery, equipment and 
supplies; food and kindred products, 
ind lumber and wood products 


are for 


New Booklet Published 


SBA has published a new booklet, 
Sales Training for the Smaller Manu 
facturer,” No. 11 in the Small Busi 
ness Management Series. 

While the suggestions are directed 
many can 


The 


mainly at manufacturers, 
be applied to other businesses 
booklet states 

“Today as most perceptive managers 
are getting set for increased competi 
tion, selling becomes increasingly im 
portant. It becomes of greatest im 
portance, however, to small manufac 
turers—many of whom have not had a 
national reputation, well established 
brands or a_ generous advertising 
budget. 

“The fewer salesmen a company has 
on the road, the greater responsibility 
cach man has to carry. For this reason 
much time and careful thought must 
be spent in traming these men prop 
erly. ‘They are very important repre 


sentatives 


National Tube Division 
Names Ad Manager 


(Thomas W. Gamble has been ap 
pointed advertising manager of Na- 
tional Tube Division of United States 
Steel Corp. 

He succeeds W. L. Schaeffer, who 
has retired after 43 vears’ service. 





LONG-TERM WATER 
GUARANTEE 


At least one city in the United States 
will be free from water worries until 
the year 2033, according to Engineer- 
ing News-Record, McGraw-Hill publi- 
cation. Tucson, the largest city in Ari- 
zona to depend on a pumped water 
supply, has enough water reserves to 
serve a population equal to the city’s 
present 56,000 for 80 years. In addi- 
tion to this amount, which is con- 
tained in o nearby river basin, Tucson 
has plans for additional water reserves 
from three other sources in the area. 














Du Pont President 
Urges Tax Reform 


lax reform which spu 


| 
to greater industnial d 
lighten the load for ever 
ford H. Greenwalt, | 
Du Pont Co., told th« 
of Detroit recenth 

Our industria 
or indirectly thc 
tax revenucs, | 
tax system 
expansion 


would other Vise 


hi ild aim Tor 
rates asst 
wing national output 
Ihe more we can increase 
ealth and income, the grea 


gross tax vield 
Encourage Expansion 


Che approach should be 
couraging production ind expansiK 
he said Plainlv, anvthing 
izes such development 
upon all of us, including t 
lector, first in depriving us of 
benefits that arise from ] 
rains and second, in exagger 
imount of the tax burden 
vidual must carry An 
that can improve our produ 
itv will favor us all.” 

l'ax reform must enlarge 
nities for industrial expan 
by 


Keeping as mut h pur 


iS possibk in the hands 


sumers; 
Providing sufficient financial 
tive to preserve Our ploneerin 
ind 
“Making sure that there 
ipital available to finance 
duction facilities as the 


Purchasing Power Diverted 


He charged that the present system 
hinders opportunity because of thi 


Government’s diversion of put 
power, because high taxes 
sonal incentives which bring 
highest leadership and incentive 
velopment, and because high 1 
down expansion by making 
for new business to get th 
needs to start or grow 

During the next ten vears 


industry must have $250 


new capital if the rate of improvement 
to mtinu 


in standards of living is 


Substantial parts of it must me fron 


rich ry} snl 
ew risk capital supplied 
seaal 
id iS 
Under present tax laws, the 
fortunate fact is that the 


people who can afford t 


1 ] 


See this NEW 
distributor 
profit-making plan... 


Pad ee 
wa es © 


0 ween * 


oor 
wr 


BRANCH OFFICES AND 
WAREHOUSES 
ATLANTA, GA 
we9Us ss. 746 Lee Street, S. W 
= . BOSTON 10, MASS. 
; — - 51-61 Melcher Street 
——S CHICAGO 16, ILLINOIS 
. 2035 So. Michigan Ave 
CLEVELAND 14, OHIO 
1437 St. Clair Avenue 
LOCKLAND 15, 
CINCINNATI, OHIO 
430 Mill Street 
DALLAS 2, TEXAS 
1327 Levee Street 
DETROIT 2, MICHIGAN 
872 W. Milwaukee Ave. 
HOUSTON, TEXAS 
2216 Walker Avenue 


KEARNEY, NEW JERSEY 
Let us show you the new Quaker 260 Schuyler Avenue 


Distributor Plan—a new tailor-made LOS ANGELES 23, CALIF. 
package to help you sell more indus- 4384 E. Bandini Blvd. 
trial rubber products. New, practical MINNEAPOLIS 11, MINN. 
free selling aids. National advertising. 2201 Washington Ave. N. 
Help from factory representatives. NEW ORLEANS, LA. 
Territorial protection. The whole plan 2840 N. Claiborne Ave. 
designed for your profit on the quality PITTSBURGH 6, PA. 
Quaker line of everything your cus- 6592 Hamilton Avenue 
tomers need in industrial rubber. Call PORTLAND 10, OREGON 


the strategically located Quaker office 2360 N. W. Quinby St. 
nearest you. ST. LOUIS 10, MO. 


4006 Papin Street 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 
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than ever... 


now... more important 





the efficiency, economy and dependability 
of Wells Heavy-Duty Cut-Off Saws 


SEARCHING for a way to reduce 
DESIGN DETAILS metal cut-off costs? Here’s an answer 


- — ection garate! te —the Wells No. 12 Heavy Duty Saw. 


®@ Easily controlled depth cut- It’s a hydraulically operated, metal 


ting. cutting band saw designed to step up 

® Automatic frame return and 
blade motor shut off. 

® Large capacity — 12" x 16", eliminate unnecessary hand labor in 
rectangular; 12%”, rounds; 
die blocks; 12%" deep, 16” 
wide, 18” clearance bed to cutting cycle, the Wells No. 12 also 
blade. r d or 

© Selective speeds: 60, 115, 200, provides controlled blade tensioning, 
300 Ft. per min. parallel-to-bed cutting and a wet cut- 

®@ Ample power: 1 H.P. blade 
motor, ¥s H.P. hydraulic sys- 
tem motor. > ee 

© Weight: epprenimetely 1845 For the efficiency, economy and 


Ibs. dependability that you need to meet 


that “tougher competition ahead,” 

ith the Wells-O-Bar Feed 
—- pti a oer _ Wells find out more abcut the Wells No. 12. 
No. 12 becomes a fully automatic Ask your Wells Dealer for full infor- 


cut-off machine. Ask for further in- . 7 : 
formation. mation or write direct to the factory. 





production with greater accuracy and 


cut-off work. Featuring an automatic 


ting system. 














The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 
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and risky ventures is dwindling .con 
tinually.” 


Less Blue-Sky Money 


“Many a flourishing business today 
had a blue-sky aspect at its beginning,” 
he said, citing the automobile industry 
and its growth. “If we are to find 
sources of risk capital, we must get it 
from those who can afford to lose. Yet 
those who can afford to lose are those 
on whom our personal income taxes 
fall most heavily.” He added that 
“those presumably least able to pay 
aiready have by all odds the greatest 
portion of the burden simply because 
they are the only ones who can assume 
it.” Money raised by surtax rates 
above 50% is less than 1.5% of Fed 
eral tax revenues, he said. 


Trouble for Small Business 


He pointed out that large enter- 
prises seem to have no difficulty in 
getting money for additions but that 
the small business and the individual 
enterpriser are “out in the cold.” In 
small business, he added, is found “the 
greatest element of risk, the greatest 
lack of capital, and also the greatest 
potential for the future.” 

“Even the tax collector would profit 
in the long run by restraining himself 
today in favor of his long-term inter 
est,”” Mr. Greenewalt said. He pointed 
out that on the average it takes $12,- 
000 of capital to provide an industrial 
job for one worker. If taxes siphon off 
that amount into the current till, the 
money is spent once and is then gone 
forever, he said. Put into incentive 
enterprise, the total resulting taxes 
would run about $1,500 a year. 


Represents Pyramid Steel 


Pyramid Steel Co. has appointed 
Don D. Fleming Co., San Francisco, 
to handle the company’s tool and dic 
steels exclusively in northern Cali 
fornia and Nevada. 





WALKING SPRINKLER 


A new “walking sprinkler” should 
considerably simplify the lawn-water- 
ing task next Summer, according to 
Factory Management and Maintenance, 
McGraw-Hill publication. Water pres- 
sure winds the hose, pulling the sprin- 
ler toward the tap at the rate of about 
17 feet per hour. At journey’s end, the 
sprinkler shuts itself off. 














TOUGH QUESTION is part of th 


routine for Ray Jedell, telephone salesman 


at Seither & Ellis, Inc., Newark, N. J 





Peninsula Grinding Wheel 
Names Brown President 


Paul B. Brown has been appointed 
president and general manager of 
Peninsula Grinding Wheel Division 
of Abrasive & Metal Products Co 
ind president of Peninsula Grinding 
Wheel Sales Corp., a subsidiary. 

Mr. Brown joined Peninsula in 1935 
as vice-president and general manager 
He has been actively connected with 
the grinding wheel industry for th« 
past 28 years, having served with Nor 
ton Co. and later The Carborundum 
Co 

He was also named director of 


Abrasive & Metal Products Co 


County Hardware 
Appoints Salesman 


County Hardware Co., Mount Ve 
non, N. Y., has appointed Richard 
Passione to an outside sales post in 
its industrial department 

He was at one time with Morris 
Abrams, Inc., and Patterson Bros.. 
both of New York City. 

Charles Figuera, formerly with A 
N. Nelson Co., Brooklyn, is buver for 


the department 





MILK IN TECHNICOLOR? 


Milk bottles in hues of ruby red, 
dark brown or green may soon be used 
as a result of scientific discoveries on 
the effect of strong light on homog- 
enized milk, according to Chemical 
Week, McGraw-Hill publication. It is 
reported that colored bottles already 
are being used experimentally in some 
sections of the country. 








Here is the engineering Masterpiece 
of the Air-Hammer industry! 


APPTON suite 
4MPACT CONTROL’ 
AIR HAMMER 


STARTS AND STOPS AUTOMATICALLY! 
HAS NO ‘KICK BACK’! 





IMPROVED Unique Baffle regu 

lator contrcls the force of im 
pact permits the ‘nudge’ needed to 
seal a Pittsburgh Lock Seam, 18 ga. or 
lighter, without leaving a ripple, or drill 
a 1” dia. hole 22" deep in bluestone 
concrete in 62 seconds with one 
tenth the operator fatigue 


Starts with contact of work! 


Stops when lifted from work! 


No time or air pressure lost when work is 
interrupted Instantaneous control means 
better, faster work . greater savings 





Customers can’t resist 
these exclusive features— 


. SURE GRIP—Hommer can 
not walk away , : denon 
TRIGGER tarts on d > 
: pone ae stops when with- 2° ones 
drawn couce 
. EASY CONTROL Finger RIVET 
tip Baffle Ring adjustment. e 
. NO RECOIL — Completely 
eliminated 
. LIGHTWEIGHT — Weighs 
less than 5 Ibs 
. FAST — Strikes four times 
FASTER 
. LESS CARE—Only 2 moving 
parts 
. ECONOMICAL—Operates on 30 to 100 
pound pressure. Uses only 3.5 to 7 cu. ft 
per minute, under continuous use 


VERSATILE 
Over 40 interchangeable tools available of 
specially heat treated tempered steel: COLD, 
FLAT, WOOD, CAPE and SEALING CHISELS, 
CURVED, BEADING, CAULKING and WEATH- 
ERPROOFING TOOLS; BULL POINTS, WOOD 
GOUGES, DRILLS, ETC. EACH A PROFIT 
MAKER! 
See the tremendous profit possibilities in 
representing the world’s best made multi- 
purpose Air Hammer? 
Write today regarding representation in 
your territory. 





Potent Nos 
2,265,989 
2,333,405 
2,320,340 


a GIANT 

for power 
a DWARF 
in size 


onstruction 


* installation 
* maintenance 


* production 





MANUFACTURED BY BROWN-APPTON CO. 


INTERNATIONAL SALES AGENTS 


E. V. NIELSEN, INC. 


128 BROAD ST. STAMFORD, CONN. 
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there’s more 
money in 


...than you 
may think! 





A 

‘A 

how come? 

Big industrials go for New 


Bedford pre-measured manila 
f rope in cartons as the best for 
‘ stockroom dispensing. Your 
’ ; customers too can save time, 
; space and money this way by 


buying high quality New Bed- 

f ford rope ... and you sell 
more rope! 

; And don’t forget, you both 

get all these plus advantages: 

@ ‘Pre-Measured” cuts han- 

} dling time with rope marked 

in red at 10° intervals. 

i @ All orders — large or small — 
filled from full or half-coil 
cartons — all rope is usable. 

y @ Eleven rope sizes from 3/16” 

r to %” dia. 
@ Sealed cartons keep rope fac- 
j tory-fresh, free from dirt, 
dust and grease. 
f @ Rope draws easily from car- 
ton — stays snarl! free. 
' @ Cartons easily stacked on end 
7 or sides to save valuable floor 
/ space. 
/ f DID YOU Know — you pay 
a4 no more for New Bedford 
top quality manila or sisal 
Yd in cartons than regular 
coiled rope? That’s just 
another reason why you 
can make more profits 
when you stock 
New Bedford. 
Send for descriptive 
folder today! 










NEW BEDFORD 
CORDAGE COMPANY 


New Bedford, Mi 


298 


he 








PAPERWORK takes up some time in 
the day of every salesman Warren 
Griffin, Indiana Mfgr Supply Co., Indi 


inapolis, works on his 





Close Watch on Traffic 
May Save Profits 


\dequate study of 
costs is neglected in many compamies 
where traffic costs are a major expense, 
iccording to a recent survey of 31 firms 
in all fields in Indiana 

\pparently a large segment of man 
agement does not understand the 
trafh function, and the 
degree te which transportation costs 


transportation 


manager s 


can actually be controlled, the survey 
concludes 

Published bv the Indiana State 
Chamber of Commerce, the survey, 
entitled “Getting the Most from 


l'rafic Management,” was made by 


Joseph R. Hartley for a thesis at the 
Indiana University School of Busi 
ness 


Dollar Saved is Dollar Earned 


\ dollar saved on freight costs may 
return more than a doilar in profit, 
the report states. Awareness of this 
has caused many firms to elevate 
trafhe managers to top management 
posts, but many companies of ali sizes 
still relegate trafic to a routine cleri 


cal role, it was found. Whether the 
firm is large or small, it must still ex 
ercise the trafhe function if its man 
iwement wishes to control t insporta- 


tion costs, the author states 


Basic Duties Number 18 


Ihe report lists 18 basic duties of 
trafhc those carrving out 
this function 

1. Ascertain rates 
l'race shipments 
Route shipments 
Audit freight bills 
Determine classifications 
Maintain tariff files. 

Select types of carriers 
8. Select specific carriers 


managers oO1 


Jit YI I 
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CHICAGO 31 


Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals. 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., INC. 


6731 Bryn Mawr Ave. 
ILLINOIS 








ORANGEVILLE... 
TRUCKS 


‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 

Designed for high quality and long service, 
Orangeville offers all types for factory and 
warehouse service and special trucks built 
to order. The trucks illustrated for all- 
round industrial and store use are typical 
of the many available from Orangeville. 





Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure you have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 





























9. Secu xMrmits ; ¢ il  eiegmet - ’ ai 
pacee™.. Pa LZ. Z y , ae Z y d 
Dargo or Strike 
10. File claims | 


11. Divert reconsign in stop \ 


a eee SATISFE ED Customers 
with the WORLDS LARGEST 
7 MILL LINE 


| in 
e 
_~¥t 7) 
\ wan 2 
freight, weight supervi ~ d * m ee 1 is 
preparation, and packing of f _ a. 3 I 


y YL 


vA 





evidence 
14. Prepare rate case 


} 


15 Handle Cases DCTOTC 


regulatory bodies 
l¢ Arrange fol adequat i nm : E 


Y OF Oe . 


truck supply. 
17 Consolidate ind pool 
1S. Arrange for payment 
More than half th 
viewed listed additiona 
trafic managers, including 


warehousing, receiving 


aia 








Keep Track of Costs a 
Q 


l'o control costs idequat 
report states, manager: 10 nan 
tain cost-accounting on the ypINs 
expenses, followed by careful ar AZ 


of all sources of transport 


Selecting carriers, accordi 


— “~ “ p> pean Whether a customer has a routine milling job or an unusually 
Cxallpie, we aesire fOr Gevel I 
tough one . . . he’s sure to be satisfied when you sell him 


be weighted against the cost incurred 


with such service. The type of p od a Putnam End Mill. 


uct shipped and the market in \ 


- Is oa ire wag” — ions im As a Putnam distributor, you can offer him over 1000 
this decision en demand 1 5 Mt F ss 4 
' different types and sizes to choose from. With this wide 


high, time may be of the essenc« 


Determining freight classifications range of standard, catalog-listed end mills, you can always 
so articles are grouped together to . : 
y Sgt. xy, ‘ sell the RIGHT tool for the job for faster cutting, better 


get the best rate; ascertaining th« 
rates themselves, and insuring legal finish, less tool wear, less chance for work damage. 


protection are such complex fun pee : 
tions that expert training is required, Putnam's always-expanding end mill line now includes the 


the author says. “Any one of th famous Postiv-Lok series, an especially heavy duty design 


primary functions of trafhe manage : f ‘ ‘ah é < 
ment involves an array of problem for large boring mills, profiling and similar applications. 
that can totally bewilder the uniniti These and similar advancements in end 

ited. No firm expects a ditch digget 
to serve as controller, neither should 
a shipping clerk be asked to cope with Putnam the leading end mill line. 

the primary functions of the trafh« 

department It will pay even the That's why it’s easier for you to have 


smaller firms to have some one in the : 

senate: cited, aie 2 more satisfied customers, more sales, 

cialize on the firm’s transportat more profits . .. when you sell Putnam. 

costs and requirements.’ ts wade a 

( ind |! ire! S H o on or covers 
Putnam Tool Co., 2981 Charlevoix Ave.,  72P;o74 2” moverine covers 


. . . str industry interest in Putne 
Detroit 7, Michigan. hada 


mill design and manufacture have made 


Cooperate with Purchasing 

(he report stresses the 
between traffic and purchasing 
tions. Rates must be analyzed to find 
the best source of supply, since there 
is no advantage in saving a dollar on 
price but losing it on transportation 

Cooperation with the sales function 
1S ilso in obvious necessity, the wuthor 
states. Since traffic costs set a limit 
on sales territories, the trafic man 
ager should make territorial analvses 
of transportation costs to see if the 
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eee _f are determining factors in sales policy. 











Costs Often Concealed 
The survey found that manage- 
ments often view transportation costs 
& fatalistically because of their particular 
improved cost accounting method. It is common 
to merge transportation expense with 
TO LE DO Si 7 the cost of purchases on inbound 
Iimpac shipments and with selling costs on 
deliveries, the report points out. The 


 aaiad to - Self-Contained result is that transportation costs may 
rarely attract attention because they (a 
Ratchet Threader are concealed. Also, pricing polic\ 
may hide the impact of freight ex 
pense f 
Still, the report noted, transporta 
tion costs represented a large part of 
the cost of sales in the firms surveyed 
The ratio of this expense to sales 


varied between .4% and 25.2% 
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ae ND 




















Function Should Be Filled 


Although trafic has a wide variety 
of positions in the firm, the report 
states, there is one rule which can be 
applied by all companies in locating 
their trafhe departments. “The traffic 
manager should have sufficient flexi 
bility, authority and prestige to carry 
out his objectives adequately.” Re 
gardless of the firm’s size, the report 











Stainless Steel 
= BOLTS @®& 
SCREWS. 3 
NUTS 
>=WASHERS g 
4, 


A Complete Line 7 
Available from Stock 


PIPE HOLDER 





















% Improved cam-type a 


pipe holder has broader jaws for “ , STAINLESS STEEL 


more positive grip on pipe. 


*% Free action cam assures instant 4 a ee : BOLTS SCREWS NUTS 


setting to any size—1”’ to 2”’ 


% Easy to center .. . you get perfect aligned threads. iecinte oe Piles 

%& Fewer moving parts . . . minimum wear . . . light in weight. sates _— ned 
Amazingly compact . .. will thread a pipe projecting through a WASHERS A 4 
wall as short as 6\,"’. All Types RIVETS 

% Accuracy proven through the years . . . dies recede along tapered All Types FITTINGS ©—™ 


steps. A fine quality tool—yet low in cost! Always sell and rec- 


ommend TOLEDO for all-around satisfaction and profit. The All Types 
Toledo Pipe Threading Machine Co., Toledo, Ohio. ee se (@) 
New York Office: 165 Broadway, Room 1310 Son Decne Mok Me \em/ 
’ . num, Everdur, Nava! Bronze and 
Alloy Sttels 
SOLD ONLY THROUGH DISTRIBUTORS We are prepared to fill your /& 
needs for ‘“Specjals Send yc mt 


Late | 


@ TOLEDO 


PIPE TOOLS...POWER PIPE MACHINES 
... POWER DRIVES 


stainless 
SCREW & BOLT CORP. 


135 Church S?# New York 7.N.Y 
CO 7-0675 
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dds, the function should be assigned 
to a responsible individual who can 
make decisions. 
One respondent analyzed the need 
for good trafic management most WHEN Zel6, —) a 
clearly, says the author, when he 
stated: “Every firm pays for good 


trafhe management. Those who do W 
not have it pay most.’ COOPER /.4 8 &-) 


Blackhawk Mfg. Names 


Two Territory Managers VALVES & FITTINGS 


Blackhawk Mfg. Co. has appointed 
new territory managers in New York 
Citv and the Midwest ¢ 

Art Buettner, formerly with Pan YOU RE SELLING 
American Airwavs, will cover New 


York City under the direction of Jim 

Scully, district manager 7 
lom Zipf has been appointed to C0 

the same post in Illinois and eastern 

Missouri, where he will work with F 

LD) Stenz, district manager. He was Wp) 


tormerly with the Kaiser-Frazer organ 


U. S. Rubber Names 


Grinding Representative STAINLESS STEEL 
| homas B Preston sales engit I VALVES D, , 
: alae GATE id you ever stop to think that nobody 


with the Mechanical Goods Diy 
United States Rubber Co.., been GLOBE but COOPER ALLOY can offer such a com- 
ssigned to take charge of grinding ANGLE 
heel sales for the Pacific Cx vith NEEDLE 


dquarters at the compan . souges . 
“wine all Y and accessories! When you sell the C-A 
\lr. Preston, who joined the com CHECK 


in 1943, has been for the past TANK 


irs assistant to James 
grinding wheel sales mana ; : 
. . . and what's more, you sell with the 


ompan\ STAINLESS STEEL 
FITTINGS 


SCREWED same quality engineering, production and 


FLANGED inspection your customer has learned to 
WELDING . : , 
FORGED expect from COOPER ALLOY, 1s behind it. 


Our facilities as the leading producer of 


plete line of stainless steel valves, fittings 


line you don't have to jump from catalog 


to catalog to find what the customer wants 


assurance no matter what the item, the 





cast stainless steel, means personal atten- 
STAINLESS STEEL : ; 
QUIKUPL tion to every item by our own highly 


ADAPTER trained specialists. By the way, if you 
= haven't read “Thirty Years of Progress”, 


90° ELBOW 
COUPLING write for your free copy today. It will help 


you to know us better. 


COOPER ALLOY 


THE COOPER ALLOY FOUNDRY CO. « HILLSIDE, N. J. 
Los Angeles, San Fraecisce, Oakland Houston, Chicage, Betrort, Philadelphia, Martierd 


STRIKING is the word which be , 
. Leading producers of STAINLESS STEEL valves, fittings and castings 


cribes the modern decor of the « 
f Leonard Dietz, Dietz Ind 
( Aurora 
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TOOLS FOR INDUSTRY 


Your customers want tools that stand 
up to hard day-in, day-out usage... tools 
they can use with confidence. With the 
MALL line you can satisfy that demand 

and fortify your own confidence know- 
ing that you are selling tools of highest 
quality at attractively lower prices. You 
can present the most complete line of 
portable electric tools ever made— drills, 
screwdrivers, impact, wrenches, grind- 
ers, sanders, polishers, saws and flexible 
shaft machines with their many acces- 
sories...over 1000 tools for a million 
jobs. Clip the coupon at bottom and get 
full facts about a factory-to-you dealersnip. 











| MALL TOOL COMPANY [MS Chcape Ave 


| Send me full facts about a high-profit MALL 
l dealership 
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| 
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aia | 
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Rodney C. Gott 


American Machine 


Names Executives 





American Machine & Foundry Co 
has appointed Rodney C. Gott as ex 
ecutive vice-president 

\ director, Mr. Gott has been vice 
president in charge of the company’s 
General Products Group and Com 
mercial Research & Development 
since 1951. He is also a director of 
DeWalt Inc. and Cleveland Welding 
Co., subsidiaries 

David S. Meiklejohn, American Ma 
chine & Foundry treasurer, has been 
clected a director 

B. W. Kinderman, formerly comp 
troller and assistant secretary of De 
Walt Inc., has been named comp 
troller of Cleveland Welding Co 


Atomic Study Approved 

American Machine & Foundry Co.’s 
proposal to the Atomic Energy Com 
mission for a study related to indus 
trial nuclear power plants has been 
ipproved by the A.E.C. A major sub 
contractor on the Savannah River 
project, AMF is one of 11 groups ap 
proved to study reactor developments 
of interest to industry. 





TUNE TEST 


Musical notes given off by a sonic 
tester indicate whether grinding wheels 
made at a Buffalo plant are meet- 
ing standards, reports Factory Man- 
agement and Maintenance, McGraw- 
Hill publication. 
a wheel mechanically with a vibrating 
stylus and measures the frequency of 


The tester excites 


sound. Each wheel has a characteris- 
tic sound; changes in size and hardness 
produce variations in frequency. Tone 
differences also indicate unseen inner 
defects, the magazine says. 








LOCK OUT 
1 
























































As Ameiica girds for the “Battle of 
Production,” industrial facilities as- 
sume greater importance . . . must 
be better protected against loss, 
corelessness and even sabotage. 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked— 
SECURELY. You do your customers 
@ favor when you remind them 
of these security measures and 
recommend 


Master ™ 


Built Like a Bank Vault Door! 
Lominated steel case for powerful 
protection, world's strongest con- 
struction . . . pin tumbler security 

Precision brass cylinders for 
long life and easy action 


Master [ock Company 


Milwaukee 45, Wis. 


Special service 
on master- 










keyed and 
keyed-alike 
sets for 


industry 











\ World’s Leading Padlock en) 
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American Hard Rubber 
Merges Departments 


The American Hard Rubber Ct 
ombined its chemical equipment 
stics divisions into one division 
Reed, formerly plastics 


nanager 


(,corge 


division will produ 
rd rubber and pl 
ilves, pumps and o 
Officers said the 
is the result of 1 


ne COTTOS! 


A. P. Dienst 
Adds Salesman 


Dienst Co., Nev 
Douglas \ 
sales staff 

Formerly with T. E. C 
Ww ¢ opper 3 he has also 
K-G Welding & Cutting 
Island Citv, N. Y. He 
World W il Il 
| . 


\. P 
ha ippointed 


its utsidc¢ 


service itl 


Named by Borg-Warner 


Borg-Warner elected 
Albert Steg 
nd H 


] S 


Corp. ha 
is treasurer and controllet 
Hunter Gehlbach retan 
Russey, president and general 


of the Warner Gear Divi 
been named a Borg-Warner 


Ex-Cell-O in England 


Fx-Cell-O Corp. has for 
Ex-Cell-O Corp 
Ltd., to manufacture 
in England. The new 
icgquired the assets of Alfred Br 
Ltd | cestel 





tWO COUNTERMEN 
ve Supply C I Angel 
Dudur and William 


4D VOTR 


Herl, get 


in 


Now ready for you! 


TIRFOR 
GRIPPHOIST 


a} 
fd - 
PAT’D U.S.A. A 


i 





& _Z’ SIMPLE 
DO ma ele 


EASY TOOPERATE 





ABSOLUTELY NEW 


Here is something customers will buy 


on sight. They will readily see how 


quickly it pays for itself. Moderately 
priced. Covered by worldwide patents. 
Thousands in use in different sections 
of the world. Now available to users 
in the U. S. To be sold through estab- 
lished Distributors 
distribution policy. 
prompts additional 


selective 
sold 
pay 
you to secure more complete details on 


under a 
Each unit 


sales. It will 


how you can qualify as a Distributor 
for this new, simple and revolutionary 
its kind in 





product, the only one of Carried, set up, 


existence. operated by one man 


Sell TIRFOR GRIPHOIST to: 


Utilities 
Elecirical Contractors - 





Industrial Plants Contractors - Municipalities - Shipyards 
Rail- 


- wherever lifting and pulling must be done better and 


Mines - Quarries Riggers - Truckers - 
roads 


easier at lower cost. 





Exclusive TIRFOR features: 


@ UNLIMITED CABLE TRAVEL @ Speed—10 ft. a minute either 
NO REEL; NO SPOOL direction; load fully controlla 

@ Combines winches and ble at all times. Uses 42" wire 
hoist devices. rope. 

@ Weighs only 42 lbs. Easily Can be used in any position-- 
carried, set up, operated by vertical, horizontal, diagonal. 
one man. Self contained. Foolproof. Sim 

@ Capacity, single line, 3300 Ibs ple 

with multiplying sheaves, up Safe. Holds securely and aw 
to 10 tons. tomatically. 


chain 





Be the first to offer TIRFOR GRIPHOIST to your customers. 








Where you can get the 


TIRFOR GRIPHOIST 











East of Mississippi—Princeton Griphoist, Inc. 


32 George Street, Boston 19, Massachusetts 


West of Mississippi—Griphoist, Inc. 


544 Market Street, San Francisco 4, California 


Canada—4J. A. Gosselin & Co., Ltd. 


Drummondville, Quebec, Canada 
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GREATER PROFITS 
CLIPPER 


v Constant Consumer Demand 
No Factory Sales to Users 
/ Nationally Advertised 
Firm Resale Price Policy 
v¥ Highest Uniform Quality 


| Sold ONLY 
Through Authorized Distributors 























B. H. ACKLES, The Rayl Co., De 
troit, has been a force behind Associa 
tion progress for many years j 














Government Sponsors 





Accident-Prevention 








A program to prevent job-accidents 
in small business was mapped out re 
cently at the recent President’s Con- 
ference on Occupational Safety in 
Washington. 

President Eisenhower called on 
3,000 representatives of business and 
safety organizations to “reduce the 
appalling bill the nation must pay, 
not only in terms of the material 
things we have lost, but in the suffer 
ing of people who undergo the acci 
STAINLESS greet | dents.” 
= Arthur Larson, Under Secretary of 
Labor, pointed out that the majority i 
of accidents occur in small business, 
and called for concerted action 
throughout the nation to improve 
ryPts oF \ safety programs in small firms. He said 






CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 


. _—— re ae nr ee - 









‘BELT LACING 




























aul 


. 
sTAINLEss STEE the three avenues of approach were 


paSTENINGS 


through trade associations, community 
action and state labor departments. 
An accident-prevention program ap 
proved by the group stressed safe de 
sign of plants and equipment, organ 
ization of community safety programs, 
and more research on the effectiveness 
of machine guards and safeguards 
against hazards such as gas, dust and 
chemicals. 













protects polished pipe 


Eliminate costly dam 
age when handling pol 
ished pipe! The strong 





and flexible woven 
strap of this Warnock 


wrench grips securely 





without scratching 





Two models ol 
DIGESTION AIDS FOR 
ANIMALS 


available in 









many sizes. 
Class 3 Screws * AN WASHERS 


Digestive aids for livestock and pou!- 





* AN Drilled * Screw fittings uty, 
Fillister Heads (types 316 and 4 try will soon be available to feed 
* Studs, Standard 18-8), nipples, : : 
, and Special a r manufacturers, according to Chemical 
* Special Screw welding spuds : 3 s 
Machine Products and valves Week, McGraw-Hill publication. A 
pharmaceutical firm is beginning pro- 
Star Stainless Screws Have duction on agricultural antibiotics, to 
Clean, Bright—and—Shiny Heads be sold in bulk to feed firms for mixing 


with their products. Later, the firm 
® STAINLESS SCREW CO. will make antibiotics for treatment of 
Come (oe foe ARmory 4-1240 poultry and livestock diseases, the 


230 Union Avenue Paterson 2, N. J magczine says. 
Direct NEW YORK Telephone: Wisconsin 7-904) 






for more 


WRENCH co. details. 


WORCESTER, MASS | 
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Atlas Chain 
Opens New Plant 


Atlas Chain & Mfg. Co. has opened 
1 new home ofhce and factory in 
Doylestown, Pa., on a three-acre tract 
where all operations will eventually 
be centralized 

The new 55,000 sq ft plant iug 
Northeast Philadelphia 
the present will re 
company official 


ments the 
plant which for 
main in operation, 
said. They described the move as 
part of a plan to increase and cen 
tralize facilities and gain space tor 
future expansion. One immediate ad 
vantage, they said, is increased space 
for sprocket production in addition to 
the chain manufacturing facilities for 
merly at the M St. plant in Phila 
delphia 

Within the vear, the company plans 
idditions to the new plant to house 
production and_ laboratory facilities 
now located at Ontario St., Phila 
delphi 

Plans | for 
the compan. entire establish1 
the Dov] town sit¢ Phe 
office adc remains unchanged 
570 West Randolph St 


eventual transfer of 


Norton Names 
New Factory Head 


Hugh T. Price, Jr., has been ap 
pointed factory manager of Norton 
Co.’s Grinding Machine Division, 
succeeding Iver G. Freeman, named 
vice-president of Reed-Prentice Corp 

Mr. Freeman has been with Norton 
38 years. Roland T. Nelson succeed 
Mr. Pri 


s production manager 


Joins Device Engineering 


William D. Addy, formerly with 
the Valve Division of Minneapolis 
Honevwell Regulator Co., has joined 
Device Engineering Co., Philadelphia, 
is regional field liaison engineer for 
eastern Pennsvlvania and 


New Jersey 


southern 





COLOR AND SHRINKAGE 


Dry-cleaning-shrinkage tests on Or 
lon-fleece fabrics have shown that 
blue and tan fabrics have exces- 
sive shrinkage, pink fabrics give bet- 
ter results and white fabrics better 
still, Textile World, McGraw-Hill pub- 
lication, reports. Color-fastness of the 
Orlon-fleece fabrics was reported good 











HERES YOUR LINE! 


Best for sales because best for service 


WITH THE FAMOUS RAWLPLUG LINE you can meet 


practically every anchoring requirement of every customer. 


And on top of that, youll help customers cut installation time 


and. costs and assure truly positive, permanent anchoring. 
The Rawlplug line is sold only through distributors. The 


line is constantly being developed as the leader in its field 


...and advertising tells all your customers and prospects 


about its outstanding advantages every month in the year. 
Write for the full Rawlplug story and start cashing in on 


today’s most efficient, fastest-moving line. 


RAWL PRODUCTS THAT BOOST SALES 


WLPLU 


Fibre screw anchor for use with wood 
or lag screws. Only universal anchor 
that can be used in any material. 
Wood screw sizes #6 to #20 
Lag screw sizes #% to #% 


WL-ANCHO 


Heavy duty masonry anchor of “con- 
fined lead type” for holding bolts. 
Made in one piece — double ended — 
cannot be misapplied. 

Bolt sizes 4%" to 1” 





IWL-DRIVE 


Only exp bolt combining anchor 

and bolt in one piece. Simple to use, 

easy to install. Drives like nail into 

drilled hole. Tremendous holding power. 
Sizes %," to 4” 





WL- 


The improved machine screw anchor. 
The taper permits use in under-sized 
holes resulting in saving of drill costs. 
Machine screw sizes—6 x 32 to %x 11 





WL BOL 


sPaing 


For simplicity of installation and se- 
curity of anchoring any fixture or 
utility in hollow walls or ceilings. 








= 


Three point easy to sharpen masonry 
drills for hand and power drilling. For 
Rotary drilling—vse Rawl Carbide 
tipped drills. 


RAWLPLUG CO., Inc. Ff 


271 Church §t., New York 13, N. Y. 
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(CAR MOVERS iO 


SPURS & HANDLES 
SPRING WINDERS 


- gf 
_™ Baal MIRE | 


@ CAR MOVERS in three 
types Power King for 
heavy duty No. 5 New 
Badger & No. 9 Badger for 
standard duty 

© SPURS ground and 
hardened to fit all makes 
@ HANDLES—Hickory & 
Maple to fit any type or 
make of Cor Mover 


A 











@ SAFETY 
HANDGUARD 

fits on the handle 
of any car mover— 
mokes car moving 
cafe 


* PORTER SPRING 
WINDER will make a 
wide variety of springs— 
useful wherever springs 
are made for replacement 
or small lots 


* We suggest that use.s buy thru 
their local distributor 


ADVANCE CAR MOVER CO., INC. 


APPLETON, WISCONSIN 














t for the job! 


>, > 
al ed 


ys, 
» 





A century and a quarter's experience in 
producing to highest quality standards goes 
into every foot of Wall Manila Rope. Re 


sult . . . rope that takes the toughest job 
in its stride, turns in consistently good 
performance. 


Wall is now available packaged in the 
popular sizes, in compact handy-dispensing 
cartons which keep the rope clean and 
ready for sale. These cartons occupy mini- 
mum floor space and are attractive dis- 
plays for “impulse” buying. 





WALL ROPE WORKS, INC. 
48 South Street, New York 5, N.Y. 


Factory: Beverty, N. J. 







MANILA *4 
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easy to use. 


Fast selling as well as 
fast acting te properly 
condition metal for a 
strong union. 


For stainless 
steel, sell Ruby's 
Stainless Stee! 
Flux — perfected 
for that metal. 


RUBY 


CHEMICAL CO. 
76 S$. MeDowell St. 
Columbus 8, Ohio 







Branch Stocks: 


Baltimore 
Boston 
Buffalo 
Chicago 
Cleveland 
Elisworth, Me. 
Houston 
Jacksonville 
Memphis 
New Orleans 
Norfolk 

Odessa, Tex 
Philadelphia 
Pittsburgh 
Portiand, Me 
San Francisco 









ROPE 


Easy to sell because it's 
the soldering flux that's 


Power Transmission Group 
Elects New Officers 


Raymond M. Katzenberger, New 
York ‘Belting & Packing Co., has been 
elected president of the New York 
Chapter of the Power Transmission 
Council for 1954-55. 

Other new officers are: C, N. La 
zuta, Boston Gear Works; vice-presi- 
dent; William J. Browne, treasurer; 
and Dan Pober, Flushing Electric Co., 
Long Island City, N. Y., secretary. 

Mr. Katzenberger, last year's vice- 
president, succeeds Wain Holt, Allis- 
Chalmers Mfg. Co., as president. 


Ouiing Planned June 4 


The New York Chapter will hold its 
annual Spring Outing at Schmidt's 
Farm, Westchester County, on June 4. 

Golf and other sports and refresh 
ments and dinner will feature the all- 
day program. Door prizes will be 
awarded. 


American Brake Shoe 
Opens Duluth Office 


American Brake Shoe Co. has an- 
nounced plans for new sales and tech 
nical service office in Duluth, Minn., 
to serve mining companies in the area. 

John V. Houston, Jr., formerly with 
the firm’s Headquarters Division in 
New York, will head the office. He 
has also been a castings salesman with 
the company’s Brake Shoe & Castings 
Division. 

Until the new facilities are ready, 
Mr. Houston will be located at Brake 
Shoe’s Ramapo Ajax Division office 
in Superior, Wisc. 


Elected to Credit Offices 


The Credit Men’s Association of 
Western New York has elected 
George E. Sisson, assistant department 
manager of Beals, McCarthy & Rogers, 
Inc., Buffalo, as first vice-president, 
and George W. Curtis, vice-president 
of Curtis Supply Co., Buffalo, as sec 
ond vice-president. 


Raymond Plans Expansion 


The Raymond Corp. is construct 
ing a new single story pliant to ex 
pand facilities at its Greene, N. Y., 
works. The first 15,000 sq. ft., to be 
used by assembly departments, was 
scheduled for completion in_ late 
Spring. 


To Handle Reynolds Line 


Reynolds Metals Co. has appointed 
Industrial Metals, Inc., Kansas City, 
Mo., to sell its aluminum mill prod 
ucts. 












































Allis-Chalmers 
Re-elects Officers 


Allis-Chalmers Mfg. ( 
elected W. A. Roberts 
ind renamed other officers 

Among other officers re-el« 
R. S. Stevenson, executive 
dent; ] W. McMullen, vi 
in charge of transformers 
gear, and J. L. Singleton 
dent in charge of the gener 
ery division Named 
machinery division post 
Greensward, vice-president 

ctor of manufacturing; ]. | 

resident and direct 
veering: C. W. Schw 
dent and director of sal 
Yost, vice presid nt, gen 


Named to Division Posts 
QM. V. Tally has b 


ctor of industmial 
Chalmers’ general mac! 
Other new appointment 
on are: J. S. Morgan 
ind W. L. M 

general purpose equ 
Mr. Tally, who has 
hrn New York, Wa 
Philadelphia district off 
tationed in St. Louis a 
the Midwest region sin 
Morgan has been a t 
the switchgear departmer 
Mr. Manly vhe 

in 1935, 4 


New Region Formed 


l 


Allis-Chalmer has 
NX thu } 


Mil 
Dar 


Burrus Heads Midwest 
Mr. Tall 
in St. Loui 
Milwaukec 
[his region 1 
Lou India 
Louisville, Kansas Cit 
Omaha office 
district 
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STRIPPER BOLTS 
Accurately ground 
body diameters, 
undercut to per- 
mit tightening 
flush to shou!der. 
Stronger, more 
durable. 


BLUE DEVIL 
SOCKET SCREW PRODUCTS 


Key to the growing demand 

for these precision made Blue Devi! 
fasteners is the strong emphasis 

we place on design — modern, 
functional, right for every require- 
ment. They belong in your 

design picture, too! 


CAP SCREWS 

“Diagonal Knurled” heads ys 
diameter and smalier) ah 
faster hand assembly. Class 3 fit. - 


s—a- 


SET SCREWS 
Suppiied with 


round th: eads 

%” ciam- 

eter ew 
i is oF 


Flush type for use 

with countersink. iy 
Tamper proof, slot 
stripping elimi- 
nated. 





6500 Avondale Avenue + Chicago 31, Illinois 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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WITT CANS 


—_ Longer 
.. Sell Faster 


Satisfied users report that a WITT survives 
severe treatment that wrecks the ordinary con- 
tainer. They demand WITT CANS and PAILS 
to get the best buy, regardless of price. Sell the 
Can that sells itself, WITT. . . guaranteed to 
outlast 3 to 5 ordinary Cans. Here are a few 
fast sellers 


ASH AND 
GARBAGE CANS 
AND PAILS: 


5 Con Sizes—12 ‘4, 16, 
20, 27 and 33 gol. ca- 
pacity. 4 Poil Sizes— 
5, 6-3/5, 0% and 10 
gal. 





ONLY WASTE CANS: 

7 Sizes, 5 to 30% gol. capacity. 
Hand or foot-operated covers. 
Approved and labeled by Under- 
Laboratories, Inc., and 
Associated Factory Mutual Fire 
Insurance Companies. 


writers’ 





ROLLER CANS: 
idea! for storage ond handling 
of liquids and solids. 20, 27 and 
33 gal. capacity. Plain or corru- 









geted bodies. iron or rubber 
wheel casters. Regular or flat 
covers. 


OTHER WITT PRODUCTS: 


Underground Gorbage Receivers, Hooded Cans, Hoist- 
ing Cons, Mopping Pails, Extra Lorge Refuse Cans, Con 
Dollies and specially designed Cons 


WITT CANS AND PAILS 


HAVE THE “RIGHT > 


“Originotors of the Corrugated Can" 





1 THE WITT CORNICE COMPANY 
1 211) WINCHELL AVE. CINCINNATI 14, OHIO 


Please send me your FREE Catolog 


z 

Q 

] 

. 
ee | 


lin New 
| York. 


England, succeeding Mr. 

Mr. Burrus joined the company in 
1937, and had been manager of the 
Portland district before being named 
Milwaukee manager in 1950. Mr 
Smet has been manager of the Hart 
ford district office for a year. He had 
been manager in New Haven for three 
vears before that. 


Engineers Named 

R. C. Allen has been named director 
of mechanical engineering and L. J. 
Linde director of electrical engineering 
for the general machinery division, 


Allis-Chalmers 


Representatives Appointed 
Among firms named recently to 
handle Allis-Chalmers lines are: The 
Cascade Farm Machinery Co., Silver 
ton, Ore., for pumps and ““Texrope” 
drives; S. A. Long Co., Wichita, 
pumps; Industrial Electric & Supply, 
Inc., Rapid City, S. D., and Termal 
Supply, Houston, Texas, ““Texrope” 
The Electric Motor & Machine Sen 
ice, Henderson, N. C., motors, con 
trols and “Texropes”; The Trester 
Service Electric, Inc., Milwaukee, 
motors, controls and transformers; and 
The Virginia-Carolina _ Electrical 
Works, Inc., Norfolk, named a certi- 


fied shop for motors and controls. 


A.M.A. Plans Conference 


How business can tighten its belt 
for the current readjustment and at 
the same time be ready to capitalize 
on future expansion opportunities will 
be the theme before a general confer- 
ence to be held by the American Man 
agement Association June 21-23 at the 
Hotel Statler, New York Citv. Some 


S00 executives are expec ted to attend 


To Sell for Parker 
[he Parker Appliance Co. has ap 


pointed Standard Products, Inc., 
Tulsa, Okla., and Argo & Co., Bir 


minghani, Ala., to handle certain of 


its lines 





CATALYST MUFFLER 


A new muffler for automobiles will 
be on the market sometime after Jan. 
1, National Petroleum News, McGraw- 
Hill publication, says. The muffler has 
a catalyst said to eliminate unburned 
hydrocarbons and other objectionable 
substances in exhaust gas. Of much 
heavier gauge steel than current muf- 
flers, the new product will sell for $40 
to $50 and will be built to last the 
life of the car. 
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Kan., | 


Without them it would 
be impossible to clamp work 
to machine tool tables. Every 
distributor should at least 
carry a small stock to in- 
sure prompt customer service 

Now packaged for your 
convenience 
Immediate deliveries from 
stock any quantities 





SELTZER & CO, 


tAtl 


PdHLL 








MERRILL 
MATERIALS HANDLING 


DEVICES" 









$:.' 


LIFTING CLAMP 
eeeeeeee 


ks 


HAND GRIP 
eeeeeneeed 


TWIN LIFTER 
eeeeeeee 


°& 


4 SIZES 


i 


DRAG CLAMP DRUM OPENER 


MERRILL BROTHERS 
56-16 ARNOLD AVENUE 
MASPETH, N. Y. 











V-BELT stock pleases 
president Dabnev-Alcot 
Memphis 





Babcock & Wilcox 
Opens Cincinnati Office 


The Tubular Products Division of 
The Babcock & Wilcox Ce has set 
up a new district sales office in Cin 
cinnati for an area including southern 
Ohio, southern Indiana, Kentucky, 
Tennessee, Alabama, Georgia, South 
Carolina, North Carolina and Florida 

Henry W. Doctor, a salesman f 
the past seven vears in part of th 
same territory, has been named sale 
manager of the district 

W ith Babcock & W ilcox since 
1933, Mr. Doctor served with the 


purchasing, production and order de 


partments before World War II. Dut 
ing the war, he set up a priorities unit 
for the Tubular Products Division and 
served as manager of the general sales 
office at Beaver Falls. Since 1947 he 
has worked as a salesman out of Beaver 
Falls, covering southwestern Pennsy]l 
vania, scuthern Ohio and Indiana, 
Kentucky, Tennessee and Alabama 


Mathews Conveyor 
Names Representative 


H r‘ ld | Heuser h 
in harge of sal of st 
convevors in the Cleveland 
Mathews Conveyor Ci 

He will work from the 
Cleveland office with tw 
neers, A. B. Avans and C 


Add to Research Fund 
The American Society of Tool En 


gineers has added $100,000 to its f 

for research in production methods 
The sum will be used by the group’s 
Research Fund Committee headed by 
R. B. Douglas, of Montreal, Canada. 


vou 


= i 
> ld “ 
. 4 


CAN'T 
MISS 


( When You Have a Complete 
Line to Sell!) 


-“« 
> 


Industrial distributors never know what type of 
ventilating or cooling problem the next mail or 
phone call will bring . . . But no matter what the 
problem, distributors who sell CHELSEA can 
quickly recommend a type and size fan that will 
solve it and close the sale! . . . Chelsea offers a wide 
variety of styles and capacities for every industrial 
use—each manufactured to the highest quality 
standards for long, trouble free performance—plas 
a firm policy of selling only through authorized 


industrial distributors. 


TYPE PLDX 
Duct booster fan. Non-overloading 
for high static pressures. 


Complete roof penthouse unit 
For general ventilation. 


Every Chelsea fan has “Certified Ratings”. You can depend upon 
—<——- accurate, carefully calculated air deliveries exactly as advertised. 


CHELSEA FAN & BLOWER CO., INC. 


PLAINFIELD, NEW JERSEY 
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“CADET” GRINDERS 


by Standard 


IMMEDIATE 
DELIVERY! 


1H. P. To 7'2 H. P. 


Grinding 
Type H.P Wheels 


10 BAP l 10x 1% 
24 FAS 2 2x2 
36 FAS 3 14x24 
40 FAS 5 14x3 
50 FAS 5 18x3 
70 FAS 7% 20 x3 


Equipped with adjustable exhaust 
guards, adjustable spark breaker and 
work rest. Tool tray and water pot 
Enclosed bearings. 


Write for catalog 114 


THE STANDARD ELECTRICAL TOOL CO. 
2520 RIVER ROAD CINCINNATI 4, OHIO 








1,175,310 Readers 
Per Month... 


* More Leads 
* More Prospects 
* More Business 





Dramatic, action-provoking ads are being seen by mil 
lions of prospects in the industrial field as a result of a 
most extensive and consistent advertising program. Pre 
tested appeals, in “proven best’ magazines are only 2 
of the many factors responsible for the ever increasing 
demand for Procunier Tapping Attachments. Alert Dis 
tributors who stock and recommend Procunier to quality 
and cost conscious users are cashing in on the current 
accelerated demand for “‘Procunier”. Versatile Procunier 
Tappers have been aptly called “the line that sells auto 
matically’’—here's why: 


They'’re built to rigid standards of accuracy and depend 
ability; they provide longer hours of efficient tapping. 
with fewer costly shutdowns, less parts spoilage and 
broken taps; they enable operators to handle more work 
with greater ease; they offer faster, smoother action 
longer life, less wear, with a minimum of maintenance. 


Find out how you too can get on this bandwagon of 


sales profits by stocking and selling Procunier Tapping 
Attachments—-write today for details. Dept. 6. 


PROCUNIER Safety Chuck Co. 


12-16 S. Clinton St. Dept. 6 Chicago, Ill. 
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Clark Forms 
Leasing Firm 


Clark Equipment Co. has formed a 
new subsidiary, Clark Leasing Corp., 
to finance leasing of its equipment on 
a national basis. 

The move follows a six-month test 
program during which Clark operated 
an equipment leasing plan under a 
bank-financed arrangement, officials 
said. 


Starts New Plant 


Clark Equipment has started con 
struction of a new manutacturing 
plant on a 100-acre tract near Benton 
Harbor, Mich. It will produce heavy 
construction equipment 


Eutectic Plant Opened 


Eutectic Welding Alloys Co. of 
Canada has started production in a 
newly acquired plant in Montreal. The 
firm will serve Canadian industry with 
the same special purpose alloys as 
manufactured by the parent company 


it Flushing, N. Y. 


To Sell for Ottemiller 


Wm. H. Ottemiller Co. has ap 
pointed Hammeal & Lawrence Co., 
Wethersfield, Conn., to serve as 
manufacturers’ representatives for th« 
company’s lines in Connecticut, 
Maine, Massachusetts, New Hamp 
shire, Vermont and Rhode Island 


ElectroLift Expands 


ElectroLift, Inc., has combined 
sales, engineering and manufacturing 
facilities in a new, larger plant in 
Clifton, N. J. 





“| wouldn't know when would be the 
best time to get him in a good mood 
I've only been here eight months.” 





Make Time Count, 
Salesmen Advised 


Two good calls, carefully planned in 
terms of customers interest, are 
enough im one day for any good sales- 
man, Willard Fox, market 
director of Remington-Rand, Inc., be 
lieves. 

“ A salesman’s only asset is time plus 
product knowledge,” Mr. Fox told a 
recent meeting of the New York Chap 
ter, Power Transmission Council. ‘That 
means, he said, that time must be car 


fully conserved, and calls directed at 


researcn 


prospects, not “suspects.” 

“Tf the average salesman’s call 
$16, that means you need an order for 
$160 on each call—but actually, you 
only average one order out of every 
three calls, so you are really shooting 
for a $500 order at least,” he stated 

You'll probably be better off making 
two good calls instead of seven, if 
vou’re a smart salesman.” 

What makes the difference between 
selling and order taking, he said, is 
what the salesman puts into each call, 
and how he applies his time-plus-prod 
uct knowledge asset. This requires 
careful planning of calls: “For every 
5 minutes you spend in your pospect’s 
office, make sure that you have spent 
at least 15 minutes in your own office 
going over exactly what you are going 


to say to him,” he said 


Put Customer First 


Success, he said, depends above all 
on the salesman’s attitude. ““You must 
forget about your own interest, which 
is to make a sale, and think entirely in 
terms of the customer’s interest 
namely, why he would benefit from 
buying from you.” 

He advised salesmen to study a cus 
tomer’s operations so well that they 
know actually “more about his prob 
lems than he does.” Otherwise, he 
said, salesmen are only selling a prod 
uct, which they may know enough 
about in itself, but which means noth- 
ing to the buver to recommend its 
purchase over a competitor’s product 
unless its benefits are carefully ex 
plained in terms of what exactly it will 
do for him. 

Before he’s ready 
customer, said Mr. 
should ask himself 

1. “What is this man’s 

dissatisfaction?” 

“How, when, where, 1 

do a better job 

some one else?” 

“Do I know as much 

ibout his own problem than he 
does?” ; 

Also, before entering the custom 
‘fice, the salesman should have 

1 mind: 


mous \ameplates 


Just as “a man is known by the company 
he keeps’’a machine tool can be judged by 
the nameplates it carries. 


SHELDON TS-56B 
11\4" Swing, 56" Bed 
1%" Hole through spindle 
“Zero Precision” Tapered Roller Bearings 


Write for Catalog 


2 SHELDON MACHINE C0.,INc. 


& 4232 N. KNOX AVE. ¢e CHICAGO 41, ILLINOIS 
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Ask yourself 


these questions 
before you stock up 


on pipe unions again 


Are the unions you're selling de- 
signed having a truly spherical 
ball joint with brass seats re- 
cessed for protection and free 
flow? 


Ne the unions you handle have 
octagonal ends so that they may 
be easily tightened with any type 
wrench? 


Are they plainly marked tor 300% 
pressure? 


Are they made of Air Furnace 
Malleable Iron having a tensile 
strength of 55,000 p.s.i. and air 
tested before shipment? 


If you can't answer “Yes” to ail these 
questions, you're not selling 


CPSON 


UNIONS 


. « @Qnd you're not in position to 
make selling capital of all these fea 
tures which are back of Jefferson's 
reputation and acceptance for high 
quality, maximum service and econ 
omy. 


Jetierson offers OWG 20002 to 2” and 
10002 up to 4”. In the complete line 
are included AAR male and female 
unions, Enduro 3002, Excel 2502 and 
Master 1502 unions. All iron sets are 
also available in all types 


Cash in now on the com- 
pleteness of the Jefferson 
line, its outstandingly supe 
rior performance and exclu 
sive features. 


a 
JEFFERSON 
UNION CO. 


671 West 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 





Why he’s there. 
What he will say in every situa- 
tion he can imagine. 

3. What he'll find there. 


Study End Use 


“The salesman who knows his cus- 
tomers so well he coukd sit down at 
their desks and conduct their opera- 
tions for them won't have to worry 
about sales,” Mr. Fox said. He urged 
salesmen to make a study of the cus- 
tomer’s end use so that the full line 
could be sold, and other products re 
lated to the first one sold. Salesmen 
who neglect to do this, he said, are 
passing up a much larger potential than 
they would find by beating the bushes 
with many calls a day. 

“If you’re a gambler, and believe 
that because of the law of averages 
you'll get all the sales you need just 
by making enough calls, then you 
might as well give up and go to the 
racetrack, where, you stand just as 
good a chance to profit by pot luck,” 
he said. 

Mr. Fox, who has had a long career 
in sales and market research, is the 
author of two books, Profitable Con 
trol of Salesmen’s Activities, published 
by McGraw-Hill Book Co., and How 
to Use Market Research for Profit, 
Prentice-Hall 


Reliance Adds to Staff 


Reliance Electric & Engineering 


Co. has added H. Bigelow Moore to | 


its staff of sales application engineers 
in Philadelphia. He headed industrial 
sales for Nickel Cadmium Battery Co. 
before joining Reliance in 1953 


Named by Taft-Peirce 


The Taft-Peirce Mfg. Co. has ap 
pointed Richard F. Coe as advertis 
ing manager 





CABBAGE FOR ULCERS 


The ulcer drug quest has moved 
from the laboratory to the vegetable 
garden, according to Chemical Week, 
McGraw-Hill publication. .A cabbage- 
juice concentrate, developed at Stan- 
ford University School of Medicine, 
appears to speed the healing of peptic 
ulcers, and to rapidly reduce painful 
symptoms of the affliction. Bene- 
ficial action of the concoction is be- 
lieved to be due to vitamin U—an 
unidentified factor that is supposed to 
protect the digestive tract from pepsin. 
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THANK YOU 


. for visiting us during 
the Triple Industrial Sup- 
ply Convention in New 
York City. 


We will maintain our 
Time - Tested, Sound Dis- 
tributor Policy, and 
Buckeye will continue to 


serve you well. 


BUCKEYE BRASS & MFG. CO. 


Cleveland 3, Ohio 





with Lae 


THE TRADE CALLS 


for 
DYKEM 


STEEL BLUE. 


Ste bay ay ot 


(raking 


Dies and 


Steel 8 


A end package 8-oz. can fitted with 
3akelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Lovis 6, Mo. 








Market Development Plan 
Can Save Salesmen’s Steps 


“Seiad pias juliet: Fairbanks Products 


the rule, but planned marketing 


grams are the exception.” | for 


That's the way Robert 


supervisor of distributor sales for 
Armco Steel Corp., describes a situa PROFITS Plus 


tion that he feels needs 
industry is to meet 
of more efficient selling 

Modern m irket cde ve le pric I ¢ Fath) Gael 
told the American Steel Warehou 


Association at its recent annua 


t toda\ 


ing, can save steps for the salesman 
leading him more than halfway t 
sale, but only if the program 
organized. “A market devel 
program 1s not an expense, Dut 
vestment in sales efhiciency. W<« 

be willing to make this investn 

is we are willing to inves 

shear, a new truck, a new | 
salesman.” 


By a program, he said, 


more than just deciding to 

certain sum on advertising, but 

a plan for advertising and sales 
motion carefully worked out in terms 
of over-all and long-range objectives 
I don’t mean a program based on 
gimcracks, Christmas gifts and Mari 
lvn Monroe calendars. I have no doubt 
that Marilyn Monroe cal 
ittract favorable attention 

ittract attention to the pr 


, 1]; ei 
ire Seiing 


Fairbanks 
Steel Casters Fairbanks Trucks 





The program, he said, 
based on 

1. An analysis of the market 

2. An analysis of product the firm 

has to sell 

An established gi b t Fairbanks Wheels 
firm wants to do 
The selection of the mos 
method of getting the 





Fairbanks products assure profits plus, Profits plus for you in 
customer satisfaction. Profits plus for you in faster easier sales. 


Broad Functions Needed Fairbanks Valves are standards for dependability. Sound engineering, 
tomnne the function F rugged construction, have been proven in service. You and your cus- 
Ong tme Tunctions OF a n 
: Mi Nelcor tomers get a complete line of bronze and iron body valves! 


Fairbanks Trucks — American industry runs on Fairbanks Trucks. Their 
rugged construction, smoother operation, takes the load off your cus- 
tomers’ minds. The most complete line of hand trucks, platform trucks, 
and dollies for every kind of service. 


Fairbanks Steel Casters are revolutionary achievements in design. Give 
your customers many exclusive advantages. The “Lock-weld” construc- 
tion eliminates the king-pin, the cause of most caster failures, and sub- 
stitutes an all welded structure providing greater strength and rigid 
alignment for easier swiveling. 


Development of ma 

{ iS 1 guide to 1 | 

program and as an aid 
management 


Sales promotions a 


r } 
the 


Fairbanks Wheels —- A complete line to insure the ultimate in customer 
satisfaction. There’s a wheel for every type of service to fit your cus- 
tomer’s precise need. 


Dart Unions — General distributing agent for Dart and Pic Unions. 


manag 


ind 


393 LAFAYETTE STREET 
NEW YORK 3, WN. Y. 


in ind custon I } = & \ 
Appoint a Manager = Fairb anks Branches: New York 3 


One of the essentials of a good | COMPANY Pittsburgh 22 
} } +} a a Boston 10 * Rome, Ga, 


Tam, ne Saki, 18 the 
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B-RIGHT-ON 


SOCKET 


Sikh 


That's what B-Right-On 
distributors are saying, proof 
that Brighton's fair play policy 
is giving distributors extra 
profit, creating extra customer 
good will, Here are the three 
important parts of Brighton's 
distributor program: 


PRODUCT — Consistent high quality 
to win the approval of men on both 
the assembly and the buying line! 


PROMOTION — Persistent advertis- 
ing supports the distributors, re- 
minds users they can count on their 
Brighton distributor! 


POLICY —B-Right-On's business is 
based on selling through the dis- 
tributor, backing up bis salesmen 
with factory experts, and bis stock 
with centrally located factory re- 
serves! 


Think about it for a moment. If 
vou are considering a line of socket 
screws, you owe it to yourself to get 


complete details. Write for the 
B-Right-On Distributor Profit Plan. 





SCREW & MANUFACTURING Co. 
1827 Reading Road Cincinnati 2, Ohio 





SCREW 


PRODUCTS 
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a responsible executive who is trained 
and able to take charge of market de- 
velopment. “You can’t give the job to 
a mailing list clerk or to a kid just out 
of high school and expect results. 
Neither can you call in an advertising 
agency, pay a fee and forget it. A good 
agency can help get the job done, but 
the nature, content and direction of 
the program must come from your own 
firm.” 

He pointed out that whether the 
post was a full-time or only part-time 
one, the responsibilities were the same 
and had to be clearly defined. Size of 
the firm, he said, made no difference in 
the need for the specific function. 


Direct Mail is Rifle Approach 

Service, said Mr. Nelson, is_ the 
only general theme a distributor can 
advertise. “Beyond that theme, it’s 
necessary for you to know your cus 
tomers and prospects intimately and 
be able to nfle shot interest informa 
tion to them on the products which 
they are or should be using. This calls 
for the extensive and intensive use of 
direct mail.” This, he said, should 
not be of the “broadside variety, but 
carefully directed to the right firms 
and individuals depending on their 
needs and interests.” 

Good direct mail, he said, depends 
on a market survey of all territories 
lo get a useful mailing list for the 
market development manager, each 
salesman, he suggested, should be re 
quired to fill out a basic report on each 
customer or potential customer in his 
territory, containing the following in 
formation: 

1. Complete name and address of 

the company. 


2. Names and titles of all persons in 
the firm who influence the put 
chase of material. 

3. Type of business. 


4. Manufacturing operations pet 
formed. 

List of products or materials 
which the company buys or for 
which they are logical prospects 

6. Data on sizes and amounts used 

for various products. 

In addition to being accurate, he 
said, lists reported by salesmen must 
include not only purchasing agents, 
but all other executives who influence 
purchasing. “The purchasing agent is 
flooded with direct mail, much of 
which is of very little interest to him 
[This is occurring daily while other 
persons in the plant are hungry for 
information.” 


A 


Get Behind the Purchasing Agent 


Direct mail, he said, could do an 
uutstanding job in arousing the inter 
est and getting the preference of pet 
sons in the plant other than the pur 








DIAMOND 
WHEELS 


thet meet 
ANY competition 


We need wider 
distribution for this 
complete line of 


ooo Oo 


famous quality wheels, 


CODCO00ODO0+ 


points and hones. 


oo 


Extremely fine products 
at competitive prices 
plus quickest delivery 
makes United States 
Diamond Wheel Co. 
the best line for you. 


SOOCOOCOC 


Write now for our extremely 
attroctive offer. We need 
distributors who specialize in 
selling cutting tools. 


UNITED STATES DIAMOND WHEEL CO. 


1838 Illinois Avenue Aurora, Illinois 





chasing agent. “Even if your salesman 
can easily reach these people, he does 
not have the time to see all of them 
on every call and do market develop 
ment work. He must concentrate on 
making the proposal and getting the 
order—with the purchasing agent.” 


He cited as an example an aircraft Harrington makes large, heavy duty 


plant where a salesman regularly con y 
tacted only three persons, though 45 Pp | bY d T il y 
‘thers influenced P heii purchase of eerless Olsts an roneys too 
materials. At another firm the sales- 
man regularly contacted 6 men, while 
55 others influenced purchases 

The persons not contacted, he sai 
were in maintenance, production, en : . 
gineering and sales management. Th« lrolleys convey loads from 4 to 20 tons along I-beams. 
depth of penetration of direct mail When you sell Harrington Peerless, you can satisfy most of the hoisting 
might well turn their preference fo requirements of industry, and delivery on all of these products is good. 
yne¢ product over another. For more information, write us 


This 15-ton Model C Peerless Hoist is a typical example of the diverse 
line of hoist products made by Harrington. 

Peerless Packet Hoists handle the light loads—!9 to 2 tons; Peerless 
Model C Hoists lift the heavier loads—'4 to 60 tons; and Peerless 


Select Mail Pieces Carefully 
Mr. Nelson stressed the need 

hoosing mailing pieces carefully, a 

rding to the function of the 

idual receiving it. He listed several Peerless Bearcat Model D 
° Model C , Electric |-Beam 
: Hoist Hoist Trolley 

The purchasing agent 


ested in where he can bu 


viue‘prse so he socit's HARRINGTON PEERLESS HOISTS 


stock lists, pric ists, a¢ 
inf ah ation a see a THE HARRINGTON COMPANY, Gravers Road at the Turnpike, Plymouth Meeting, Pa. 


1 


1@ IIKC Make rs of Hosts Since 1876 


, 
+} 
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Sure, other people 
make sledges, 


but... 


Put a Warren-Teed Sledge next 
to any other sledge and compare 
them point by point. Right down the 
line, Warren-Teed Sledges pack a bigger 
sales punch. 

Check that bright, distinctive Dutch-Blue lacquer; 
the shining faces; and note the smooth radius that gives 
Warren-Teed Sledges greater balance and greater ac- 

curacy regardless of whether they strike high or low. 
But you can’t see everything. Take the steel — it’s special open 
hearth steel forged as only the“World’S™laxgest exclusive maker of 
heavy hand tools can forge it. See the number? / That's a heat number 
verifying {H@~exact.content of the steel, You.can't see heat treating either, 
but it’s there . . . deep and even in the places where it's most important. 
And finally, to cut your handling costs and boost your sales, these famous 
sledges are packed in tough, attractive cartons that make eye-catching display 





pieces. 
Get the complete story on Warren-Teed Sledges. Clip the coupon and send 
it to us. You'll be on your way to new sales and repeat sales to even the 





most demanding customer. 





Sales Manager 
Warren Tool Corporation 
Warren, Ohio 


® O. K. We want the complete Warren Tool story. 
al E E D (1) Have your salesman call 
" mark ( Send us Catalog No. 853 
NAME 


WARREN TOOL CORPORATION TITLE 
Manufacturers of Warren-Teed and Devil railway track tools baggy 














General Offices . . . Warren, Ohio ciTy 
Export Division . . 30 Church St., New York 7, N. Y. 
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lhe production manager is in- 
terested in cutting manufactur 
ing costs, training his men to do 
i better job, avoiding waste and 
breakage, so he should receive 
production tips, training aids 
etc 

rhe plant engineer or designer is 
interested in making 


ments in design which will make 


lin prove 


machine, cut costs or 
increase saleability, so he wants 
ipplication data, design tips and 
cost-cutting data. 

The sales manager is interested 


1 Detter 


in more sales, so he should get 
information on products that 
wil] make him think of sales fea 
tures of his own products and 
make it easier to sell 
Distributors, said Mr. Nelson, 
should establish themselves as “‘founts 
of information” as well as sources of 
supply if thev want to arouse the in 
terest of men in the customer’s plant 
bevond the purchasing agent 
Salesmen’s Time 


How to Save 


Broadly, market development has as 


its objective the actual saving of sales 
men’s time and increased efficiency of 
selling effort, Mr. Nelson said. He 
pointed out that there are five steps in 
the selling process: (1) contact; (2 
arousing interest; (3) creating prefer 
ence; (4) making the proposal, and 
(5) closing the sale. 

“While the first three jobs can be 
done, and in many cases are done by 
the salesman, it is an economical use 
of his time,” he said. But today, with 
sales calls averaging somewhere be- 
tween $12 and $20 a call, “we can’t 
afford to have our salesmen making 
cold turkey calls, arousing interest, 
creating the desire for our product, and 
developing inquiries, any more than 
we can afford to have our accountants 
loading trucks.” 

Market development, properly han- 
dled, he said, should be able to pre 
pare the way for the salesman so that 
ill he has to do on most calls is to 
make proposals and close sales 


Named by Bassick 
subsidiary of Stewart 


Bassick Co.. 
Warner Corp., has elected Joseph T 
Foerth, controller and a director, as a 
vice-president of the company. H« 


has been with Bassick since 1912 


SIMPLEX 


Charts the Way 
to More Jack Sales 


@ With more than 125 different Simplex 


Jacks to choose from, have you ever won- 
dered “Which Jack shall I recommend to 
my prospects?” Probably you have—plenty 
of times. The chart below is designed to 


help you answer this question when it comes 


to Simplex Jacks for construction jobs. 


USES OF SIMPLEX JACKS IN THE CONSTRUCTION FIELD 


RATCHET LOWERING JACK APPLICATIONS 


Sales Points 





Moving and installing | 


equipment 


Repairing tractors 
trucks, cranes 


Moving buildings 


Extra heavy 

equipment, railroad 

cars, ey rigs, 
f 


Mode! 224A and pulling 


ill pipe | 


Ratchet 
Lowering 


Ratchet 
Lowering 
Geared 





Fastest of all types of Jacks. 
Ratchet Lowering—cannot be 
tripped. Lifts full capacity 

on Cap OF toe 

310A pivots on base—lifes 
on cap, toe, cap shoe, or chain. 
##A1022 has aluminum alloy 
housing for lighter weight 

and easier handling. 


Gear and pinion for speed 

and easy operation under heavy 
loads. Nos, 126 and 127 have 
right and left hand coe lifts, 
respectively, for use as pairs. 


Awarded the only Gold Medal 
for Safety of Jacks by the 
American Museum of Safety. 





SCREW JACK APPLICATIONS 


Type 


Sales Points 





Temporary support of 
trenches, side walls 


Welding, wrecking 
and -— — 
structural steel, 
buckets, etc. 


Moving and shoring 
buildings 


Trench and 
Timber Braces 


Push and 
Pull Jacks 


4-Way and 
Ratchet Head 
rew- Jacks 
Shoring Jacks 


Safely handles any width, grips 
at all angles, can nailed in 
place, drop forged, inexpensive. 


Pushes, pulls, clamps, spreads 
for easy, positive alignment 


Inexpensive, safe semi or 
permanent support 





HYDRAULIC JACK APPLICATIONS 


Type 


Soles Points 





Pre-stressing concrete. 
Lifting, lowering, 
—_— or pulling in 
imited sps_< 


Engine and compres- 
sor maintenance 


Heavy duty lifting 


Jenny *‘center- : 
or lowering 


hole’’ puller 





Re-Mo-Trol 


Jenny 


8 Standard 
Models 








Remote controlled ram or puller 
gives torque-free pull or push. 
Safe, handy to use. 


“‘Center-hole’’ permits torque- 
fee pull or push. Ideal for pull- 
ing liners, pistons, pins, etc. 


Easy operation, efficient horizon- 
tally as well as vertically. 





Re-Mo-Trol Ram 
Puller 


CAN YOU IDENTIFY HIM? > 


It's worth $10 to you if you are the first to send us 


his name. t 
sailor's salty cap and nautical 


Just a hint—menrally strip 
surroundings, add 


away this 


twenty five years to his face and picture him in his 
job as a salesman for a principal distributor of indus- 


trisi supplies on the east coast. Now 


who he is? 


WORLD'S LARGEST 
MECHANICAL AND 


you know 


MFGRS. OF INDUSTRIAL 
HYDRAULIC JACKS 


TEMPLETON, KENLY & CO. 
2523 Gardner Rood 
Broadview, Illinois 


Assists District Sales 


Thomas J. Gerwig has been ap 
pointed assistant district sales manager 
in Chicago for Republic Steel Corp 


RE-MO-TROL JAC «4s JENNY 
UTH-A-TOOL ROL-TOE 
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Can Help You Sell 


BIG ORDERS for 


Sell Besly Taps on the important 
jobs, where tap performance is 
closely watched, and you'll sell 
Besly Taps for almost every tap- 
ping job in the plant. That’s be- 
cause Besly Taps really prove their 
quality to your customers when ac- 
curate, dependable tapping is vital. 





ASK US about the Besly Distributor Plan for 





profitable selling and servicing the 25% of 
the plants that buy 75% of all cutting tools. 
it will pay to get the details. 














Asking this Question 
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Besly helps you get leads on the im- 
pressive jobs with a consistent ad- 
vertising program, offering tap trials 
on user’s toughest jobs. These leads 
plus Besly’s engineering counsel, 
order handling and delivery insure 
of satisfied customers that will give 
you high volume, repeat business. 


BESLY-WELLES 


CORPORATION 


Established as Charles H. Besly and Company in 1875 
106 DEARBORN AVE. e@ BELOIT, WISCONSIN 








NO.22 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY 


FEATURE THESE 


Starrett 


Se 


SINCE 1880 WORLD'S GREATEST TOOLMAKERS 


STARRETT ITEMS 


IN YOUR “DO-IT-YOURSELF” DISPLAYS 


Do-it-Yourselt With 


STARRETT Too 


opey 


} 


If you do an over-the-counter | 


su 


facilities to set up an attractive disp 


cash in on the booming ‘Do-It-Yourself 


— P 


— = PoHiAF 7i7~ 


siness and have the window or counter 
lay, you are in an excellent position to 


market. The thing to keep in 


mind is that for every do-it-yourself enthusiast who can afford expensive 


power tools, there are thousands wh 
utility. 
The following Starrett Too 


their wide appeal to all types of | 


o need and will buy basic items of wide 


ls will make an excellent display because of 


\obbyists, handymen and home work- 


shoppers as well as to professional mechanics. 


. 530 Stee! Tape — 50’ 
500 Steel Pocket Tape — 60” 
11 Combination Square — 12” 
33 Combination Square — 4’ 
436F Micrometer Caliper in Case — 1” 
230F Micrometer Caliper in Case — 1” 
153 Hacksaw Frame 
815 Toolmakers’ Hammer 
1010 Dial Indicator Pocket Gage in Case 
600, 320R, 320 or 328 Rules — 6” & 12” 
555 Screw Driver 
132 Level — 12” 
800 Nail Sets 
236 Depth and Angle Gage 
86A Hand Vise with Clamp 


No. 77 Dividers and No. 74, 75 Calipers — 4” 
No. 596 Penci! Dividers 
No 
No 


No 


93 Tap Wrench 

565 Drive Pin Punches 
418 Hook Rule — 12” 
No. 129 Bench Block 
No. 588 Ready Reference Table with Rule 


No. 185 Tap and Drill Gage 


v) 


No 


243 Hermaphrodite Caliper — 6” 
92 Divider — 6” 

No 
No 


70A Pocket Scriber 
22C Drill Point Gage 
No. 425 Pocket Slide Caliper — 3” 
249 Screw Slotting Blades 


rrett Book for Student Machinists 





SOO 48 


MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS «+ DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
MACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS., U..S.-A. 





THIS IS THE SEASON 
TO FEATURE STARRETT 
TRANSITS AND LEVELS 


Right now, 


tors, farmers, masons and landscapers 


when builders, contrac- 


are starting their busy season, is the 
time to feature and display Starrett 
Transits and In all of 
helds there is a real need for a practical, 
low cost instrument for jobs like laying 
out building lots, locating foundation 
walls and batter boards, lining up con- 
crete forms, laying out drainage or ir 
etc. In talking up 


and Levels, stress the 


Levels these 


rigation systems, 
Starrett Transits 
fact that they can be used without en- 
gineering training and are ideal for 
rugged jobs in place of high priced in- 
struments 

And don't forget to tie in sales of 
Starrett Steel Tapes 


He tried to sell Mi 


Satin Chrome Finish 


a ometer without Starrett 








CCO Registered‘ Sling Chains 


"ACCO REGISTERED” 
MEANS... 


1 The best material 


Unit safety factor (on bodies 
rings, links, hooks) 


Proof test of complete sling 
to twice the working 
load limit 


Actual field service test 
of each design 


Metal identification ring 
on each sling 


Signed Registry Certificate 
with each sling 


What would it cost your customer 
if he dropped this casting? 


@ Many times your customers gamble with a 
heavy load lifting it over expensive machines 
—or men. You know the consequences when a 
load is dropped: time lost, damages—a gen- 
eral mess. But you can do something about 
it before anything happens. 

You can sell acco Registered Sling Chains 
which have great strength yet are light in 
weight. For instance, a %" double acco 


*Trade Mark Registered 
A 


Registered Alloy Sling Chain used as a double- 
basket at a 60° angle has a working load limit 
of 11,400 pounds, almost six tons! And—it was 
proof-tested with a load equal to twelve tons. 

If you sell material handling equipment 
and are interested in offering a complete line 
of quality sling chains, write our York, Pa., 
office for a copy of the DH314 acco Regis- 
tered Sling Chain catalog. 


American Chain Division 


AMERICAN CHAIN & CABLE 





York,Pa., Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bri¢geport, Conn 





